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In the Grinnell Union, there’s strength ... rugged, 
built-in strength! A superior grade of malleable 
iron is used in Grinnell bronze-to-iron unions — 
followed by careful manufacture and frequent qual- 
ity checks. The end result is the high quality 
Grinnell Union which must pass the final air pres- 
sure inspection test under liquid before it is ac- 
cepted. No wonder Grinnell bronze-to-iron unions 
are a standard of comparison for the industry. 


Grinnell Company, Inc., Providence, Rhode Island 
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Quality Grinnell bronze-to-iron unions feature: 


Precision-machined, bronze-to-iron joints for a 
positive, leak-proof connection 

100% tested with air under liquid 

Bronze ring inserts of improved design 

True dimension, full depth threads 
Chamfered to protect threads for easy starting 


GRINNELL 


WHENEVER PIPING IS INVOLVED 
Coast-to-Coast Network of Branch Warehouses and Distributors 


Manufacturer of: pipe fittings * welding fittings * forged steel flanges ° steel nipples * engineered pipe hangers and supports 
Thermolier unit heaters * Grinnell-Saunders diaphragm valves * prefabricated piping * Grinnell automatic fire protection systems 
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THE VAST MAJORITY {OF THE NATION’S FINE BUILDINGS ARE SLOAN EQUIPPED 


Headquarters 
Building 
CAPITOL RECORDS, INC. 
Hollywood 


cecoaps _ / 


WELTON BECKET & ASSOCIATES 
architects and engineers 

Cc. L. PECK COMPANY 

general contractor 

STATE PLUMBING & HEATING CO. 
plumbing contractor 

KEENAN PIPE & SUPPLY CO. 
plumbing wholesaler 

AMERICAN RADIATOR & 
STANDARD SANITARY CORP. 
plumbing fixtures 


WORLDS FIRST ROUND OFFICE BUILDING 


¢ The new multi-million dollar caprroL RECORDS equi-distant from outer walls, all-season comfort 


building in Hollywood has given new allure to _ is provided at lower cost. “Eyebrows,” or louvres 


famed “‘Hollywood and Vine”’ intersection. Aside 
from symbolizing the company’s product, the 
circular design was developed to achieve econo- 
mies in construction, operation and maintenance, 
plus maximum utilization of space and efficiency 
in its use. Service facilities—stairs, elevators, 
wash rooms, duct shafts —are located in a central 
core. The heating and cooling supply lines being 


which overhang the windows, add to exterior at- 
tractiveness and serve to protect the interior 
against heat and glare from the sun. This twelve 
story “‘stack of records”’ is topped by a 100-ft. 
perforated aluminum trylon. In a building so 
expertly planned for efficiency and economy it 
seems logical to find it equipped with sLOAN Flush 
VALVES famous for these same values. 
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FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY 
SLOAN VALVE COMPANY °* CHICAGO ¢ ILLINOIS——— 


Another achievement in efficiency, endurance and econ- 
omy is the sLoan Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used ! No clog- 
ging. No dripping. Architects specify, and Wholesalers 
and Master Plumbers recommend the 4ct-O-Matic— the 
better shower head for better bathing. 
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Radiator Valves and Elbows for steam and 
gravity hot water heating systems. 





Circulating valves, balancing elbows and fittings 
for forced hot water heating systems. 


_ Globe, angle, drainable globe stop valves. 
Boiler drains and sill faucets. 


Gate and check valves for iron 
pipe and copper tubing. 


Heavy duty valves for compliance 
with Federal Specifications. 


Write for 


4 (\ 7 ; re ; catalogue. 
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SUBMERSIBLE 


dependably power 


the best submersible 


For long, dependable operation it 
is essential that all water is ex- 
cluded from the windings. Shaft 
seals cannot provide this essential 
protection. Franklin hermetically 
seals motor windings in an all- 
welded stainless steel case and em- 
beds them in a special nonsoftening 
plastic. The all-metal enclosure af- 
fords the best protection against 
the entrance of water without sac- 
rificing electrical performance. 


FOR 


water systems 


R CANNOT ENTER MOTOR WINDINGS 





DEPENDABLE 
INSTALLATIONS 


. specify Franklin Motors on all submersible 


pumps. Today's best water systems are de- 
pendably powered with Franklin Motors. 
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FACTS book illustrates es- 
sential features to look 


for in submersible motors 


Write for your copy 


Renbilin Rtectuts 1s. Inc. 





345 E. SPRING STREET 
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| PLUMBING TIPS | 





Contractors find: 


100% COPPER JOBS 
LESS EXPENSIVE 
AND FASTER 


See them at Brass-Craft Booth No. 1213 
National Plumbing and Heating Exposi- 
tion Milwaukee, June 11-15, 1956. 








2. Tighten nut until you feel it just 
beginning to take-hold-of (bite) the 
copper tube. Push valve tight against 
flange, forcing flange tight against 
wall, while continuing to tighten nut.. 


SWEAT 
INSTALLATION 









19. Elbow: 5/8” 0D. 4 — Sweot R1B. Angle Vaive: 
inlet x 3/8" O.D. Riser. Lis 1/2" 0.0. (3/8" nom) 
Swedt inlet x 3/8 
39. Elbow: 5/8” O.D. (1/ (2 oe 
inlet x 1/2” O.D. Riser. List casilemasctees/ li 
R38. Angle Vaive: 
1/2" O.D. (3/8" nom) 
inlet x 1/2’ 


O.0. Riser List 1.40 


R19. Angle Valve: 5/8° 0.0 1/2° nom) 
Sweat inlet x 3/8” O.D. Riser. List 1.30 
R39. Angle Valve: 5/8” 0.0. (1/2” nom.) 
Sweet inlet x 1/2” O.D, Riser. Uist 1.40 





Also available packaged with Speedway Flexible Supplies 





3. When brought to soldering tem- 
perature, apply wire solder to copper 
tube between flange and valve. The 
sweat inlet’s exact dimensions and 
unplated inside insure easy and per- 
fect soldering. 
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COMPRESSION 
INSTALLATION 


C18. Elbow: 1/2” 0.0. (3/8" nom.) Compr. 
triet x 3/8" O.D. Riser. List 52 

C19. Elbow: 5/8° O.D. (1/2” nom.) Compr 
iniet x 3/8" O.D. Riser. List .62 







CRIB. Angie Valve: 
1/2" OD. (3/8" nom) 
Compr. inlet x 3/8° 
©.0. Riser. List 1.50 


CR 38. Angle Valve: 
2° OD. (3/8" nom) 
fompr. inet x 1/2" 
.D. . List 1.60 
. r d 1.0. * nom) 
C . ” ©.D. Riser. 70 








3. Having taken up any slack, and 
with no copper tube showing between 
valve and flange, tighten nut another 
¥% turn. This should bite the tube, 
making a perfect ground joint seal. 









Sweat inlet 








from wall. 
This is \%” more than combined 
lengths of flange and sweat inlet of 
valve (or fitting). Thoroughly clean 
end of tube and inside of sweat inlet, 
before applying flux. 


1. Cut copper tube 1%” 





iL 

4. While copper tube is still hot, 
lightly wipe with solder wire between 
valve and flange. This tinting proc- 
ess leaves an attractive chrome-like 
appearance. Lightly wipe torch car- 
bon from valve surface. Attach Speed- 
way Flexible Supply. 
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1. Cut copper tube 1%” from wall. 
This is 3/16” less than combined 
lengths of flange, nut overhang and 
compression inlet of valve (or fitting). 





Ai Attach Speedway Flexible Supply 
for Lavatory, Closet or Sink. 


NOTE 
Stem away from seat. 
Flame away from flange. 





2. Before applying heat to valve, turn 
the stem completely away from seat. 
Otherwise the heat will scorch rubber 
bib washer. Apply heat, aiming torch 
away from flange. Chrome plate of 
valve (or fitting) will withstand heart, 
whereas flange will discolor. 


100% Copper Jobs... 


SAVE TROUBLE. No nipple to tigliten 
eliminating broken fitting behind plaster 


SAVE COST of brass nipple, or job spoiled 
by electrolysis if steel nipple was used. 


SAVE TIME. No frozen-in pipe stubs. 
BE PROUD of a deluxe 100% Copper Job. 


SREEDUIAY bo. Beos 
please chec 
| eas send complete copper catalog...... DO] 


Additional instruction sheets for my 
Journeymen. (How many?) : 


| 

| Name pied | 
§ Address........ 5 . 
| City. . . . State... | 
Wholesaler... | 
| BRASS-CRAFT, "DETROIT 1, MICH. | 


~ 





Lh Gianege IN SAN FERNANDO VALLEY 


are all AlliianceWare equipped 





Typical La Cienega Home 
Bathtub. a Designed and built by BRS Development Co. ¢ Plumbing Contractor—The 
athtubs i Gluck Co. « AllianceWare furnished by Tri-State Pipe and Supply Co. 


Gil Brown of BRS Development Company has installed 
AllianceWare in many developments, so it was natural that 
AllianceWare should be specified for the company’s newest 
community —La Cienega Homes. 

Situated on part of the famous La Cienega Ranch—the old- 
est ranch in San Fernando Valley—the La Cienega project 
comprises 700 three- and four-bedroom, two-bath houses in 
the $13,000 to $16,650 class. 

AllianceWare fixtures—tubs, water closets, lavatories and 
sink and tray combinations—are used throughout. 

Builders who know and use AllianceWare, select this famous 
sanitary ware again and again, because they have learned 
there is only one quality to AllianceWare—the finest we 
know how to produce. 

AllianceWare—porcelain-on-steel—is designed to meet mod- 
ern building needs. Lighter in weight for easier handling and 
installation. Porcelain-on-steel to assure lustrous, stain- 
proof beauty. Formed steel to provide exactness in dimen- 
sions and to avoid useless dead weight. Furnished in 5 colors 
—as well as white—to meet modern interior decorative 


Lavatories 


Closets 


schemes. 
If you do not have the complete AllianceWare catalog, 
we'll gladly mail a copy. 





ALLIANCEWARE, INC. . Alliance, Ohio 
Plants in Alliance, Ohio; Colton, California; Kilgore, ‘Texas 


Bathtubs + Lavatories « Closets + Sinks 
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WE UNDERSTAND 


WOMEN AND PLUMBERS 


PRICE-PFISTER knows it’s the combination of 
1. Beauty-utility and quality that appeals to every homemaker. 
2. Easy fast installation and dependable performance 
that wins the loyalty of the Master Plumber. 


PRICE-PFISTER pleases both with the best looking, best wearing 
fittings that scientific know-how, 46 years engineering research and 
modern methods can produce. Here is the latest addition to our 

COMPLETE LINE OF WASHING MACHINE VALVES! 



















BRAND NEW WASHING MACHINE VALVE FILLERS 






































Two Valve Concealed Washing Machine Filler Exposed Type Washing Machine Valve 
* All rough parts concealed 8” center with double 42” female outlet No. 205 42” female |.P. water inlet 
¢ Shining chrome trim on exposed parts |.P. or Copper Union connection No. 350 with straight down design 34” hose 
¢ Hoses hidden behind washer Solid Copper to Copper connection, outlet on bottom. Available in rough | 
no union, No. 352 brass, satin chrome or polished chrome. | 


INSTALLS EASIER 
WORKS BETTER 
LASTS LONGER 


Sold Only Through Plumbing Wholesalers 
Write for Price List and Complete Details Today! 


eh 


NUFACTURING COMPANY 






PRICE-PFISTER BRASS MFG. CO. 
3011 Humboldt Street, Los Angeles 31, Calif. 











A Sure Winner 

You'll soon be able to sit in 
warmth and comfort while your 
favorite thoroughbred proves he’s 
a mudder or your local football 
team plunges through snow and 
linebackers for a TD. 

The Prat-Daniel Corporation al- 
ready has installed radiant heat- 
ing at Santa Anita (Calif.) race- 
track to keep bettors warm while 
losing their shirts, and Finn J. 
Larsen, director of research for 
Minneapolis-Honeywell, predicts 
radiant heating will shortly give 
other outdoor sports fans the same 
comfort long enjoyed by chess or 
table tennis rooters. 

Extremely sensitive temperature 
and humidity controls permit con- 
trolling the outdoor elements, Lar- 
sen says, and almost can give fans 
the effect of sitting before the TV 
set at home — except no one will 
switch programs on them. 


The Weatherman's a Salesman 
If salesmen would complain 
about the weather, rather than 
competing products, they’d sell 
more automatic clothes washers. 
W. A. MacDonough, a vice presi- 
dent of Avco Manufacturing Cor- 





poration, says that salesmen don’t 
convince the prospect about the 
advantages of dryers by selling 
their units against competing prod- 
ucts. The important selling point 
is that dryers eliminate the haz- 
ards and inconvenience of drying 
clothes on backyard clotheslines 
where rain, dust, ice and kids pose 


10 
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constant threats to clean clothes. 

MacDonough cited tests which 
prove clothes dried automatically 
wear better, retain color longer, 
and require less than one-sixth the 
time and energy of outside drying. 
That’s what sells customers, he 
adds, not the negative aspects of 
your competitor. 


Plain Talk 

The Tower of Babel was a model 
of understanding compared to 
many conversations between cus- 
tomer and salesman today. 

The Gas Appliance Manufactur- 
ers Assn. points out that some 
buyers never learn that a 21 in. 
TV screen means it’s 21 in. diag- 
onally across screen, or that a one- 
half ton air conditioner performs 
the cooling job equivalent to melt- 
ing a half-ton ice block in an hour. 

In talking about water heaters, 
salesmen also confuse prospects 
with terms like capacity and re- 
covery. It’s best, says GAMA, to 
put these terms into needs of the 
customers. 

For example, if a prospect has 
one bathroom for the three mem- 
bers of his family, the salesman 
should explain that he needs a 30- 
gal. water heater and why. For an 
added bath or washing machine, 
the salesman should explain what 
a 40-gal. unit will mean in comfort 
and convenience. 


Multiplication Tale 

The birds and bees have been 
joined by a third element in the 
raising of little pigs—radiant heat- 
ing. 

An Illinois farmer has found that 
pigs have bigger families when 
they live in pens with a radiant 
heated concrete floor. Under the 
traditional farrowing crates, the 
farmer handled about 100 litters a 


year; now his stock produces 150 
litters and there are fewer off- 
spring lost. 

The heating system uses 300 ft 
of %g-in. pipe under the brooder 
areas installed 2 in. deep in con- 
crete with insulating foil beneath. 
A 50-gal. water heater circulates 
hot water with an automatic pump. 
The magazine Farm Journal says 
the system cost about $1,500, but 
the farmer is happy for the first 
time since pork prices tumbled. 


Hot, Cold, and WOW! 


Sheriff deputies near Detroit 
have answered that old question— 
“Why does a house party always 
end up in the kitchen?” 

The kitchen, officers discovered, 
has moonshine on tap—or at least 
it did in a farmhouse where pure 
corn likker was being piped to the 
kitchen faucet from two 600-gallon 





(— 
stills in the chicken coops. 

Two men are being held for in- 
vestigation, and the farm’s plumb- 
ing system is now drawing just the 
“wash.” 


Underworld Expose 

The alert residents of Virginia 
Beach, Va., swung into action when 
a man was reported crawling under 
a house. 

They surrounded the area and 
called a police emergency unit. The 
officers cautiously flushed out a 
covey of plumbing journeymen 
who were installing pipe insulation. 

“Sure, I heard all those people 
hollering,” one journeyman ex- 
plained, “but I waited for you to 
come. I was afraid someone would 
take a pot shot at me.” 


Dugout Delight 

It’s been 16 years since the Cin- 
cinnati Redlegs won a pennant, but 
you can bet your shirts on them 
leading the National League in 
1956 (well, maybe). 

Just make sure you specify that 

(Please turn to top of page 12) 
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They know it’s so clean to live with! 


Clean, draft-free, natural heat circulation doesn’t blow dust and dirt into — 
and around — the house . . . means less dusting, less scrubbing, less work for 
the little woman. She can clean right to the walls, can for that matter 
carpet wall-to-wall. And walls and drapes stay so much cleaner. 

Let us help you convince your customers that they can enjoy these 
advantages, and many more, with today’s finest heating system, because 
its installed cost is surprisingly low. 


Our Catalog No. 302 gives you the 
facts. Write for it today. 


4 OTTO aR? TOP ARERR bee 
he 











HAS P. R. PROBLEMS TOO 

OaKLAND, Catir.—Your March 
issue has some very fine articles in 
it (as do all your issues), but the 
one that pleased me the most was 
the one on page 102—“‘How to Han- 
dle the Overcharge Complaint.” If 
I didn’t know different, I would feel 
sure that your article was specifi- 
cally about some of my customers. 
And the answers are terrific. I did 
get many good angles to work from. 

JAcK LAVINE 


STILL GOING STRONG 

Cuicaco—In a recent conversa- 
tion with a member of your edi- 
torial department, we discussed the 
important contribution made by 
Domestic ENGINEERING shortly after 
World War I in breaking the old 
tradition of the “Saturday night 
bath.” We refer, of course, to your 
“Bath-a-Day” campaign and would 
like to have a member of our edi- 





torial staff go through some of the 
back issues of Domestic ENGINEER- 
ING that appeared during this cam- 
paign to look for material that 
might be used for a story in our 
publication. 

Family Weekly is a colorgravure 
newspaper supplement distributed 
by 106 hometown newspapers. 

Ben KARTMAN 
editorial director 
Family Weekly 


e The “Bath a Day” compaign is an 
early example of the many editorial 
programs conducted by Domestic 
ENGINEERING during its long career. It 
was launched several generations ago, 
but is apparently still going strong. No 
less a personality than Bob Morrill, 
NAPC president, is currently using 
the “Bath a Day” slogan on his store 
(see below). During the campaign’s 
most active stage, thousands of book- 
lets “The Story of the Bath,” were dis- 
tributed to plumbing contractors who, 
in turn, distributed them to schools, 
(Please turn to top of page 16) 





“BATH-A-DAY” campaign, an editorial program launched by Domestic Engi- 
neering in the early ’20’s (see letter above), still lives on. Here, the campaign 
slogan is prominently featured on store of R. T. Morrill, NAPC president. 
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Between Ourselves 
(Continued from page 10) 


they'll be first in installing air con- 
ditioning in their dugouts. Crosley 
Field is ready for such an innova- 
tion as soon as engineers figure 
out how to prevent drafts from 
blowing on the “red hot” players or 
exposing them to radical tempera- 
ture changes. 

General Manager Gabe Paul 
feels the comfort of air condition- 
ing will prevent his pitchers from 
wilting in the late innings, al- 
though the trouble with many Cin- 
cinnati pitchers lately is that 
they’ve been cold from the start. 


Is Everybody Happy? 

The newest addition to Chicago’s 
wind-swept lake front is the 41- 
story Prudential building, and 
while the view is lovely, the cli- 
mate could drive a building engi- 
neer off the top floor. 

The difficulty is that cold blasts 
from the lake make the east side 
cold while sunlight warms the west 
side of the building. In summer, 
one side enjoys lake breeze while 
the other swelters. 

Minneapolis-Honeywell, however, 
is keeping everybody well-bal- 
anced with a heating and air con- 
ditioning system that automatically 
adjusts each part of the building 
to such factors as outside temper- 
ature, number of people, office ma- 
chinery, and lighting. 

One man handles the entire 
operation at a dial-studded control 
panel that looks like something 
out of science fiction, but which 
produces real living. (See story 
beginning on p. 106.) 


Dealer Goes to the Hogs 

A contractor is buying pigs in a 
poke and making money at it. 

He’s Don Hoyt of Overbrook, 
Kan., who is offering farmers 
$17.50 for a hog as a trade in on a 
1956 freezer. The price is consid- 
erably higher than offered on the 
local hog market. 

Several freezers were sold on the 
trade-in deal, and two farmers, 
attracted by the offer, bought units 
but kept their pigs to see what 
automobile dealers would do about 
the challenge. END 
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You get lasting, leak-proof joints 
* : 
with U-Srand metal insert 
en 5? e * 
fittings for plastic pipe 
U-Brand metal inserts assure perfect fit for maximum perma- 


nence in your plastic pipe installations. This is especially impor- 
tant in well-pump installations where there’s a surge on the line. 













All U-Brand inserts provide an extra long serrated surface for 
clamping security. Raised serrations become firmly embedded 
in constricted pipe walls for secure grip. 

U-Brand insert fittings are available in brass, zinc-plated malle- 
able iron, and steel. There’s a shape and size for your every need. 


Remember, for your protection, each U-Brand 
fitting is individually inspected. Whether you buy, 
sell or install pipe fittings, you'll find that U-Brand 
quality helps build reputation as well as profits. 





Alii YOUR f j 1 NEEDS 


Galvanized and Black U-Cote Malleable Iron Pipe Fittings— 
Unions— Plugs and Bushings—Cast Iron Drainage and Screwed 
Fittings—Steel Nipples and Couplings—Insert Fittings for 
Plastic Pipe. 


The 
Union Malleable 


Manufacturing Company 
Ashland, Ohio 
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Here’s why the New 
& Heatmaster System 
is the simplest...most |: 














“FA 
= ) 
so 
economical way to heat (er 
me 

f ‘ 
e iy s. dr 
and air condition a home! | : 
Sy: 
” we 
tio: 
sin 
é ; ; : i ‘he 
e It's pre-engineered! The new C-E Heatmaster is a ready-to-install . He 
year ‘round comfort system. ‘ 
e It's packaged! Only standard piping and wiring materials and practices pi 
io 
are used for installation. No special equipment is required. | no 

e It’s compact! Unit installs in 4-square feet of floor space. It provides 
‘ . oa , THI 
economical air conditioning with the luxury of hot water heat; ie 
individual room control. ug] 
e It’s easy to sell! It offers builders and plumbers features that simplify ' “ 
° , ‘ § { 
installation, cut costs, save time. Its benefits appeal strongly to i 0 
home buyers. : ins 
col 
e It's priced right for the market you serve. ust 
th: 
we 
: sa\ 
th 
ing 
| 

Here’s the complete, compact ye 
© CO) 
C-E Heatmaster Home Heating “ 
fir: 


and Air Conditioning System: 


Efficient, gas-fired boiler unit, completely assembled 
with burners, circulator, controls, relays and all oper- 
ating parts in place; a matching hermetically sealed 
water chiller, completely assembled with compressor, 
evaporator, condenser and refrigeration controls in 
place (unit factory-charged with refrigerant); space- 
saving individual room convectors for heating and 
air conditioning through one compact convector in 
each room. Simple to lay out — easy to install. 
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PERFORMANCE PROOF: 


Here’s what the owner-builder and plumber 


say about a typical C-E 


THE OWNER-BUILDER, 
ANDREW YEDYNAK, SAYS, 
“FAR SUPERIOR.” 


“We investigated about 10 dif- 
ferent air-conditioning-heating 
methods before we built our 
‘dream home’. We finally de- = 
cided on the C-E Heatmaster Va 
System. It’s far superior to any forced air system 
we know of, both in cost and in efficiency of opera- 
tion. I know. We’ve lived in four different houses 
since 1945. Our experience with forced air and 
‘heat circulating’ systems convinced us the C-E 
Heatmaster ‘wet’ system was the best buy.” 

Mr. Yedynak’s wife, Violet, had this to say: 
“The C-E system is so simple even our six year old 
daughter can operate it. And I like the installa- 
tion...no contraptions sticking out of windows, 


no ducts, nothing like that.” 


THE PLUMBER, 
MARTIN MOLOTSKY, SAYS, 
“SIMPLE AS COULD BE.” 


“The C-E Heatmaster was'the 
first ‘wet’ air conditioning and 
heating combination I’ve ever 
installed. We didn’t run into any 
complications at all. In fact, we 
used fewer man-hours (48) to install this system 
than we would have needed for a comparable hot 
water radiator installation. It adds up to quite a 
saving. I’m convinced that this ‘wet’ system is 
the future standby for heating and air condition- 
ing homes.” 

Mr. Molotsky has been a plumber for fifteen 
years and heads his own business. He later com- 
mented, ‘“‘I only wish I had this C-E Heatmaster 
combination in my own home.” The C-E Heat- 
master System, which Mr. Molotsky installed, is the 
first of its kind in the Kansas City, Missouri area. 








=... 


em 


Extremes of climat 
the owner-builder 
the C-E Heatmaste 


Heatmaster installation: 


e (hundred-plus in summer, ten-minus in winter) helped 
decide to equip this Hickman Mills, Missouri home w’th 
r System. 





Mr. Molotsky points out how little equipment is necessary to install a 
C-E system. The pre-engineered, packaged C-E system required only the 
simple tools shown in the picture for installation. (This picture was made 
before piping was insulated.) Mr. Molotsky also installed the 40-gallon 
Heatmaster glass-lined water heater shown in foreground. 


Take advantage of the many benefits C-E Heatmaster Home Heating and Air Conditioning 
offers by sending for more information now. Ask about the ABC Plan for builders. 


{3} HEATMASTER 


HOME HEATING AND AIR CONDITIONING 


the simplest way to heat and cool a home 
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COMBUSTION ENGINEERING INC., Home Equipment Division 
971 West Main Street, Chattanooga 1, Tennessee 














Top Photo: The Heatwave Hi-Boy. Completely automatic. Built-in draft diverter. At Left: 
Heatwave Counter-Flo for perimeter and underfloor heating. Installed in closet, alcove or 
utility room. Minimum duct work. 

Heatwave Gas Fired Furnaces and Central Heating Systems have a 
two-way claim to fame! 

They make extra dollars of profit for the man who sells and installs 
them. They save extra dollars in fuel costs in the homes they serve! 
No other furnace manufacturer offers such a fine opportunity for 
you to increase both sales and number of satisfied customers. 


EVERY HEATWAVE MODEL: 


@ Factory Assembled © Cast-lron Burners 

© Fire-Tested © Smart in Appearance 

© Ready to Install © Economical to Operate 

© Competitive in Price @ 10-Year Factory Warranty 











THE HEAT WAVE FLOOR FURNACE 





Here's the efficient whisper-quiet floor furnace that 
offers the utmost in service, economy and long life 
BTU INPUT: 27,500, 35,000, 
50,000, 65,000, 75,000 


DISTRIBUTED BY OUTSTANDING 
CNIWAVE/< WHOLESALE SUPPLY HOUSES. 
i\ 
) = WRITE OR WIRE — GET THE FACTS 


SOUTHWEST MANUFACTURING CO .4éiaex 













Subsidiary of the F. E. Myers & Bro. Co 


BOX 151 AURORA, MO. 
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Letters 


(Continued from bottom of page 12) 





libraries, women’s groups, civic organ- 
izations, etc. Now, over thirty years 
later, hardly a month passes without 
additional requests for copies of “The 
Story of the Bath.” 


BUSINESS BOOSTER 

Bay Crtry, Micu.—I have just 
read with much interest the article 
entitled “Give Your Snow Melting 
Business a Boost” in your April is- 
sue (p. 96). If the tables and figures 
are available, we would like to have 
about three copies. 

L. R. THoMAsS 


e According to the manufacturer, de- 
tails of the snow melting system de- 
scribed in the article will be available 
shortly in booklet form (see letter 
below). 


SNOW MELTING SYSTEM 
Morton Grove, Itt.—Many 

thanks for the very nice layout and 
presentation of our article on snow- 
melting systems. Your readers may 
be interested to know that we are 
now preparing a circular covering 
the procedure outlined in the arti- 
cle which will soon be available to 
contractors. 

H. R. HENKE 

adv. manager 
Bell & Gossett Co. 


OVERCHARGE COMPLAINTS 
THOMPSON FALLS, Mont.—We 
were very much interested in the 
letter answering the overcharge 
complaint in the article entitled 
“How Texas Meets the Public Re- 
lations Problem,” (March, p. 102). 
This would help to answer some of 
the questions and complaints we 
have here. We are the only union 
shop in the locality, and often have 
complaints about charging too 
much. We feel the facts brought 
forth in this letter will help solve 
some of our problems. 
ConrRAD PRESTON 


LIKES THE SERVICE 

Co.tumsus, O.—Your publication 
is one of the most valuable that 
comes to our company and one of 
the reasons is the many services 
you offer subscribers. 

Right now, I'd like to avail myself 
of your offer to send a booklet on 
showroom planning since I am 
thinking of doing some remodeling. 

E. M. BLAYNEY 
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have 
AS 
, de- 
 de- Fasten to concrete or steel, 
lable 
ette . 
, to brick or block, 
in V2 the time and 1, the cost 
any 
and 
“il ™ MAKES FASTENING JOBS EASY 
are Now you can fasten wood and steel to concrete, 
ring steel, cement block and other hard materials— 
rp with a sure, easy, positive tool that holds 
Med fasteners firm! 
. Shure-Set uses no outside power; it makes your 
Yr hammer power more effective. Just insert fastener 
in tool and drive it accurately in place. One tool 
; sets any length fastener in two diameters, 14” 
a and 3;,”—a duo-barrel tool! 
~teg Serves all fastening requirements which are too 
rge tough to nail and too light to require RAMSET®, 
led the original powder-actuated fastening system. 
Re- Especially suited for use in cement block, cinder 
2). } block and in mortar joints between tile and 
> of brick. Sets fastener with pin-point accuracy. 
we 
ion @ SAVES TIME AND MONEY, TOO 
+H Not only does Shure-Set anchor fasteners 
sht straighter, deeper and stronger —it does the job 
lve quicker and at 14 the cost of old-style methods. 
It’s a required tool for every construction job 
y using light concrete or steel. Write today for details, 
Shure-Set is designed especially for these and countless other uses, by: prices, and the name of your nearest dealer: 
ion a carpenters, for @ ornamental iron @ maintenance men 
iat shelves, paneling columns, window guards partitions, shelving 
of 
"eS ® electricians @ lathers & plasterers M@ interior decorators Shure-Set a ot Ramset 
conduit, wire mold channels, corner beads _— carpet strips, brackets Ramset Fastening System 
elf : 
oie @ general contractors M plumbers @ teleph compent WINCHESTER-WESTERN DIVISION 
- furring strips, wire mesh straps, ducts, brackets panel boards, wire clips OLIN MATHIESON CHEMICAL CORPORATION 
ig. 
&@ sheet metal workers & sign erectors @ plant protection 
downspouts, hangers metal, enamel, wood relays, clips, conduit 12165-E BEREA ROAD CLEVELAND 11, OHIO 
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STYLISH heating-cooling con- LOVE AT FIRST SIGHT: House- NEEDS CHANGING: Tearful in- 
trol for Carrier central a-c sys- wife admires new Lindsay auto- fant announces new firm name of 
tems is shown by Arlene Francis matic water softener which has a Viking Air Products, formerly 
on recent NBC-TV Home Show. glass fiber tank, attractive look. called Viking Air Conditioning. 





Picture 
Paragraphs 








THE AVERAGE HOUSEWIFE wants more 
bathroom elegance, says Mosaic Tile Co., and 
suggests this sunken pool and shower combi- 
nation which was inspired by ancient Romans. 


P= 


PLUMBING OFFICIALS from West Germany are 
shown U.S. techniques by C. K. Rehner (second from 
left), president of the New York chapter of NAPC. 
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INDIANA 


ANNETTE HUNT 


GRAND CHAMPION cherry pie baker is Annette Hunt, 
winner in National Red Cherry Institute contest. General 
Electric furnished 50 ranges for recent event in Chicago. 
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automation 
sells for you 


CS&B'’s modern manufacturing methods, such as continuous plating, completely 
automatic buffing and conveyor belt handling, reduce production costs, 
making it possible for you to sell premium quality tubular brass plumbing 
goods at no extra cost. And since automatic production assures uniform top 
quality, you can depend on every CS&B item to keep on selling for you. 


Look to the leader for more sales — and satisfied customers. 
CSaBCo 


[CONNECTICUT J 
[samen] 
THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
offiliate: TUBE BENDS INC. aircraft parts 
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SAVE 30% 


On Your Register Cost With 


CONTROL'S “ “Woe"* No. 20 REGISTERS 





sath 


He ia | ij ale 
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The Register That Has Everything 
PERFORMANCE! STYLING! 


Complete 4-way Control of the Air Pattern — Adjust- Beautifully contoured styling with two-tone Chameleon 
able Vertical Front Fins and Horizontal Back Fins — Beige decorator finish that blends with any interior. 
Balancing Damper controls air volume Without Chang- Sculptured plastic operator knob, Available in a com- 
ing Air Pattern — Increased Free Area. Costs 30% less plete range of standard sizes, with fins factory-set for op- 
than any other fully adjustable 4-way control register. timum multi-flow pattern. See your jobber today! 


AR 





AIR CONTROL PRODUCTS INC., Dee St., Coopersville, Mich. 
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SINK TOPS 
ELKAY offers the widest selec- 


tion of sink tops available. 
Single and double bowl mod- 
els from 39” to 144” in length 
with single or double drain- 


boards carried in stock. 


SINK BOWLS 


Sixty-nine stock sizes from a 
14” x 14” single bowl to a 54” 
x 20” double bowl in flat rim 
or ledge type models; twelve 
sink and drainboard insert 
models. 





SIT-DOWN’' SINKS 


This wonderful new idea is 
catching on fast and only 
ELKAY has them: three bowl 
island sink tops; two bowl 
sink tops; single and double 
bowl drop-in models. 


ELKAY DISPLAY IS A 
SHOPPER STOPPER 
rum sos Let this display sell for you! 


The attention-getting ELKAY Display has been a profitable success with 
plumbing merchandisers around the country. You not only build store 
traffic, you have an excellent way of pointing out quality features — 
ELKAY features that mean better profit for you. National advertising gives 
you an added advantage with ELKAY... full page, full color ads now ap- 
pearing in leading consumer magazines help direct customers to your store. 


Write for complete catalog and display stand details 


ELKAY MANUFACTURING CO. cies. 50 iin 


The World's Oldest and Largest Manufacturer of Stainless Steel Sinks . . . Since 1920 
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T'S THE LAW! 


Legal Decisions of Int 








A Tip for Your Customers 

A plumbing and heating con- 
tractor recently asked what a 
property owner can do to avoid 
damage suits by tenants injured 
on the premises. The answer was 
in the contractor himself to a 
large degree—a property owner 
who has him inspect the premises 
may avoid damage suits. 

For example, a tenant recently 
sued for personal injuries re- 
ceived when a defective water 
faucet broke in his hand, in- 
flicting deep cuts. The courts 
awarded substantial damages 
when they discovered “plainly 
visible” defects had remained 
unrepaired. It was also noted in 
the decision that if a plumbing 
contractor had inspected the 
premises regularly, no damages 
would have been awarded be- 
cause the property owner would 
have used “ordinary” care to 
provide safety. 

Citation: St. Luke v. Melin, 172 
Fed. (2d) 532. 


Employee Collects Twice 

A recent court ruling has 
made it possible, under certain 
conditions, for an injured em- 
ployee, to recover damages un- 
der the State Workmen’s Com- 
pensation Act and also from a 
company whose negligence 
caused his injury. 

The case involved a truck 
driver who was picking up ma- 
terials from a plumbing and heat- 
ing wholesaler. The driver began 
helping the wholesaler’s em- 
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By Leo T. Parker, Attorney 
Cincinnati, Ohio 


ployees load the truck without 
any request from the company 
or its workers. During the load- 


erest to Contractors 


SGV B00, . 8 


ing, the driver suffered a serious 
knee injury. 

After receiving compensation 
from the state, the driver sued 
the wholesaler for damages, 
claiming his injuries resulted 
from the wholesaler’s negligence 
in properly maintaining his 
equipment. 

The court allowed the truck 
driver $26,000 in addition to his 
state compensation. The court 
felt that the seriousness of the 
injury required heavy damages 
and that the wholesaler’s equip- 
ment was not safe. 

Citation: Horwitz Company v. 
Myler, 252 Pac. (2d) 475. 






































YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing and heating contractor agreed to complete a 
certain installation by a definite date and a contract was 
drawn up to that effect. However, the contractor inserted 
this phrase in the contract for his own protection: “Work 
will be executed as promptly as possible, subject to delays 
occasioned by strikes, lockouts, fires, carriers and causes 
beyond our control.” 

During the course of the work, his supplier was not able 
to deliver necessary materials due to a strike at his plant 
and the contractor was unable to complete the job within 
the specified period. The owner promptly sued the con- 
tractor for breach of contract. Was the contractor liable? 

oa a * 

When the case reached court, the judge refused to hold 
the contractor liable for breach of contract. In making his 
decision, the judge pointed out that the contract was in 
writing, had been signed by both parties, and the clause 
referring to delays resulting from conditions beyond the 
contractor’s control specifically protected him from a suit 
of this kind. (Court citation available from Domestic Engi- 
neering.) 







































DEMPSTER 
Prime-c-jel 









= the SELF-PRIMING, 


low-cost Shallow Well 


WATER SYSTEM 


There’s a big market and a good profit in selling Only Dempster Prime-o-jet 


the new Dempster Prime-o-jet! Compare its ex- offers all these features 


, , . in a low-priced water system: 
clusive features with any other pump of its P hiss: 


e Self-Priming 


type or price... note the self-priming advan- 
YP P P & Pim isteb alasltlaa ie Ghai 


tage...many models to choose from... the Jeg 
high capacity and full 25 ft. suction lift. Here’s @ High Capacity 
a water system that opens the door to many . 

: Tas felilolalelinvas dalek aaMmi altel lols 
sales where price has been a factor... yet of | ! 
such high quality that you can sell it with con- 


fidence. Remember — Prime-o-jet, like every 


rie actalsh’2elol ici dellel am T-tel 





fidence. Remember—Prime-o-jet, like all Demp- © Corrosion-Proof 
ster water systems, is backed by Dempster! e Insert-Type Venturi 
At Your Service... 77 years of e One Moving Part 
water system experience e Heavy Brass wearing 
j Write for illustrated Prime-o-jet folder 
1 and details on the valuable Dempster 
Dealer Franchise. 


EMPSTER MILL MFG. CO. 
Factory and Home Office: Beatrice, Nebraska 


Branches and Warehouses: Omaha, Nebr.; Kansas City, Mo.; 
Des Moines, Ia.; Sioux Falls, $. D.; Denver, Colo.; Okiachoma 
City, Okla.; Amarillo, Tex.; Son Antonio, Tex. 


ne 


WATER SUPPLY EQUIPMENT | 
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City, Mo.; 
Oklahoma 
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score on all three! 


beauty 





with ‘a | a rc raft’s LA CRESTA! Harcraft’s newest, single-package 
= . “0 : 


combination of beauty, quality and price. 
LA CRESTA’s through-and-through quality .... 
result of Harcraft’s famous silver-welded, solid- 





brass machined parts ....means excellent service. 
Andthankstoextra-heavy plating, LA CRESTA’s 
modern beauty will last and last. 

Try Harcraft’s LA CRESTA on your next in- 
stallation. You'll find it’s right all three impor- 





tant ways—right in design....right in quality.... 
and, best of all, right in price. 






A-20A Swingspout 
(A-30A with soap dish) 


ai 






A-190A Lavatory centerset 
A-180A with pop-up 







WRITE TODAY for news about 
Harcraft profit builders .... in 
the 1956 Harcraft Catalog. We 
will send it by return mail. 








Harcraft 
BRASS 











DIVISION OF HARVEY MACHINE CO., INC., TORRANCE, CALIFORNIA © REPRESENTATIVES IN ALL 
PRINCIPAL TRADING AREAS e@ STOCKS AVAILABLE IN NEW YORK, BOSTON, CHICAGO, ATLANTA, LOS ANGELES 
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Questions and Answers 


Boiler Feed Pump Discharges Water Out Vent 


To the Editor: 

For several months the vacuum 
boiler feed pump on the enclosed 
sketch (See Fig. 1) has been dis- 
charging water out the vent when 
it starts up. About a gallon of wa- 
ter comes out each time. We have 
checked the suction check valve on 
the pump and it is in good condi- 
tion. This is in a five-year old 
school with seven classrooms above 
a full basement. The radiators in 
the have motorized 
valves. 

Please let us know what is caus- 
ing the trouble. 

Washington 


classrooms 


F.W.B. 


To the Reader: 

There is a difference in design 
and operational features of every 
make of vacuum pump and the 
same theory regarding the method 
of correction may not be the same 
for each particular make of pump. 

However, it is possible that per- 
haps two or three things might be 
involved. First of all, the steam 
pressure on the boiler plus any ele- 
vation and discharge piping, plus 
friction loss and discharge piping 
might exceed the head capacity of 
the pump itself. 


= In a case of this kind, the cen- 
trifugal boiler feed impeller of the 
pump would not be in a position to 
move any water into the boiler and, 
as a result, part of it would be dis- 
charged from the vent pipe on top 
of the pump separating chamber. 
This method could be thoroughly 
checked by inserting a pressure 
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gauge at the pump discharge con- 
nection. If the pressure gauge 
showed a pressure greater than the 
pump designed pressure, then this 
would be the answer. 

The trouble also may be due to 
the fact that the pump has a long 
discharge line and must move the 
water quite a distance before it 
reaches the boiler or other vessel 
into which it might be discharging. 
In a case of this kind, an inertia is 
required to start moving the large 
slug of water in the long discharge 
line. 

This means that the pump might 
have to start and be in operation for 
a few seconds before enough inertia 
could be gained to move the slug 





of water in the discharge line. 

In the meantime, however, the 
vacuum producing part of the pump 
would be removing water or con- 
densate from the pump receiver 
and storing it in the pump separat- 
ing chamber and, if it cannot be im- 
mediately moved away, part of it 
would be thrown out of the vent 
pipe. This would then be an occa- 
sion of the pump spitting water 
from the vent immediately upon 
starting. After the slug of water 
gained movement the spitting from 
the vent would stop and the pump 
would continue in normal operation. 

Another cause of the trouble 
might be a leaky swing check valve 
in the discharge line directly at the 
pump. With this swing check valve 
leaking, water in the discharge line 
under pressure could flow back- 
ward into the pump, build up in the 
pump separating chamber and as 
soon as the pump starts part of it 
would discharge from the vent pipe. 


Recommendations Given 

The following recommendations 
for solving water discharge from 
the vent pipe are listed in an in- 
struction bulletin of the Skidmore 
Corporation for their own boiler 
feed pumps. These recommenda- 
tions might not be applicable to 
pumps of a different design. 

When water is discharged from 
the vent pipe, check these points: 

(Please turn to top of page 192) 
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Fig. 1 illustrates a vacuum boiler feed pump that spills water through vent 
when the pump starts. See accompanying article for corrective measures. 
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New Design... New Features 
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the all now Vienbi tt Little Giant wit heaton 


One heating element operates on steam or hot 
water in both vertical and horizontal applica- 
tions. Wrap-around rectangular construction 
increases heat transfer area. Opposing headers 
mean shorter tubes and condensate travel, as- 
suring more even heating on steam systems. 
Closer-to-ceiling mounting permitted by side- 
located piping connections. Motor on all 
models is removable through botton fan outlet, 
eliminating the need for access space above the 
unit. Maximum headroom is assured. 

Wide variety of outlets ( Adjustable Vane, Cone 
Deflector, Anemostats and Horizontal- or Ver- 
tical-Louvred) simplifies selection of the dis- 
charge patterns and mounting heights best 
suited to the job requirements. 


: IE Other Nesbitt Unit Heaters 


GIANT UNIT PROPELLER FAN GAS-FIRED SERIES C 
Pub. 404 Pub. 401 Pub. 280 Pub. 403 


Nesbitt Unit Heaters are made and sold by 


John J. Nesbitt, Inc., Philadelphia 36, Pa. 


Larger capacity range (34,000 to 684,000 Btu 
per hour) and smaller physical size permit the 
economical use of these “propeller fan unit 
heaters with blower fan performance’ in all 
types of industrial and commercial buildings. 
IUHA Rated for Sound and Capacity. All 34 
models are sound rated according to today’s 
most reliable basis for judging sound emission. 
You may now select Little Giants sound coded 
for the environment they serve. 

Little Giant Unit Heaters are 
tested and rated in accordance 
with the Standard Test Codes 
adopted jointly by the Industrial 
Unit Heater Association and the 
American Society of Heating and 
Air Conditioning Engineers. 


Send today for Nesbitt Publication 402. 


WNenbilf 





 &ASTMAN 


Code Approved 
 SPEED-FLEX" 


LAVATORY and CLOSET SUPPLIES 
= S Wi a 


\\\\ 
) ) STRAIGHT STOPS 
DOUBLE COMPRESSION STOPS 
SWEAT STOPS & FITTINGS 


LOOSE KEY STOPS 
STUFFING BOX STOPS 
5 MALE FITTING SUPPLIES 
\ 
wi a 
basa” 


METAL OR RUBBER CONE 
WASHERS 


ae LEAD WASHER CLOSET 


gu SUPPLIES 
: No 
J %” OD or 2” OD LAVATORY 


SINK SUPPLY 


LAVATORY SUPPLY 
WITH RUBBER CONE 
are or Compression Fitting 


CLOSET SUPPLY WITH 
LEAD WASHER ATTACHED 
COUPON 
FOR NEW 
(@-Ger-Veole 


LAVATORY SUPPLY WITH 
METAL NOSE PIECE 


EASTMAN PRODUCTS CORP. 


Plano, Texas 
36,000 square feet of floor 


4 Jele space devoted exclusively 
ur to the manufacture of 

Brass Fittings, 

ond Assemblies. 


EASTMAN PRODUCTS CORP. 
Plano, Texas 


Please send Catalog to: 


FIRM: Sad 





ADDRESS: 





SL , Soe 
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it gives you an UNQUALIFIED GUARANTE! 
and it’s found only on LAWNDALE 


BY sinks Every unit of Lawndale Plumbing-Ware bears an un- 
Se ‘ qualified guarantee label with a registered number. 


‘ ‘ . ‘ . 
This is important to you because it protects you com- 


61 vanitories* pletely against loss. So long as that original factory 
LS, applied unqualified guarantee label is still on the sink, 
b] 


vanitory*, or bathtub, it will be replaced without charge 







and with no questions asked. 







bathtubs 













SEE YOUR NEAREST LAWNDALE JOBBER. 








Reg. U. S. Pat. Off. The Formica Co. 


LAWNDALE ENAMELING CO. 


1137 W. 14th Street — Chicago 8, Illinois 
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Introducing 


NEW RADIANTRIM PANELS 


by Amenican-Standard 

















NEW HIGH OUTPUT 


Model 10 Radiantrim—the new cast-iron baseboard 
panels by American-Standard — incorporate high 
heating output with modern, compact design. Their 
smooth radius corners, beveled ends and center 
fashion line make them easy to sell. Their ease of 
assembly and installation make them more profitable. 

With 810 Btu per lineal foot steam and com- 
parable high hot water ratings, new Radiantrim 
Panels are adaptable to a wide variety of applications 


—particularly those with large glass areas. 


MODERN DESIGN 


FAST, EASY TO INSTALL 


New snap-on end boxes, valve enclosures and 
corner covers, plus a time-saving assembly clamp, 
make Model 10 Radiantrim Baseboard Panels easy 
to install. Panels come in convenient 12”, 18” and 
24” sizes to fit every size room and are available in 
factory-assembled sections up to 6 feet. 

For details about new Model 10 Radiantrim 


Panels, see or phone your distributor without delay. 


AMERICAN-STANDARD PLUMBING AND HEATING Di1v1- 


ston, P. O. Box 1226, Pittsburgh, Pa. 
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improved appearance of 
NEW RADIANTRIM PANELS | 


gives greater customer appeal! / 
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AMerican-(Stardard BOILERS 


give years of dependable operation 


THE EMPIRE GAS-FIRED BOILER is tops in design, perform- 
ance and appearance. Neat and compact, it takes up very 
little floor space, and is suitable for both basement and 
basementless homes. All cast-iron sections and control sub- 
assemblies are factory assembled for easy installation and 
servicing. This modern boiler is available in sizes for small 
to medium-sized homes. 


THE ARCOLINER PACKAGED OIL HEATING UNIT is just right 
for basement, laundry and utility room installations, Cast- 
iron sections are factory assembled for low-cost installa- 
tion, All units may be had with the dependable Arco- 
flame Oi] Burner. * 








ARCOLINER 


2 


Domestic ENGINEERING, May 1956 31 

















CONTRACTORS * WHOLESALERS MANUFACTURERS 


CONTRACTOR ASSNS. 
. . . State 


May 3-5—Georgia—Annual conven- 
tion of the Associated Plumbing Con- 
tractors of Georgia; Ralston Hotel, 
Columbus. 


May 3-5—Michigan—Annual con- 
vention of the Michigan Assn. of 
Plumbing Contractors; Hotel Hayes, 
Jackson. 


May 11-12—West Virginia—Annual 
convention of the West Virginia Mas- 
ter Plumbers Assn.; Prichard Hotel, 
Huntington. 


May 17—Rhode Island—Annual con- 
vention of the Rhode Island State 
Assn. of Master Plumbers; Narragan- 
sett Hotel, Providence. 


May 25-26—Utah—Annual conven- 
tion of the Utah Plumbing and Heating 
Contractors Assn.; Hotel Utah, Salt 
Lake City. 


June 14-17—New Jersey—Annual 
convention of the New Jersey State 
League of Master Plumbers; Traymore 
Hotel, Atlantic City. 


Feb. 4-6 (1957)—Wisconsin—Annual 
convention of the Wisconsin Assn. of 
Plumbing Contractors; Schroeder 
Hotel, Milwaukee. 


WHOLESALER ASSNS. 


June 1-3—PHWNE—Summer meet- 
ing of the Plumbing and Heating 
Wholesalers of New England; Went- 
worth-By-The-Sea, Portsmouth, N. H. 


June 18-19 —- NHACWA — Spring 
convention of the National Heating 
and Air Conditioning Wholesalers 
Assn.; French Lick-Sheraton Hotel, 
French Lick Springs, Ind. 


Oct. 3-5—CSA—Annual meeting of 


the Central Supply Assn.; Palmer 
House, Chicago. 
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Oct. 24-27—ACRW—Annual meet- 
ing of the Air Conditioning and Re- 
frigeration Wholesalers; Jung Hotel, 
New Orleans. 


Oct. 28-31—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns.; Sheraton-Park Hotel, Wash- 
ington, D. C. 


Dec. 3-5—NHACWA—Fall conven- 
tion of the National Heating and Air 
Conditioning Wholesalers Assn.; Desh- 
ler-Hilton Hotel, Columbus, O. 


MANUFACTURER ASSNS. 


May 6-9—LPGA—Annual conven- 
tion and exposition of the Liquified 
Petroleum Gas Assn.; Conrad Hilton 
Hotel, Chicago. 


May 7-9—ARI—Annual meeting of 
the Air-Conditioning and Refrigera- 
tion Institute; The Homestead, Hot 
Springs, Va. 


June 1-3—SKCMA—Annual meet- 
ing of the Steel Kitchen Cabinet Man- 
ufacturers Assn.; The Greenbrier, 
White Sulphur Springs, W. Va. 


June 11-15—OHI—Annual conven- 
tion and exposition of the Oil Heat In- 
stitute of America; Coliseum, New 
York City. 


June 14-16 — AHLMA— Summer 
meeting of the American Home Laun- 
dry Manufacturers Assn.; Edgewater 
Beach Hotel, Chicago. 


June 25-28—ABMAI—Annual con- 
vention of the American Boiler Man- 
ufacturers and Affiliated Industries; 
Log Chateau, Seigniory Club, Monte- 
bello, Quebec, Can. 


Sept. 10-14—PCGA—Annual meet- 
ing of the Pacific Coast Gas Assn.; 
Hotel del Coronado, Coronado, Cali- 
fornia. 


Oct. 4—PHIB—Annual meeting of 
the Plumbing and Heating Industries 


Bureau; Palmer House, Chicago. 


Oct. 14-18—CIPH—Annual meeting 
of the Canadian Institute of Plumbing 
and Heating; Seigniory Club, Monte- 
bello, Quebec, Can. 


Oct. 15-17—AGA—Annual conven- 
tion of the American Gas Assn.; Audi- 
torium, Atlantic City, N. J. 


Nov. 1-2—AHLMA—Annual Nation- 
al Home Laundry Conference spon- 
sored by the American Home Laundry 
Manufacturers Assn.; Conrad Hilton 
Hotel, Chicago. 


Nov. 28-29—NWAHACA—Annual 
convention of the National Warm Air 
Heating and Air Conditioning Assn.; 
Netherland Plaza Hotel, Cincinnati, O. 


Mar. 11-14 (1957)—NEMA—Semi- 
annual meeting of the National Elec- 
trical Manufacturers Assn.; Edgewater 
Beach Hotel, Chicago. 


May 6-8 (1957) — ARI — Annual 
meeting of the Air Conditioning and 
Refrigeration Institute; The Home- 
stead, Hot Springs Va. 


Oct. 7-9 (1957)—AGA—Annual con- 
vention of the American Gas Assn.; 
Kiel Auditorium, St. Louis. 


Nov. 18-21 (1957)—ARI—10th Expo- 
sition of the Air Conditioning and 
Refrigeration Industry sponsored by 
the Air Conditioning and Refrigeration 
Institute; Navy Pier, Chicago. 


CONTRACTOR ASSNS. 
. . . National 


May 15-18 — MCAA — Annual con- 
vention of the Mechanical Contractors 
Assn. of America; Brown Hotel, Louis- 
ville, Ky. 


June 11-14 — NAPC — Annual con- 
vention and exposition of the National 
Assn. of Plumbing Contractors; Audi- 
torium, Milwaukee. 


June 18-20—ASHAE—Semi-annual 
meeting of the American Society of 
Heating and Air Conditioning Engi- 
neers; Shoreham Hotel, Washington, 
te od 


Sept. 16-21—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Morrison Hotel, Chicago. 


Nov. 26-28—RACCA—Annual con- 
vention of the Refrigeration and Air 
Conditioning Contractors Assn.; Bal- 
moral Hotel, Miami Beach, Fla. 


June 24-27 (1957)—ASHAE—Semi- 
annual meeting of the American So- 
ciety of Heating and Air Conditioning 
Engineers; Murray Bay, Quebec, Can. 
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CHASE sot temper Copper Water Tube mokes 
a neater, faster radiant heating job! 


You can save time and still do a quality 
radiant heating job...with Chase Copper 
Water Tube. Its soft temper means it 
can be bent by hand. Its long 60 and 100 
foot lengths mean you make fewer joints. 
Both of these features mean a faster, 
neater installation. 


Lightweight Chase Copper Water Tube 
is easy to handle, easy to install. It can 
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BRASS & COPPER CO. 


WATERBURY 20, CONNECTICUT © SUBSIDIARY OF KEMNECOTT COPPER CORPORATION 
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The Nation's 


be joined quickly with leak-proof Chase 
Solder-Joint Fittings, using standard 
soldering techniques. Result — a radiant 
heating system that stays pressure-tight 
for good! ° 

Chase Copper Water Tube and Chase 
Solder-Joint Fittings are available in all 
sizes from your Chase Wholesaler. Call 
him today. 


Chase Copper 
adds extra value 





to any home! 


Headquarters for Brass & Copper 


Dhiledelah: 





Atianta Chicags Dever Indianapelis | ? 

Battumore Cincinast Detred Kansas City, Me. Newark Pittsburgh 
Bostoe Cleveland Grand Rapids Les Angeles New Orleans Providence 
Charietts Dallas Houston Mibwaukes New York Rochester 


St. Lows Sen Francesce Seattle 
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American-Standard 


AIR CONDITIONING DIVISION 


Presents 6 New Additions to Air-Cooled Line... 
Boosts Dealer Sales and Profit Potentials 
to an All-Time High 


Waterless air conditioning is going over big. Cash in! Sell American- 
Standard ... the line that’s complete... the line that has the new 
products, new features that simplify installation . . . the line that sells 
faster, puts more dollars in your pocket. 


Backed by one of the world’s best known brand names—American- 
Standard —here’s everything you need—air-cooled or water-cooled —to 
meet the demands of the rapidly expanding residential and commercial 
cooling market. Here’s top quality at competitive prices with a full 


margin of profit for you. 





New 5 hp Horizontal Air-Flow Evap- New Counterflow Evaporator Unit New Blower-Equipped Evaporator 
orator Unit for Air-Cooled Systems For Air-Cooled Systems Unit for Air-Cooled Systems 














cay st ete | 
New Yeor ‘Round Air-Cooled Unit New Year ‘Round Air-Cooled Unit New 5 hp Air-Cooled Condensing 
Equipped for Gas-Fired Heating Equipped for Oil-Fired Heating Unit (in addition to 2 hp and 3 hp) 
34 Domestic ENGINEERING, MAy 1956 
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NEW PRODUCTS 
selling easier! 


Get rolling NOW with American-Standard’s Big 1956 Promotion Program 


Promotion-wise as well as product-wise, the Air Conditioning 
Division of American-Standard backs you with complete sales 
support. Hard-hitting color and black and white full page 
ads in leading national home magazines . . . liberal Coopera- 
tive Advertising Plan covering newspaper space, radio and TV 


time, and local home shows . .. plus a brand new aggregation 
of advertising literature and dealer identification material. 
Act fast — contact your nearest American-Standard Air 
Conditioning distributor...listed under “Air Condition- 
ing” or “Furnaces” in your classified telephone directory. 


EVERYTHING /or é ; m 
air conditioned comfort | American -S tandard 
rsa a =. AIR CONDITIONING DIVISION 


Summer Cooling 
Year ‘round Units aon connrnemne 


Division 
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TIPS FOR MANAGEMENT 


Answer Critics; Don’t Let Someone Else Do It! 


PLUMBING AND HEATING con- 
tractors find out early in their 
lives that the grumblings of a 
dissatisfied customer can echo 
through an entire neighborhood 
and, if ignored too long, can 
drown out any voice of reason. 

Turn that grumbler loose in a 
newspaper, and his gripes are 
amplified to a volume that can 
shatter a business. 

But whether grumbling in his 
backyard or in his local news- 
paper, the dissatisfied customer 
can be converted quickly by a 
prompt, intelligent reply from a 
plumbing and heating contrac- 
tor. A situation that might be 
detrimental to the entire indus- 
try can even be turned into a 
valuable bit of public education. 

Edward Mellwig, secretary of 
the Master Plumbers Assn. of 
Philadelphia, can recall both ma- 
jor and minor experiences in 
dealing with out-spoken critics 
of the plumbing industry. 


s Recently the nation’s largest 
evening newspaper published a 
letter from a Philadelphia cus- 
tomer charging that service was 
poor and that the plumbing in- 
dustry was closed to any young 
men except sons of contractors 
and journeymen. 

“Millions of readers saw that 
complaint,” Mellwig says, “and 
might have accepted it at face 
value if we hadn’t answered it. 
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“But from previous experi- 
ence, we knew that unfair criti- 
cism grows only if it’s ignored. 
On the other hand, a logical ex- 
planation of a situation makes 
the dissatisfaction vanish, and 
the critic—who usually just 
‘doesn’t know the score’—stops 
spreading his poison about our 
business.” 

With that in mind, Mellwig 
wrote his own letter to the news- 
paper explaining the extensive 
training journeymen undergo to 
assure the quality of their craft 
and how the state and city gov- 
ernments, not unions or associa- 
tions, have full authority over 
the requirements and restric- 
tions of apprentices. 





PRESTIGE for the industry can be 
sold through “Letters to the Editor” 
newspaper columns says Edward 
Mellwig, secretary of the Master 
Plumbers Assn. of Philadelphia. 


“The letter,” Mellwig explains, 
“was just what you'd tell any 
person who doesn’t have his facts 
straight and is spreading misin- 
formation wherever people will 
listen. 

“The important thing in deal- 
ing with any criticism which re- 
flects upon you and your indus- 
try is to keep your temper in the 
face of unreasonable attacks. Re- 
ply only with cold facts—the in- 
dustry can stand and win on 
them in any trouble. 


« “In replying to newspaper 
stories or letters that paint dis- 
torted pictures of our business, 
you just have to keep in mind 
that you must write promptly, 
briefly, and factually. 

“But above all answer criti- 
cism—don’t wait for somebody 
else to do it.” 

Other members of the Phila- 
delphia industry agree with 
Mellwig, and two further letters 
appeared in the paper, explain- 
ing the contractor’s position. One 
was from a “Plumber’s Wife” 
and the other from Mrs. James 


McStay, Women’s Auxiliary, 
Master Plumbers Assn. of Phila- 
delphia. 


Combined, they stifled a voice 
that might have caused a break 
between the public and the in- 
dustry. Instead, industry pres- 
tige was sold in the most widely- 
read columns of a big newspaper 
for only the expenditure of a few 
three-cent stamps. END 


DomMEsTIc ENGINEERING, May 1956 














May 1956 


First in fuel units... 


Assembling pumping members and nylon ‘'cushion”’ 








Interchangeable precision parts simplity 


assembly ... and field servicing, too! 


Over recent months in this ad series you’ve seen the painstaking care, 
the remarkably close tolerances, the special machinery in Sundstrand’s 
new plant which contribute to the long life and trouble-free operation 
of Sundstrand Fuel Units. When the precision-made parts arrive at the 
assembly line, fuel units go together like fine watches .. . each part is in 
exact relationship to the others. That's why field servicing is simplified, 
too. And it’s the big reason for the proved efficient service which causes 


alert dealers everywhere to specify Sundstrand on the oil burners they sell. 
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Mounting on run-in stand for testing 


SUNDSTRAND 
HYDRAULIC 
DIVISION 


of Sundstrand Machine Tool Co., 
2210 Harrison Ave., Rockford, Illinois 


Made in Canada by John Inglis, Ltd., 
14 Strachan Ave., Toronto 


Made in Sweden by Sundstrand Hydraulic 
AB Stockholm 








“We sell more ‘complete bathrooms’ of all types 
since we’re handling Gerber Plumbing Fixtures” 





points out attached steel cradle and sound-deaden- ners. Cradle assures stur 
ing undercoat of Gerber recessed bath tub to Roy time. Tub is automatically leveled. 


‘‘Gerber outsells 
our higher-priced 
line 4 to 1” 


Robt. Young, Gen. Mgr. 
A. P. Engetihart Co. 


‘‘Gerber costs us 
less, gives us 
greater profit’’ 


Gould and Johnson 
Plumbing & Heating 


A. P. Engelihart Co., Flint, Michigan Jobber 





Easily installed by one man, Gerber tub is 
heavy-gauge steel with acid-resisting porce- 
lain enamel surface for lasting beauty. 





Extended horn on all Gerber closets assures 
quick installation and tight seal—keeps closet 
permanently in position. 





Robert Young of A. P. Engelhart Co. (center) Johnson and Jim eng Bagge contractor part- — grix Far song Ot es. 
y. provides firm installation of Gerber lava- 


easy installation every I 
tories, plenty of room for faucet connections. 


“Before taking on Gerber, we handled only a higher-priced line of 
plumbing fixtures. As a result, we missed out on competitive sales. To 
reach this market we needed a complete, high quality line at moderate 
price. Gerber was the answer,” says Robert Young, A. P. Engelhart Co., 
plumbing fixture jobber in Flint, Michigan. 


“In the 7 years we've handled Gerber, we've sold thousands of Gerber 
bathrooms. Gerber outsells our higher-priced line 4 to 1. And we now sell 
more complete bathrooms of both lines because new customers come in 
to buy Gerber and buy our higher-priced line too.” 


“The Gerber line costs us less and gives us greater profit, yet because 
Gerber is nationally-advertised we haven't had to sacrifice the identity 
and acceptance of a higher-priced line,” says Roy Johnson and Jim 
Gould, Flint, Michigan plumbing contractor partners. 


“With Gerber, we sell a complete, nationally-advertised bathroom in 
which all plumbing fixtures and brass fixtures match perfectly.” 


For full facts on the complete Gerber Plumbing Fixture line, consult your plumbing jobber, or write Gerber for Bulletin D10 


Profit with the complete ie ee, » 
Gerber quality tine Geta “re GERBER 
VITREOUS CHINA WARE Piumbing Fixtures 


STEEL ENAMEL WARE 
SHOWER STALLS 
BRASS FIXTURES 
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Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Ill. 


5 modern factories at: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden, Ala., and West Delphi, Ind. 
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_ Gerber tub is 
resisting porce- 


1g beauty. Businessmen are rapidly regaining the air of buoyant 
= optimism that prevailed most of last year, with fewer 
it 





anxious glances over the shoulder that marked the early 
months of 1956. 

BUSINESS OUTLOOK A joint survey by the Securities and Exchange Commission 

IS FAVORABLE and the Department of Commerce shows business investments 

bei sharply upgraded, with 1956 capital outlay estimated 
at close to t35 billion. If the estimated figure is realized 
—and these surveys have proved fairly reliable in the 
past—this would constitute a gain of 22 percent over 1955. 








ee 





at ge ried Earlier soft spots, particularly in the building 
industry, appear to be stiffening. Total building con- 
struction in March was 10 percent above February and 
equaled the all time March record set last year. Con- 
struction in the first three months, reported by the 
Commerce and Labor Departments, amounted to $8.5 billion— 
just about the same as last year. 

NEW CONSTRUCTION A seasonal spurt put residential construction in March 

HOLDING ITS OWN about 12 percent ahead of February, and equal to any 
previous March record. Although the actual number of housing 
units was off slightly from March a year ago, the increase 


in size and expensiveness of new homes took up the slack. 


On top of this continued high level in new construction, 











Gobes "tin the current emphasis on home remodeling and modernization 


Gerber lava- 
connections. 





promises a record year for the plumbing and heating industry 
throughout 1956. See page 98 for a round-up of the 
latest developments on Plumbing-Heating-Cooling Month. 














sed line of 
» sales. To éééin 
; moderate 
elhart Co., The promised boom is already being felt in some areas 
CRANE CO. SALES of the industry. Crane Co., for example, reports sales for 
f Gerbe RISE IN the first three months about 17 percent above last year, 
‘ecoeeagser FIRST QUARTER with the sales of valves and fittings up 55 percent and a 
@ of" "big backlog of orders." 
come in 
Po 
TO help contractors make the most of the unprecedented 
pt because opportunities in the months ahead, D. A. Bell, Denver, 
e identity A GOOD FRONT Coloe, contractor, provides some ideas on showrooms and 
and Jim IS IMPORTANT displays in "A Good Front Is Important," on page 100. 
It's Part 2 in the saga of a 7-figure contractor and 
throom in how he got that way . . . must reading for any contractor 
“ who plans to grow in our booming economy. 
a eee 
a And don't forget that May is National Water Systems 
Month, an all-out promotional effort spearheaded by the 
THE WATER SYSTEMS Wational Assn. of Domestic and Farm Pump Manufacturers to 
res PUSH IS ON sell the convenience to running water to families beyond 
the water mains. 
eIphi, Ind. 
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With manufacturers of related products supporting the 
effort with national and local advertising, this month-long 
promotion provides the opportunity of the year for profit- 
minded contractors who tie in. 

ow to rea cash in on this plush water systems 
warket is fully explained in the story beginning on page 84. 
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Hot water heating systems are being installed in an 


increasingly large percentage of American homes, says the 

Plumbing and Heating Industries Bureau. Figures compiled by 
HOT WATER HEATING the I-B-R show the production of heating boilers gaining 

SHOWS GAINS 13.7 percent in 1955 over 1954. Of these, 94.9 percent were 

fired automatically. Baseboard radiation gained 37.9 percent 

during the first 9 months of 1955 over the same period 

in 1954. 

shee { 


The trend in new residential construction is definitely 
in the direction of more three-bedroom and two bathroom 
houses, with more and better plumbing and heating 


TREND IS facilities. 
TOWARD The Bureau of Labor Statistics reports that fewer houses 


BIGGER HOUSES in both the small and the very large sizes are being built, 
with the median price ranging from §12,000 in the South to 


$14,000 in other regions. 





KEKE 
Automatic gas water heater sales showed a 6 percent 


increase for the first quarter of 1956 over the same period 
in 1955. Shipments totaled 744,300 units. 
WATER HEATER Shipments of domestic gas ranges fell off 6.5 percent 
SALES UP 6% during the first quarter, though the GAMA report suggests 
that part of this drop was made up by built-in units not 
included in this figure. 
ttt 


Is the do-it-yourself trend creating a problem for the 
industry? Contractors all over the nation have an 
Opportunity to express their views on do-it-yourself this 


HOW DO YOU month by simply filling the survey reply card opposite 
FEEL ABOUT page 114 in this issue. 
*DO0-IT-YOURSELF?*® The survey ties in with this month's article on "How 


Contractors Cope With Do-It-Yourself" beginning on page 
110, and is part of the continuing D.E. series on what the 
Go-it-yourself movement means to the industry. 

EES 


Thrss major industry’ conventions are scheduled within 


the next 45 days: 

May 15-18 will see the Mechanical Contractors Assn. of 
America meet at the Brown Hotel in Louisville, Ky. for its 
annual convention. A product show, "New Product Showcase," 
will be a feature of the convention for the first time. 

June 11-15 will bring together members of the Oil-Heat 
Institute of America in New York City's new Coliseum for the 
annual convention and exposition. 

June 11-14 will find plumbing and heating contractors 


THREE MAJOR 
from all over the nation gathering in Milwaukee for their 
CONVERSIONS “SEF The site Saat be eater Fed pom 


FOR ACTION annual meet. 
Among the speakers who will address the National Assn. 
of Plumbing Contractors are Alfred M. Cole, Housing and 
Home Finance Administrator, who launched "Home Improvement 
Year" early in January; George Hall, vice president of the 
Mechanical Contractors Assn.; Lincoln Pierce, general sales 
manager of the Plumbing and Heating Division, American 


Standard, and Peter T. Schoemann, general president of the 
United Assne 


Emphasis this year will be on the modernization market 
and Plumbing-Heating-Cooling Month in August. 
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While Temperature and Pressure Protection are most 
important, other Protective and Control Devices should be 
considered to insure maximum life and efficiency for Hot 
Water Supply Systems. 





© 


Make every installation a Sate One 
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Good Looking- 
Modern Design-— 














Easy Accessibility... 


PEERLESS CONVERTIBLE JETS SOLVE YOUR STOCK PROBLEM 


Pressure water system sales divide up this way: nearly 2 out of 3 are 
for shallow wells. So, you buy the basic pump and then, as your sales 
pattern dictates, you “convert” the basic pump for each customer to 
shallow well operation or to deep well operation. For shallow well 
operation simply add the shallow well ejector assembly; for deep well 
operation, you use a deep well ejector assembly. That’s all there is to 
it! Wide range of head-capacity selections make it possible to fit most 
all your customers’ needs with this one pump. Here is the Peerless 
answer to profit in jet pump sales. 


Write TODAY for Complete Information on the COMPLETE PEERLESS LINE 


LOW IN PRICE-—Peerless’ 
low price will have plenty of 
customer eye-appeal. And 
Peerless’ profit possibilities 
for you will have plenty of 
buy-appeal to you. 
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PEERLESS 


ONVERTIBLE 


Strata 


the Industry’s Most Modern WATER SYSTEM 


JET PUMP 


...A Truly Beautiful 


DURABLE - RUGGED-Peer- 
less’ know-how and produc- 
tion line methods mean 
quality through and 
through. An example: Peer- 
less ejectors and impellers 
are ALL BRONZE. 


FOR SHALLOW WELL-— 
Unit is self priming. 14, 4, 
34 hp motors available. 
Pumps to 875 GPH. Shallow 
well built-in ejector easily 
added or received, without 
special tools or skills. 





Shallow well unit 
with 4-gallon tank 


MECHANICAL SEAL 
EQUIPPED — New ceramic— 
plastic shaft seal means less 
friction between faces, more 
resistance to abrasion. No 
messy leakage around shaft. 


FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, Calif., and Indianapolis, Indiana. 
Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; 
Phoenix; San Francisco; Fresno; Los Angeles; 

Plainview and Lubbock, Texas; Albuquerque, New Mexico. 





Shallow well unit 
with 12-gallon tank 






YOU CAN SEE FOR YOURSELF - 
THIS WILL REALLY SELL! 


It has eye appeal—your customers will 
like its years-ahead, good looking design. 
It has flexibility—your customers will 
like its provision for future water 
requirements. 

It has simplicity—your customers can 
easily understand it, inspect it and 
maintain it. 

It provides a wide selection of tanks— 

all of your customers’ installation 
requirements can be met from many types 
of tank mounting and pump piping 
arrangements. 

It has “sell”—your customers know the 
Peerless name stands for pumping 
satisfaction without any “pioneering” on 
your part. 

New, modern Peerless convertible jets 
are just one type from America’s most 
complete and most competitive pump lines. 
So, stock with PEERLESS economy 

and sell with PEERLESS satisfaction. 


Water System 


MAIL COUPON FOR CATALOG 


PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corporation 


2005 Northwestern Avenue, Indianapolis 8, Indiana 
OR 301 West Avenue 26, Los Angeles 31, California 


Please send Dealer Line Catalog (Bulletin No. B2500) and Price List. 
Name . 

Company 

Address 


City _ State 
DE 


FOR DEEP WELLS— Adapt to 
single or double pipe sys- 
tems. 13, 1%, 34 hp motors 
available. For over well or 
offset application. Most 
complete selection of tank 
sizes, 4 to 42 gal. or more. 





Deep well unit 
with 42-gallon tank 











meet TOM OSBERGER 


Our Michigan representative 


“t's a pleasure to represent a product like the 
WINTHROP ¢ub filler. Plumbers and jobbers in 
Michigan sell and use WINTHROP because it in- 
stalls faster, eliminates “Clean-Ups” and service 
“Call-Backs”. That means MORE PROFITS 


for my customers." 











Bidl New WINTHROP wall mount tub filler installs 
outside the finished wall in J minutes. 


Here’s the Milwaukee Faucet fixture that spells low cost, speedy installa- 
tion and greater profits for you. The WINTHROP over-rim tub filler stays 
new looking longer because it installs outside the finished wall. There’s no 
chance of the WINTHROP getting spattered with paint nor scratched with 
plaster. You cut clean-up work, eliminate pilfering and leave a perfect job 
every time. See your plumbing jobber for more information on these easy- 
to-install WINTHROP tub fillers. 


(the ADJUSTO 


installs outside the wall using 
the same valve and escutcheon 
assembly as the WINTHROP. 
Here’s the answer to quick ver- 
satile shower installation. 
























FREE > 


Write for giant wall chart on 


how to install the WINTHROP CONCORD DIVERTER — Concord BADGER TRIP LEVER WASTE 
7 P ° Diverter tub and shower fixture ms . . 
or ADJUSTO In SIX easy SCEPS. installs ON the wall. Here's con- AND OVERFLOW This compen 
ion fixture can be used with either 


z a ; = led fixture beauty — with | 
The fixture with buy-appeal! Ask for Chart DE-147. cost ond ease of installation of the ADJUSTO or the CONCORD 
exposed fixtures. DIVERTER fixture. 


MILWAUKEE FAUCETS, INC. [oir ss weconsin 
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Valve catalog. Eight pages. Dis- 
cusses automatic valves for plumb- 
ing and heating, including 22 
models not previously cataloged. 
Contains tables showing pipe sizes, 
listed ratings and shipping weights. 
Includes a list of representatives. 

Available from: A. W. Cash Valve 
Mfg. Corp., 666 E. Wabash Ave., 
Decatur, III. 








Heating coils bulletin. Four-page 
bulletin describes storage tank 
heating coils for heating storage 
tank water with live or exhaust 


STORAGE TANK 
HEATING COILS 





steam or with circulating boiler 
water. Contains conversion factor 
table and rating and dimension 
chart to aid in selection. Gives 
examples for finding gph for differ- 
ent models. 

Available from: The Alstrom 
Corp., 790 E. 176 St., New York 
City 60. 


Air diffuser bulletin. Twelve- 
page bulletin contains installation 
photos, selection charts, dimensions 
and performance data for the firm’s 
square and slotted ceiling air dif- 
fusers. Drawings and illustrations 
are included. 

Available from: Connor Engi- 
neering Corp., Danbury, Conn. 


Fittings and flanges folder. Dis- 
cusses physical properties and il- 
lustrates typical applications of 
wrought iron welded fittings and 
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flanges. Gives dimensional data of 
products, ranging from '2 to 12 in. 
sizes. 

Available from: Tube Turns, 224 
E. Broadway, Louisville 1, Ky. 


Toilet seat page. Two-color cata- 
log page describes ebony and gold 
toilet seats with polyethylene lid 
bumpers. Lists product features, 
shipping data and sales aids. 

Available from: Century Prod- 
ucts, Inc., 8219 Almira Ave., Cleve- 
land 2. 


Plumbing and heating specialties 
catalog. Illustrates and describes 
firm’s line of plumbing and heating 
specialties, tubular merchandise 
and compression and flared fittings. 
Gives sizes, prices and packaging 
information. Two-page index lists 
products discussed in this 54-page 
catalog. 

Available from: Wal-Rich Corp., 
33-12 36th Ave., Long Island City 6, 
N. Y. 


Group washing equipment cata- 
log. Full-color, 28-page catalog dis- 
cusses washfountains, group show- 
ers, drinking fountains and play- 
ground showers available in vari- 
cus models, finishes and colors. 
Special foldout presents colored 
bowl compositions and finishes and 
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colored stainless steel and vitreous 
enamel washfountains. Presents il- 
lustrations and specifications of cir- 


cular, semi-circular, corner and 
column styled group showers. Also 
discusses “floating” type foot mech- 
anism, counter type fixtures and 
various accessories. 

Available from: Bradley Wash- 
fountain Co., 2203 W. Michigan St., 
Milwaukee 1. 


Slip roll forming machine bul- 
letin. Revised bulletin describes 
power and hand operated slip roll 
forming machines equipped with an 
optional feature for forming ob- 
round and rectangular and cylin- 


SUF ROLL FORMING MACHINGS 














drical shapes. Explains selection 
and operation of specially equipped 
and standard machines for cylin- 
drical work. 

Available from: Niagara Machine 
& Tool Works, 683 Northland Ave., 
Buffalo 11, N. Y. 


Brass goods catalog. Twelve-page 
circular describes firm’s line of 
plumbers brass goods, including 
closet tank fittings and lavatory, 
sink and bathtub fittings. Gives en- 
gineering and construction features, 
accessories, measurements and 
shipping data. Includes product il- 
lustrations. 

Available from: The Indiana 
Brass Co., Inc: P. O. Box 257, 
Frankfort, Ind. 


Liquid chillers brochure. Six- 
page, two-color brochure illustrates 
and describes 30 models of pack- 
aged liquid chillers for commercial 
and industrial applications. Con- 
tains capacity charts and cutaway 
photos of components. 

Available from: Airtemp Div., 
Chrysler Corp., 1600 Webster St., 
Dayton 1, O. 


Water-cooling tower standards 
bulletin. Establishes minimum re- 
quirements for design and con- 
struction of water-cooling towers 

(Please turn to top of page 217) 
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(Above) Typice!l bethroom hook- 
up with Revere Copper Water Tube. 
Note how the contractor, CLAY- 
POOL PLUMBING & HEATING 
COMPANY, used steel plates 
where tube crosses the two-by- 
fours. This permits tube te be 
placed in notched studs with ease 
and without sacrificing protection 
of the tube. Also, consider the 
time end number of jeints and 
fittings seved by bending the soft 
copper tube in concealed loca- 
tiens like the one shown. 
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—_ directly above is one of the homes erected 
by GRANT-HOLLADAY in Newcom Knolls, a suburb 
of Dayton, Ohio. These homes are prefabs with an 
option of 4 bedrooms or 3 bedrooms and a dining room. 
Lots average 60’ x 125’. Full price is $10,750. This house 
is typical of the more than 1,100 which GRANT- 
HOLLADAY plans on erecting in Canton, Youngstown 
and Piqua, Ohio. 

When you consider that GRANT-HOLLADAY saves 
$50.00 per home by using Revere Copper Water Tube 
and then multiply this saving by the 1,700 homes they 
have osereaee i plan to erect, you have a saving of 
$85,000! And that, Mr. Architect, Mr. Builder and Mr. 
Contractor, ‘‘ain’t hay!” 

If that kind of money can be saved in homes within 
this price range, think of the savings that can be realized 
when you get into the higher price brackets. That's why 
it will pay you to plan on copper in all your future homes 
. . . for underground service lines, hot and cold water 
lines, radiant panel heating, air conditioning, drainage, 
waste and vent lines. See your Revere Distributor. And if 
there is anything involving the installation of Revere 
Copper Water Tube that’s bothering you, he'll be glad to 
put you in touch with Revere’s Technical Advisory Service. 


Revere Copper and Brass Incorporated 
Founded by Paul Revere in 1801 
230 Park Avenue,New York 17, N. Y. 


Mills: Baltimore, Md.; Brooklyn, N. Y.; Chicago, Clinton 
and Joliet, Ul.; Detroit, Mich.; Los Angelesand Riverside, 
Calif.;NewBedford, Mass.; Newport, Ark.;Rome,N.Y. 


Sales Offices in Principal Cities, Distributors Everywhere 
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ad HOUSE by using 
REVERE COPPER WATER TUBE 


in our plumbing and drainage lines” 










“To enable us to construct these houses in Newcom North and 
Newcom Park and sell them at the low sale price of $10,750 and 
still make a profit, it has been necessary to incorporate any and 
all time-saving devices available. With this pre-cut and pre- 
assembled type of construction, the use of copper with its ease and 
s of installation was dictated. It soon became apparent that 
e $50.00 saving per house effected through the use of Revere 
Copper Water Tube, coupled with the added sales appeal, made 
copper the logical choice.” 
Says, Wallace F. Holladay, President 
GRANT-HOLLADAY CORPORATION 
Dayton, Ohio 


“This business of contractors saying that copper is expensive to install 
is being disproved every day. Our experience has proved just the op- 
posite. Copper water tube not only does mot cost more to install than 
rustable materials, it actually costs less . . . in the case of these homes that 
GRANT-HOLLADAY built it was $50.00 less, per home! The reasons 
are obvious: solder fittings, fewer fittings, long lengths, ease of handling 
and bending, and the prefabrication of certain assemblies in the shop.” 


Says, Charles Claypool, President 
CLAYPOOL PLUMBING & HEATING COMPANY 
Kettering, Ohio 


“We have furnished CLAYPOOL PLUMBING & HEATING 
COMPANY with approximately 160,000 pounds of Revere 
Copper Water Tube for the 1,700 homes that GRANT-HOLLA- 
DAY is building. Handling Revere Copper Water Tube is good 
for us, not only from a prestige standpoint, as contractors and 
builders know it is of the highest quality, but I’ve found that when 
Revere says they'll deliver on a certain date, they deliver . . . and 
that’s mighty important to a distributor.” 
Says, R. J. Makorivs, President 


ACME PLUMBING SUPPLY COMPANY 
Dayton, Ohio 
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Dunham Finned Tube Radiation in main reception room used with METRO simplified method of piping 
at Assumption Hall, Duquesne University. Along-the-wall radiation is also available in four other styles— 
fits in anywhere. 


Heating Contractor: George H. Soffel Co., Inc., Pittsburgh, Pa. 
Architect: William York Cocken, Pittsburgh, Pa. 
General Contractor: Duquesne University Department of Engineering, Pittsburgh, Pa. 


Duquesne University knows that it pays 
to depend on DUNHAM 
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Dunham Type M Unit Heater in cafeteria at Assumption 
Hall, Duquesne University. Twin blower fans directly mounted 
on motor shaft distribute heat evenly and quietly over large area. 


Dunham Vacuum Heating Pump—“heart” of the fuel- 
saving VARI-VAC® system. Keeps subatmospheric steam 
circulating under vacuum, produces pressure differential be- 
tween supply and return METRO® piping. 


| | University officials know from experience 
you can depend on Dunham for all heating equipment 
needs ... from a simple radiator trap to fully engineered 
precision control systems that assure greater comfort for 
fewer fuel dollars. 

That’s why Dunham heating equipment is used 
throughout to heat Assumption Hall, Duquesne’s beau- 
tiful new girls’ dormitory. All radiation, unit heaters, 
vacuum pumps, temperature controls and heating spe- 
cialties bear the brand— Dunham. 

For that next job—regardless of what type of equip- 
ment you need—why not depend on Dunham, as thou- 
sands of others have, so that full responsibility for delivery 
and performance rests with one manufacturer? 

For full information about the complete Dunham line, 
write for Bulletin DE-5, C. A. Dunham Company, 400 
W. Madison Street, Chicago 6, IIl. 
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Dunham Convector in dormitory rooms. . . painted to blend with 
wall. Individual room heat control assured by knob-operated 
damper. Chain-operated damper available. 





Dunham VARI-VAC Control Panel in Assumption Hall. Pro- 
vides centralized, one-man operating station for all system settings 
and remote control readings. The electronic “brain’’ of this system 


saves up to 40% on fuel. 





HEATING & COOLING EQUIPMENT 


RADIATION ¢ CONTROLS ¢ UNIT HEATERS © PUMPS © SPECIALTIES 
C. A. DUNHAM COMPANY « CHICAGO * TORONTO « LONDON 
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Cooling Sales Season Opens; Central 
Air Conditioning Paves Way for Boom 


Local Conferences Spark 


CuicaGco—The prevailing opinion 
among industry leaders is that sales 
of central cooling units in 1956 will 
pace the biggest sales year in the 
air conditioning industry’s history. 

Cloud Wampler, 
board of Carrier Corp., predicts 
there will be 200,000 residential 
central air conditioning installa- 
this year, or about one in 
every six homes built. The total 
retail value of these systeins will be 
over $300 million. 

But this is only the beginning, 
By 1960, 


chairman of the 


tions 


Wampler says. central 


systems will be installed in well | 
over 500,000 homes annually and by | 


1965. this will increase to 1.150.000 
yearly installations with a retail 
value of about $1.75 billion, Wam- 
pler predicts. 

Mason M. Roberts, General Mo- 
tors vice president and head of 
Frigidaire Div. of G. M., 
1956 record-breaking 
year for the air conditioning busi- 


also fore- 
sees as a 
with extensive gains being 
made in sales of residential central 


ness 
air conditioning systems. 


Demand for Replacement 


He predicts both old and new 
homes without air conditioning will 
be obsolete throughout two-thirds 
of the nation in less than 10 years. 
Roberts bases his optimism 
booming residential construction, 
increased home modernization and 
new product developments. Also, 
Roberts points to an already devel- 


on 


50 


°56 Sales Drive 


oping cooling replacement market 
as an additional stimulus. 

Dealers and wholesalers are be- 
coming increasingly aware of the 
big potential market for central 
cooling systems and air condition- 
ing products as a whole. Rheem 
Mfg. Co., 
wholesalers are enthusiastically in- 
vesting in facilities, 
inventory to help dealers make a 
sound start in selling residential 


for instance, reports its 


services and 


air conditioning. The firm recently 


| introduced a new central air con- 
' ditioning system for homes. 


A number of manufacturers have 
launched local “cooling confer- 
ences” to familiarize dealers and 
wholesalers with new products and 
merchandising techniques. 


Unveil Sales Strategy 


Thatcher Furnace Co. has slated 
a series of such conferences for the 
New Jersey, Washington, D. C., 
South Carolina and Chicago areas. 
At the meetings, dealers will be 
shown how to profit on the con- 


sumer trend to year-’round air 
conditioning. 
Over 100 representatives of 


wholesaler organizations attended 
a conference held recently in Cin- 
O., by Williamson Heater 
Co. The firm premiered its new 
products and announced the most 
intensive advertising and promo- 
tion program in its history. 

The Heil Co. introduced its new 


air-cooled line of summer air con- 


cinnati, 


ditioners at a recent cooling con- 
ference in Milwaukee, which was 
attended by 175 dealers. The con- 
ference was one of a series of re- 
gional sales meetings being held 
across the country to introduce new 
products and outline sales policies. 
(Please turn to page 52) 


How to Figure Central Cooling Operating Costs: 








KILOWATT HOURS | 


O- 499 
500- 999 
1,000 - 1,499 
1,500 - 1,999 
2,000 - 2,499 
& 2,500 - 2,999 
£ 3,000 - 3,499 
3,500 - 3,999 
4,000 - 4,499 


& 4,500 - 5,000 


wy 














\\ fe 


Table shows kilowatt hrs required per ton 
of cooling capacity for average season in 
areas on map. For dollar cost, multiply kwh 
required for unit operation by 24-hr cooling 
load, and this by local kwh rate. 


Copyright 1956 
Corrier Corporation 


Ye 








The above map has been developed by one manufacturer to help contractors 
explain costs of operating central cooling equipment to potential customers. 
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Largest and most colorful skyscraper in “the world’s most air conditioned city,” 
Houston’s new landmark is owned jointly by The Texas National Bank 
and The Continental Oil Company. Floor space is approximately 560,000 sq. ft. 









a> ¢. BANK 


Of HO USTON 










Ww 


Huge revolving sign 
with 15 ft. diameter 
WEATHER EYE, 
85 feet above the 
21 story building 
flashes weather 
forecasts by color. 










Se nan See 


OOD AoANANNANAK TODOS = C 


System of individual room 
Air conditioning control 
used in this colorful building 


The ultimate in comfort has air conditioning units, helps 
been provided for the occu- increase employee efficiency. 
Se tae te rp build- When you want modern in- 
saad oe indivi 08 — dividual space temperature 
trol they can select and enjoy control specify a Powers pneu- 



















the temperature they want. 


Maximum year-round com- 
fort, obtained with 640 Powers 
pneumatic summer-winter 
thermostats controlling 1500 


matic system. The advantages 
of its simplicity and depend- 
able performance have been 
proven in many of the nation’s 
prominent buildings. 


THE POWERS REGULATOR COMPANY 


Skokie, Illinois | Offices in Chief Cities in U.8.A., Canada and Mexico 


65 Years of Automatic Temerature and Humidity Control 

















News . + + continued 








Pierce Cole 


NAPC. MCCA Plan National Conventions | 


Modernization Theme of 
NAPC Annual Convention 


Wasuincton, D. C.—Emphasis 
will be on modernization at the 
74th annual convention of the Na- 
tional Assn. of Plumbing Contrac- 
tors, June 11-14, in Milwaukee. 
The convention will run concur- 
rently with the National Plumbing 
and Heating Exposition to be held 
at the Auditorium where a num- 
ber of exhibitors will feature new 
modernization ideas. 

A highlight of the convention will 
be an address by Albert M. Cole, 
U.S. Housing and Home. Finance 
Administrator, who officially desig- 
nated 1956 as “Home Improvement 
Year.” The convention will feature 
an address by George Hall, vice 
president of the Heating, Piping and 
Air Conditioning Cont~actors Na- 
tional Assn. 

Major speeches also will be given 
by Lincoln Pierce, general sales 
manager of the Plumbing and 
Heating Div., American Radiator 
and Standard Sanitary Corp., and 
Peter T. Schoemann, general presi- 
dent of the United Assn. 


ASHAE Sets Date 
for ’57 Exposition 
New York City—The 13th Inter- 
national Heating & Air Condition- 
ing Exposition will be held in Chi- 


cago, February 25 to March 1, 1957, 
it has been announced by the 


American Society of Heating and | 


Air Conditioning Engineers. The 
Exposition is scheduled to be held 
in conjunction with ASHAE’s 62nd 
annual meeting. 
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Hall Schoemann 


MCCA to Feature New 
Product Show at Meeting 


New York City—tThe accent will 
be on new product developments 
in the heating, piping and air con- 
ditioning industry at the annual 
convention of the Heating, Piping 
and Air Conditioning Contractors 
National Assn. this month. (The 
association also is known as The 
Mechanical Contractors Assn. of 
America.) 





| 


Theme of the convention, to be 


held May 15-18 at the Brown Hotel 


_ in Louisville, Ky., will be “Show- 


case of Mechanical Progress,” 
featuring new product exhibits. 
Business sessions at the conven- 


| tion will include a full schedule of 


panel discussions on air condition- 
ing and refrigeration, home heat- 
ing, pipe welding, trade promotion 


| and market research. 


Featured speakers include Don 
Moore, associate director of Opera- 
tion Home Improvement, who will 
outline how contractors can tie-in 
with the nationwide modernization 
program, and Peter T. Schoemann, 
general president, United Assn., 
who will speak on labor relations. 


Tait Forms New Division 
to Sell Water Appliances 
Dayton, O.—The Tait Mfg. Co. 


has announced formation of a 
“Commander” division to develop 
and market a new line of water 
appliances. Louis Wozar, president, 
(Please turn to bottom of page 54) 


American Brass Builds Los Angeles Mill 


Los ANGELES—American Brass 
Co. has scheduled production of 
copper and copper alloys to begin 
at its new $15 million brass mill 
here by the last quarter of 1956. 

C. Russell Epley, general man- 


| ager of the company’s Los Angeles 





division, reports the plant should be 
at capacity operation of an esti- 


mated 30 million lbs by April, 1957. 
The new mill will produce copper 
and copper base alloys in the form 
of sheet, strip, rod, tube and drawn 
products. 

Epley said the mill will release 
needed capacity of the company’s 
other operations throughout the 
country for serving other markets. 





C. Russell Epley (center), general manager of American Brass Co.’s new Los 
Angeles division, is shown checking steel construction of the firm’s new brass 
mill. When completed, the plant will provide 350,000 sq ft of space. 
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a During installation, Anvil Brand Steel Fittings sell 

lop themselves to the piping contractor for his next job. 

tir During service, they keep selling his customers. 

nt. Here are the reasons: Clean threads, accurately tapped forged 

) for low or high pressure jobs, assure easy, trouble-free \ 

piping assembly — without delays. Full mechanical eam ess an 

strength and properly aligned sealing surfaces provide S Y 
1 service life free of costly maintenance. 

Anvil Brand Fittings, including couplings, plugs, bush- 

57. ings, and recently introduced nipples, are available 

~ from stock, cartoned and labeled for easy handling and 

om identification. They are sold by leading distributors. 

ie There are Anvil Brand Representatives in principal 

cities. Anvil Brand Couplings are also manufactured 

ai in Canada by Canadian Coupling and Fittings, Ltd., 

s Simcoe, Ontario. 
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This can’t be true. Remember that 
a coupling, to warrant recondition- 
5 ing, must have something wrong Js / 
ac with it. It may be rusted. It may \/ 
* have been drawn up too tight so Enlarged view of threads in typical used 
« in that the threads no longer engage eee Fe see scarred surfaces, out- 
properly. sepiappatis wis cae 
i Retapping over existing threads en- { } 
mene larges thread size, causing leakage f 
Are reconditioned and reducing mechanical strength. * ie,” eats” ala * dla 
couplings ever as | Purchase and_use of reconditioned | syle, Sen tig i ie 
“good as new’? couplings 1s clearly false economy. ling © reduce mechanical strength. . 
saoks When such a coupling is installed, a } } 
dene et e buyer is told that re- | leaky joint is the almost certain t\-A-AV> . 

8 conditioned couplings retain enough | result. You can cut off old pipe and VV? VV? \ 

s of their original strength and di-| rethread it successfully, but the aE SS ER meiietal wai 
mensional accuracy to “do the job” | same thing cannot be done with an | Dien, cioss threading occur. ealing and 
successfully. old coupling. mechanical strength. 
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News ... continued 





Westinghouse Off to Fast Start; 56 Ad 
Campaign Spurs $1 Billion Sales Push 


New York City—Westinghouse 
Electric Corp.’s goal for 1956 is not 
only to win back its share of the 
appliance market lost during the 
recent 156-day strike, but jump 
ahead 35 percent over last year’s 
sales. Chris J. Witting, vice presi- 
dent and general manager of the 
consumer products division, has re- 
vealed plans for the largest adver- 
tising and promotion campaign in 
the firm’s 70 year history as the first 
step in a project to achieve $1 bil- 
lion in annual sales. 

The campaign will feature an ex- 
tensive dealer aid program com- 
prising store displays, customer lit- 
erature, demonstration devices, 
enlarged cooperative advertising 
opportunities, plans for training 


P-G Products Establishes 
Scholarship at Yale 


New York City 
—A $1500 yearly 
scholarship has 
been established 
at Yale University 
by the P-G Prod- 
ucts Mfg. Co. to 
aid students en- 
tering the Fresh- 
man class. it has 
been announced by Morris L. Gold- 
man, president. The first award will 
be made this September to any 
student qualifying for admission 

(Please turn to bottom of page 58) 





Goldman 


Tait Diversifies .. . 
(Continued from center of page 52) 
reports the division will market a 
complete line of water systems, 
cellar drainers and water softeners 
to be sold through selected whole- 
salers under the Commander name. 
Wozar said there will be no changes 
in the present line of water appli- 
ances which are sold through the 
Rapidayton division. Frank Hickey, 
Jr., general sales manager, will be 
in charge of sales for both divisions, 

he concluded. 
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salesmen and increasing store traf- 
fic. Dealers also will be invited to 
tie in with newspaper and consum- 
er magazine ads and national net- 
work radio and TV commercials. 
In addition to stepping up pro- 
duction of its major appliances, the 
firm plans to have a new line of 
built-in appliances in national dis- 
tribution by late July or August. 
The line includes refrigerator- 
freezers, laundries, cooking units. 











i a 


Charles V. Fenn (right), vice presi- 
dent, Carrier Corp., shows Thomas F. 
Troy, manager of Hotel Statler, N. Y., 
a sample of space-saving conduit to be 
used in the 2,200-room Hotel Statler’s 
new central air conditioning system. 


Borg-Warner, York Corp. Plan Merger; 


Seek Go-ahead from U.S. Government 


Cuicaco—Directors of Borg- 
Warner Corp. and York Corp. re- 
cently approved a merger plan 
under which Borg-Warner would 
acquire York’s assets and operate it 
as a division. Recommendations for 
the affiliation were submitted to the 
two boards of directors by Roy C. 
Ingersoll, board chairman and pres- 
ident of Borg-Warner, and Stewart 
E. Lauer, president of York. The 
merger is subject to stockholder 


approval at a special meeting in 
June, and must also be approved 
by federal authorities. 

Under terms of the plan, York 
would continue its operations, 
which netted $2,426,236 on a gross 
volume of $82,713,623 last year, 
without any expected changes in 
policies, management or personnel. 

Borg-Warner, already widely di- 
versified, last year had gross sales 
of $522,192,430. 





Shown inspecting Pacific Steel Boiler Division’s new catalog during recent sales 
meeting at firm’s new general offices in Johnstown. Pa., are (left to right) 
E. F. Hackett, New York sales office manager; H. M. Gibb, sales manager; E. J. 
Grady, vice president, and E. C. Keim, Indianapolis, Ind., sales office manager. 
Representatives from more than 70 sales offices attended the meeting, first 
to be held since the firm became part of National-U.S. Radiator Corp. 


Domestic ENGINEERING, MAy 1956 














COMPLETE EQUIPMENT 


FOR HOT WATER HEATING SYSTEMS 


No. 500 
UNIVERSAL 
AUTOMATIC 

AIR VENT 


SERIES-W WALL RADIATION 





ae No. 206 Us a No. 193 
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CONTROL VALVE 
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CIRCULATING 
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CONTROL . No. 150 HIGH 
VALVE HEAD CIRCULATOR 
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EVERY HOT WATER SPECIALTY YOU NEED—from ONE COMPLETE LINE 


Now you can specify pepe! nya for every spot on a hot water heating system—with three 
important advantages to you. First, you are assured uniform operating efficiency; second, it saves 
time from buying to billing; third, it provides one uniform guarantee from a single, recognized 
source. And, in addition, builders are quick to appreciate the sound Hoffman design features that 
cost no more than ordinary kinds. New Bulletins on High Head Circulators, Flow Control Valves, 
Expansion Tanks, Flow Tees, Circulator Valves and Wall Radiation are available, free, no obligation. 
HOFFMAN SPECIALTY MFG. CORP. « 1700 West 10th Street, Indianapolis 7, Indiana 
Mokers of Valves, Traps, Mot Woter Heat ste v . { Jensat Pumy Sold by Leading Wholesalers of Heating i Plumbing Equipment 
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The remodeling boom . .. What's behind it? According 
to experts, the remodeling boom will break all records this 
year. Billions will be spent. What's behind this boom? The 
answer is OHI...Operation Home Improvement... the 
movement sparked by all facets of the building industry to 
make all America remodeling conscious. 












Plantation Kitchen. So inviting and efficient with 
Blossom Pink Crane steel cabinets—Citrus Yellow 
double basin Crane “Kitchen Queen” sink with famous 
Crane Dial-ese controls. No pulls on wall cabinets— 
doors open and shut with fingertip pressure. Corner 
base cabinets have revolving shelves. 
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ips | you make more 
on| kitchen remodeling! 


Full-page, full-color April 23 LIFE ad kicks Off 
a big national campaign that sells the 
complete kitchen—sinks and cabinets 
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Why sell equipment piecemeal when Crane’s 
big ad campaign helps you sell the complete 
Crane kitchen? 


Crane puts you in the driver’s seat. Here’s 
how. 26,450,000 readers of LIFE will see the 
Crane ‘Plantation’? and ‘“‘Ranch”’ kitchens 
in a big, full-page, full-color ad April 23. 

Millions more will see the same color ad in 
SUNSET. And that’s not all. Remodeling- 
minded homemakers will see Crane kitchens 
in a full-page, full-color ad in AMERICAN 
HOME. Even the rural areas are covered with 
an impressive full-page Crane kitchen ad in 


SUCCESSFUL FARMING. 






Ranch Kitchen has lots of new ideas. Double-island 
arrangement, dining area in background, laundry in fore- 
ground. Yellow Crane steel cabinets are clustered around 
Crane “All American” sink. Seamless drawers roll quietly 


on rubber-tired nylon wheels. 
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This powerful campaign can’t help but bring 
prospects to your door if you properly iden- 
tify yourself as the local outlet for famous 
Crane products. Window streamers, wall 
posters, point-of-sale displays, and direct mail 
literature are available to you free of cost. 

So why wait? The time to get remodeling 
business is now! Why not be prepared? Call 
your Crane Branch or Crane Wholesaler to- 
day and ask for free kitchen promotional and 
identification material. 


CRANE CO. 
General Offices: 836 South Michigan Avenue, Chicago 5 
VALVES « FITTINGS « PIPE « KITCHENS » PLUMBING * HEATING 







How to make an 
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’ RACHENS 


> 


A big ad! A big promotion! Get the 
full benefit from this full-page, full- 
color ad in LIFE. Crane will supply free 
promotional material to help you cash 
in. Get yours now. 











News .«« continued 








Frank F. Elliott, president, Crane Co., 
turns valve to open firm’s new exhibit 
at Disneyland, Anaheim, Calif. Look- 
ing on are Walt Disney (left) and 
Henry Dreyfuss, designer of unique 
“Bathroom of Tomorrow” at exhibit. 





NAPC Appoints Advisory 
Board to P.R. Committee 


WasuincTon, D. C.— An execu- 
tive secretaries’ advisory board to 
the NAPC public relations com- 
mittee has been appointed, reports 
Robert T. Morrill, president. The 
board has been formed to counsel] 
the committee on “grass roots” 
public relations problems. 

Named to the board are B. Y. 
Kinzey, Virginia Assn. of Plumbing 
and Heating Contractors; J. D. 
Mack, Assoc. Plumbing Contrac- 
tors of California; B. H. McBeth, 
Assoc. Plumbing Contractors of 
Louisiana, and L. C. Thellemann, 
Pennsylvania Assn. of Plumbing 
Contractors. 

Other appointees are R. F. 
Weber, Milwaukee Plumbing Con- 
tractors Assn., and Ray A. Fergu- 
son, Assoc. Plumbing Contractors 


of Dade County, Miami, Fla. 


Awards Yale Scholarship 
(Continued from center of page 54) 
who shows character, promise of 
high achievement and need. Pref- 
erence will be given to students 
who are sons or relatives of its 
distributor’s employees and to 

candidates named by such firms. 


| Slates Apprentice 
Contest for August 


WasHIncton, D. C.—The Third 
International Apprentice Contest 
for Plumbing and Pipe Fitting will 
be held August 6-10 at Purdue Uni- 
versity, Lafayette, Ind., the United 
Assn. has announced. The contest 
will be divided into two sections: a 
written test and a performance test. 


Frigidaire Expands 


Dayton, O.—Frigidaire Div. of 
General Motors Corp. has taken a 
major step toward development of 
new and advanced residential air 
conditioning products by tripling 
the facilities of its air conditioning 
engineering department. The floor 
space of the department has been 
increased to 42,000 sq ft to provide 
facilities for a number of research 
projects including a study of solar 
energy as a source of power for 
heating and cooling systems. 

The new facility is equipped with 
28 separate rooms for testing vari- 
ous types of air conditioning equip- 
ment under different operating 





The written section will cover on- 
the-job work experience or train- 
ing, information gained from the 
related training program and 
knowledge of related technical in- 
formation. The second section will 
test practical skills in performance 
of typical jobs in addition to ability 
to work from drawings or sketches. 

The contest is being held in co- 
operation with the National Assn. 
of Plumbing Contractors, the Heat- 
ing, Piping and Air Conditioning 
Contractors National Assn., and the 
National Assn. of Master Plumbers 
and Heating Contractors of Canada. 


A-C Research Dept.; 
to Study Solar Heating and Cooling 


| conditions, Experimental models of 


equipment are built in a shop for 
research and testing purposes and a 
separate, six-room research house 
has been built near the plant for 
testing present products. 


Noland Buys Hajoca’s 
Two Florida Outlets 


Newport News, Va.—Noland Co. 
recently opened its first Florida 
branches, bringing to 31 its total 
number of branches in the East and 
South. The new offices, recently ac- 
quired from Hajoca Corp., are lo- 

(Please turn to top of page 60) 


Top Geneva Distributor Goes ‘High Hat’ 





TV personality Herb Shriner presents Geneva Modern Kitchens’ “Distributor 
| of the Year” plaque to William Schmidt, president of Crest Corp., St. Louis, 
| at recent distributor sales conference in Geneva, Ill. Also shown are F. E. 
} O'Connor, general manager (left), and D. Barber, v. p. and sales manager. 
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IGNITER 

ELEMENTS— 
ELECTRIC CONTACTOR 
AUTOMATIC 

PILOT SYSTEM 


e Electric ignition at the touch of a finger 
— long-lived platinum coil ignition — is 
now available for your gas appliance. 
Platinum glow coil will give thousands 
and thousands of lighting cycles but is 
replaceable in seconds if necessary and at 


a reasonable cost, too. 


Safelighting is inherent in the system. 
No gas can reach the main burner until 


the pilot is burning. 


for your 


GAS APPLIANCE 


Replace your present pilot burner with an 
Annulair® pilot burner and glow coil assembly. 

Install a small MGSCo No. DB1 transformer 
to supply coil current through a No. 89B lead 
connector. 

Insert in the automatic gas valve circuit either 
a No. 339-1 switch (if you rave an electric 
contactor automatic pilot) or a reset-switch 
assembly (which replaces the reset assembly 
on a Baso® or Basoid® valve automatic pilot) 
and you’re in business. 


Give your customers 
d safety ss 
the WGSCO — Ignition. 


of MGSCo E 


MILWAUKEE GAS SPECIALTY CO. 


Dept SD-11 





MILWAUKEE 1 ° WISCONSIN 








. . continued 


News 





Harry Roehm (left), consumer prod- 
ucts sales manager, Cory Corp., Chi- 
cago, shows firm’s new plastic panel 
for its room air conditioners to Bill 
Tomlinson, Field & Shorb Co., Decatur, 
Ill. wholesalers, at recent trade show. 


American-Standard, 
Builder Promotions 


PitrspurGH—A package of pro- 
motional material designed to help 
builders sell new homes is being 
offered by Radiator & 


American 


| 
Standard Sanitary Corp. Entitled | 


“Blueprint for Sales,” the guide 
provides a complete program for 
merchandising new homes and for 
following-up during construction 
and when homes are completed. 


Crane Ups Volume, 
Reduces Cost to Set 


New Sales Record 


Cuicaco—Crane Co. sales during | 


its centennial year of 1955 were the 
highest in the firm’s history, it has 
been announced by Frank F. EI- 
liott, president. Total net sales were 
$331,421,289, an increase of 10.3 per- 
cent over 1954. Net earnings in- 
creased 55.4 percent over the prev- 
icus year for a total of $9 million. 
This compares with net earnings of 
$5.8 million in 
tributed the upsurge to larger sales 
reductions and in- 


volume, cost 


creased profit margins. 


Coleman Develop 
to Boost Home Sales 


Wicuira, Kan.—An assortment of 
20 sales aids designed to help build- 


ers stage model home promotions is | 
being offered by Coleman Co. as | 


part of its 1956 builders’ merchan- 
dising program. The package fea- 
tures display cards, posters explain- 


ing operation of air conditioning | 


equipment, mcdel home identifica- 
tion signs and other sales aids. 


Shown boarding flight to Bermuda are winners of Rheem Mfg. Co.’s “Rheem 
Dream” contest for plumbing dealers and wholesaler salesmen. In foreground 
are Rheem representatives Mr. and Mrs. Runo C. Anderson and Mr. and Mrs. 
Ed. Broderick. Bottom to top are Mr. and Mrs. Bill Kelly, O’Neill, Nebr.; Mr. 
and Mrs. R. P. Jones, Quanah, Tex.; Mr. and Mrs. Daniel Fitzgerald and son, 
San Francisco, and Mr. and Mrs. R. M. Hunter, Grand Rapids, Mich. 
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1954. Elliott at- | 


Noland Co. Expands... 


(Continued from center of page 58) 


| cated in Tampa and Jacksonville. 


Lloyd U. Noland, president, an- 


| nounced the Tampa branch will be 


headed by John H. Green of 
Tampa. New manager of the Jack- 
sonville branch is George W. Holle- 


man, Jr., former Noland manager 


| in Raleigh, N. C. 


Succeeding Holleman at Raleigh 


| is J. E. Wilson, former manager of 


the Noland branch at Wilson, N. C. 
Lloyd F. Lawing, formerly of the 
Raleigh sales force, was promoted 
to manager of the Wilson branch. 
(See Names in the News.) 


American Kitchens Div. 


Appoints Sales Director 


CONNERSVILLE, 
Inp.— K. O. Du- 
pree has been 
named director of 
sales for American 
Kitchens Div., Av- 
co Mfg. Corp., as 
part of an expand- 
ed sales program 
for dish washers 
and defense and contract business. 


Dupree 


| Dupree formerly was general sales 


manager of Magic Chef, Inc. 
In making the announcement, 


_ Curry Stoup, vice president and 


general manager of the division, 


| said additional sales, advertising 
| and promotional emphasis will be 
| given dishwashers this year. 


Appliance Sales 


Up, GAMA Reports 


New York Crty—Sales of gas 
water heaters are continuing at a 


| pace that should bring total 1956 
| sales past the three million unit 


mark for the first time, reports the 
Gas Appliance Manufacturers Assn. 


| February shipments totaled 251,200 


units, 10 percent above the same 


| month last year, and a new high for 


the month. Total January and Feb- 
ruary shipments of 480,000 units; 
another record, were 9.4 percent 
above the same period last year. 
Gas boiler sales in February to- 
taled 5100 units, a gain of 37.8 per- 
(Please turn to top of page 222) 
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Model 590 — Residential Air Conditioner 
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PROGRAM EVER OFFERED - THE 


... in full color. Charts - ...a complete set for 

—_ are in a handsome, flip- x % your use with your cus- 

If © \ over binder, with plas- ZAN tomers. There is a de- 
i »\ tic envelopes to hold rad 2 S tailed form for each 
i | \ the pages. Permits . CaS” \ type of equipment 
Ll | keeping story up to oe called for by the job. 
y | |) dateas wellasthe inser- KD, Makes estimating 

P tion of local material. a simple and accurate 


and easy for your cus- 
tomers to understand. 


1. Your customers know and trust the name Bryant... 
famous for 47 years as the leading name in home com- 
fort. That’s why a Bryant is easier to sell. 


2. From small home to mansion, or for store or factory, 
there’s a Bryant to fit the budget and the need in gas 
or oil furnaces, boilers, air conditioners, space heaters, 
unit heaters, water heaters. 


3. You build customer confidence when you install 
Bryant . . . the highest quality heating, cooling and 
water heating equipment made. 


4. You profit more with Bryant because of the Bryant 
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8 | 
wl yout community 


To help you sell MORE heating 
THE GREATEST pROFIT BUILDING and air-conditioning equipment 
.»» profitably 


Bryant now offers you a Dealer Development Pro- 


gram that will help you sell more . . . more profit- First time a program 
sal < : ‘ like this has ever been 
ably! There are seven steps in the complete program. offered to the heating 


Each is designed to assist you in one phase of your and air-conditioning 


jer 
ped ent business. This is a practical, down-to-earth pro- 


pm gram prepared from years of experience in helping beautiful 64-page 
et / O heating and air-conditioning dealers conduct a book. Ask your Bryant 
Vv Distributor for a copy 


the details to fully appreciate its many benefits. But today! 
just to give you an idea of the scope of the program... 


pe g ra! y? better, more profitable business. You have to see endl atieer Getatie. het 


Vand GROW BIGGER with 






dealer. It is completely 
explained in this 











eoccccecccce coecceeeees +-HERE ARE A FEW OF THE TOOLS <---ceeccccecccnccnscccesceces 
CHART TALKS THAT SURVEY AND ESTIMATE BRYANT’S EXCLUSIVE DEALER’S GUIDES 
REALLY SELL FORMS F.0. B. HANDBOOK ... the most complete 


... this handy, pocket- 
size booklet lists all 


. features of each indi- 
vr vidual piece of equip- 


puides soessimatiog the 

eating and cooling re- 

quirements of a home. 

Make it possible to 

make complete en- 

Yo. corresponding owner gineering layouts and 

benefits. Makes selling calculations in less 

easy. A terrific sales than an hour's time. 

tool. No other guides just 
like these. 


ment, together with 





AND THERE'S LOTS MORE. FOR THE COMPLETE STORY—AND HOW YOU CAN TAKE FULL ADVANTAGE 
OF THIS COMPLETE PROFIT-PRODUCING PROGRAM—CALL YOUR BRYANT DISTRIBUTOR TODAY. 


and here are 8 MORE reasons why you’// GROW BIGGER WITH BRYANT 


Business Development Program, the most complete 
program in the industry. 

5. You get sales building tools that increase your sales 
and profits. 

6. You have the help of a nearby Bryant distributor 
who gives you complete engineering, sales and service help. 
7. You are backed up by powerful national advertising 
designed to help you. 

8. You are given the most complete co-op advertising 
to build sales in your own community offered by any 
manufacturer in the industry. 


Don't miss this tremendous opportunity to build your profits through the BRYANT OPERATION PROTIT and the Bryant Dealer Develop- 
ment Program. If you want to make more sales, more profits, it will pay you to get the full details. So call your Bryant Distributor today, 
or write, Bryant, 48 Monument Circle, Indianapolis 4, Indiana. 
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THERE'S A NEW TREND IN BATHROGe Ss 








me CASTLE 


by UNIVERSAL-RUNDLE 


The Castle, with its unique, modern panel design makes any bathroom 
lovelier. A beautiful match for the Master Meadow Tub, Ledgemaster 
Lavatory and other U/R fixtures. Your customers will like these features: 





@ Glistening vitreous china with ® Close-coupled bow! and tank 


a finish harder than steel © Free-standing . . . available 
with 12” or 14” roughing bowl 

© Regular rim; panel front bowl 
and tank 


®@ Consult your wholesaler or 
write for a complete U/R catalog. 


@ Whitest white or a choice of 
U/R decorator colors 


© Reverse-trap Uni-Closet bowl 
that flushes thoroughly with 
maximum water saving 


THE WORLD’S FINEST 
BATHROOM FIXTURES BY 


Universal-Rundle 


| Universal-Rundle Corp., 417 River Rd., New Castle, Pa. 





IS aPC 


Plants in Camden, N. J.; Milwaukee, Wisc.; New Castle, Pa.; Redlands, Calif.; Hondo, Texas 
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Chancellor Wall Hung Blowout Bowl: A new 
vitreous china elongated rim flushometer 
bow! with blowout action. Has 142” back 
spud for use with concealed vacuum breaker 
flushometer and U/R chair carrier. 





Clayton Lavatory: Has 6” integral back to 
mount with one-piece steel hanger, with or 
without legs and towel bars. Mounts on 
china legs. 31”, 27” or 24” high. Drilled for 
concealed arm carriers on special order. 





Holiday Motor Hotel: Minneapolis’ newest 
and finest uses U/R’s Climax Water Closets, 
Chateau Lavatories and Master Meadow Bath- 
tubs, all in U/R’s decorator colors. 





Knoxville Medical Center: The new Clinch 
Ave. Medical Center is equipped with U/R 
lavatories, water closets and other built-in 
fixtures, in both Arctic White and U/R colors. 
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NEW PLUMBING * HEATING » COOLING + APPLIANCES 
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Flow-Control Valve 

Bell & Gossett has announced a 
two-way flow-control valve adapt- 
able to either straight or angle in- 





stallation. The valve is designed 
to prevent gravity circulation in 
forced hot water heating systems 
when the booster pump is not in 
operation. The valves are available 
in 1, 1% and 1% in. sizes and can 
replace individual straight or angle 
pattern valves of the same size. The 
units are available with cast iron 
or bronze construction. 
Manufacturer: Bell & Gossett, 
8200 N. Austin, Morton Grove, III. 


Cutting Machine 

Beaver Pipe Tools has announced 
a dry abrasive cutting machine (il- 
lustrated) designed to cut pipe at 


any angle from 30 to 90 degs., and 
a wet abrasive cutting machine de- 
signed to produce a polished cut 
with no burr. The dry cutting ma- 
chine also features the ability to cut 
6-in. pipe when a 14-in. wheel is 
used at a 90 deg. angle if the pipe 
is rotated. At any angle less than 
90 deg., the machine cuts pipe up to 
4 in. and solid thicknesses to 21% in. 
Other features include a_ pivot 
mounted base for the cutter wheel 
which allows material and vise to 
remain stationary, chain-type air 





vise that secures material when 
cutting head is lowered and releases 
material when cutting head is lifted 


Cast Iron Baseboard Panel Features Flexibility 





American-Standard has_intro- 
duced a cast iron baseboard panel 
for forced hot water or steam in- 
stallations. The panel is available in 
24, 18 and 12-in. sections to permit 
installation in 6-in. increments. A 
cast iron leg is offered to provide 
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added support for center sections. 
Evenly spaced fins, 42 per 24-in. 
section, give a heating surface of 
over 6 sq ft for every 24-in. sec- 
tion. Fins in the back of the panel 
are tapered for concealment behind 
top of the panels to direct heat into 
the apertures which run along the 
panel top. Other features include 
valve enclosures, end boxes and 
finishing panels that are installed 
with concealed clips, and assembly 
clamps for joining panel sections. 

Manufacturer: American Radi- 
ator & Standard Sanitary Corp., 
Plumbing & Heating Div., P.O. Box 
1226, Pittsburgh 30. 


from cut. A vice pressure regulator 
is available for control when cut- 
ting tubing and light materials. The 
wet cutting machine has capacities 
up to 4-in. pipe and 24%-in. solids. 

Manufacturer: Beaver Pipe 
Tools, Inc., 368-400 Dana Ave., 
Warren, O. 


Lavatory 

Kohler has announced a wall- 
hanging shelf lavatory for schools, 
apartments, hospitals and other 
public buildings. The 19 by 17-in. 
lavatory has an integral wall sup- 
port which gives it four additional 
inches of wall bearing surface (see 
illustration). Two screw holes are 





provided on the under side of the 
lavatory for anchoring it securely 
to the wall. Other features include 
vitreous china construction, 414-in. 
unobstructed shelf and 4-in. back 
splash. Fittings are over the basin. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Lavatory Legs 

Universal-Rundle has announced 
a line of chrome legs and towel bars 
in both round (illustrated) and 
hexagon styles. The legs are de- 
signed with an adapter that enables 
them to be used interchangeably on 
either vitreous china or enameled 
cast iron lavatories. Other features 





include matching towel bars in 15 
or 17-in. lengths, brass construc- 
tion and triple chrome finish. 

Manufacturer: Universal-Rundle 
Corp., 217 N. Mills St., Box 960, 
New Castle, Pa. 
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Pressure Stabilizers 

A series of pressure stabilizers 
designed to automatically maintain 
head pressure on air conditioning 





and refrigeration systems has been 
announced by Bush Mfg. The sta- 
bilizers are used on systems where 
evaporative or air cooled con- 
densers are required to operate in 
low ambient temperatures, and 
may also be applied on systems 
using cooling towers without water 
regulating valves. The unit is de- 
signed with a predetermined pres- 
sure drop to insure against liquid 
refrigerant reheating during warm 
weather operation. 

Manufacturer: Bush Mfg. Co., 
179 South St., West Hartford, Conn. 


Heating, Cooling Line 
Frigidaire has announced a line 
of low-boy, high-boy, counterflow 
and horizontal furnaces, a line of 
central residential air conditioning 
units, and a line of year-’round air 
conditioning units. The furnace line 
is available with gas-fired burners 
in capacities from 70,000 to 190,000 
Btu, and oil-fired with capacities 
from 84,000 to 128,800 Btu. The 
line of air conditioning units are 
available in 2, 3 and 5-ton capaci- 
ties and are adaptable to existing 
forced air heating systems. They 
are designed for flexible installa- 
tions either in the basement next to 
the furnace, in utility rooms or at- 
tics. The units can be installed in 
two sections by lifting the fan and 
coil from the unit and installing 
separately. The year-’round com- 





bination unit features cooling and 
heating in a single cabinet and is 
available with oil or gas-fired heat- 
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ing. Heating capacity with oil is 
84,000 Btu/hr output and with gas 
108,000 Btu/hr input. Cooling and 
dehumidification operate on auto- 
matic electric refrigeration systems. 

Manufacturer: Frigidaire Div., 
General Motors Corp., 300 Taylor 
St., Dayton 1, O. 


Drum Trap Cover 

A cast red brass drum trap cover 
has been announced by Jumbo 
Heater and Mfg. Designed as a re- 
placement cover, the unit features 
a toggle clamp with positive grip- 
ping action, and is engineered for 
easy removal and replacement. The 





covers are available in rough brass 
or chrome plated finish. 

Manufacturer: The Jumbo Heat- 
er & Mfg. Co., 1555 E. 55th St., 
Cleveland 3. 





Test Plug Kit 

A set of three test plugs for tem- 
porarily shutting off tubing for line 
testing and repair has been an- 





nounced by Imperial Brass. The 
plugs are designed to shut off 12, % 
and %-in. OD tubing without 
pinching it off or without installing 
a valve. The plug is inserted into 
the end of the tube and a wing-nut 
is tightened, expanding a synthetic 
rubber bushing which seals the 
tube to withstand working pres- 
sures up to 100 lbs. psi. 

Manufacturer: Imperial Brass 
Mfg. Co., 1200 W. Harrison St., Chi- 
cago 7. 

(Please turn to top of page 66) 
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Develops Thermostat for 


Minneapolis-Honeywell has an- 
nounced an electronic thermostat 
with a 27 ft temperature-sensing 
element. The thermostat is de- 
signed to solve the problem of tem- 
perature stratification in large air 
ducts. Its operating range is from 
-30F to 225F. The element con- 
sists of a temperature-sensing wire 
encased in a %-in. copper tube 
which can be arranged to feel the 
average of stratified temperatures 
that exist in ductwork (see illu- 
tration). The element can also be 
installed to give average readings 
of concrete slab temperatures in 


Large Air Ducts 





radiant floor panel heating applica- 
tions. 

Manufacturer: Minneapolis- 
Honeywell Regulator Co., 2753 
Fourth Ave., S., Minneapolis 8. 
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(Continued from page 65) 

Year-‘round A-C System 

A line of year’ round residential 
air conditioners has been an- 
nounced by Mitchell Mfg. The wa- 
ter-cooled summer cooling units in 
capacities ranging from 1%, 2 and 
3-tons are in combination with 70,- 
000, 125,000 and 150,000-Btu gas- 
fired furnaces. The cooling unit 
features a hermetically sealed cool- 
ing system mounted on a sliding 
chassis. The cooling coils are made 
of a single piece of copper tubing. 
The furnace section is equipped 





with a slotted gas*burner for quiet 
shut-off and efficient combustion. 
Safety features include a safety 


pilot, high and low pressure cut- 
outs and thermal overload switch. 

Manufacturer: Mitchell Mfg. Co., 
Div. of Cory Corp., 2525 N. Cly- 
bourn Ave., Chicago 14. 


Time Switch 


General Controls has announced 
a seven-day time switch for control 





of heating, ventilating and air con- 
ditioning systems. The switch reg- 
ulates from one to six daily on-off 
operations. Each day’s schedule can 
be varied or omitted and is inde- 
pendent from the weekly schedule. 
Units are available with self-start- 
ing synchronous electric motor or 
seven-day hand wound spring mo- 
tor for use with odd voltages or 





Back-Hoe Attachment Provides Versatility 


A hydraulic back-hoe especially 
designed for attachment to Ford- 
son-Major tractors has been intro- 
duced by Sherman Products. The 
digger can reach 12% ft deep and, 
with a 180 deg. swing, can clear a 
height of 8 ft 8 in. for loading 
trucks. The unit employs twin 
crowd cylinders, heavy steel plate 
construction, large diameter hinge 
pins, replaceable hardened steel 
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bushings and heavy duty steel cast- 
ings. Other features include a new- 
ly designed dipstick, boom, cylin- 
ders, bucket, sub-frame assembly 
and bucket linkage that provides a 
stroke up to 5000 lbs pressure 
through nearly all of the nine ft of 
bucket lip travel. 

Manufacturer: Sherman Prod- 
ucts, Inc., 3200 W. Fourteen Mile 
Rd., Royal Oak, Mich. 


where power is interrupted. 
Manufacturer: General Controls 
Co., 801 Allen, Glendale 1, Calif. 


Baseboard Panel 
American-Standard has an- 
nounced a non-ferrous baseboard 
heating panel designed to produce 
a lineal foot output of 1000 Btu at 
220F water. A greater air-flow is 
created by an increased stack effect. 
The 234-in. deep panel features a 
34-in. annealed copper tube with 
mechanically bonded aluminum 
fins. It is also available with 1-in. 
tube for greater water carrying ca- 
pacity. Other features include a 
one-piece 20 gauge sheet steel back 
and top which permits recessed in- 
stallation without special insula- 
tion, built-in air vane and support 
brackets and a front panel that 
locks in place without tools. An en- 
larged right end on the element 
tube facilitates joining. The units 
are available in 4, 6 and 8 ft lengths 
for recessed or flush installation. 
Damper assemblies operated by a 





knobbed slider that fits into a notch 
in the support bracket provides in- 
dividual panel control. 

Manufacturer: American Radi- 
ator & Standard Sanitary Corp., 
Plumbing & Heating Div., P.O. Box 
1226, Pittsburgh 30. 


Lawn Sprinkler 

A square pattern lawn sprinkler 
has been announced by Rain-Way 
Sprinkler. Using a precision cam 
to form the square pattern, the unit 
can be adjusted to cover areas up 
to 50 ft, operating on water pres- 
sures from 5 to 80 lbs. Other fea- 


tures include slow rotation, water 





lubrication and low spray level. 
Manufacturer: Rain-Way Sprin- 
kler Co., 5632 E. Lincoln, Cypress, 
Calif. 
(Please turn to top of page 72) 
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TACO HEATERS, INCORPORATED 


1160 Cranston Street, Cranston 9, R. 1. 


342 Madison Ave., N. Y. 17,N. Y. 
4 Gilead Place, Toronto 2, Can. 
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NEW FROM TACO 


140 SERIES PUMP 


Better With TACO 


For quiet, vibrationless operation 








and rugged dependability 


on large installations 


Designed specifically for heating 
and cooling systems requiring quiet, 
smooth operation, the new Taco No. 
140 series pump offers a host of 
outstanding features: 


e Water-tight, self-adjusting, self- 
lubricated mechanical seals. 

¢ A motor selected for quiet opera- 
tion, equipped with oil lubricated, 
bronze sleeve bearings. 

e Aspring drive coupling which easily 
absorbs starting torque and designed 
for quiet operation. 

¢ A long-life impeller shaft of stain- 
less steel, hardened and ground to a 
mirror finish. 

¢ Bronze bearings in bracket, sep- 
arated by a thrust collar attached to 
the shaft, absorb all end thrust. 

e An oil bath circulating system with 
modern slinger rings, lifts oil to both 
bronze bearings. 


e Bearing bracket, impeller and shaft 
are completely removable without 
disturbing motor, volute or piping 
connections. - 


¢ A closed type impeller of bronze or 
cast iron, dynamically balanced for 
smooth noiseless operation and de- 
signed to eliminate hydraulic thrust. 


¢ Volute on body legs bolted directly 
to the base prevent piping strains from 
changing pump alignment. 


e A base of cast iron designed with 
a three-point floor mounting to sim- 
plify leveling. Provision is also made to 
fill with concrete for sound deadening. 


For the features that mean a better 
performance for every large hot 
water heating or cooling system, put 
the new Taco No. 140 series pump 


on the job! 
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» ASS for dependable service with low maintenance 


in the new 


SOCONY MOBIL 
BUILDING 


AnacondA Red Brass Pipe 
for Hot and Cold Water Service 


ondA Copper Tube 


and Red Brass Pipe for Air Conditioning 





Bs 
a. ry 


Ty. 


Owners 
GALBREATH CORPORATION 


Associated Architects 
HARRISON & ABRAMOVITZ—JOHN B. PETERKIN 


General Contractor 
TURNER CONSTRUCTION COMPANY 


Consulting Engineers 
JAROS, BAUM & BOLLES 


Plumbing Contractor 
EUGENE DUKLAUER, INC., NEW YORK 


Mechanical Contractor 


} — KERBY SAUNDERS, INC., NEW YORK 
| 
mei. aad p4—- 
NN ETIt ECAUSE red brass pipe and copper tube do not 
=" ; B rust —are expected to last the life of the 
The new 45-story Socony Mobil Building, 42nd Street and Lexington building—and cost little to maintain, they provide 
Aveune, How Tom, 16 ¥. true, long-term economy in two vital services for 


the new Socony Mobil Building. 

More than 200,000 pounds of ANaconDA Red 
Brass Pipe, in sizes from 4” through 4", provide 
the hot and cold water supply service. Glauber, 
Inc., New York, Anaconda distributor, supplied 
the pipe. 

Distribution of the warm and chilled water 
for the year-round unit air conditioning system 
required 4,000 feet of ANACONDA Red Brass Pipe; 
14,000 feet of Type L ANaconpA Hard Copper 
Tube; 60,000 feet of Type L AnaconpnA Soft 
Copper Tube. New York Plumbers Specialties 
Co., Inc., Anaconda distributor, supplied the tube. 

For piping that will last a long, long time and 
cost little to maintain, turn to Anaconda. If you 
have special corrosion or structural problems, the 
services of the Technical Department are avail- 
able to you. See your local Anaconda representa- 
tive or write: The American Brass Company, 
Waterbury 20, Conn. In Canada: Anaconda 
American Brass Ltd., New Toronto, Ont. 5605 


AnacondA 85 Red Brass Pipe, 4-inch size, carrying hot water from two N ACO N D 


. of the three copper-lined hot water storage tanks in the subbasement 
of the Socony Mobil Building. Two additional 2200-gallon tanks are BRA‘ PIPE AND COPPER TUBE 
located on the 43rd floor. 


Domestic ENGINEERING, MAy 1956 











wpT ay 





~— ahs © O AR A re 


fenance 


BIL 


RKIN 


: do not 
of the 
provide 
ices for 


»A Red 
srovide 
lauber, 


ipplied 


water 
system 
s Pipe; 
-opper 
A Soft 
ialties 
> tube. 
e and 
If you 
is, the 
avail- 
senta- 
pany, 
conda 


5605 


“ 
ue 
ot 


Ay 1956 















































Now...a new, improved | hp. 
Fairbanks-Morse submersible 


@ motor and pump water-cooled 


Here’s a brand-new F-M submersible 
that can easily be your fastest selling 
deep well pump because of its quality, 
performance and price. 


Features tell why it will sell 


New Model S2-5009 delivers a big 
volume of water at well depths from 
20 to 120 feet, depending upon dis- 
charge pressure. At 50 feet, for ex- 
ample, under 40 pounds pressure, this 
pump delivers a rated 497 g.p.h. That’s 
enough volume for your customers’ 
homes, barns and milkhouses! 


Other features include 


heaviest stainless steel impeller shaft 
(2) of any 2 hp. submersible 


nine open-type bronze impellers 
easy installation in 4” casing 


protected by neoprene and oilite 
bearings 


spline coupling for strength and safety 


foolproof, continuous-duty motor— 
water lubricated . . . factory filled... 
permanently sealed 


@ noiseless, vibrationless operation 


@ leakproof, screw-type adapter for 
electric cable 


® can be installed below frost level 


@ made of stainless steel and bronze 


Ask your Fairbanks-Morse salesman 
to order this pump for you. Or send 
your immediate orders to Fairbanks, 
Morse & Co., Dealer Division, 
600 S. Michigan Ave., Dept. DE-5, 
Chicago 5, Illinois. 


& FAIRBANKS-MORSE 


a name worth remembering when you want the BEST _ 





WATER SYSTEMS * GENERATING SETS « MOWERS *« MAGNETOS © PUMPS * MOTORS « SCALES + DIESEL LOCOMOTIVES AND ENGINES 
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SELECT THE COIL THAT FITS 
YOUR UNIT-HEATER JOB BEST 


Not only is American Blower’s line of Venturafin Unit Heaters 
complete in all popular sizes and capacities — but you also 
have a wide choice of coils to fit job requirements. 

Both Venturafin Vertical and Horizontal Heaters offer coils 
for high temperature, high-pressure hot water, or interchange- 
able coils for steam or low-pressure hot water. An additional 
hot-water coil of serpentine construction is also available for 
horizontal heaters for low-pressure hot water. 

All coils have high-quality nonferrous fins, mechanically 
bonded to seamless copper tubes — which, in turn, are brazed 
to headers. Steel tubes are available for high-temperature, 
high-pressure hot water. 

Select low-cost, quiet operating, easy-to-install American 
Blower Unit Heaters for your next job. For data, consult your 
nearest American Blower Branch Office. 





















Venturafin Unit Heaters for Steam and Hot Water 





VERTICAL 
HEATERS 


Equipped with exclusive 
ABC Equitemp Air Dif- 
fusers. Capacities: 58,400 
to 560,000 BTU at 2 Ibs. 
steam pressure and 60° 
entering air. 


HORIZONTAL 
HEATERS 


For horizontal blow, 
select from a wide range 
of capacities: 18,000 to 
357,500 BTU at 2 Ibs. 
steam pressure and 60° 
entering air. 





















































$ 
GAS-FIRED INDUSTRIAL 
HEATERS HEATERS 
Available for natural, High-velocity type indus- 
mixed, manufactured, trial space heating. Seven 
LP, LP air gas mixtures, sizes. Capacities from 
and dual fuel arrange- 79,000 to 1,630,000 
ments. Sizes and capaci- BTU per hour. Certified 
ties to fit your needs. Ratings. 
AMERICAN BLOWER CORPORATION, DETROIT 32, MICHIGAN 
American Blower CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 
products serve industry iden ot Ajman Sitpnd 
° Air Conditioning, Heating, 
toomestarec: = =AMERICAN BLOWER 
© Industrial Fans and Blowers 
© Centrifugal Compressors 
¢ Gyrol Fluid Drives 
© Dust Collectors 
© Refrigerating Machines 
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jwant Snow Melting System 
‘or Baten Island Ferry Building 


- features ‘snowless”’ stairway 











“Ghliecturel Designers & Engineers: Roberts & Sihischer aon York, N. Y. 
Consulting Engineer: Mongitore & Moesel, New York, N. 

Mechanical Contractor: Raisler Corporation, New York, N Y. 

Pipe Fabricator: Atlantic Pipebending & Fabricating Corp., Wood-ridge, N. J. 











Snow melting coils in place on stairway forms 
...and 


freshly concreted stairway. 
Handrails to be installed later. 





Reconstruction of the Manhattan 
Terminal of the Staten Island Ferry, 
operated by New York City’s Dept. 
of Marine and Aviation, includes an 
extensive snow melting system. The 
long curving ramp, which starts at 
street level and expands into a semi- 
circular walkway on the second 
level, is completely fitted with snow- 
melting coils, as are the walkways. 

A unique feature of the installa- 
tion is that an open stairway from 
the street to the top of the ramp has 
also been equipped with snow-melt- 
ing coils—one length of 1” pipe in 
the tread of each step. 

Approximately 14 tons of 1” 
NATIONAL Steel Pipe were used in 
the grids, and about 5 tons of sizes 
up to 3” were employed as headers, 
connecting pipes, etc. 


Architects, engineers, and con- 
tractors have been specifying USS 
NATIONAL Steel Pipe for over 60 
years as the “standard” choice for 
conventional piumbing and heating 
systems, 

The inherent characteristics of 
NATIONAL Pipe are well known— 
smooth, uniform bending; sound, 
strong welding properties; and extra- 
long service life—characteristics that 
make NATIONAL Pipe ideal for such 
applications as snow melting and 
radiant heating, and give it the rep- 
utation for dependability that it 
enjoys. Such a well-deserved reputa- 
tion inspires confidence—a nation- 
wide confidence that has made USS 
NATIONAL Pipe the largest selling 
pipe in the world. Write for free 
descriptive literature. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


CE) NATIONAL PIPE 
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Shopping with D. E. 





(Continued from page 66) 
Sink Top 


A snap-on sink top has been an- 
nounced by Harrison Steel Cabinet. 
In installing the sink top, moderate 








pressure is applied on top to set the 
unit rigidly and permanently in 
place and alignment. 

Manufacturer: Harrison Steel 
Cabinet Co., 4718 W. Fifth Ave., 
Chicago 44. 


Gas-Fired Room Heater 

A gas-fired floor model room 
heater with a temperature-sensitive 
automatic fan speed selector has 





been announced by Reznor Mfg. The 
heater is designed with all controls 


Water System Styled to 


A jet water system enclosed in a 
white baked-enamel steel cabinet 
has been developed by Clayton 
Mark. A total of 32 different pump 
and tank combinations are avail- 
able for depths to 120 ft. and ca- 
pacities to 1395 gph. The unit is 
offered with the jet pump convert- 
ible from shallow to deep well 
service or with three-way conver- 
sion from shallow to deep applica- 
tions. The unit is available with 
either a 12-gal. horizontal pressure 
iank or a 42-gal. vertical pressure 
tank. Both pump and tank are en- 
closed in a cabinet that measures 
30-in. wide, 25-in. deep and 36-in. 
high. The cabinet top and back- 
splash are surfaced with mother-of- 
pearl Formica with stainless steel 
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located inside the cabinet. Other 
features include a wall thermostat 
with winter-summer switch for op- 
eration of the fan alone, adjustable 
vertical and horizontal louvers and 
a built-in draft diverter. A snap- 
out door gives access to the remov- 
able control manifold to simplify 
servicing. The fan motor has been 
mounted directly to the heavy fan 
guard add to the appearance of the 
unit. 

Manufacturer: Reznor Mfg. Co., 
604 James St., Mercer, Pa. 


Air Conditioning Coil 

A residential air conditioning 
coil for connecting into duct work 
of new or existing heating systems 





has been announced by Refrigera- 
tion Engineering. The unit is used 
with a remote condensing unit or 
water chiller. It is available in 2, 3, 
4 and 5-ton capacities. The 2-ton 
coil requires 14% by 29%4-in. of 
space and the 5-ton coil needs 214 
by 3934-in. Other features include 
a built-in pitched drain pan, en- 
closed and insulated compartment 
for valves and flanges for attaching 


Match Home Appliances 








trim and provides 5 sq ft of coun- 
ter-top work space. The front and 
top of the cabinet are removable. 
Manufacturer: Clayton Mark & 
Co., 1900 Dempster, Evanston, II. 


the coil to duct-work or furnace. 

Manufacturer: Refrigeration En- 
gineering, Inc., 7250 E. Slauson 
Ave., Los Angeles 22. 


Water Softener 

A domestic water softener with 
special regeneration features has 
been announced by George Getz 








Corp. The unit is equipped with a 
valve that works automatically, 
once it is manually activated, and 
requires no electricity. The valve 
has two moving parts and is self- 
sealing. The unit has a durable 
white exterior and the tank is plas- 
tic lined to protect it from aggres- 
sive waters. Available in two sizes, 
the unit is complete with built-in 
salt container. An automatic by- 
pass feature avoids cutting off the 
water supply during regeneration. 
Manufacturer: Modern-Wood- 
manse Div. of George Getz Corp., 
P.O. Box 275, West Chicago, III. 


Drinking Fountain 
A counter-type drinking foun- 
tain for schools and institutions has 





been announced by Bradley Wash- 
fountain. The 16 by 24-in. unit has 
a pressed steel, 6-in. deep bowl, 
available in vitreous enamel or 
stainless finish. Enameled bowls 
are furnished in five colors and 
white. Construction features in- 
clude stainless steel mounting rim, 
drinking bubbler, glass filler faucet 
(optional) and chromium plated 
sink strainer with tail piece. 
Manufacturer: Bradley Wash- 
fountain Co., Milwaukee 1. 
(Please turn to top of page 78) 
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OL LES with CPC COLOR! 


NOW or offers prompt delivery on 3-piece bathroom sets in 


sparkling color! 


Now CPC offers a full line of popular decorator colors and white— 


including green, blue, tan, ivory-—and two brand new colors 


} = « aut 
... pink and grey! 


NOW ov offers mixed shipments of steel tubs, vitreous China 


closets and lavatories in truck or carload lots. No inventory 


problems for you. 


Now CPC offers the exclusive non-sweating DRI-TANK closet 


combination in all 6 colors and white to match 3-piece sets. 


Now Get immediate profits through prompt delivery of CPC color 


sets to your customers! 








a RAT, 
Onn Oy : 






Chicago Pottery guarantees all products 
for materials and workmanship. 














KITCHEN SINKS PRESSED STEEL TUBS 


POTTERY COMPANY 


Established in 1911 
AVENUE * CHICAGO 14, ILLINOIS 
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Black: Decker: Jig Saws are 
POWER-BUILT.:: 


And designed to make your installation work easier! 













New Heavy-Duty Jig Saw! 


Specially made for heavy-duty installation work. Cuts 
intricate curves, even in heavier stock. Runs cool, in 
2x4’s or practically any material. Cuts to 45° angle, on 
either side. This versatile, rugged tool speeds your work, 
offers full 1” stroke, with minimum vibration, extra 
smooth performance! Heavy-duty shoe will not wobble 
or distort under pressure. Full line of wood and metal 
cutting blades available. Priced lower than any jig saw 
of similar capacity in its field. 


SERVICE! . . . one of 42 Black & Decker 
factory service branches is located ‘next 
door” to you. Staffed by experts to give you 
fast, efficient service and genuine replace- 
ment parts. 


LOOK IN THE YELLOW PAGES UNDER “TOOLS-ELECTRIC” 


qq) Blacks: Decker: 


PORTABLE ELECTRIC TOOLS 
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We don't buy motors—we build them! 


The heart of your electric tool is the motor 
—completely built by Black & Decker! 
All the power you need and then some— 
because each motor is built for a specific 
tool and the job it must do. B&D motors 
always stand up! 





< 


U-I0 Jig Saw for lighter work! 


Like its heavy-duty ‘“‘brother,”’ this perfectly balanced, 
lightweight B&D Jig Saw makes pocket cuts, straight, 
curved, sharp radius and irregular cuts—follows intri- 
cate patterns easily! Has capacity to cut 14” soft wood, 
1” hardwood— ideal for your lighter, ‘‘tight-spot”’ jobs. 
Cuts practically all materials, including metal, with 
proper blade. See your B&D distributor, or for more 
complete information, write: THE BLack & DECKER 
Mre. Co., Dept. 3005, Towson 4, Maryland. 
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3° 
Temco’s Automatic Gas Floor Furnace has 
ST! not only the exclusive new Ceramic-Clad* heat 
' & 
exchanger, but also a number of other 
top features that you can sell 
straight, without need for exaggeration : 





% Quickly, easily installed; fits right 
into floor! 






% Requires no basement, no costly 
excavation, no remodeling! 






% 20-year warranty on Ceramic- 
Clad heat exchanger! 


% Approved by A.G.A.; Guaranteed 
by Good Housekeeping! 
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F densenieed by 
Good Housekeeping 
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alanced, 
traight, 


ra lerek Talom 


or more 
NASHVILLE 9, TENNESSEE 


*Trade Mark Registration Pending 


DECKER 
Temco, Inc., Department B-835 
Nashville 9, Tenn. 


Please send me catalog and full details on Temco’s Au- 


tomatic Gas Floor Furnace. 
J 


bia baling Speciaet tt hor the) 


Name .__. 


Firm name 


Address 





City Zone State 


ROOM HEATERS + FLOOR FURNACES » WALL HEATERS + UNIT HEATERS 


WARM AIR FURNACES AND AIR CONDITIONING eeeceeeoseseeeseeseeseeeeeseeeseeeseeeeeeeeee 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


1 
ur 
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this is an optical illusion 


this is NO 


optical illusion 


you ACTUALLY SEE more 
than one pump control! 


It’s not a trick. 

There is just one control shown—but it does 
the job of two or more water system pressure 
controls! Combining both narrow and wide 
differentials in one unit, this Penn Series 154 
meets a variety of differential needs. Look at 
the selection this one control gives you... 

At 10 pounds cut-out pressure, there’s a 5 
pound differential ... at 65 pounds cut-out, a 
9 to 35 pound differential ... and at 40 pounds 


cut-out, as low as 7 pounds differential. 


That’s just part of the story. Penn's simpli- 
fied design makes field adjustments easy... 
contact pressure is greater . . . contacts are 
self-cleaning ... bounce, closing arc and weld- 
ing of contacts are eliminated. Ask your manu- 
facturer or wholesaler for complete details on 
the Penn Series 154... the pump control that 
eliminates the necessity for you to stock more than 


one model to meet various differential needs. 


PENN CONTROLS UMC. cesses, nian 


AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


MAY IS NATIONAL WATER SYSTEMS MONTH 


Domestic ENGINEERING, MAy 1956 





1956 














THE FINEST IN FITTINGS 
AND TRIM! 


Special Bp atterns 


for MANUFACTURERS! 





Middleville Engineering Com- 
pany are producers of special 
pattern trim and fittings for 
most manufacturers in the 
plumbing industry. Quality con- 
trol and more uniform produc- 
tion of any die cast part is as- 
sured by “Automation” at the 
Middleville plant. 





Fig. No. 48-1 
with Brass 


Lift Arm 












Fig. No. 50-4 


(Quotations on Custom Parts on Request! 


Cova “es Ty Trop 
jovers @ aucet Handles ; 

Slip Joint Nuts e Supply Pipe Fig. No. 51-9 
Coupling Nuts e Supply Pipe 

Lock Nuts e Sink Strainer 

Lock Nuts e Bath Spouts e 

Waste and Overflow Assembly. 


MIDDLEVILLE 


ENGINEERING & MFG. CO. 
MIDDLEVILLE --- MICHIGAN 


~ 
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(Continued from page 72) 

Pipe Racks 

Portable racks designed for han- 
dling and storage of pipe and tub- 
ing have been announced by Pal- 
mer Shile Co. The racks have a 
flush bottom and top, full wrap- 
around crane bars and an extra 
thick lift bar that is welded to 
the racks for additional strength 
and safety. Pipe and tubing may 
be stored in mutiple tiers using the 





firm’s automatic tongs suspended 
from an overhead crane (see cut). 
Racks are built to specifications to 
handle varying load capacities. 

Manufacturer: Palmer-Shile Co., 
16076 Fullerton, Detroit 27. 


Pipeline Coupling 

A repair clamp coupling for wa- 
ter, gas or oil pipelines has been 
announced by Smith-Blair. The 
coupling is designed for cast-iron, 


steel or asbestos-cement pipe 
ranging from 2 to 24 in. diameter. 
The full circle clamp incorporates 





ball and socket pivoting, ductile 
iron lugs and free floating bolts. 
The matching halves of the coup- 
ling are pre-assembled with grid- 
ded gasket and armored insert 
bonded in alignment. The bands 
are copper or stainless steel with 
bronze or stainless steel bolts. 
Manufacturer: Smith-Blair, Inc., 
535 Railroad, South San Francisco. 


Warning Barricade 

An all-directional, battery-oper- 
ated warning light bolted with a 
lock on an all-metal barricade has 





been introduced by Neo-Flasher 
Mfg. The unit will operate contin- 


Chattanooga Develops Heating - Cooling Line 





A line of gas-fired central heat- 
ing and remote air conditioning 
units has been announced by Chat- 
tanooga Royal. The horizontal heat- 
ing units are designed to operate 
with perimeter heating systems, 
and can be located in the attic, util- 
ity room or crawl space. They fea- 
ture centrifugal blowers, replace- 
able type filters and functionally 
styled cabinets. The counterflow 
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series is designed for installation in 
homes without basements. They 
feature a reverse flow principle 
which discharges warm air through 
the base of the cabinet into ducts in 
or below the floor slab. The hi-boy 
furnaces are compactly designed 
for closet installation. The lo-boy 
units fit into basement or utility 
room installations. All units are 
equipped with a safety pilot, room 
thermostat, gas pressure regulator 
and a combination fan and limit 
control. The 2 and 3-ton remote 
waterless air conditioning units are 
designed to fit into existing warm 
air furnace installations to provide 
year-round air conditioning. 

Manufacturer: Chattanooga Roy- 
al Co., First & Delmar Sts., Chatta- 
nooga 6, Tenn. 


uously for one thousand hours or 
30 days and nights on a 6-v battery. 
Other features include wea’'-er- 
proof construction and neon light. 
Three models are available: the 
all-directional unit, a two direc- 
tional light and one directional 
light. The metal barricade is paint- 
ed and stenciled “Caution.” 
Manufacturer: Neo-Flasher Mfg. 
Co., 3210 Valhalla, Burbank, Calif. 


Radiation Line 

A line of recessed radiant and 
convection-type radiation has been 
announced by Dunkirk Radiator. 
The free standing cast iron radi- 
ators are available in lengths from 





9 in. to 99 in. with 4%-in. incre- 
ments. The units stand 20 in. high 
and project 5 in. into the room. In- 
tegral fins are incorporated to di- 
rect heat outward through grille 
opening. The units are available 
with or without inlet grilles. 
Manufacturer: Dunkirk Radiator 


Corp., 85 Middle Rd., Dunkirk, N. Y. 


Built-in Oven Line 

National stove has developed two 
built-in electric oven models with 
gas or electric range inserts. The 
oven is available either 22% in. 
wide by 31% in. deep, or 30144 wide 
by 31% in. deep. The oven incorpo- 











rates an electrically operated door 
that opens or closes by button con- 
trol. Other features include exte- 
rior finishes in copper or chrome 
with interiors in chrome; rotisserie 
and a recessed contro] panel. 
Manufacturer: National Stove, 
163 Ave. “A”, Bayonne, N.J. 
(Please turn to top of page 142) 
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_ AMAZING NEW Brady 
\ Sr yype 7907 Velec ir 


The troublesome ‘‘choking’’ that is a 

common fault of foot valves is prac- You pay far less. Yet the Brady Foot 
tically eliminated in the Brady Foot Valve does a much better job—is so 
Valve. And it handles up to 3 timesas = advanced in design, performance, 
much water as ordinary foot valves and durability that all other foot 
with the same amount of friction. valves become obsolete. 









Brady WATER PRESSURE TANKS for home use oS icies 
REVOLUTIONARY DESIGN STANDARO 
GIVES YOU BETTER TANKS AT OF THE 
SUBSTANTIALLY LOWER COST eile 


Only Brady Galvanized Steel Tanks give $ ; 
you double protection inside the tank. NE a tah 
Complete non-porous galvanizing plus a Brad 
Plastic Coating proven to be impervious : Y 
to most salts and minerals. Guaranteed 

AIR VOLUME CONTROL 


for one year. 





Contact your supplier or manufacturer—or get complete information on Brady Products by writing direct to — 


“" Brady Companies 


GENERAL OFFICES: MUNCIE, INDIANA 
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continuously vent air 
that blocks circulation 


Here is the answer to perfect 

circulation . . . at very little cost 

Ask any successful heating or air conditioning 
contractor. He’ll tell you that MAID-O’-MIST 
Auto-Vent makes any hot-water heating or 
chilled water cooling system perform better be- 
cause it CONTINUOUSLY vents air that stops 
the free flow of water. Install them quickly, 
easily, economically . .. and forget them. 
They’re trouble-free! 








NO. 7 AUTO-VENT 

No. 7 is justly famed for doing a competent, 
automatic continuous job of venting air that 
chokes circulation. For vertical mounting only 
... On pipe-lines, coils, convectors, radiant pan- 
els, unit heaters, etc. No air chamber required. 
Up to 75 lbs. working pressure. Small... size 
434” x 21,” for 12” I.P. female connection. 











< NO. 67 AUTO-VENT 


If your space is limited, Number 67 will do the 
job for you. Little but mighty, its overall size 
is just 3%,” x 114” with 14” I.P. male con- 
nection. Up to 30 lbs. pressure. Like all 
MAID-O’-MIST Auto-Vents, it is simple in 
design, yet wonderfully effective in operation. 














N°72 
No. 72 AUTO-VENT or horizontal mounting. Size 1%” x 14” 
N° 67 A fast-venting valve of the expansion with %” I.P. male connection. Disc 
type for convectors, baseboard and dries quickly because of immediate 


free-standing radiation. For vertical drainage. 


Get full information from your jobber or write for catalogue today! 

















AUTOMATIC HUMIDIFIERS , 
AUTO VENTS . 


on WATERLINE CONTROLS 
e e« HEATING AND AIR CONDITIONING SPECIALTIES 






















7 °O'IF NAP TU MIP ACWI RAAR ae ot ot 2 ee, oe | fret tasAic 





itioning 
)’-MIST 
ting or 
tter be- 
it stops 
quickly, 

them. 


ipetent, 
ir that 
ng only 
nt pan- 
quired. 
. size 
ion. 


N°72 


. ” x,” 
1. Disc 
nediate 








id Ly 









0.27 AUTO-VvENT— 
, 


1? NIPPLE s 
dug aco me 


=== 1) 














SUPPLY 





ACT UN 









NO. 27 AUTO-VENT 


Smaller sized vent—for hori- 
zontal mounting. Construc- 
tion and internal working 
parts are the same as the No. 
7 Auto-Vent but designed for 
horizontal mounting only 
with %” I.P. female side con- 
nection. For use on convec- 
tors, free standing radiation 
and radiant heating coils, etc. 
For air pressure up to 50 lbs. 
Size 3” x 21%” 
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AUTO- VENT 


Same size and 
| general con- 
.& struction as 

the No. 27 Au- 

to-Vent but 
designed for horizontal 
mounting with %” I.P. verti- 
cal male bottom connection. 
For combination heating and 
cooling convectors, base board 
radiation, radiant panels, 
etc., where space is limited. 
For air pressures up to 50 lbs. 
Size 3” x 2%”. 




















Quickly installed! 


MAID-O'-MIST 
BALANCING VALVE 


ADAPTER UNI 


Perfect for all hot-water heating 
or chilled-water cooling systems 













































No. 14 No. 15 No. 16 













Install in copper Install in cast Install in cast 

or bronze tee to iron tee to brass tee to 
complete a complete a complete an angle 
balancing valve balancing valve balancing valve 






With MAID-O’-MIST balancing valve adapter units, you 
can avoid carrying heavy stocks of balancing fittings. 
That’s because the MAID-O’-MIST units can be installed 
without advance planning. They’re simple as A-B-C to 
install, and they cost a mere trifle. They are sweat-fitted 
into copper, bronze or brass tees, and threaded into cast 
iron tees. 












And what a remarkable job they do in letting water flow 
freely thru the tee! Since the pipe asrenmeae isn’t reduced, 
there’s no water restriction 
except for the balancing re- 
quired. Contractors and Engi- 
neers agree: MAID-O’-MIST 
Adapter Units, teamed with 
MAID-O’-MIST’S famed Auto- 
Vents make a hard-to-beat 
team for efficient water circu- 
lation. 




























NO. 14... Phantom view of one- 
inch Adapter Unit in a tee ready for | 






balancing. } 


Get full information from your 










jobber or write for catalogue today! 








rT, inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILL. 


It costs no more to get 


all of these EAP 


@ STRONGER — higher tensile strength, no sand \ 
holes. 





5 Ae PRET ISTH 


® TAPER TAPPED—all pipe threads tapered to 
ensure leak-proof joints in every installation. 


® PROTECTED—galvanized fittings zinc plated 





after fabrication for maximum protection of all 
surfaces, including threads. 


@ CARTONED-—for extra convenience in handling, 
eliminates damage and inventory loss. 





® ALL CAPITOL FITTINGS MEET FEDERAL Ti, / 
SPECIFICATIONS 250+ UNIONS 





{ SQUARE HEAD PLUGS a HEX BUSHINGS , ~~ STEEL CAPS 





Your Capitol | — 
wholesaler 
also stocks . . | | ) 


WELL SUPPLIES CAPadapters REDUCING _ INSULATING 
and Forged Steel High Pressure Fittings COUPLINGS UNIONS 


COUPLINGS NIPPLES 








PRODUCERS of QUALITY STEEL FITTINGS for more than 30 YEARS 


SAPITOL 
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SULATING 
UNIONS 
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National Water Systems Month...A Golden Opportunity for P-H Contractors 


May... THIS MONTH... NOW... is National 
Water Systems Month. And with it comes a gold- 
en opportunity for plumbing and heating con- 
tractors to get started on the road to bigger water 
systems business. 

For the eighth consecutive year the National 
Assn. of Domestic and Farm Pump Manufactur- 
ers is sponsoring this month-long promotional 
effort. It is supported, too, by manufacturers of 
related products as well as the pump manufac- 
turers. Its purpose is to sell the benefits of run- 
ning water under pressure to the millions of 
American families who live in rural and subur- 
ban areas beyond the city water mains. 

By now, the poster illustrated below, which 
is just one element of a special promotion kit 
prepared for contractors by the association, 
should be familiar to every plumbing and heat- 
ing contractor. If it isn’t, somebody is missing 
a mighty good thing. He’s missing his share of 
the estimated potential market of 1,360,110 wa- 
ter systems. 

But that isn’t all. In fact, it isn’t even half. 
We’re talking about the related product sales 


OFFICIAL POSTER: This eye-com- 
pelling, multi-colored poster is avail- 
able to plumbing and heating contrac- 
tors from their suppliers for display in 
their showrooms. It promotes related 
equipment as well as water systems. 


that go with every original water system instal- 
lation .. . all the fixtures, fittings and appliances 
that require running water. 

Many years ago we remember having seen in 
a farmer’s kitchen a water pipe coming out of a 
wall over a table with a single faucet on the end 
of it. A basin on the table caught the drip. 

Admittedly a pretty crude installation, but 
that single faucet represents the absolute mini- 
mum in related product sales. That’s where you 
start. From there on . . . well, just look around 
your showroom. With just one water system sale, 
you ve created a potential customer for every 
one of those products. 

Not only that. The homeowner had some or 
most of those products in mind when he bought 
the water system. He’s just waiting to be sold. 
And the contractor who sold the water system 
is the natural choice of the homeowner when he 
wants to add modern equipment to his home. 
(See following pages. ) 

So to paraphrase a familiar industry slogan, 
“Sell the product that keeps on selling”... a 


water system. 


a 
f 





wit AW’ ea 


Domestic ENGINEERING, May 1956 























coe 


Try these ideas to help you get started on the road 


to more sales in water systems and related products 


It’s MAYTIME ONCE AGAIN, 
| which means it’s also time for 
plumbing and heating contrac- 
tors to get out and sell those wa- 
ter systems. 

The occasion, of course, is Na- 
tional Water Systems Month, the 
eighth annual promotion spon- 
sored by the National Assn. of 
Domestic and Farm Pump Manu- 
facturers (see p. 95, April issue). 

Contractors everywhere have 
been readying plans to tie in with 
the national promotion and are 
now set for the big push. The 
selling climate for water systems 
is more favorable this year than 

ever before, according to John 
Hosford, executive secretary of 
the association. 

He bases his view on the fact 
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that sales are bound to reflect 
the emphasis on modernization 
that Operation Home Improve- 
ment and “Home Improvement 
Year” will have on the industry. 

To see just how a typical con- 
tractor ties-in with the national 
program, a Domestic ENGINEER- 
ING reporter wandered up into 
Michigan last month and looked 
in on the little town of Mt. Mor- 
ris in Genesee county. 

Here, he found that National 
Water Systems Month is a pro- 
motion with real meaning for 
Herchel Willey and Bill Fox of 
the Mt. Morris Plumbing Co. 

The big firm in the little town 
(population 3,500), a few miles 
north of Flint, already has 
chalked up an amazing record in 


water systems, having sold 900 
last year. 

This year, spearheaded with 
the promotional emphasis and 
materials of National Water Sys- 
tems Month, they figure to sell 
even more. Still they claim they 
“haven’t scratched the surface 
yet.” 

To tie in with the national pro- 
motion the firm is: 

1. Displaying the official poster 
inside and outside their store. 

2. Using the accompanying 
streamers in related departments 
to sell the need of a modern wa- 
ter system and plug for related 
product sales. 

3. Using posters and streamers 
on all of their seven trucks. 

4. Tying in the promotion with 
their local advertising, emphasiz- 
ing easy time payments. 

With their current well-de- 
served reputation, Willey is cer- 
tain the promotion will result in 
higher volume for the firm whose 
sales horizons won’t stand still. 

Ten years ago Willey sold four 
or five pumps per year. Five 
years ago this had doubled, or a 
little more. About that time he 
began to get well-acquainted 
with Bill Fox, a water systems 
salesman for a Flint wholesaler, 
and Fox sold Willey on the true 
potential in water systems. 

Two years ago Willey sold Fox 
on the idea of joining him and 
they were in business together. 

With the thought of those 900 
pump sales last year, your D.E. 
reporter decided to ask some 
questions and get facts that might 
help start other contractors on 
the road to bigger water system 
sales. 

What, for example, really sells 
pumps? 

“There’s only one good way to 
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PUMP EXPERT Bill Fox (left), partner in 
Mt. Morris Plumbing Co., discusses water 
system with customer. Firm sold 900 water 
systems last year; is tying in with National 
Water Systems Month to up sales in ’56. 


sell water systems,” Willey said, 
“and that is to know water sys- 
tems. When you really know 
them, the word spreads like a 
grass fire—especially in rural 
areas. I’m completely serious 
about that. If you get the people 
to know you, and that you are a 
pump man, you’ve got it made.” 

When did water system sales 
really start to climb for Mt. Mor- 
ris Plumbing Co.? 

“When I really began to know 
pumps, sales started to climb... 
and I got to know pumps when I 
started having Bill Fox go 
around with me,” Willey said. 

What was the step-by-step 
procedure in building sales? 

“First, when I realized how lit- 
tle I really knew, I got Bill Fox 
to go out with me on service 
calls. I watched him and learned. 

“Second, I mapped routes so I 


“BEYOND THE WATER MAINS” brochure, part of National Water Systems 


Month promotional material is explained to customer by Fox. It contains recom- 
mendations to prospective purchasers on how to obtain maximum enjoyment 


from a water system. A colorful window poster (see p. 86) is also provided. 
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could take Bill around and in- 
spect my installations and make 
them right. It cost me because I 
had to pay Bill, but it was worth 
it in fewer service calls and it be- 
gan to build my reputation. 

“After a few trips like that the 
entire area knew old Willey was 
on their side and that was a big 
factor. 

“Third, I got sold on water sys- 
tems myself as a real key to big- 
ger business. Fox kept tellmg 
me, but I figured he was just try- 
ing to sell pumps. Then I got the 
idea and decided to go whole- 
hog on water systems, and that 
meant I had to have someone like 
Fox. 

“Fourth, I got Fox. He was a 
top man and I knew I couldn’t 
get him with just a salary. So I 
(Please turn to center of next page) 



























BECOME AN EXPERT on water sys- 
tems, Herchel Willey says, and once 
the word gets around, you're on the 
way to bigger business ... not only in 
water system sales but related equip- 


ment as well. Plumbing sales increased 
$118,000 last year, largely as a result of 


the company’s increased emphasis on 
domestic and farm water systems. 


(Continued from preceding page) 
expanded the business, built a 40- 
ft addition, added appliances and 
took Bill in as partner in that 
part of the business, including 
the water systems. The plumbing 
and heating remained with me. 

“Fifth, we launched a direct 
mail campaign, using manufac- 
turers literature, ran some adver- 
tising, including classified ads, in 
all the local papers. We pepped 
up our displays; always had a 
good one in front of the store, 
used a lot of signs emphasizing 
water systems on a time payment 
basis, and that’s the whole story. 

“Except,” Willey went on, “we 
always try to tie in with big pro- 
motions like Water Systems 
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Month—use the posters and oth- 
er promotional matevials and 
plug for those related sales.” 
Besides their rural trading 
area, Willey and Fox draw on the 
suburban district beyond Mt. 
Morris water mains and project 
tracts near the city of Flint. 
Willey estimates that 55 per- 
cent of his sales are in suburban 
areas beyond city water mains 
and 45 percent are to private 
parties in rural areas. 
On his project business, he 
sells to builders on a bid basis. 
“But we’ve found that they re- 
alize a water system installation 
is too important for any corner- 
cutting and they’re willing to pay 
a good price for a quality job. 


POSTER on wall in the plumbing sec- 
tion of Mt. Morris Plumbing Co. show- 


room calls prospects’ attention to water 
systems as the key to a modern colored 
bathroom like those displayed here. As 
much as $3000 in related product sales 


can result from the sale of a single 
water system, statistics have shown. 





The reaction to a poor job is im- 
mediate and the builders don’t 
want to risk that. 

“However, on project jobs 
you’re usually merely selling, 
say, 25 water systems. But if we 
sell one water system to an indi- 
vidual we’ve got a customer, and 
he’s a customer for a modern 
bathroom, kitchen or heating sys- 
tem, not to mention his farm 
needs. We’ve found that related 
sales keep coming in for as long 
as five years later,” Willey said. 

What about related product 
sales? 

That, say Willey and Fox, is 
almost another story. 

And you'll find it on page 88 in 


this issue. 
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Wholesalers 
Promote Water 


Systems Month 


Here's how one wholesaler ties in with 
Water Systems Month promotion... 


ALERT PLUMBING AND HEATING wholesalers all over 
the country are taking full advantage of the eighth 
National Water Systems Month promotion this 
month to up their sales of water systems and related 
products, And Alert Plumbing Supply, a Bay City, 
Mich., wholesale firm, is living up to its name. 

Guy Crowell, manager of Alert’s separate pump 
division, believes in taking full advantage of any 
special industry promotion that can be used to boost 
sales. And with Alert’s total pump volume of 3,000 
units in 1955, nobody wants to argue with him. 


= Crowell finds that the firm’s regularly scheduled 
dealer meetings, designed primarily to stimulate 
pump merchandising and acquaint dealers with new 
technical developments, also provide an ideal op- 
portunity to work in the Water Systems Month 
promotion. At such meetings, posters and streamers 
available from the National Assn. of Domestic and 
Farm Pump Manufacturers are prominently dis- 
p'ayed, and dealers are briefed on the various pro- 
motional activities in connection with Water Systems 
Month. 

In spreading the word about Water Systems 
Month, Crowell stresses the profit opportunities, not 
only in increased pump sales, but also in sales of 
plumbing and heating products that invariably fol- 
low the installation of a water system. 

In this matter of related sales, Crowell emphasizes 
his point with figures culled from Alert’s own experi- 
ence. Sales of water heaters, bathroom fixtures, food 
waste disposers and dishwashers, Crowell points out, 
have gone up an average of 20 percent to plumbing 
contractors who have added water systems to their 
lines. END 


Domestic ENGINEERING, May 1956 
















































BEFORE regional sales meeting, salesmen get 
briefing by Crowell (seated at left) and Roger 


Doerr, manufacturer’s representative (far right). 
I { 


President Ed Sc*:naar is standing behind desk. 





AFTER briefing, individual salesmen get supply of 
National Water Systems Month material from 
Crowell (right), and promotion details are ex- 
plained to them to help them build more sales. 


LIVE PUMP demonstration helps increase dealers’ 
technical knowledge of product and stimulate in- 
terest in merchandising water systems. Here Doerr 
sets up working demonstration of a new model 
with colored water for dramatic effect. Parts and 
features of the pump are explained at meeting. 











Willey and Fox say. 


Don't 
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the 
Chance 
o Make 
Related 
Sales! 
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EVER FEEL LIKE you're running 
out of potential customers in 
your area? Why not make some 
new ones? 

That’s what Herchel Willey 
and Bill Fox of the Mt. Morris 
Plumbing Co. (see preceding 
pages) figure they do every time 
they sell a water system. 

Several years ago the plumb- 
ing end of the business at Mt. 
Morris seemed to have leveled 
off to a fairly constant figure. 
Then Willey and Fox began pro- 
moting water systems—at the 
rate of 900 units in 1955. 

Last year their plumbing busi- 
ness was up $118,000! And that’s 
not counting the water systems. 

“Related sales?” says Willey. 
“Look at it this way. The aver- 
age 42-hp deep well jet sells for 
about $280. But our average wa- 
ter system sale totals between 
$1,400 and $1,600. That’s because 


it nearly always includes a bath- 





room installation and a hot water 
heater. Then it goes on and on for 
years. Farm families can’t usual- 
ly spend more than that at one 
time, but five years later they’ll 
want a new kitchen or water in a 
new barn or chicken coop—and 
then, of course, there’s always 
the replacement business. That 
sale makes a lifetime customer. 

Last year Willey and Fox sold 
200 electric hot water heaters in 
the 52-gal. size alone. 

“That doesn’t count all the 
electric heaters in other sizes, or 
the ones that use natural or LP 
gas,” Willey emphasizes. “That’s 
just one model, one type. And 
that alone was more than all our 
water heater sales combined five 


years ago. 

“We work at selling related 
products just like we work at 
selling pumps. And every water 
system sale means a potential 
customer for additional sales.” 
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CASE 1: Willey sold this pump in the Ritchie Staples home, 
1271 Howard St., Mt. Morris. The pump is a 42-hp deep 
well jet that sells for $280, a substantial sale in itself. But 
that’s only the beginning of a big-ticket modernization job. 








CASE 2: In the Bruce Knickerbocker home, RFD, Mt. 
Morris, Willey installed this 42-hp deep well jet pump in 
the utility room. It sold for $280. Willey also sold the 
new automatic storage water heater mounted above it— 
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Upstairs, Willey checks the new bathroom installation 
with Mrs. Staples. It boasts tiled walls and colored fix- 
tures, and with the water heater it brought the total job 
up to $1,465. “That’s about average for us,” Willey says. 








—unu tne oatnrvom instaliation with colored fixtures, 
bringing the price of the total job to $1,542. Here he 
measures the bath for a tile job. And Willey knows they'll 
be back for other things when they can afford them. 
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HOT WATER baseboard heat- 
ing systems are installed by 
Nor-Feld Co., Elmont, N. Y.., 
plumbing and heating con- 
tractor, in Long Island devel- 
opment houses like this one 
priced at $14,290. 


which is 


COOPERATION with other 
trades on the job is wmportant 
aid to cutting installation costs. 
Robert Horn of Nor-Feld Co. 
got carpenters to cut end par- 
tition stud short to permit 
running baseboard main 
through partition between 
without notching. 





the rooms 


CAN A CONTRACTOR give the 
homeowner what he wants— 
quality heating at a price—and 
still make a profit? Nor-Feld Co., 
plumbing and heating contrac- 
tors of Elmont, N. Y., does it with 
baseboards. 

“If hot water baseboard heat- 
ing is efficiently installed,” says 
Robert Horn, a representative cf 
the firm, “the reduction in ccst 
through installation time saved 
more than pays for the slight ex- 
tra cost of the best quality equip- 
ment.” 

The firm, headed by John 
Feldmann, is engaged primarily 
in development work and oper- 
ates in the highly competitive 
area of Long Island. 

“We get our share of work be- 




















They Cut Costs to Make 


cause we offer a quality forced 
hot water job at no extra cost,” 
Horn explains. / 

To accomplish this, Nor-Feld 
does two things: 

1. Uses quality baseboards 
which are I-B-R rated for ac- 
curate output and designed fo: 
rapid installation; and 

2. Gets cooperation from the 
builder, and—most important of 
all—the other trades with which 
the firm works on the building 
site. 

How does it work out in prac- 
tice? A recent Nor-Feld contract 
involved eight-room, four-level 
houses of wood construction, ful- 
ly insulated. Heating require- 
ments called for 99 ft of live base- 
board. A built-in instantaneous 








water heater was installed in the 
boiler. 

The major portion of each sys- 
tem was installed by two Nor- 
Feld men in one day, with one of 
them spending one additional 
hour to tie the system into the 
boiler. 

That’s a big saving in time and 
cost, both for Nor-Feld and for 
the builder. 

But the buyer gets the biggest 
surprise—a high quality heating 
system in a house tagged at $14,- 
290. 

How does Nor-Feld save in- 
stallation time with quality base- 
boards? 

Most significant, Horn says, is 
that journeymen can make so 
many continuous runs and elimi- 
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Time-saving installation methods help Nor-Feld Co., 
Elmont, N. Y., plumbing and heating contractors, cut 


costs on baseboard radiation jobs ... 





INSTALLATION features of baseboard helps Nor-Feld Co. 
cut labor costs. Most important, Horn says, is that contin- 
uous runs eliminate extra work of multiple feed and return 
lines. Horn likes bastboard’s one-piece back and top, snap- 
on cover. On big jobs, units may be ordered in specified 
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lengths. Boiler, (above) and water heater are compact. 
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Baseboard Compete... 


nate the extra work of multiple 
feed and return lines. In adjoin- 
ing rooms, the main can be run 
straight through partitions with- 
out wasting the time required for 
dropping down. 

Other time savers, Horn as- 
serts, are the baseboard’s one- 
piece back and top, and the snap- 
on covers. 

Builder cooperation, of course, 
is a big part of the story. Any 
contractor knows the importance 
of working closely with the build- 
er and keeping up to schedule. 

One of the most vital aspects 
of project work, Horn says, is 
cooperation among the various 
trades on the job. 

For example, cooperation with 
the sheet rock and carpenter con- 


tractors on a recent heating job 
on Long Island paid substantial 
dividends in time saved. 

If the sheet rock work moved 
too fast, the sheet rock contrac- 
tor agreed they would put off in- 
stallation in certain key areas, 
permitting Horn’s men to install 
the pipe behind the walls with 
ease. 

If the sheet rock men fell be- 
hind, they would make installa- 
tions only along the base of walls 
where baseboards were to be in- 
stalled, and finish the rest later. 


Baseboard Radiation 


Getting together with the car- 
penter contractor, Horn found 
there were several features of 
construction which could be em- 
ployed that would not weaken 
the structure and would not cost 
the carpenter any time, but 
would eliminate considerable 
notching for Horn’s men. 

For instance, running a base- 
board main through a partition 
from one room to another ordi- 
narily requires cutting or notch- 
ing the end partition stud which 


(Please turn to center of page 185) 


Sales Increase 37 Percent 


in 1955, 1-B-R Reports ... see page 185 




















THE CASE oF the Plumbing and 
Heating Industry vs. Tinker D. 
Jacklegg, Handyman, resumes 
this month as more witnesses for 
the prosecution take the stand. 
One by one they are sworn in 
and add their testimony to the 
mounting evidence of Tinker’s 
incompetence. 

These witnesses, of course, are 
plumbing and heating contrac- 
tors who replied to DOMESTIC 
ENGINEERING’S reader survey of 
jacklegg installations (see April, 
p. 100). Some excerpts from 
their testimony are given on the 
following pages. 

And the jury? The jury in this 
case comprises a large part of 
the American public. It includes 


“Classic Cases” found by nation’s contractors 
provide ammunition for anti-Jacklegg campaign 


the majority of American home- 
owners who are potential victims 
of Tinker Jacklegg. 

It includes, too, all the mem- 
bers of state and municipal legis- 
lative bodies whose duty it is to 
maintain and update the plumb- 
ing and heating codes that safe- 
guard the health and welfare of 
the public. And finally, this jury 
includes officials of telephone 
companies and their directory 
publishers whose interest is in 
having proper listings in “Plumb- 
ers” sections of classified tele- 
phone directories. 


s These are the jurors who will 
pronounce the final verdict on 
Tinker. It is they who must be 
convinced that properly installed 
plumbing and heating is vital to 
public health and safety, and that 
there is no place in this industry 
for the inexperienced handyman. 

With the aid of the testimony 
brought out in the jacklegg sur- 
vey, this considerable segment of 
the American public must be 








Use the Qualified Contractor Kit 
to Tell Your Quality Story 


The D.E. Qualified Contractor Kit contains post- 
ers, newspaper ads, press releases, speech outline, 
direct mail letter and other promotional items all 
designed to identify the contractor as a responsible 
businessman and qualified installer of plumbing and 
heating equipment. Requests for the Kit should be 
mailed to the Editor, Domestic ENGINEERING, 1801 
Prairie Avenue, Chicago 16. 
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helped to understand that the 
proper functioning of a plumbing 
or heating system is, to an im- 
portant degree, dependent upon 
the training and experience of 
the person who installs it. 

The homeowner readily recog- 
nizes that modern plumbing and 
heating equipment embodies all 
the engineering skill and manu- 
facturing know-how for which 
American industry is famous, 
and that it is as safe as 20th 
century technology can make it. 

Through the use of examples 
like those shown here, he may 
also be led to recognize that the 
average handyman is grossly in- 
competent to deal with the com- 
plexities presented by major 
plumbing and heating installa- 
tions. The homeowner can be 
shown that the required skill is 
something more than a vague 
urge to tinker with things—that 
just being ‘‘mechanically in- 
clined” is not enough. 

The DomMESTIC ENGINEERING 
Qualified Contractor Program 
was developed to help meet this 
need for a far reaching industry 
program of public education. One 
of its continuing objectives is to 
provide individual contractors 
with evidence of this sort, to help 
them impress upon the public the 
serious threat to life and proper- 
ty posed by the handyman. 

The diagrams contained in 
these pages, submitted by con- 
tractors in response to the jack- 
legg survey, demonstrate that 
threat far better than words 

(Please turn to center of page 94) 


Domestic ENGINEERING, May 1956 











Dow 


pte i i i | 6 


‘y 1956 














the Jacklegg Survey... 


Classic Case “A”: Faulty waste systems 


were among the most 
common hazards reported by plumbing and heating 
contractors in the D.E. survey of jacklegg installa- 
tions. In this example submitted by Philip Davidson 
of Lawrence, Mass., the bathtub and lavatory drained 


ATER SUPPLY TO FIATURES 


+ 








SEWER PIPE, WIRED To 
JOISTS WERE PooRL 
ED AND LEAKED GAOLY 
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Classic Case “B”: The contractor, Fred 
Mozingo, Grant City, 


Mo., was called in by the homeowner because the 
well, located 1,000 ft from the house with the water 
system over it, had suddenly gone dry. In looking 
for a leak in the water line, Mozingo dug under the 
house. He found the soil line A, of clay tile with 
cement joints and supported from the joists by wires, 
was leaking at the joints and had created a pool of raw 
sewage under the house. The sewage had rusted out 
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into one 4 by 8-in. brass drum trap, and the sink 
drained into another. No “P” or “S” traps were used. 
The installer’s major error, however, was in installing 
both drum traps in reverse, providing no water seal. 
Sewer gas was thus permitted to enter both rooms 
through the drain openings in all three fixtures. 






PA ais 


FROM WATER SvYSTEM 





the water supply line B, causing well to go dry. 
During periods when the well was dry and the water 
supply line empty, the raw sewage was permitted to 
seep into the water supply line. When the well filled 
up overnight, and the pump primed, the sewage that 
had seeped into the water line was carried up into 
the house fixtures. 

To Mozingo’s knowledge, no sickness or death re- 
sulted from this particular jacklegg installation, but 
as he says, “It sure could have.” 
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BATHTUB 


Classic Case “C”: 


The owner of this hot water heating 
system complained of having no do- 
mestic hot water when the heating 
thermostat called for heat. Gus An- 
gelucci, Vineland, N.J., found the 
domestic hot water outlet connected 
to blank tapping at “A,” and the hot 
water inlet connected to blank tap- 
ping at “B.” With no hot water coil, 
the domestic hot water was being 
drawn directly from the heating 
boiler. The pressure relief valve 
was on backwards and there was no 
pressure gauge on the boiler. The 
system had been operating under 
constant street water pressure. 


(Continued from preceding pages) 
could possibly do. As part of the 
Qualified Contractor Program, 
these pages will provide valuable 
ammunition for the many con- 
tractors who are conducting anti- 
Jacklegg campaigns on the local 
level. They provide a final an- 
swer to the fellow who “knows 
how he can get it done a lot 
cheaper.” 

Demonstrating Tinker J ack - 
legg’s incompetence, however, is 
only one side of the coin. Know- 
ing that a mule is likely to kick 
you is of doubtful value if you 
can’t tell a mule from a cow. It 
is similarly crucial that the pros- 
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Classic Case “D”: 


The bathtub in this installation 
drained into a “P” trap under the 
floor. Because the house drain was 
too high, the installer had broken 
off the sanitary tee branch, and had 
inserted the ell on the end of the 
waste lateral into the hole in the 
house drain. Even then the bathtub 
waste lateral dropped 3 in. in the 
wrong direction and was draining 
uphill. When discovered by Henry 
Gossen of Rayne, La., the unvented 
waste lateral was missing the hole 
in the house drain and flooding the 
area under the house. 














pective buyer of plumbing and 
heating equipment be able to dis- 
tinguish between the dubious 
handyman and the qualified con- 
tractor. To aid the public in mak- 
ing this distinction is a second 
objective of the Qualified Con- 
tractor Campaign. 

To facilitate this process of 
identification at the local level, 
qualified contractors participat- 
ing in the program may obtain 
the D. E. Qualified Contractor 
Kit. The kit contains an assort- 
ment of educational and promo- 
tional materials designed to help 
the reputable contractor identify 
his organization as a responsible 











firm, fully qualified by training 
and experience to install and 
service the equipment he sells. 
A third objective of the Q-C 
Program, by now familiar to D.E. 
readers, is to aid local contractor 
groups, in collaboration with 
phone company officials, to as- 
sure only the listing of qualified 
persons in the “Plumbers” sec- 
tion of classified telephone direc- 
tories. The progress made by 
various local groups toward this 
objective is reported regularly in 
these pages as part of the Q-C 
Program (see Nov. p. 106 and 
Dec. p. 98). A further report will 
appear in the June issue. END 
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@Filmed in “heaven,” here’s a motion 
picture with a down to earth message 




















ALL THIS: Journeyman John 
Duncan fails to sell new faucet to 
housewife in American-Standard 
movie. Film stresses need for 
training and incentive to improve 
journeyman selling. 


AND HEAVEN TOO: MacNamar- 
ra (left), p-h contractor, arrives 
in heaven to testify in behalf of 
former journeyman, John Dun- 
can. Garbed in white are Exam- 
iner and pert Girl Angel. 





The Whys of Journeyman Selling 


“Down TO EartTH,” a new mo- 
tion picture recently released to 
the plumbing and heating indus- 
try by American Radiator and 
Standard Sanitary Corp., con- 
tains a hard hitting merchandis- 
ing message wrapped in the glit- 
tering trappings of Hollywood 
fantasy. 

The film emphasizes for con- 
tractors the opportunities for 
increased sales and profit in an 
organized journeyman selling 
program, with journeymen 
trained in the techniques of sell- 
ing, as well as installing and 
servicing, the industry’s prod- 
ucts. It points up, once again, 
the enormous merchandising ad- 
vantage held by the plumbing 
and heating contractor by virtue 
of his entree to customers’ 
homes, and the importance of 
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making every journeyman a 
salesman. 

The half-hour, black and white 
film is designed for showings to 
groups of contractors in whole- 
saler, association and conven- 
tion meetings. If the contractor 
desires, the film can be shown to 
his own journeymen in individu- 
al meetings. 

By means of an amusing fan- 
tasy which involves a trip to 
“heaven” by the main characters, 
the movie reviews the important 
elements of a successful journey- 
man selling program—the need 
for a fair incentive plan, sales 
training, simple but adequate 
record-keeping and follow-up. 

Four characters make up the 
cast. There is the Examiner, a 
distinguished gentleman of about 
50. His role is that of the impar- 


tial “heavenly” judge. A Girl 
Angel, 22 and attractive, is chief- 
ly decorative, but she plays an 
important part in the surprise 
ending. John Duncan is a sin- 
cere, young journeyman. He’s 
28 years old and hard-working, 
but is tired of. being told to sell 
rather than being shown how to 
sell. 

MacNamarra, a plumbing and 
heating contractor, is about 55 
years old. He is sincere and com- 
paritively progressive, but he 
does not know how to translate 
his ideas into profitable activity. 

The new motion picture made 
its first appearance at annual 
conventions of plum bing and 
heating contractors throughout 
the country as part of the Ameri- 
can-Standard Retailer Develop- 
ment Program for 1956. END 




























CLOSE-KNIT opera- 
tions help keep Wood’s 
prices competitive. Here 
he checks a project 
progress chart on his of- 
fice wall to make certain 
work is proceeding ac- 
cording to carefully de- 
tailed plan of operation. 


SHOW THE BUILDERS how they can save money and you'll win more jobs, says Wood. 














Efficient operation plus cost-saving tips help 


this Massachusetts contractor win builder coop- 
eration and greater profits on project work... 


WINNING THE CONFIDENCE and 
cooperation of builders and get- 
ting their help in cutting costs 
has opened new vistas of profit- 
able project work for Herbert 
Wood, Winchester, Mass., plumb- 
ing and heating contractor. 

Although Wood’s company is 
relatively small, efficient operat- 
ing methods, saving builders 
thousands of dollars, have given 
him the reputation of being a 
“big time” bidder on new work. 

“It’s a matter of arithmetic,” 
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says Wood. “If I can show a 
builder how to save $5 on one 
unit, my bid becomes a winner. 
That $5 multiplied by 65 houses 
amounts to $325. We both save 
money without losing quality.” 

As an example, Wood cites the 
52-home Burl Hill development 
in Burlington which he won with 
these cost-cutting ideas: 

When the builder’s crane was 
in the field, both boiler and oil 
tank were dropped into the base- 
ment at the foundation stage. 









In addition, holes for the oil 
tank and soil pipe were left in 
the foundation when the concrete 
was poured. As the home pro- 
gressed, boxes and holes left by 
the builder facilitated economical 
plumbing and heating installa- 
tions by Wood’s crews. 

“The builder and I,” Wood 
says, “made a major saving by 
drilling holes for the risers be- 
fore my men went into the house. 
When they did, the baseboard ) 
backing was up, the holes for 
the risers were drilled, and the 
boiler and water tank were al- 
ready in the basement. Then, 
with only two journeymen to a 
house, we worked quickly with- 
out cutting quality.” 

Wood’s secret for getting along 
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Along with the Builder .. . 


Sat of 


with project builders includes 
working with them as closely 
durmg construction as he does 
during bidding, and watching for 
rewarding shortcuts. 

Scheduling is vital to project 
builders and, therefore, gets top 
priority for Wood. For example, 
when weather halts work on the 
site, Wood’s men prefabricate 
plumbing units in the warehouse 
for the fair weather speed-up 
that must follow. 

Wood keeps an eye on the 
logistics problem, too, searching 
for quicker deliveries at less ex- 
pense. In some cases, he stores 
his materials in the builder’s 
warehouse, permitting a single 
mass delivery of many construc- 
tion items at virtually no in- 
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crease in transportation expense. 

All these cost savers make 
Wood a competitive bidder for 
project work. But builders look 
at more than the dollars and 
cents of a bid. They look at the 
service and quality, too, and 
Wood is as impressive here as in 
the money phase. 

“A selling feature that can 
weigh the scales in your favor,” 
Wood says, “is to offer service for 
finished homes for one year after 
completion. 

“T’ve found that I have to add 
less than 1 percent of my costs 
per house—an average of about 
$5—to my bid to give this serv- 
ice offer. 

‘Does that impair my com- 


petitive bidding? No, because 


ee 





ced # 


CAREFUL SCHEDULING is vital on project jobs. Here Wood journeymen arrive at job site ready for a day’s work. 


the builder knows that he will 
be free of any plumbing or heat- 
ing callbacks and that he can 
offer his prospects an attractive 
guarantee ‘bonus’ in his selling.” 

If an occasion arises when 
Wood can lower costs in the 
middle of a project, he passes 
part of the saving on to the 
builder. 

“Even if you save the builder 
only a dollar per unit,” Wood 
says, “he’ll appreciate it and ex- 
tend himself later if you run into 
scheduling difficulties or some- 
thing. And it will be a point in 
your favor in future bidding.” 

An example of how well this 
cooperation works occurred last 
Christmas when Wood’s men 

(Please turn to center of page 260) 
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ANy REPORT on the progress of 
modernization activity in the 
plumbing and heating industry 
at this time would be remiss in 
not calling attention to the en- 
thusiastic support being accord- 
ed Plumbing-Heating-Cooling 
Month, scheduled for August 
(see p. 94, April issue). 

Wilbur S. Hokom, Beverly 
Hills, Calif., contractor, who is 
chairman of the coordinating 
committee for the special month, 
told D.E. last month that “all 
segments of the industry have 
indicated their desire to partici- 
pate actively in this nationwide 
educational campaign.” 

Among the typical comments 
received by Hokom are these: 
“Best promotional idea the in- 
dustry ever had.” “Wholesalers 
and contractors in our area are 
very enthusiastic about this ed- 
ucational campaign.” ‘‘Finest 
idea we ever had presented to us 
to enable our salesmen to talk 
something other than price.” 

Typical of the response given 





renew the 
HEART 
of your home 


*“MUNMEING 
"HEATING 





the program is a letter cited by 
Hokom from Wm. Bridges, ex- 
ecutive director of the Associat- 
ed Plumbing and Heating Con- 
tractors of Texas, who says the 
seal, “Renew the Heart of Your 
Home,” (see above) which ties 
in with Operation Home Im- 
provement, will be featured 
prominently on billboards in 
Texas during August. The group 
is giving added emphasis to the 
program by designating the final 
week in August as “Texas 
Plumbing and Heating Progress 
Week.” 


s To enable members of the in- 
dustry everywhere to identify 
themselves with the campaign, 
the coordinating committee has 
created a “Packaged Remodeling 
Kit” which will provide the tools 
to tie in with Operation Home 
Improvement, ACTION and 
Plumbing-Heating -C ooling 
Month. 

The kit will be available soon, 
the committee indicated, and will 










INDUSTRY SLOGAN, tying 
in with Ohi seal, is viewed 
by HHFA Administrator Al- 
bert Cole, left. Industry lead- 
ers shown: B. Y. Kinzey, 
executive mgr., Virginia 
Assoc. P-H Contractors; 
D. Kuhn secretary, Plumbing 
Contractors Assn. of Pitts- 
burgh, and D. E. Bryan, pres- 
ident, Washington (D. C.) 
Assn. of Plbg. Contractors. 

























Modernization Topics 


A report on the progress of remodeling activity in our industry 


include the text of a proclama- 
tion which can be used locally 
by contractors in having their 
mayor Officially designate August 
as Plum bing-Heating-Cooling 
Month in their own city. 


« The kit will also contain help- 
ful booklets on setting up a re- 
modeling service, suggested news 
releases, newspaper ads, radio 
scripts, speech outlines and other 
materials to stimulate consumer 
interest in remodeling, the com- 
mittee said. 

The special committee coordi- 
nating Plumbing-Heating-Cool- 
ing Month is one of three sub- 
committees working within the 
framework of the All-Industry 
Plumbing and Heating Moderni- 
zation Committee, which has 
Wm. A. Landers, Oklahoma 
City, as chairman. The complete 
roster of the coordinating com- 
mittee was given last month (p. 
94, April). 

A subcommittee on consumer 
finance is chairmanned by C. W. 
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Thompson, president of the Cen- 
tral Supply Assn., with Claude 
Owen and George Underwood of 
the American Institute, and 
James Peery, CSA secretary, as- 
sisting. 

A third subcommittee will 
work on the public relations 
phase of Plumbing-Heating-Cool- 
ing Month. Its members include 
W. E. Kramer, secretary of the 
Plumbing Fixture Manufactur- 
ers Assn., chairman; Franklin 
Greene, public relations director 
of the Institute of Boiler and 
Radiator Manufacturers; J. D. 
Jentz, manager of advertising 
and sales promotion, Crane Co.; 
John C. Adams, media supervi- 
sor, Plumbing and Heating Divi- 
sion of American Standard; C. F. 
Craigie, Plumbing and Heating 
Industries Bureau, and Leonard 
Arnow, G. M. Basford Co. 


# For its tie-in with Plumbing- 
Heating-Cooling Month, Domes- 
TIC ENGINEERING will publish its 
biggest modernization issue, “The 
Book of Remodeling,” in August. 
It will blueprint modernization 
opportunities, profit’ potentials 
and procedures for contractors. 

The “Book” will be another 
D.E. “first,” just as the Bay City 
Story (Nov. 1952) was the first 
community-wide survey of the 
modernization market. 

The Book of Remodeling, fol- 
lowing another widely known 
D.E. formula, will not be “ivory 
towered” by editors. It will be 
written by people in the indus- 
try; by contractors who have 
been through every phase of the 
modernization business, and oth- 
er industry leaders among whole- 
salers and manufacturers who 
know the facts about remodeling 
and will tell what they are. 

Other modernization topics of 
interest last month included the 
strong remodeling “atmosphere” 
present at three major whole- 
saler meetings reported else- 
where in this issue. 

On the political front, James 
S. Binder, president of the Coun- 
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cil of Mechanical Specialty Con- 
tracting Industries and NAPC 
vice president, urged a Senate 
subcommitte holding hearings on 
the new housing bill to place the 
Government’s Title I home im- 
provement loan program on a 
permanent basis and to liberalize 


modernization loan provisions. 
John Doscher, executive direc- 
tor of Operation Home Improve- 
ment, also testified before the 
committee on this subject. 
Further developments on the 
modernization front will be re- 


ported next month. END 





cago discussed the part their group will play in the city’s Operation Home 
Improvement program at recent “kickoff” meeting. From left are Chester 
Kuttner, chairman of the Chicago Assn. of Commerce and Industry; Fred 
Mueller, assistant secretary of commerce—domestic affairs, Washington, D.C.; 
Clyde Neer, president, and Wm. Readey, secretary, of the Chicayo grouwo 





FOR CONTRACTORS, WHOLESALERS and manufacturers, Domestic En- 
gineering will publish “The Book of Remodeling,” its biggest modernization 
issue, in August to tie-in with Plumbing-Heating-Cooling Month. Con- 
tractors who have been successful in the field will blueprint modernization 
opportunities, profit potentials and procedures in real-life case studies. 
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The Saga of a 7-Figure Contractor... (Part 2) 
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A Good Front Is Important... 


... says D. A. Bell, Denver, Colo., p-h contractor 


IN THE FIRST ARTICLE in this 
series, D. A. Bell of Bell Plumb- 
ing and Heating Company, Den- 
ver, answered the most familiar 
question of this economic era— 
“Should I expand?” The answer 
was “yes,” provided the expan- 
sion was carefully planned to 
provide utmost efficiency for the 
larger operation. In this second 
article Bell discusses his own 
$500,000 plant expansion in de- 
tail. 

Expansion is bricks, mortar, 
steel, and glass. 

But expansion is also ideas, 
forethought and imagination, 
Bell feels. 

Without the latter, bricks and 
glass fail to come alive, and the 
biggest plumbing and heating ex- 
pansion program becomes as 
empty as a bubble. 

When Bell laid out his plans 
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for a bigger operation to meet 
the demands of our dynamic 
economy, he also enlarged the in- 
tangibles that create business. 

“We're going to have to think 
bigger, if we’re going’ to build 
bigger,” he told his son, Douglas 
W. Bell. “Our sales program, 
promotions, and business imagi- 
nation must be enlarged with as 
much care and consideration as 
our physical plant.” 

To expand the merchandising 
end of the Bell operation—the 
phase we'll consider in this arti- 
cle—was like trying to transform 
a gold mine into a uranium mine. 
In 28 years, Bell had established 
himself as one of the leading 
plumbing and heating merchan- 
disers in the country. Winner of 
many local and national sales 
contests, he had set records and 
precedents in growing from a 


one-man operation to a highly 
diversified business with a $4- 
million volume. 

When he decided to expand 
from scattered shops throughout 
Denver to the integrated build- 
ing illustrated on this page, he 
devoted primary attention to the 
showroom, the first line of of- 
fense in merchandising. 

“If we were to grow merchan- 
dising-wise,” Bell says, “we 
knew we would have to start 
with a good front. A good front 
means a showroom, of course, 
and we emphasized it not only 
because retail customers have 
come to expect attractive sur- 
roundings, but because builders, 
too, are influenced by the pres- 
tige, stability, and imagination 
inherent in a good showroom.” 

Expansions, of course, are 
achieved only by hammering out 
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BEAUTY and efficiency are ex- 
pertly blended in Bell’s attractive 
showroom and office shown here. 
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many obstacles. The case of the 
showroom is a good example of 
one such problem and also an 
example of how forethought can 
solve such problems. 

“You see,” says Douglas Bell, 
“in our old showroom we had an 
ideal location in a busy shopping 
district. But we had no room for 
warehouses, service sections, or 
elaborate displays. My father and 
I sat down to figure it out. 

“We recognized the advantag- 
es of a shopping district, but we 
decided that in our case there 
were more advantages in moving 
to a less congested area. 

“For example, we learned that 
most of our customers drove cars 
and wouldn’t mind a few extra 
blocks travel if they could find 
parking space. We could provide 
a parking lot, however, only in 
less crowded neighborhoods.” 

















The showroom’s appearance 
was as important as its location. 
D. A. Bell believed its exterior 
should glamourize plumbing and 
heating to the general public as 
well as impress the builder with 
the firm’s quality and soundness. 

Glass played a major role in 
creating the “glamour” effect. 
For some 85 ft of its 100-ft length, 
the showroom is enclosed by ceil- 
ing-to-knee level plate glass 
extending 15 ft on each side. 

A six-foot wide corrugated 
aluminum canopy which serves 
as a sunshade, storm covering 
and decoration runs along the 
front and sides of the showroom. 
Window frontage is broken up 
by a 15-ft panel of white glazed 
tile near the main entrance. 

To give the building a feeling 
of substance and permanence, 
dark red brick was used with 










white mortar tooled horizontally 
and struck flush vertically. 

Other deluxe exterior features 
include floodlights set beneath 
the canopy, lawns and shrubbery, 
and an indirectly lighted metal 
scroll sign which stands off from 
the white tile entranceway. 

The inside of ‘the showroom, of 
course, must live up to the invit- 
ing exterior. 

Wherever possible Bell made 
working displays an actual part 
For example, 
the heating system is designed to 
show customers all types of radi- 
ant heat—baseboard, floor radia- 
tion, and unit heaters. The air 
conditioning system also has 
been designed as a working mod- 
el for customers, 


of the showroom. 


as well as to 
provide comfort. 
But Bell’s experience told him 


(Please turn to center of next page) 
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PREFABRICATING SHOP 














A Good Front Is Important .. . (continued) 
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LEGEND — Office & Sales Area Development 








A—Appliances, water heaters, 
bathroom and kitchen fixture displays 








FLOOR PLAN of Bell’s spacious 
showroom and office area illustrates 
the careful planning that went into 
its conception. Office equipment and 
fixture displays are arranged for 
maximum efficiency and appearance. 


(Continued from preceding page) 
that “nuts and bolts” alone do not 
sell products. Beauty as well as 
utility play a part in consumer 
desires. 

To show off the beauty of 
plumbing and heating products, 
Bell exhibits his displays in indi- 
vidual settings on the showroom 
floor. Each unit or complete 
kitchen or bath is prevented 
from clashing with other displays 
through use of a series of false 
partitions of gypsum wallboard. 
Each fixture, therefore, can be 
backgrounded and lighted in col- 
ors and decorations best suited 
for its particular design. 

Bell’s insistence on the need 
for efficiency as well as esthetics 
in his expansion is seen in the 
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take-off offices 


L— Utility desks 





B—Small fixture display tables 
C—Parts display and storage 
D—Service counter 
E—Telephone-intercom switchboard 
F—Receptionist’s desk 

G— Accounting section 
H—Executive offices 

I—Conference Room 


J—Engineer’s and draftsmen's 


K— Accounting offices 








subtle way he has blended the 
showroom with his modern bus- 
iness office. 

An unusual circular service 
counter separates the two areas, 
permitting easy contact between 
sales personnel and business and 
technical departments. 


The executive and consulting 
offices are finished in prestige 
paneling and are tastefully fur- 
nished in keeping with Bell’s be- 
lief that “reputation can be seen 
and felt in an office.” 

But the offices are not “secret- 
ly private,” using only half par- 
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titions to separate them from the 
general office. 

With the physical setup laid 
out to permit “bigger thinking” 
in merchandising, the Bells also 
expanded their advertising and 
promotion. This consists largely 
of direct mail, backed by news- 
paper schedules and special pro- 
motions. All efforts are built 
around the company symbol, a 
large bell, which provides easy 
recognition. 

But the greatest single “pros- 
pect catcher” is the satisfied Bell 
customer who provides more 
than 30 percent of new business. 
To satisfy customers, whether 
homeowners or builders, re- 
quires fast and efficient service 
and this is the story behind the 
“good front.” 

The warehousing, service, and 
materials-handling sections of 
this seven-figure operation are 
the “guts” that fulfill the promise 
of Bell’s showroom. 

How these phases have also 
been enlarged and integrated in 
Bell’s big expansion will be the 
subject of next month’s article 
on why and how to grow with 
the nation’s economy. END 








EYE-APPEAL in displays is important in creative mer- 
chandising, says Douglas Bell. Attractive room settings 
such as the modern kitchen display shown here help the 
prospective customer visualize how modern fixtures will 
appear in her home. Display area totals 2500 sq. ft. 
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The main building’s heating equipment 


not only performs its utilitarian function, but provides Bell salesmen 
with “working models.” All types of radiant heating are represented 
somewhere in the building and make the selling job easier. In photo 
Bell is shown explaining advantages of the system to a prospect. 
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BUY-APPEAL, too, is a necessary part of a modern 
showroom, Bell feels. This is achieved by stressing the 
firm’s ability to furnish the “complete modernization 
package” when discussing bathroom, kitchen or heating 
installations with prospects. Easy terms are offered. 
























Where Does the HEAT PUMP 


IN THIS ARTICLE, the third in a 
series in Domestic ENGINEERING, 
the different types of heat pumps 
will be explored. Previous ar- 
ticles have set forth the basic 
principles of the heat pump, 
showing how and why it worked, 
and some problems common to 
all types. 

As previously indicated in the 
series, heat pumps are typed ac- 
cording to heat source and meth- 
od of heat distribution: Air to 
air, air to water, water to air and 
water to water. There is another 
source—the ground—consider- 
ably more current 10 years ago. 

The methods of distributing 
heat through the home—by 
warm air or hot water—are well- 
known to all in the industry. 
Since there is no difference what- 
soever in the piping or ductwork 
from a heat pump, as compared 
with a conventional furnace or 
boiler, this article need not be 
concerned with heat distribution. 

As for heat 


sources—that’s 


Popular types of heat pickup: 


Air to Air: 


‘Seeger? 


something else. Let’s take a look 
at them. 

Dig down 30 to 60 ft into the 
earth, even when the surface is 
frozen solid, and anywhere in the 
U. S. the ground temperature at 
that lower level will be above 
freezing temperature. The deeper 
one digs, the warmer it gets, for 
heat radiates outward from the 
core of the earth. In well over 
nine-tenths of the U. S., earth 
temperature at 30 to 60 ft will be 
warmer than 42F, adequate for 
heat pump operation. 


= Ground itself, therefore, has al- 
ways been considered as a heat 
source for the heat pump. It is 
this ground heat that makes well 
water adequate as a heat source, 
but in such a case we classify it 
as a water source rather than a 
ground source. 

From that point on, however, 
the ground can be eliminated 
quickly from consideration ex- 
cept for certain applications. 





First, an elaborate grid system 
would be required to gather 
enough heat from cold ground, 
and that would make the cost 
prohibitive. The deeper this grid 
system went, the more costly it 
would become. Surface ground 
could be used, but in the winter 
time the average city lot wouldn’t 
even come close to providing 
sufficient quantities of heat. 
Moreover, it would vary so much 
with different soil composition 
and with varying moisture con- 
tent that the problems become 
almost insurmountable without 
detailed ground studies that 
would take years for a single 
small area. 

Now let’s consider water as a 
source of heat. 

Regardless of surface tem- 
perature, water tapped from be- 
neath the earth’s surface remains 
fairly constant, although much 
more so in the case of well water 
than from municipal mains. 

Municipal mains actually are 


Air to Water: 








In this type of heat pick up the outside air pro- 
vides the heat source. The heat is transferred 
to the inside air which is distributed through 
the house in a conventional warm air distribu- 
tion system. Air has two principal advantages 
over other sources: there is plenty of it and as 
much in one place as another. 
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The air-to-water principle is virtually the same 
as that employed in the air-to-air system, ex- 
cept that the heat thus obtained is transferred 
to water circulated in a conventional hot water 
distribution system inside. One disadvantage 
of air as a heat source is that when the need 
is greatest, there’s less heat or “cold” in it. 
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Stand Now? 


too close to the surface for de- 
pendable constancy. Moreover, 
municipal water is short in many 
sections of the country and even 
where it now is plentiful there is 
no assurance it won’t become 
searce in the future. City ad- 
ministrations have a counter- 
action for water shortages: They 
boost the rates or curtail usage. 
In either case, it spells trouble 
for users of this type of heat 


pump. 


« In the south there are great 
possibilities in surface water, but 
specific problems arise. In dis- 
charge, for example, city sewer- 
age often couldn’t accept large 
volumes of expended water. In 
a city such as New Orleans, as 
has been noted in previous ar- 
ticles, the land area is below 
river level and this would raise 
a discharge problem. In other 
sections of Louisiana and south- 
ern Mississippi, in bayou coun- 
try, there is a tide problem in 


j 
tf 


A f \ . . 
Ny, i 


Water to Air: 
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that incoming tides might back 
up the expended water to the 
source and the heat pump might 
be pumping the same heat (from 
the waste water) back into a 
home that it had just pumped 
out. 

Some engineers figure the 
source of heat should remain at 
a constant 45F or higher, al- 
though heat pumps can operate 
with good effect with source heat 
of 39F. The lower the tempera- 
ture, the more of the source 
medium would be required. 
Surface water in the north, then, 
is ruled out by temperature in 
the winter, at least for now. 

The spectacular possibilities 
lie in well water, although this 
too is subject to local scarcities 
and a generally lowering water 
table. But there are now many 
water-to-water installations in 
various parts of the country 
using well water effectively as 
the heat source. 

To consider well water tem- 
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3rd Article: The different 
types of heat pumps and 


their heat sources... 


peraturewise, visualize an imag- 
inary line across the U. S., from 
east to west coast, passing rough- 
ly through Boston, Buffalo, Mil- 
waukee, Sioux Falls and Rapid 
City, S. D., then plunging south- 
ward through Wyoming to 
around Durango, Colo., then 
north again to Ogden, Ut., Poca- 
tello, Ida., Butte, Mont., through 
Glacier National Park and into 
Canada. Now dig your 30 to 60- 
foot well anyplace in the whole 
U. S. south of that line and you'll 
find well water at a constant 47F 
or warmer, winter and summer. 


=s In most of the southern states 
and most of California, it will be 
warmer than 60F, according to 
the U. S. Geological Survey. 
Well water, then, is wonderful— 
if you can find it, and if there is 
enough of it. 

In Portland, Ore., in 1948, the 
Equitable Building drew the at- 
tention of the industry. It was 

(Please turn to top of page 252) 


Water to Water: 





Here an outside water supply such as a pond 
or well is used as the heat source. Coils sub- 
merged in this water pick up heat which is car- 
ried inside to a heat exchanger. The heat is 
then transferred to air which is circulated 
through ductwork in the same manner as in a 
forced warm air heating system. 
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An outside water supply again is used as the 
heat source with submerged coils picking up 
the heat as before. Here, however, the heat 
thus obtained is transferred to water circula- 
ing through a conventional hot water piping 
system. An advantage of water as a heat source 
is that temperature is fairly constant. 


105 











Where Does the HEAT PUMP 


IN THIS ARTICLE, the third in a 
series in Domestic ENGINEERING, 
the different types of heat pumps 
will be explored. Previous ar- 
ticles have set forth the basic 
principles of the heat pump, 
showing how and why it worked, 
and some problems common to 
all types. 

As previously indicated in the 
series, heat pumps are typed ac- 
cording to heat source and meth- 
od of heat distribution: Air to 
air, air to water, water to air and 
water to water. There is another 
source—the ground—consider- 
ably more current 10 years ago. 

The methods of distributing 
heat through the home—by 
warm air or hot water—are well- 
known to all in the industry. 
Since there is no difference what- 
soever in the piping or ductwork 
from a heat pump, as compared 
with a conventional furnace or 
boiler, this article need not be 
concerned with heat distribution. 

As for heat sources—that’s 


Popular types of heat pickup: 


Air to Air: 


something else. Let’s take a look 
at them. 

Dig down 30 to 60 ft into the 
earth, even when the surface is 
frozen solid, and anywhere in the 
U. S. the ground temperature at 
that lower level will be above 
freezing temperature. The deeper 
one digs, the warmer it gets, for 
heat radiates outward from the 
core of the earth. In well over 
nine-tenths of the U. S., earth 
temperature at 30 to 60 ft will be 
warmer than 42F, adequate for 
heat pump operation. 


s Ground itself, therefore, has al- 
ways been considered as a heat 
source for the heat pump. It is 
this ground heat that makes well 
water adequate as a heat source, 
but in such a case we classify it 
as a water source rather than a 
ground source. 

From that point on, however, 
the ground can be eliminated 
quickly from consideration ex- 
cept for certain applications. 





First, an elaborate grid system 
would be required to gather 
enough heat from cold ground, 
and that would make the cost 
prohibitive. The deeper this grid 
system went, the more costly it 
would become. Surface ground 
could be used, but in the winter 
time the average city lot wouldn’t 
even come close to providing 
sufficient quantities of heat. 
Moreover, it would vary so much 
with different soil composition 
and with varying moisture con- 
tent that the problems become 
almost insurmountable without 
detailed ground studies that 
would take years for a single 
small area. 

Now let’s consider water as a 
source of heat. 

Regardless of surface tem- 
perature, water tapped from be- 
neath the earth’s surface remains 
fairly constant, although much 
more so in the case of well water 
than from municipal mains. 

Municipal mains actually are 


Air to Water: 








In this type of heat pick up the outside air pro- 
vides the heat source. The heat is transferred 
to the inside air which is distributed through 
the house in a conventional warm air distribu- 
tion system. Air has two principal advantages 
over other sources: there is plenty of it and as 
much in one place as another. 
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The air-to-water principle is virtually the same 
as that employed in the air-to-air system, ex- 
cept that the heat thus obtained is transferred 
to water circulated in a conventional hot water 
distribution system inside. One disadvantage 
of air as a heat source is that when the need 
is greatest, there’s less heat or “cold” in it. 
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Stand Now? 


too close to the surface for de- 
pendable constancy. Moreover, 
municipal water is short in many 
sections of the country and even 
where it now is plentiful there is 
no assurance it won’t become 
scarce in the future. City ad- 
ministrations have a counter- 
action for water shortages: They 
boost the rates or curtail usage. 
In either case, it spells trouble 
for users of this type of heat 


pump. 


= In the south there are great 
possibilities in surface water, but 
specific problems arise. In dis- 
charge, for example, city sewer- 
age often couldn’t accept large 
volumes of expended water. In 
a city such as New Orleans, as 
has been noted in previous ar- 
ticles, the land area is below 
river level and this would raise 
a discharge problem. In other 
sections of Louisiana and south- 
ern Mississippi, in bayou coun- 
try, there is a tide problem in 
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that incoming tides might back 
up the expended water to the 
source and the heat pump might 
be pumping the same heat (from 
the waste water) back into a 
home that it had just pumped 
out. 

Some engineers figure the 
source of heat should remain at 
a constant 45F or higher, al- 
though heat pumps can operate 
with good effect with source heat 
of 39F. The lower the tempera- 
ture, the more of the source 
medium would be required. 
Surface water in the north, then, 
is ruled out by temperature in 
the winter, at least for now. 

The spectacular possibilities 
lie in well water, although this 
too is subject to local scarcities 
and a generally lowering water 
table. But there are now many 
water-to-water installations in 
various parts of the country 
using well water effectively as 
the heat source. 

To consider well water tem- 
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peraturewise, visualize an imag- 
inary line across the U. S., from 
east to west coast, passing rough- 
ly through Boston, Buffalo, Mil- 
waukee, Sioux Falls and Rapid 
City, S. D., then plunging south- 
ward through Wyoming to 
around Durango, Colo., then 
north again to Ogden, Ut., Poca- 
tello, Ida., Butte, Mont., through 
Glacier National Park and into 
Canada. Now dig your 30 to 60- 
foot well anyplace in the whole 
U. S. south of that line and you'll 
find well water at a constant 47F 
or warmer, winter and summer. 


= In most of the southern states 
and most of California, it will be 
warmer than 60F, according to 
the U. S. Geological Survey. 
Well water, then, is wonderful— 
if you can find it, and if there is 
enough of it. 

In Portland, Ore., in 1948, the 
Equitable Building drew the at- 


tention of the industry. It was 
(Please turn to top of page 252) 
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Here an outside water supply such as a pond 
or well is used as the heat source. Coils sub- 
merged in this water pick up heat which is car- 
ried inside to a heat exchanger. The heat is 
then transferred to air which is circulated 
through ductwork in the same manner as in a 
forced warm air heating system. 
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An outside water supply again is used as the 
heat source with submerged coils picking up 
the heat as before. Here, however, the heat 
thus obtained is transferred to water circula- 
ing through a conventional hot water piping 
system. An advantage of water as a heat source 
is that temperature is fairly constant. 
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THE ANCIENT GREEKS had a 
word for it. When they built the 
towering statue to Helois, the 
Sun God, in 280 B.C., it was 
termed, “Colossus of Rhodes,” 
and became the most famous of 
the collossi. 

The Prudential Insurance Co.’s 
modern counterpart of this famed 
“Seventh Wonder of the World” 
is currently being given its fin- 
ishing touches in Chicago. 

Automation is the theme of 
this, the world’s newest and most 
elaborate office building. The 
criteria for comfort established 
by Prudential has necessitated 
the development of plumbing, 
heating and cooling products and 
techniques that are as new and 
unusual as the site of the build- 
ing. 

The site utilizes “air rights” 
over a railroad station necessitat- 
ing the use of a relatively small 
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basement for the structure. 

This newest colossus is firm 
footed and beautiful. Riding on 
187 caissons, (each occupying a 


separate parcel of land) the 
structure bristles to a rooftop 
height of 601 ft. It is topped off 
by a tubular steel TV broadcast- 
ing mast that reaches 925 ft into 
the Chicago skyline. 

For a look-see of what is new 
in the Prudential Building, a tour 
of the mechanical services begins 
at the complex nerve center that 
controls the comfort of the occu- 
pants. From a central control 
point, the building engineer is 
able to check, maintain and ad- 
just temperatures on every floor 
of the new 41l-story skyscraper. 

These unique facilities utilize 
an electronic pneumatic control 
system that monitors the heating, 
air-conditioning, ventilation and 
refrigeration. The intricate con- 


| Coloecue 


The Prudential Building, Chicago's newest and 
tallest office building, boasts important in- 


ovations in plumbing, heating and cooling... 


CONTRACTORS FOR PRUDENTIAL 
BUILDING: 


Air Conditioning, Refrigeration: William A. 
Pope Co., Chicago, Ill. 

Temperature Control: William A. Pope Co.., 
Chicago, Ill. 

Heating: H. P. Reger & Co., Chicago, Ill. 

Ventilation & Air Condit: R. B. Hayward & 
Jamar-Olmen, Chicago, Ill. 

Plumbing: M. J. Corboy Corp., Chicago, Ill. 

Sprinkler & Fire Prot.: M. J. Corboy Corp., 
Chicago, Ill. 

Pipe Covering & Insulat.: 
Chicago, Ill. 

General: Geo. A. Fuller Co., Chicago, Ill. 

Architects & Engineers: Naess & Murphy, 
Chicago, Ill. 


Paul J. Krez, 


trol system (see p. 107) utilizes 
1,380 thermostats, 180 of which 
are said to be 100 times as tem- 
perature-sensitive as the human 
body. Linkage between the mas- 
ter control panel and building’s 
widespread regulating equipment 
is accomplished by a network of 
more than 20 miles of copper tub- 
ing and nearly 30 miles of elec- 
trical wiring. 

This paradise for makers of 
temperature regulation equip- 
ment is not the product of ex- 
travagant tastes nor needless 
spending. Rather, it is a modern 
concept for efficient use of man- 
power and utilization of robot 
controls. 

Automation that was devel- 
oped in the chemical and process- 
ing industries, now enables the 
building engineer to interrupt the 
design cycles of heating-cooling 
equipment. At will, he can cope 
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of Chicago... 


with adjustments such as varying 
heating or cooling loads in con- 
lerence rooms, auditoriums, and 
work spaces. By the flick of a 
switch, he can shift the building’s 
huge year-’round air conditioning 
plant from day to night operation 
or a summer or winter schedule. 

While close adjustments of 
temperature according to indi- 
vidual temperature preference is 
the first need, other considera- 
tions are reduced operating costs 
which include manhour costs 
(that would otherwise be spent 
in checking and adjusting man- 
ual control equipment through- 
out the building) as well as less 
fuel and power costs. 


s A function which could be add- 
ed but is still in the developing 
stage is a major scanner that will 
check all gauges and dials, record 
the data and send memoranda to 
the building engineer of any tem- 
perature conditions needing 
change at any time. 

The building’s cooling effect 
will be produced by a combina- 
tion of equipment ranging from 
three 900-ton centrifugal com- 
pressors down to 5-ton self-con- 
tained units in isolated areas. 

Unique in this elaborate assem- 
b!y of equipment is the group of 
air conditioned elevator machine 
rooms. The 30 automatic eleva- 
tors prove that automation is not 
the end of problems; rather it is 
the beginning of different ones. 

Automatic elevators require dc 
generators for power plus elec- 
tronic controls for automatic op- 
eration, and this energy-consum- 
ing equipment causes high ambi- 
ent temperatures. The delicate 
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control instruments that program 
the elevators are sensitive to 
heat, thus any change in temper- 
ature would affect operation se- 
quences. 

Therefore, a large percentage 
of the exhaust air from occupied 
areas is passed through the ele- 
vator machine rooms for cooling 
purposes. Individual cooling units 
provide supplementary cooling 


whenever it is necessary. 

The cooling effect for the over 
one million sq ft of rentable office 
area is developed from chilled 
water from the three 900-ton cen- 
trifugal compressors. Two are 
driven by synchronous motors 
and have automatic suction 
dampers for load variation. The 
third has a variable speed wound 


(Please turn to top of next page) 





MASTER CONTROL PANEL is nerve center of Prudential Building’s 
complex mechanical services. C. A. Moore of Wm. A. Pope Co., (left) 
explains to D.E. reporter how central indicator shows temperatures of 
any selected area. Changes in heating-cooling-humidity are dialed here. 
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CHILLED WATER CIRCULATION through bank of dehumidifier coils in 
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air-conditioning system is balanced to within .1 lb pressure drop by Walter 
Watson, supervising foreman for Wm. A. Pope Co. Pope engineers believe 
they were first to develop micro-balancing with a manometer test panel. 


(Continued from preceding pages) 
rotor motor with a manual suc- 
tion damper. The wound rotor 
and one synchronous driven ma- 
chine also have a manual hot gas 
bypass for added load variation. 
All 3 motors are 440 volt. 

These machines produce chilled 
water at about 42F which is cir- 
culated up through the building 
dehumidifier coils by three 100 
hp pumps. Each machine cools 
1700 gpm. 


= In addition to these, certain 
special purpose areas have recip- 
rocating machines and direct ex- 
pansion systems. Included are: 
120 tons for an assembly hall, 200 
tons for a restaurant and 66 tons 
for the observation deck, cock- 
tail lounge and business men’s 
club floor. These were separated 
from the chilled water system 
because they are operated eve- 
nings and weekends—after nor- 
mal business hours, 

Basically, the methods used to 
cool the interior bays and perim- 
eter areas of rental office floors 


are similar to those described in 
the heating cycle on facing page. 

On three of the floors which 
Prudential will occupy, half of 
each floor was designated for a 
concentration of electronic busi- 
ness machines. Based on previ- 
ous experience, it was planned in 
advance to offset the heat load of 
these machines. For greater flexi- 
bility three wet column risers 
were installed. 

This provides condenser water 
and waste and condensate drain 
lines for future package units to 
be added as required by business 
machine layouts. One floor ini- 
tially has 40 tons of supplemental 
package unit cooling to offset the 
electronic load. 


« Because of the building’s prox- 
imity to the Chicago River, a 30 
in. pipe line was run into an in- 
take chamber within the build- 
ing. A bar screen at the river and 
a travelling panel screen in the 
chamber provide filtering. The 
water flows into the building by 
gravity. Three pumps supply a 








total of 5400 gpm to the three 900 
ton machines. The waste water is 
returned to the river. Two addi- 
tional pumps provide condenser 
water for some of the direct ex- 
pansion units. Another pump is 
used to backwash the filter 
screen. 

The advent of two round-the- 
clock tenants caused some 
changes in the basic cooling sys- 
tem. The smaller tenant’s area 
is divorced completely from the 
central system and two 15-ton 
package units (with steam coils) 
were installed along with sepa- 
rate temperature control. 

The larger tenant will be served 
by the central cooling system 
during regular business hours 
and then automatically swung 
over to 2-50 ton compressors and 
chilled water system after hours 
when a large machine is not op- 
erating for other tenants desiring 
overtime cooling. The output of 
this unit can be automatically 
diverted into the central system 
coil serving the floor. 

Plans are underway now for a 
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CHILLED WATER is circulated to 40th 
mezzanine. This provides cooling of 
secondary water systems for perimeter 
areas and fan system coils for inside 
areas. “A” shows typical fan system 
coil with reverse return. Steam lines 
provide heating during winter cycle. 
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50-ton unit and with a standby to 
serve an electronic data process- 
ing machine installation for Pru- 
dential. This will also be a round- 
the-clock load, since continuity of 
cooling and humidity control are 
vital for an “electronic brain.” 
Space heating is accomplished 
by use of three methods, either 
singly or in combination. In rent- 
able areas, the outside walls or 
perimeter of the building are 
served by a unit under each win- 
dow. These are provided with 
(1) a liquid cooling and heating 
coil, supplied with secondary wa- 
ter that is heated (or cooled), 
(2) a high velocity air supply, 
and (3) a temperature regulat- 


ing mechanism for each unit. 

Primary air is filtered, heated, 
humidity controlled and then re- 
heated before delivery in high- 
velocity ducts to the convector 
units. Room air in perimeter 
areas is recirculated and blended 
in the units. 

This equipment is placed on the 
perimeter of the building to 
equalize the variable loads that 
occur. As an example, radiant 
heat from the sun can warm the 
long southern expanse of the 
building when the shaded areas 
are chilled by cool breezes off 
Lake Michigan or from the north. 

The second method of heating 
is a conventional fan system uti- 





lizing heating exchangers and 
rectangular duct work to ceiling 
diffusers. Occupants are unaware 
of the smooth co-ordination of 
these two systems. Workers in 
perimeter areas are provided 
with independent controls to give 
close comfort range where heat 
losses and heat gains are high. 
The third system employs 
steam heating by use of convec- 
tors and fin tube radiation in 
stairwells, restrooms and powder 
rooms, and similar areas. Both 
the perimeter and interior areas 
are reversible from heating to 
cooling cycles. During the heat- 
ing season, when high velocity 


(Please turn to center of page 253) 


What Are the Wholesalers Up To ? 


In Chicago... 


C.S.A. Stirs Up Interest 
in Modernization... 


In Palm Beach... 


...see p. 122 


Bigger Margins Needed, 
So. Wholesalers Hear... 


In Atlantic City... 


Mid Atlantic Wholesalers 
Stress Merchandising... 
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“What little do-it-yourself busi- 
ness we have helps us, because 
we have a very big appliance 
business. In appliances, traffic 
sells. They take a lot of our time 
getting advice, but they come 
back to us for appliances.” 
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arshall 
“These do-it-yourselfers just give 
us a lot of trouble. Display mer- 
chandise sometimes gets stolen. 
You spend a lot of time with 
some fellow and he ends up buy- 
ing a 10-cent washer. Then they 
come back for more advice.” 


In San Antonio, Texas... 3 out of 5 contractors “‘go along’”’ 


“Ir you can’t lick ‘em—join 
em.” This sage bit of political 
advice pretty well describes the 
attitude of some plumbing and 
heating contractors in San An- 
tonio, Tex., toward the do-it- 
yourself movement. Others, how- 
ever, have different views on the 
subject. 

Last month (April, p. 219). 
DoMEsTIC ENGINEERING reported 
the results from a survey of do- 
it-yourself activity in San An- 
tonio. The objective of the sur- 
vey was to determine how much 
plumbing and heating is being 
done by do-it-yourselfers in a 
typical U. S. community. 

San Antonio was chosen for 
the survey because, while it is a 
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big city of about half a million in- 
habitants, it is predominantly a 
city of homeowners, and there- 
fore fairly representative of 
many smaller places so far as do- 
it-yourself activity is concerned. 

In the survey, a random sam- 
pling of 300 shoppers in San An- 
tonio supermarkets was queried 


about the do-it-yourself jobs they © 


had undertaken. The results 
showed that 180, or 60 percent of 
the total sample, had attempted 
no do-it-yourself jobs at all. Of 
the remaining 120 persons inter- 
viewed, 25 percent said they had 
done major plumbing jobs, and 
17 percent had made major heat- 
ing installations. In terms of 
popularity, plumbing ranked 


fourth among the various types 
of do-it-yourself projects. Heat- 
ing ranked fifth and kitchens 
seventh. 

The do-it-yourselfers in San 
Antonio, it appears, are inclined 
to do a rather considerable 
amount of their own plumbing 
and heating. 

What effect has this had on 
the city’s plumbing and heating 
contractors? How do they feel 
about it? And, more important 
perhaps, what are they doing 
about it? 

To find the answers to these 
questions, D.E. interviewed 25 
qualified plumbing and heating 
contractors in San Antonio, se- 
lected at random from the met- 
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Cope With ‘Do-It-Yourself’ 





Leslie Tschoepe 


“Do-it-yourself has cut some 
business, I think, but the four re- 
pair trucks we run seem to be 
busy all the time anyhow. It 
takes a lot of time to make a 40- 
cent sale .. . on the other hand 
it makes a lot of store traffic.” 


with the do-it-yourself trend .. . but only 


ropolitan telephone directory. 

Here, then, is what the survey 
disclosed. 

The plumbing and heating con- 
tractors in San Antonio express 
basic differences in their atti- 
tudes toward the do-it-yourselfer 
who wants to do his own plumb- 
ing and heating. But these var- 
ied attitudes appear to make for 
relatively little difference in ac- 
tual practice. 

The majority go along with the 
do-it-yourself trend and try to 
make what they can of it. The 
enly practical difference is that 
some are inclined to encourage 
it and consider it a business 
builder, while others feel it is 
definitely harmful to the industry 
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Ed Arnold 


“Helping the do-it-yourselfers is 
a public relations activity we 
couldn’t very well do without. 
Any other course of action by us 
would drive them to the DTU’s 
and mail order houses. This way 
we keep them as customers.” 


and go along with it much more 
reluctantly. 

All 25 contractors were asked 
whether they knew of any 
plumbing or heating contractor 
in the city who actively discour- 
aged the do-it-yourselfer and re- 
fused to “sell only.” None knew 
of any. 

No contractor interviewed in 
the D.E. survey actually liked 
the idea of do-it-yourselfers do- 
ing their own plumbing and 
heating work. However, 60 per- 
cent believe that the do-it-your- 
self movement could be used to 
boost sales in some areas of their 
business, offsetting losses it 
caused in other areas, and so re- 
sult in a possible gain. 





Bill Sebera 


“We don’t encourage do-it-your- 
self activity, but we sure try to 
make the most of it in every way 
we can, and it has meant a lot cf 
plus business for us. This activi- 
ty definitely hasn’t hurt me. It’s 
a chance to talk and sell.” 


up to a point 


Forty percent, on the other 
hand, are strongly opposed to do- 
it-yourself plumbing and heating 
and saw little chance of capital- 
izing on it. Yét they go along 
with the trend because they feel 
they have no choice. 

In replying to another ques- 
tion, 56 percent said that do-it- 
yourself is definitely harmful to 
the industry and to their busi- 
ness. Sixteen percent felt it is 
not particularly harmful. Others 
were not sure either way. 

An appreciable number of con- 
tractors believe that do-it-your- 
self activity is on the decline, 
and that it will eventually sim- 
mer down to a few remaining 


(Please turn to center of next page) 
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Bert Reiwald 


“We can’t stop it, so we have to | “I cooperate with them when | 
join in and sell. But every bit of | 


it is hurting. You hate to turn 


them down because they need | 
help. Besides, if you did you'd | 


drive them away permanently. 
Lots of it is in big things.” 


mechanics and confirmed tinker- 
ers. Six of the contractors in- 
terviewed, or 24 percent, sub- 
scribe to this view. Eight others, 
32 percent, believe the fad has 
about leveled off, but is still hold- 
ing its own and will probably 
continue indefinitely at about the 
same level. But 44 percent, 11 
contractors, feel the trend is still 
gaining momentum and will con- 
tinue to do so, at least in the fore- 
seeable future. Altogether, then, 
56 percent believe the do-it-your- 
self movement in San Antonio 
has hit its peak. 


s These bare statistics, however, 
fail to give a very clear picture of 
the varied attitudes of San An- 
tonio contractors toward the do- 
it-yourselfer, other than indicat- 
ing that most of them feel they 
have no choice but to go along 
with the movement and try to 
capitalize on it as best they can. 
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Fd Jaeckle, Jr. 


they ask for help, but only when | 
they ask. I must do that or lose | 


the business entirely. At times it 


will pay off with appliance sales | 
or major jobs, but not enough to | 


make up the loss.” 


The opinions expressed by a 
representative group of contrac- 
tors, summarized below, give a 
more rounded explanation of 
how this group of contractors is 
coping with the do-it-yourselfer 
on a day-to-day basis. 

Ed Jaeckle, Jr., whase place of 
business is located in a middle 
and low income neighborhood, 
takes a rather dim view of his 
do-it-yourself customers. 

“There’s an awful lot of do-it- 
yourself activity around here,” 
he says, “especially among the 
low income people. They buy 
water heaters and even whole 
plumbing systems, intending to 
do the installing themselves. This 
is even true of a lot who could 
afford to have the installation 
made by a contractor. Many of 
the installations are actually 
made by ‘Tinker Jackleggs’ who 
claim to be plumbing contractors, 
and the people believe them. I 








John Albert 


“The do-it-yourselfers more than 
justify the time they take up, 
and we do a lot of business with 
them. Adding in the appliance 
sales from this traffic, we do $1,- 
000 per week—$52,000 per year 
with do-it-yourselfers.” 


have been called in to fix up 
several such jobs lately. 

“Most of these installations are 
against the building code, and 
where I know this to be true I 
call in the inspector. I feel this 
is a responsibility of mine. Many 
of these people don’t realize the 
dangers involved in improper in- 
stallations. 


« “In the main, however, the do- 
it-yourself business is for the 
faucet fixers who want washers 
or, in many cases, new deck-type 
faucets. No matter what they 
want, I have to sell it to them be- 
cause there are two hardware 
stores close by who stock plumb- 
ing supplies just to drain off this 
business. And there’s always the 
advertising of the mail order 
houses to worry about. 

“I cooperate with them when 
they ask for help, but only when 
they ask. When they buy new 


DoMEsTIc ENGINEERING, May 1956 








an 
ip, 
th 
ce 
l,- 


ar 


[Se @ @ e 


v— 


a aa ae 


ay 1956 





faucets, they often want to bor- 
row wrenches, which I let them 
have for a deposit. I must do 
that or lose the business entirely. 

“IT take in from $400 to $500 
a month in fitting business from 
the do-it-yourselfers, which helps 
some. But if they weren’t doing 
it themselves, the figure would 
be four times that. At times it 
will pay off with appliance sales 
or major jobs, but not enough to 
make up the loss.” 

Even greater reluctance is ex- 
pressed by Bert Reiwald. His 
business is located in a close-in 
commercial area with good street 
traffic. 

“There’s lots of do-it-yourself 
activity, and lots of it is in big 
things,” Reiwald told the D.E. 
reporter. “Several big compa- 
nies (mail order houses and 
DTvU’s) sell to the public without 
installing. The more of this there 
is, the more handymen decide 
they’re ‘plumbers.’ We can’t stop 
it, so we have to join in and sell. 
But every bit of it is hurting. 

“For the most part, the people 
are aware of the dangers; they 
are just trying to save some 
money. We have a lot of walk-in 
traffic, and nearly all of these 
people are do-it-yourselfers. You 
hate to turn them down because 
they need help. Besides, if you 
did, you’d just drive them away 
permanently. 

“We charge regular repair- 
truck prices—a couple pennies 
price hike and they go some- 
where else. But we can sell them 
a good faucet washer for six 
cents instead of a box of junk for 
15 cents. 

“This do-it-yourself thing gets 
bigger and bigger. This is a new 
era, all right.” 

A somewhat more positive 
view is expressed by W. H. Se- 
bera. His establishment is located 
in a shopping center in an old 
residential neighborhood. He 
thinks . . . well, this is what he 
said: 

“We don’t encourage do-it- 
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yourself plumbing and heating, 
but we sure try to make the most 
of it in every way we can, and 
it has meant a lot of plus busi- 
ness for us. 

“Look at it this way. There al- 
ways has been, and always will 
be, a certain number of people, 
mechanical types, who will do 
such things themselves. It can’t 


be stopped. So when we sell a 
ball cock to a man we warn 
him about how to tighten it so 
it’s tight but doesn’t break. We 
make friends with him and try to 
be helpful. 

“We don’t advocate such ac- 
tivity in an ad, but if we con- 
demned it, it would definitely 


(Please turn to top of next page) 




















continued ... 


hurt us. So we advertise a ‘com- 
plete stock’ and then we take the 
time to try to teach them to do 
it right, at least. 

“Tf it’s a water heater, we warn 
them about the necessary pre- 
cautions, and then I go out there 
afterward myself to check it and 
make sure it’s a safe installation. 
When I show up the man may get 
mad, but I tell him I’m there 
without charge to make sure he 
doesn’t destroy his home and 
family. Usually they appreciate 
it then. 

“This do-it-yourself activity 
definitely hasn’t hurt me. It has 
helped. I look on every contact 
as a chance to talk and sell. On 
most of the minor repairs they 
make, I coudn’t make any money 
anyway. It costs me $5 to make 
a call. But most people think 
that’s too high. Rather than make 
such calls, I invite them to take 
the faucet off and bring it in so 
we can fix it at the shop and 
save them some money. 


s “Here’s how our attitude 
works out. We have a big appli- 
ance business. One man came in 
for a valve stem, and it took me 
20 minutes to take care of him. 
As he walked from the store he 
casually mentioned his wife’s 
birthday coming up. I immedi- 
ately started telling him about 
our range, and how it was a 
present that ‘keeps on giving.’ 


Dagwood Runs into Trouble with Do-It-Yourself: 








You can help our industry cope 
with the do-it-yourself movement 
by sending in your opinions on 


| this postage-paid reply card. 





“Before he left he bought the 
range, and within a month he 
added an automatic washer, a 
range hood and a 30-gal. water 
heater. They were all installed 
by us, and it came to $1,100. 
That’s how we capitalize on do- 
it-yourself.” 

Delbert Marshall is the local 
association president. His fine 
old neighborhood location pro- 
vides a somewhat different slant 
on the do-it-yourself question. 
Here’s what he told D.E.: 

“These do-it-yourselfers j ust 
give us a lot of trouble. You put 
merchandise out on display and 
it gets stolen. You spend a lot 
of time with some fellow and he 
ends up buying a 10-cent washer. 
Then they don’t get it fixed, and 
come back for more advice. 

“If plumbing contractors are 
going to do a selling job, I don’t 
see how they can encourage peo- 
ple to do things themselves. We 





commit ourselves to sell, install, 
service and guarantee, but how 
can we do any of those things 
when, from the other side of our 
mouth, we are encouraging them 
to do things themselves? 


= “Most of us really feel this way 
about it. However, we know 
there are people who come in 
here who simply don’t have 
enough money to pay for a job. 
We help them because in such 
cases we feel we owe it to them. 

“We must give service where it 
is needed because it is our re- 
sponsibility, even when it con- 
flicts with other aims. But there’s 
no use kidding ourselves into 
thinking we make a profit on it 
unless we put in a regular dime 
store, then hire a man to run it. 

“T’d say 90 percent of us don’t 
like this kind of business, but we 
fall in with it because we have 

(Please turn to top of page 178) 





WOULDN'T IT BE BETTER 
IF YOU PUT THE CUT-OFF 
VALVE IN FRONT OF ° 
THE DRAIN PIPE? 
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What Price 
“Do-It-Yourself? 


He saved $700...and nearly lost his life 


Ask Mrs. Iona S. Houston, 
owner of C & H Home Service, 
Des Moines, Ia., (see following 
pages), what she thinks about 
“do-it-yourself.” Her answer is 
quick and emphatic . . . and in- 
volves a story with a moral. 

As Mrs. Houston tells it, a vis- 
itor at her booth at a recent 
home show requested an esti- 
mate on a heating modernization 
for his home. Mrs. Houston 
quoted a price of $700, which he 
immediately rejected as ‘“‘too 
high.” Subsequently, she learned, 
the homeowner obtained bids 


from at least two other contrac- 
tors, all of which were rejected 
for the same reason. He decided 
to “do-it-himself” and save mon- 
ey. 

The photo below provides the 
tragic ending to the story. An 
explosion completely demolished 
the home. The owner and his 
aged mother were removed from 
the debris and taken to the hos- 
pital in critical condition. 

“That,” says Mrs. Houston, “‘is 
my answer to the do-it-yourself 
question. The moral? When 


(Please turn to top page 259) 


NEWSPAPER HEADLINES carried the story of the resulting disaster. An 
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explosion completely demolished the home and seriously injured two people. 
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HOMEOWNER gets estimate on 
heating modernization from C & 
H Home Service at home show; 
rejects bid as too expensive. 





OTHER ESTIMATES were ob- 
tained from various contractors. 
All were considered too high by 
economy-minded homeowner. 








HE DECIDES to make the 
installation himself; a 
typical do-it-yourself 
heating remodeling job. 


, To discourage 
Do-It-Yourself, 
C&H Sells Up to 
Quality ...p. 116 














MRS. IONE HOUSTON 
and sales manager Joe 
Tilley hold two sales 
meetings daily for the 
C & H Home Service 
staff. They explain why 
it’s important to dis- 
courage do-it-yourself 
and Tinker Jacklegg in- 
statlations, and how they 
can sell quality heating 
and plumbing instead. 


A GOOD SALES FORCE operates 
best when it knows the “why” 
of its products and services. 

Salesmen for C & H Home 
Service, Des Moines, Ia., learn 
early why their efforts are neces- 
for the health and well- 
(see 


sary 
being of their community 
preceding page). 

But knowing “why” you 
should sell isn’t the same as 
knowing “how” you should sell 
—the difference is much like 
that between good intentions and 
good deeds. 

However, Mrs. Ione Houston, 


operator of the three-quarter 


million dollar business, provides 
as concrete an answer to the 
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To discourage “‘do-it-yourselfers”’... 


C&H Sells Up to 
Quality Heating 


salesmen’s question of “how” as 
she does to the initial question 
of “why.” 

“We don’t send our crews out 
to do a job without instructions, 
plans, or blueprints,” she says, 
“and we don’t ask our salesmen 
to figure out alone all the com- 
plex answers to their job either. 
We have a sales blueprint, or 
program, to make their work just 
as productive and efficient as 
that of the carefully instructed 
mechanic, though, of course, not 
as inflexible.” 

Mrs. Houston’s sales blueprint 
follows these lines: 

Have something to sell, both 
intangible and tangible . . . get 









good men to sell it... train them 
in the particular aspects of your 


service ... give them creative 
selling ideas . . . provide them 
with leads . . . make it worth 


their while to use your offerings 

. and then demand results. 

Does it work? 

C & H Home Service started 
operation April 8, 1945, under 
the direction of Mr. Houston. 
Mrs. Houston supervised the 
office and accounting until her 
husband’s death in 1952 when 
she took over full responsibili- 
ties. 

Using the business philosophy 
evolved by her husband, she 
built up the firm until it now 
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QUALITY is impressed 
not only on customers 
by this guarantee but al- 
so on C & H staff, each 
of whom is made to feel 
a responsibility for his 
part in the work. The 
signature of each person 
who contributed to the 
completed job appears 
on the guarantee bond. 


Satisfaction Guarantee Bond 


a See ee eee 
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This bond guarantees you loos satisfaction and free service per parts 
for | year. Below are the names of the Parties who are responsible for 


this installation. 
Sold and Engineered by —__ 


oe eo ee eee Fivance__. 


Delivered by 2g egies Adjustroents__ 


Installation Engineer duis 0) 


C & H HOME SERVICE 





bab Apanthtit easing Date_j...@alt. 


Service Dispatcher. dine 


pt ate ettnatensnasat tinge 


“Leaders in. Heating” 











handles more than 560 heating 
modernization jobs a year, aver- 
aging $700 apiece. If that seems 
small for quality .installations, 
remember that in many cases 
heat distribution elements are 
retained in the new system. 
The $750,000 total volume de- 
pends heavily on Mrs. Houston’s 


constant reminder to her staff 
that they have something more 
than quality heating equipment 
to sell. They have the intangibles 
of health and community wel- 
fare; they have the tangibles of 
round-the-clock service, an out- 
standing guarantee (see _ illus- 
tration above) , expert workman- 


How salesmen are trained at C&H: 





DAILY sales meetings serve two functions: they help 
veteran salesmen train new men, and they keep old- 
timers supplied with fresh ideas that prevent “going stale. 
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ship, economical use of material 
and manpower, and assurance of 
1 “finished installation in every 
respect.” 

The staff that implements this 
philosophy is recruited largely 
from men who have served ap- 
prenticeships in the tough school 


(Please turn to center of next page) 





A NEW SALESMAN who missed a sale the day before 
goes through his presentation before the staff. Experienced 
P salesmen can frequently pick out the reason for failure. 
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continued... 
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(Continued from preceding pages) 
of automobile and appliance sell- 
ing. They’ve ironed the 
kinks in sales procedures, and 
usually are looking for a stable 
field where they can use their 
talents selling quality and serv- 
ice, rather than just price. 

Sales manager Joe Tilley finds 
that only in 10 recruits 
works out, but that one’s contri- 
bution in initiative and ideas is 
worth all the false starts. 

Since plumbing and _ heating 
is a new field to the men, not 
only in product but in selling 
outlook, Tilley “mothers” his 
new salesmen through the first 
two or three weeks by accom- 
panying them on their calls and 
guiding their approach, presenta- 


out 


one 
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tion, and their closing methods. 

New salesmen also get the 
opportunity to learn from those 
who have already gone through 
the adjustments needed in 
plumbing and heating sales. 

In the morning and evening, 
all members of the C & H sales 
staff meet for 45 minutes to dis- 
cuss selling. In early sessions, 
Tilley has the new salesman 
describe the selling presentation 
he used on a “hot” prospect who 
failed to buy. 

Veteran salesmen then point 
out weaknesses that may have 
caused the failure and how the 
weaknesses can be corrected. 
This constructive give-and-take 
is good training not only for new 
salesmen, but provides constant 


LEARNING IN ACTION: 
Salesmen pick up new 
ideas on how to use 
manufacturer’s materials 
at sales meetings which 
helps them put their 
message across when 
calling on a prospect. The 
use of sales aids to help 
organize and focus the 
sales presentation is a 
point often stressed in 
these training sessions. 






PRESENTATION BOOK lets prospect 
“see for himself,” gives salesman an 
opportunity to “build” on the various 
points which interest the homeowner. 





HEATING COMFORT is stressed by 
salesman, rather than technical dis- 


cussion in nuts-and-bol‘s language. 


warnings for veterans against 
slipping back into “beginner’s 
errors.” 

Salesmen, like everyone else, 
can go “stale” regardless of their 
training and experience, but 
Tilley prevents a slowdown 
through a second use of the 

(Please turn to top of page 120) 
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Sisters under the skin... 


when it comes to “‘cruising speed”’ 

















Douglas Aircraft Company, Inc. Division, El Segundo, Califorma 
Architect & Engineer: Holmes & Narver, Inc., Los Angeles, Calif 
Heating Contractor: E. Willardson, Inc., Los Angeles, Calif 


@ No one knows the importance of ‘‘cruising speed’”’ opera- 
tion in aircraft better.than the Douglas Aircraft people. 
They know an airplane, to be efficient, to operate eco- 
nomically, to have longer life, must fly at ‘‘cruising speed.” 
They know, too, there must be extra reserve power for 
take-off—for emergencies. So, when it came to boiler selec- 
tion for the new A4D Skyhawk production facilities at their 
El] Segundo, California Division, it was only natural they 
turned to Kewanee Reserve Plus Rated Boilers with 50% 






rar one —— sy este 
extra built-in power assuring “cruising speed’’ operation ‘ s:ieay Bibl ure tit 
For ‘‘cruising speed’”’ means less strain—less wear. It means the clockos fore protec 
: : , ? : the health of Douglas Aircraft 
higher efficiency . . . it means lower maintenance and repair employes. 
costs. Kewanee Boilers are rated on nominal capacity with 
, reserve to take care of normal needs—meet emergencies of KEWAN A af 


the present—fluctuating loads and future expansion. A 


boiler rated on maximum capacity, operating at constant 
top speed, requires more maintenance, constant attendance, 
and finer burner adjustment to maintain efficiency. So, 


choose Kewanee—for lower fuel and maintenance costs - oO 
KEWANEE @ BOILERS 
a 
owt 


reserve Bulcs rated 





more efficient ‘‘cruising speed”’ operation. 


KEWANEE BOILER DIVISION of Amenican-Standard 


101 Franklin Street, Kewanee, lilinois You can depend on Kewanee engineering 
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STAR SALESMAN Gene Alexander 
(left) sold 182 heating system modern- 
ization jobs last year for the company. 


(Continued from bottom of page 118) 
daily sales meeting technique. 
He introduces new presenta- 
tions designed by manufacturers 
to freshen up sales approaches 
and keep out the “nuts and 
bolts” language that sometimes 
creeps into selling. Manufac- 
turers’ presentations are doubly 
important, he believes, because 


they help salesmen get new ideas 
for illustrating the comfort, con- 
venience, and economy of their 
products. 

Tilley also impresses the staff 
with the importance of organiza- 
tion in sales talks and helps 
each member make his message 
compact and hard hitting by 
following the steps or outlines 
provided by manufacturers’ 
selling suggestions. 

Manufacturers’ sales aids and 
customer presentations are dis- 
cussed in relation to specific 
prospects who will be contacted 
after the meetings. When the 
salesmen leave their office after 
each session, they are carrying 
not only fresh ideas, but plenty 
of visual aids to get the ideas 
into the customer’s thinking. 
But salesmen must also have 


How service is handled at C&H: 


The right product and the right service back C & H’s thorough 
selling and full-coverage guarantee. A 24-hour-a-day service is 
maintained as a chief selling feature for the company’s quality 
story. Each customer is card indexed by Steve Iano, operations 
manager, and checked for guarantee and type of installation imme- 
diately upon receiving word of trouble. Service trucks operate in 
geographical areas and are dispatched to the trouble spot within 
a few minutes. At night they are checked for stock by Mrs. 
Houston’s son, Larry, who works the late shift, and readied for the 


day’s rush before journeymen report to work in the morning. 

















incentive for their long hours 
and constant battle against custo- 
mer objections and the threat of 
“going stale.” C & H offers its 
staff a handsome bonus and 
compensation plan to stimulate 
unwavering enthusiasm. 

As sales stimulators, prizes 
and incentives range from cash 
to a new suit of clothes, and 
when a salesman becomes well 
seasoned, he is graduated into a 
plan of sharing the company’s 
over-all profit. 

The depth of C & H’s compen- 
sation plan and the volume it 
produces is reflected in the 


$18,000 earnings of one sales- 
man, and the $12,000 of another. 
Getting leads for the salesmen 
is not a major problem, but with 
C & H’s customary thoroughness, 
(Please turn to top of page 263) 
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ON CiLL 24 hours a 
day is the C&H service 
fleet. At left, operations 
manager, Steve Iano, 
quickly dispatches jour- 
neymen through use of a 
customer index and geo- 
graphical breakdown of 
service truck coverage. 
In the photo above Larry 
Houston, son of the 
owner, checks out a 
truck for a service call. 
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1956 is the year of “Operation Home Improve- 
ment”— and this American Sanitary Master 
Adapter will help sell more kitchen remodeling 
jobs and food waste disposer installations. It’s 
a real time and money saver. 


ERICAN SANWITARY 
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WHOLESALERS attending the 
spring meeting of the Central 
Supply Assn. last month in Chi- 
cago served notice to the indus- 
try that they really mean to get 
down to business . . . moderniza- 
tion business, that is. 

C. W. Thompson, CSA presi- 
dent, set the stage in his opening 
address when he told members 
that the spring meeting was 
geared so that “each of you will 
gain enough knowledge so that 
you can return home and develop 
a plan to capture your share of 
the modernization market.” 

The major portion of the three- 
day program, therefore, was de- 
voted to the “All Industry 
Plumbing and Heating Moderni- 
zation Program.” 

On hand to brief members on 
the program were Don Moore, 
assistant director of Operation 
Home Improvement; R. T. Mor- 
rill, president of the National 
Assn. of Plumbing Contractors; 
Hal Bergdahl, manager dealer 
sales, Crane Co., and E. L. Han- 
non, Jr., Eckstein Company, 
Pittsburgh. 


# Moore told the group that Op- 
eration Home Improvement is 
basically a sales promotion cam- 
paign aimed at the homeowners 
of America and designed to 
stimulate them to modernize 
their homes voluntarily. 

The two main objectives for 
wholesalers and their contractor 
customers, Moore said, are to 
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CSA Stirs Up Interest 
in Modernization .. . 


Spring meeting gets a progress report on industry's 
plumbing-heating-cooling month promotion plans... 


(1) interest more people in im- 
proving their homes and (2) to 
make it easier for them to buy 
the industry’s products. 

Moore went on to describe the 
activities of Ohi to date and the 
barrage of publicity that has ap- 
peared in the nation’s trade and 
consumer press. 

Summing up the national 
phase of the program, Moore said 
the barrage of advertising, pub- 
lic relations and promotional ma- 
terial is “the biggest thing any 
industry has ever seen. It is in- 


tended to ‘soften-up’ the market 
to make your tie-in effective.” 
In concluding his talk, Moore 
urged wholesalers to cooperate 
fully, even initiate, Operation 
Home Improvement programs in 
their own towns. “In this way,” 
Moore said, “you and your con- 
tractor customers will be assured 
of increased profits and the con- 
sumer of increased value and 
comfort for his home.” 
Following Moore’s remarks, R. 
T. Morrill, NAPC president, told 
(Please turn to top of page 124) 





OFFICERS of the Central Supply Assn. are (seated from left) H. B. Holihan, 
Missouri Water & Steam Supply Co., St. Joseph, Mo., treasurer; C. W. Thomp- 
son, Tallman Company, St. Louis, president; W. A. Fitzpatrick, M. J. Gibbons 
Supply Co., Dayton, O., Ist vice president; J. H. Peery (standing at left), secre- 
tary, and G. J. Andrew, W. T. Andrew Company, Detroit, 2nd vice president. 
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Published in the interest of the Soft 
Drink Canners Association and the can- 
ning industry. 


y 
ENTS 12 FLUI 





Eliminate the hazard of broken 
bottles in your plant by provid- 






ing your employees the safety 
and convenience of canned soft 
drinks. 


Call your soft drink supplier and 
learn the many advantages of 
dispensing drinks the modern 


way—in cans. 


Above are illustrated two of the modern 
cans for soft drinks, now available for 
in-plant use. 





THE YOUNGSTOWN SHEET AND TUBE COMPANY. coicn Siig ina iciby seeet 


General Offices Youngstown, Ohio _ District Sales Offices in Principal Cities. 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND ps - 


MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - WIRE - HOT ROLLED RODS - COK 
TIN PLATE - ELECTROLYTIC TIN PLATE - BLACK PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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Featured Speakers at the CSA Spring Meeting: 





Hal Bergdahl 


Crane Co. 


(Continued from bottom of page 122) 
CSA members that Operation 
Home Improvement was “made 
to order for the plumbing and 
heating industry. 

“Because you, the wholesaler, 
serve as a vital link between 
manufacturer and contractor, 
you are the most important fac- 
tor in Ohi and our own all-indus- 
try modernization program.” 

Morrill said that at least $70 
out of every $100 involved in 
home modernization work is 
spent on plumbing and heating. 

“This puts the plumbing and 
heating contractor in the king- 
pin position to sell a one-stop 
packaged remodeling job,” he 
said. “We’ve got to make it just 
as easy for a homeowner to buy 
a new bathroom, kitchen or 
heating system as a new automo- 
bile or television set. The vack- 
aged deal, sold and financed by a 
single contractor, is the answer.” 


s Morrill stated that many con- 
tractors would turn to the whole- 
saler for guidance in developing 
the kind of sales approach that 
will put over the packaged deal. 
“You have the erganization, 
the facilities, and the personnel 
to provide contractor sales train- 
ing where it is needed. Team- 
work is all that is required to get 
the job done, to realize the gold- 
en opportunity before our indus- 
try in selling the home remodel- 
ing market,” Morrill declared. 
H. A. Bergdahl, a member of 
the special coordinating commit- 
tee for Plumbing-Heating-Cool- 
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R. T. Morrill 
President, NAPC 


C. W. Thompson 
President, CSA 


ing Month in August, (see p. 98) 
presented a slide film emphasiz- 
ing the part wholesalers should 
play in the drive for moderniza- 
tion sales. 

“It is the wholesaler’s respon- 
sibility to see that contractors 
are fully informed about this all- 
industry promotion program and 
primed for selling,” Bergdahl 
declared. 

FE. L. Hannon, Jr., sales man- 
ager of the Eckstein Company, 
Pittsburgh wholesalers, outlined 
the steps a wholesaler should 
take to gear his own organization 
for cashing in on the moderniza- 
tion market. 

He said that properly trained 
salesmen were the first requisite 





E. L. Hannon 
Eckstein Co. 





Don Moore 
Asst. Dir., Ohi 


for doing the job; improved sales 
and service techniques also fig- 
ure prominently. He advised the 
wholesalers to use a selective 
approach in helping contractors 
go after a bigger share of the 
modernization market. 


» “Choose those who show the 
greatest interest as the most like- 
ly prospects, then show them 
how to sell and finance packaged 
remodeling. That’s the best way 
to get results from the time and 
effort spent,” Hannon declared. 
Each of the speakers strongly 
emphasized the importance of 
financing on a time payment basis 
as a “must” for modernization 
selling. END 


renew the 
HEART 
of your home 


MODERNIZATION POSTER for industry’s National Plumbing-Heating-Cool- 
ing month in August is admired by speakers at CSA spring meeting. From left 
to right are Hal Bergdahl, manager of dealer sales, Crane Co.; Don Moore, 
assistant director of Operation Home Improvement; Chas. Thompson, CSA 
president, and R. T. Morrill, president, National Assn. of Plumbing Contractors. 
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UNIT 


/ SUEMEMALER VENTILATORS 





drafts. 


EXCLUSIVE SCHEMENAUER 
POSITIVE AIR METERING 


| VHT 
FRAY 


ROOM AIR ONLY 


ma : 
AY 


$0-$O ROOM # FRESH AIR 


DY LL 
PAAAALLA 


FRESH AIR ONLY 





Metering damper closed to 
outdoor air. Room air re- 
circulated for fast heat-up. 











Damper partially opened to 
outdoor air. Outdoor air is 
mixed with room air as tem- 
perature rises. 











Damper fully opened. Unit 
Ventilator receives proper 
amount of outside air for 
desired room ventilation. 


Vv 


ASK OUR REPRESENTATIVES TO FULLY 
EXPLAIN THIS EXCLUSIVE, AUTOMATIC, 
100% EFFECTIVE DAMPER ARRANGEMENT. 
ABSOLUTELY GUARANTEED AGAINST 
BLOW-THROUGH. 























SCGHE 


THE LAST 
WORD IN 


AUER 


HOLLAND, OHIO 
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Schemenauer Unit Ventilators are designed through- 
out to meet the most exacting requirements of engineers. 


Auxiliary Cabinet Sections provide additional storage and shelf space. 
Complete neat, compact installation. Extended fin tube behind cabinets 
provide blanket of heat at window areas eliminating window chill and down 





) WALL 
| RADIATION 


Wall Radiation solves down- 
draft problems by permitting 
continuous heating below sill 
in large windowed areas over 
sustained periods. Radiation 
Units warm down-drafts and 
deflect them upwardly. Sche 
menauer Wall Radiation can be 
used in connection with Unit 

















Ventilators or as straight radi- 
ation in commercial applications to make a neat, 
tailored, attractive installation. 


SCHEMENAUER DELUXE 
BASEBOARD HEATING 





Create an efficient heat barrier against cold on all outside 
walls. Lower operational costs. Sleek appearance. Conven- 
ient packaged lengths fit most room dimensions without 
wasteful cutting. Swaged ends eliminate couplings. Pat- 
ented finger-tip action grille. Hinged snap-lock recessed door 
prevents valve tampering. 
A complete line of Wall, Baseboard, Radiant Fin Coil and 
Fin Tube Radiation for commercial heating. Write 


SCHEMENAUER MANUFACTURING CORP. FOR COMPLETE LITERATURE. 
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COPPER WATER TUBE WITH MINE 


SEE YOUR PHELPS DODGE 





FIRST FOR LASTING QUALITY—FROM MINE TO MARKET |! 


6 
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MINE-TO-MARKET DEPENDASBILITY |! 





You can always rely on Phelps Dodge copper water 
tube—and your Phelps Dodge distributor—to serve 
you well. Here’s why: 


Phelps Dodge has its own open-pit mines, assuring a 
dependable source of highest grade copper at all times. 


Phelps Dodge mills stress quality control throughout 
every step of manufacture to give you the same high 
uniformity in coil after coil. 


Phelps Dodge strategically-located service depots en- 
able distributors to maintain stocks and refill them 
without any delay. 


Phelps Dodge sells exclusively through distributors, 
provides a sales engineering staff to help distributors 
solve their problems. 


Next time you need copper water tube, specify Phelps 
Dodge for dependable quality from mine to market. 


For the name of your nearest Phelps Dodge distributor, write 
Department D5,. Phelps Dodge Copper Products Corporation, 
300 Park Avenue, New York 22, N.Y. 








PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


NEW YORK, N.Y. «© LOS ANGELES, CALIF. 
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FOUND THE ANSWER TO COLOR... 
REPUBLIC STEEL KITCHENS 
IN HARMONY HUES! 


Your exciting display in subtle tones of Prelude Pink, 
Tempo Turquoise, and Largo Yellow sold her! Any color she 
chose would live happily with modern decorating 

materials through the years .. . or blend with the appliance 
color she had in mind. And at vo extra cost—that cinched 
it, even before you had finished demonstrating the dozens 
of wonderful features a Republic Steel Kitchen 

can provide. So you helped plan ser kitchen, com- 

plete with built-ins, a worksaving sink center, 
special-purpose cabinets—a truly custom kitchen 

from stock units, all readily available 


from your distributor. 


THIS PROFITABLE OPPORTUNITY IS YOURS 
WITH REPUBLIC STEEL KITCHENS! 





Get the straightforward story on what's happen- 
ing from now on in the kitchen business. 
Find out how Republic Steel, with “‘mine to market” 


facilities, can offer you more. This free booklet 
tells the basic story. Send for it now! 


REPUBLIC STEEL 


CZ 


IN CLASSIC WHITE + LARGO YELLOW 


UPPLIES 


TEMPO TURQUOISE -- PRELUDE PINK 





REPUBLIC STEEL KITCHENS 

1038 Belden Avenue he j 

Canton 5, Ohio f 

( Send my free copy of “Why Get in é! 
the Steel Kitchens Business?” 

OC Have my Republic Steel Kitchens d 
distributor call on me. “NS 


Dealership. irate acs neta a 





Bare. 


A 





Individual . EG i A ee eee 





pO) eee Se ee ee ee 


City. __State 
DE-365 C-1262-A 
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THE “DEPRESSED PROFIT pic- 
ture,’—and how to cope with it 
—was a feature of the 28th an- 
nual meeting of the Southern 
Wholesalers Assn., April 8-10 in 
Palm Beach, Fla. 

Several prominent speakers 
suggested these approaches to 
the problem: 

1—A vigorous attack on “ex- 
cessive” costs of doing business. 

2—The development of more 
top-flight retailers who will sell 
“creatively,” rather than on a 
price basis. 

3—A better understanding, by 
wholesalers, of trends in con- 
sumer desires. The wholesaler, 
in turn, would communicate 
these desires to contractors, as- 
sist in their evaluation and help 
devise ways to satisfy them. 

4—A more “realistic appraisal” 
of present credit policies of 
wholesalers, and... 

o—Greater penetration of the 
modernization market by all lev- 
els of our industry. 

John Robertson, president of 
the Robertson Heating Supply 
Co., Alliance, O., discussed “Sad- 
istics—S tatistic Tragedies in 
Wholesaling.” He reported sev- 
eral surveys to underscore his 
point that an inadequate knowl- 
edge of the cost-of-doing-busi- 
ness exists in many wholesaler 
establishments today. This lack, 
Robertson said, is the booby trap 
that is leading many wholesalers 
into below-cost selling practices 
that leads to business extinction. 
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Bigger Margins Needed, 
So. Wholesalers Hear... 


S. W. A. convention advised: Trim excess costs, 
train more contractors to sell modernization... 


To illustrate, he cited one sur- 
vey showing that most whole- 
salers are operating today on a 
1.8 percent profit margin, yet 
nearly one in five is failing to 
discount his bills the normal two 
percent. Thus, nearly 20 percent 
of the wholesalers represented by 
this survey are not only presid- 
ing at their own business funer- 


als, Robertson pointed out, but 
are also largely responsible for 





price cutting conditions which 
are plaguing the industry. 
What to do about it? 
Robertson said that the pur- 
pose of his talk was to pinpoint 
the problem and the need for cor- 
rective measures. The methods 
of correction, he believes, can be 
worked out best by individual 
wholesalers. Speaking generally, 
however, he advocated a continu- 
(Please turn to center of page 134) 


LET’S BE PARTNERS is the invitation offered to contractors by this new 
poster, available to wholesaler members of the American Institute. It is being 
shown here to newly elected officers of the Southern Wholesalers Assn. by 
George Underwood (2nd from left), A. I. secretary. S.W.A. officers are (from 
left) Lloyd Noland, Jr., 2nd vice president; N. A. McKenzie, president, and 
C. A. Baker, 1st vice president. (See article above for company affiliations.) 
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a new concept in styling and 
performance sets pace in 
gas-fired unit heating 





...to be sure! But there’s more to 


the new Modine 


Here at last is a gas unit heater so 
strikingly beautiful it can be installed 
with pride in the finest commercial, in- than mM eets the eye 
stitutional and industrial buildings. 
Truly distinctive lines and attractive 
soft green finish are accented by spar- 
kling medallion, grilles and panel of 
polished chrome. Yes, the new Modines 
are in a class by themselves thanks 
to the skill of famous designer Jean 
Otis Reinecke. 

And the new Modines are as great 
as they look . . . in performance, econ- 
omy and safe, trouble-free operation. 
Check these unmatched benefits: 

New performance — Improved stainless 
steel burners and choice of stainless or 
aluminized steel heat exchangers, with 
combustion air inlets located directly be- 


low, increase heating efficiency, minimize IMPROVED COMBUSTION 


corrosion. 











SELF-CLEANING PORTS 


Knife-sharp stainless steel ports 
have four times the free area of 
drilled ports. Keen edges resist 
lodging of dirt and scale, main- 
tain uniform flame. 











Hooded combustion air inlets di- 


Quieter operation — Lower speed motors, rectly below each tube assure 
new fan design and resilient motor mount- higher burning efficiency, mini- 
ing assure quieter operation at full-capac- mize flame disturbance 

ity heat delivery . . . provide ample heat 


throw to all areas without hot blasts. 





Lighter weight — Actual comparisons 
show the new Modines to be up to 50% 
lighter than other makes. They are easier 
to install, cost less to ship and handle. FASTER, MORE UNIFORM HEAT 
Continuous, uniform flame from 
front to rear of individually and 
directly-fired tubes boosts radi- 
ant heat absorption and uniform 
heat distribution. 


Wider range of sizes — The new Modines 
are available in eight sizes now, ranging 
from 25,000 to 310,000 Btu. There’s a size 
for every application of natural, manu- 
factured, mixed, LP and LP-air gases. 


For full particulars, see your nearest 
wholesaler or the Modine representa- 
tive listed in your phone book. Whole- 
saler franchises still open in some areas. 








SAFETY MEASURE 


BIG SIZES, SMALL PACKAGES 


This 25,000-Btu Modine gas 
unit heater weighs only 35 Ibs. 
New Modines are ideal for fac- 
tories, offices, laboratories, 
washrooms, garages, service 
stations, stores. 


Sturdy guard protects against 
hazards of exposed fan and 
provides resilient suspension for 
motor and fan assembly, further 
reducing vibration noises. 


CLIP THIS COUPON AND MAIL TODAY 





MODINE MFG. CO. . 
1500 DeKoven Ave., Racine, Wis. ; : 


Please send me immediately a free copy S j 
of new bulletin, “The Magnificent Modine Gy, j 





Gas-Fired Unit Heater.” ada j e 
DI a sie nsivs ain enienstib ni oyaias dlig NGoh sels hyo RIMM bes ass ceatins one nail 
DODO sus saaspsincaaseisecsnepinies comighhdabiieeniauseiee) ibeennc ap Mbala a ah ssaisie sposcanceae 
City Zone .........: op Re aN 
G. vu. 1906 
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he carton---> 


When you use Wolverine Roll-O-Tube", you 
simply unzip the gummed tape around the carton’s outer edge and there's your tube — 
ready for use. There is no need to destroy the carton to get at the tube. 


Convenient? You bet. That's why Wolverine designed this new carton this way. You 
don't have to untuck flaps or rip apart cardboard to get at the tube. 


You use the Roll-O-Tube carton as a reel. Reel out as much tubing as you require — 
cut it off —and the remainder stays in the carton—protected against damage and dirt. 
And that’s only ONE of Roll-O-Tube’s many advantages. 


Take content identification, for example. Roll-O-Tube is clearly marked with large, 
easy-to-read type and color coded. A quick glance tells you exactly the type and 
size of tube the carton contains. 


Roll-O-Tube is easy to handle, too. It is round and can be rolled like a hoop—from 
truck to job-site or wherever needed. Carrying is just as simple. Just slip your hand or 
arm through the convenient center hole and away you go. 


Next time you visit your wholesaler insist on 
Wolverine Roll-O-Tube. Wolverine copper 
water tube is rigidly quality controlled, 
consistent in temper, clean, bright and 
easy to bend. You'll enjoy using the handy 
carton and, of course, the finest in copper 
tubing — Wolverine. 


WOLVERINE PRODUCTS 
SOLD THRU WHOLESALERS: 


COPPER WATER TUBE IN COILS AND 20 FOOT LENGTHS 
COPPER REFRIGERATION TUBE 


STANDARD OR EXTRA HEAVY S.P.S. IN RED BRASS 


AND COPPER Wolverine Tube, 1403 Central Avenue, 


Detroit 9, Michigan. 
AUTOMOTIVE TUBE 


COPPER DRAINAGE TUBE 
BUY FROM YOUR WHOLESALER 


Divisions oF 
CALUMET @ HECLA. INC. 





CALUMET DIVISION 
WOLVERINE TUBE DIVISION 
CANADA VULCANIZER 
& EQUIPMENT CO. LTO 


Division of Calumet & Hecia, inc. 


|W WOLVERINE TUBE 
@ 


FOREST INDUSTRIES DIVISION 


GOOOMAN LUMBER CO Manufacturers of Quality Controlled Tubing and Extruded Aluminum Shapes 
IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA. SALES OFFICES IN PRINCIPAL CITIES 
EXPORT OFPARTMENT. 1! EAST 40TH STREET. NEW YORK 16. NEW YORK 
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market. 


merchandising skill. 





1—He must be a man with the right attitude, 
a man with the interest and desire to get 
the largest possible segment of his local 


2—He must be a man with ambition, and he 
must have the capacity and abilities to 
carry on a program to its conclusion. 


3—In addition to mechanical skill, he must 
have management ability and potential 


4—He must be proficient in many areas such 
as advertising, display, selling, financing, 
organization, credit, collections. 


What Makes a Good Retailer? 


By Lincoln Pierce, sales manager, American-Standard 


(As presented at the Southern Wholesalers Convention) 


local level. 


8—He must not only promote and sell the 
products, but he must follow through with 
installation and service that guarantees 
customer satisfaction. 


5—He must be able to reach the consumer 
faster and with more live ammunition 
than his competitors—both within and 
outside our own industry. 


6—He must be able to capitalize on the de- 
sire created by national advertising at the 


7—He must make it easy for the public to 
find him and buy from him. 




















(Continued from bottom of page 130) 
ing appraisal of business costs by 
wholesalers, and the introduction 
—when justified—of methods 
and machines that are designed 
to curtail costs by increasing ef- 
ficiency. Robertson, incidentally, 
is chairman of the Central Sup- 
ply Assn’s. materials handling 
and warehouse committee. 

A frontal attack on the same 
problem was offered to the con- 
vention by Joseph W. Pitts, pres- 
ident of the American Institute 
of Wholesale Plumbing and Heat- 
ing Supply Assns. Pitts, who is 
also president of the Brown-Rob- 
erts Hardware and Supply Co., 
Alexandria, La., underscored the 
conclusions reached by Robert- 
son’s survey when he said, “We 
must decrease the costs of dis- 
tribution to meet the depressed 
profit situation.” The solution 
Pitts offered is part of the Ameri- 
can Institute’s recently an- 
nounced “Management Improve- 
ment Program.” 
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Under the plan, a firm of man- 
agement consultants will make a 
study of the operations of 27 
member companies from the In- 
stitute’s six affiliated associations 
and independent members, Pitts 
said. The objective: To obtain a 
picture of current management 
practices within our industry. 
When the study is finished, the 
consulting firm will recommend 
methods for improving manage- 
ment practices and increasing 
profits that can be used by all 
wholesalers. 

The George D. Wilkinson Co. 
of New York City will make the 
study. Participating wholesalers 
will be selected on the basis of 
information supplied in question- 
naires which are being sent to 
every member. The identities of 
the companies surveyed will be 
known only to the consulting 
firm. 

Selection of participating firms, 
Pitts said, will be made so that 
all types and sizes of wholesaler 








operations are represented. It 
will also be made in accordance 
with the following formula: 
Three members each from the 
Northern California Suppliers 
Assn., the New York State 
Plumbing and Heating Whole- 
salers Assn. and the Wholesale 
Distributors Assn.; five members 
each from the Plumbing and 
Heating Wholesalers of New 
England, Inc., and the Southern 
Wholesalers Assn.; six members 
from the Middle Atlantic Whole- 
salers Assn. and two members 
from non-affiliated firms. 

Pitts revealed that the surveys 
will be made by several two-man 
teams. Each team will spend not 
less than two and one-half nor 
more than three days at each 
company, gathering data and ob- 
serving management practices. 
After each individual survey has 
been completed, the two-man 
team will submit a written report 
embodying their observations re- 
(Please turn to top of page 138) 
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i f hi 
r 
Gives you more of everything 
1 
MORE efficient and MORE wear resistance 
dependable operation MORE real quality 
MORE reserve power MORE exclusive and 
) 
MORE usable capacity ‘sellable’ features 
ane MR. PLUMBER —Now, at last, you looking for. The impeller is hydraulically 
can install a submersible pump which will balanced and its design completely elim- 
Le resist wear, maintain peak efficiency, and inates thrust on the motor. The Dolphin 
ance give dependable water service for years has an exclusive ‘‘Double-Quad"’ diffuser 
to come. It's the all-new Rapidayton Dol- in which water travels the shortest pos- 
ula: : : . é : ‘ ° 
h phin—the greatest submersible ever built. sible distance at high velocity. 
x e For depths to 500 feet in 4” wells, the The heavy-duty Rapidayton-engineered 
liers Dolphin submersible has no equal for dielectric fluid-filled motor has that 
tate efficiency, performance, and dependa- ‘power in reserve’’ which is so vitally 
10le- bility. The difference is in its “years necessary for long motor life and peak 
sale ahead" design and in the ingenious use efficiency. 
b of new and better high-quality materials. For greater customer satisfaction and 
ers ss ‘ ’ ‘a 
tin The impeller of the Rapidayton Dolphin greater profit, install the Rasidayton Dol- 
is tough nylon and the stage case is micro- phin. Write today for complete details 
New smooth, corrosion-proof stainless steel— and ask for our new catalog showin 
g 
ern insuring the high abrasion resistance the full line of Rapidayton water appli- 
bers which plumbers everywhere have been ances. 
ole- 
ers q 
eys Easy to Install a8 
nan j= —S sD) 
not 2 ————— oon nnn nnn nnn ee | 
nor 
ach The Rapidayton Dolphin submersible can be installed | The Tait Manufacturing Co. 
ob- ily, quickly, and inexpensively. It is shown here as o | Est. 1908 as Dayton Pump & Mfg. Co. 
"eS, lete water system in a typical installation. The pump Dept. 166, Dayton 1, Ohio 
has down in the well casing (may | be used in 4” wells down | Please rush details on Dolphin and complete catalog 
an 500 feet), where it cannot be seen or heard, Only a | showing full line of Rapidayton water appliances. 
y straight casing is necessary. The tonk may be | 
ort | the basement, well pit, or buried in the ground. oe: | Name a Pp 
re- frost-free pump house or pit. we | 
: 4 80. og | Company ct 
2s up to. 1,000. gallons per hour. Available | 
1s from 4 to 2 hip. $.ages range from 7 to : me" | Address z 
: | 
May 1956 | City ike. = __ Zone _ State 
| 
| 





Observe National Water Systems Month in May 
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“ LENNOX 
« and top-caliber 


says BILL GOETTL OF GOETTL BROS., INC. 
THE LENNOX DEALER IN PHOENIX, ARIZONA 

















Ing Remen (center), Manager of the Pacific 
Division of Lennox, visits Goetti partners, 
Cecil Wood (left) and Bill Goettl (right). 








Si oe enn ee 


“ 
The quality of Lennox equipment, of course, is G 
of primary consideration. But there’s another 


co 


reason for handling Lennox: it has tremendous 
public favor and acceptance. This has been accom- 
plished not only by the superior performance of 
Lennox products, but by a consistent national 
advertising program. As a result, Lennox has 
obtained an exceptionally fine group of dealers 


N ~ i 


This spacious and well-lighted office makes it ‘top’ dealers means a great deal to us.” 
easy to keep vital business facts at finger-tip. / 


MODERN METHODS HELP GOETTL BROS. GET BIG DOLLAR VOLUME 


throughout the country. And this association with 





a@4nkseoe@eedé@ 








INDIAN scHOook 
at 10° STRERT 
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has public acceptance... 
flealers everywhere” 
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Another Dealer 
Tells Why He 


ourse, is Goettl Bros. is one of the largest and most pro- 
another gressive heating and air conditioning dealers in : 
mendous the United States. Their new. building, with 30,000 SW Itc h ed to 
saccom- sq. ft., features a “showroom in the sky”... 
— of visible to passing traffic at all times. And Lennox 
national units are also displayed on the street level. An- 
nox has other unusual facility is the completely equipped 


"dealers auditorium. When not in use by the firm, it is 
ion with available to builders and other business groups A R C ) N D Tl ) \ N G 
without charge. A N p 4 F ATI N G 





LENNOX Industries Inc. LENNOX INDUSTRIES INC. | GB. 


(Address nearest branch. See locations at left.) 





Established 1895 
Please send me, without obligation, additional facts 





: / Marshalltown, lowa * Columbus, Ohio * Syracuse, 
N. Y. «© Salt Lake City, Utah + Los Angeles, Calif. about a Lennox dealership. 
§ Fort Worth, Texas * Decatur, Georgia * Des Moines, lowa 





LENNOX Industries (Canada) Ltd. CMI fdivssrensccicteseds>coressons 
Toronto, Montreal and Calgary 








Domestic ENGINEERING, May 1956 

















Featured Speakers at the Southern 





Joe W. Pitts 
President 
American Institute 


(Continued from bottom of page 134) 
garding the operations of the par- 
ticipating company. This particu- 
lar report will not be available to 
anyone else. 

Management practices to be in- 
vestigated will include, but not 
necessarily be limited to, the fol- 
lowing: inventory control, ware- 
housing practices, order and bill- 
ing procedures, organization and 
management development, su- 
pervision, wage and salary struc- 
ture, and accounting controls and 
budgeting. 


s At the conclusion of the indi- 
vidual surveys in each region, 
Pitts said, the results will be con- 
solidated into a regional report. 
All data in the regional summa- 
ries will be expressed in percent- 
ages and ratios, and recommen- 
dations for improvement of man- 
agement practices will be on a 
regional level. Copies of the re- 
gional summaries will be sent to 
all member companies of the par- 
ticular region concerned. 

At the conclusion of all 27 sur- 
veys of participating companies, 
the regional summaries will be 
consolidated into a national sum- 
mary for distribution to mem- 
bers. Surveys of selected com- 
panies will begin May 1 and are 
scheduled to be completed by 
Sept. 1. 

The total cost of each survey, 
Pitts reported, will be $910, with 
the Institute paying $455 and 
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John Robertson 
President 
Robertson Htg. Supply 


each participating company $455. 
The fee also includes a complete 
written report of the findings and 
recommendations for improving 
management practices of the par- 
ticipating company. 

In discussing credit problems, 
E. R. Heimburger cautioned that 
past-due receivables are increas- 
ing slightly, and that wholesalers 
should watch this phase of their 
business carefully because even 
a slight increase over present lev- 
els could wipe out the narrow 
profit margins of some whole- 
salers. Heimburger is secretary- 
treasurer of the Peninsular Sup- 
ply Co., Fort Lauderdale, Fla. 

The “need” for more top-flight 
retailers who will sell “creative- 
ly” rather than on a price basis, 
was discussed by Lincoln Pierce, 
general sales manager of Ameri- 
can Radiator and Standard Sani- 
tary Corp., New York City. 


w Pierce’s conclusion: “The one 
sure way to build an expanding, 
increasingly profitable market 
for plumbing and heating prod- 
ucts is to develop a network of 
retailers who will not be satisfied 
simply to ‘handle the demand’ 
for these products.” Todavy’s con- 
tractor-dealer, Pierce said, must 
aggressively “create the desire” 
and competently “close the sale.” 

“This industry will take a back 
seat to none in the ‘quality’ of its 
merchandising,” Pierce said. 
“But it must develop more of 





E. R. Heimburger 
Secretary-Treasurer 
Peninsular Supply Co. 


Wholesalers Meeting: 





Walter J. Baak 
Sales Manager 
Minneapolis-Honeywell 


these retailers if it is to compete 
successfully with the growing 
competition of other industries.” 

The responsibility for develop- 
ing better retailers, Pierce be- 
lieves, belongs to both the manu- 
facturer and the wholesaler. He 
described the efforts of his com- 
pany through the use of retailing 
representatives and the recent 
Retailing Institute for wholesaler 
personnel in Buffalo (see DE for 
March, p. 111). 


« Wholesalers who reject this re- 
sponsibility, Pierce said, will ex- 
perience continued diminishing 
profits, low return on capital in- 
vestment and, “in extreme cases, 
even bankruptcy.” 

He called upon wholesalers to 
recognize the volume and profit 
potentials of the modernization 
market, and to develop programs, 
individually and in harmony with 
manufacturers’ efforts, to help 
their customers capitalize on the 
market through more aggressive 
selling. 

“We must all realize that the 
contractor today is unwilling to 
pay a long profit to the wholesale 
distributor who merely wants to 
act as a broker, a banker or a 
warehouse,” Pierce asserted. 

In elaborating on the potentials 
in modernization, Pierce said: 
“The modernization market can 
be the salvation of our business 
and our profits—year in and year 

(Please turn to top of page 182) 
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KOHLER I 


ENAMELED IRON SINKS 
for building-in 


it Delafield, 32” x 21”, 42” x 21" 


Check these advantages: 


T] Non-flexing enameled cast iron assures rugged strength, 
controls clatter, provides a solid mounting for disposal 
units. Constructed in one piece, without joints. 


(] Acid-resisting clear through the sparkling, easy-to-clean 
enamel—available in pastel colors or white. 


[) Easy to fit into counter tops, with flat, true rims free from 
warpage. 


[] All-brass fittings, chromium-plated, match the sinks in 
style and serviceability. High-arched swing spout simpli- 
fies the filling of bottles and vases. 





First Quality Only [[) Duostrainers make the deep, roomy basins water-retaining; 
A densitometer is utilized to read the spectrum removable cups collect waste. 
of scarple of marcel gp —— ae 
Oo onhter enamele piumbing xtures. e . .d © 
purity and uniformity of raw materials are Give your customers the benefit of Kohler quality, main- 
checked and controlled by frequent and accu- tained by superior materials and workmanship. 


rate chemical, physical and batch tests. 


Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES + HEATING EQUIPMENT «+ ELECTRIC PLANTS + AIR-COOLED ENGINES + PRECISION CONTROLS 


Raina i RON IK tn 
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DEPENDABILITY IS A BIG PART 


DEPENDABILITY OF SERVICE AS WELL AS PRODUCT makes Republic Steel 
Pipe a favorite in the plumbing, heating and air-conditioning indus- 

Gries. Whatever the size of order, your Republic Pipe Distributor will 
deliver what you want—when you want it. Republic Steel Pipe, made 
by the Continuous Butt Weld Process, is available black or galvanized, 
Send coupon for literature. 


DEPENDABLE PERFORMANCE RESULTS FROM THE QUALITY CONSTRUCTION 
of this rugged pipe rack. Seven arms on each side are easily adjust- 
able. Units 35” and 70” long can be joined to produce racks of any > 
desired length. This is just one of many quality products produced 
by Republic's Berger Division, Others: shelving, lockers, files and 
office equipment, 


REPUBLIC 


GS) Weldi Widest: Range of Standard, Steels 
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“water is safe...and sos your 
reputation ...with this certified 


REPUBLIC PLASTIC PIPE 


Here’s plastic pipe that’s certified to be absolutely |= mune to electrolytic action. It’s lightweight— installs 
safe for use in your water-well systems. It’s Republic quickly. Joining is easy—either to plastic or to steel. 
FE® (Flexible Polyethylene) . . . the plastic pipe 
that’s unconditionally approved for handling drinking 
water by the National Sanitation Foundation, Ann 
Arbor, Michigan. 





Use Republic Plastic Pipe on water-well jobs with 
jet or ordinary low-pressure pumps. Ideal for farm 
applications, temporary industrial lines, residential 
and park sprinkling systems, and all other cold- 

Republic Plastic Pipe has these three advantages water applications. 

—it gives your Customers extra years of trouble-free 
water service; it’s made of the finest materials to 
protect your reputation; and it reduces installation 
costs. 


You can get nationally advertised Republic FE 
Plastic Pipe in nine sizes from ¥-inch to 6-inch 
diameters. It’s available in coils, sizes % inch to 3 
inches; in 25-foot straight lengths—sizes 4 inches 

Highly resistant to ground acids, alkalies, and and 6 inches. Mail coupon for Booklet ADV.-S0673, 
many chemicals, Republic Plastic Pipe is also im- which gives you all the facts. 


ART OF EVERY REPUBLIC PRODUCT 























s Republic Steel ACID TEST PROVES DEPENDABILITY 
jitioning indus- OF WELD IN REPUBLIC ELECTRUNITE 
Distributor will STAINLESS STEEL TUBING- Boiling 
el Pipe, made a length of ELECTRUNITE in 20% 
or galvanized, hydrochloric acid solution demon- 
strates that the weld is not sub- 
ject to preferential corrosion. 
Republic Stainless Tubing is 
ONSTRUCTION used extensively in chemical 
easily ae plants, paper mills, citrus- and 
 Facks of any food-processing plants. Contact 
xts produced Republic's Steel and Tubes Divi- 
ers, files and sion for further information. Mail 
coupon for literature. 
poco ccnrnn rr 1 
| REPUBLIC STEEL CORPORATION | 
| Dept. C-1943 | 
| 3158 East 45th Street | 
| Cleveland 27, Ohio | 
Please send me more information on: | 
| D Plastic Pipe 0 Pipe Racks | 
| D Steel Pipe (0 ELECTRUNITE?® Stainless | 
| Steel Tubing 
Sac , ‘b StacZ Producld Name Title 
| Company | 
| | 
| Address | 
ja Poe See | 
1il 
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Shopping with D.E. 





(Continued from page 78) 


Crane Introduces Four Vitreous Hospital Fixtures 


A line of hospital fixtures with 
combined drain shelf and wash sink 
has been announced by Crane. The 
fixtures are vitreous glazed earth- 
enware construction that expands 
and contracts under extreme tem- 
perature changes without cracking 
or crazing. Four different models 
are available: a surgeon’s lavatory 
and instrument tray equipped with 
a knee-action mixing valve; a lab- 
oratory sink with indexed wrist- 
action blade handles; an all pur- 


Ejector 
An ejector for pumping, mixing 
or aerating liquids has been an- 





nounced by Bruner. Four standard 
models are available with operating 
flows from 0.8 gpm to 2.4 gpm. Oth- 
er models are available for special 
applications. The ejectors have 
forged brass body and removable 
brass nozzle. 

Manufacturer: The Bruner Corp., 
4763 N. 32nd St., Milwaukee 9. 


Heating-Cooling Thermostat 
General Controls has developed 

a line voltage thermostat for con- 

trolling unit heaters, circulators, air 





conditioners, and cooling and ven- 
tilating fans. The units are avail- 
able with or without cooling or 
heating anticipation. The contacts 
are sealed against moisture, dust 
and corrosive substances. Other 
features include a roll-type tem- 
perature selection dial, stainless 
steel case and a key to lock the 
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pose sink with floor or wall mount- 
ed double pedal mixing valve and 
showerhead mounted on the back, 
and a surgeon’s wash-up and in- 
strument tray with wrist-action 
blade handles. All models are fur- 
nished with gooseneck spouts. The 
fixtures are designed for installa- 
tion in examination or treatment 
rooms, central service or for gen- 
eral laboratory service. 
Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


cover and dial of the thermostat. 
Manufacturer: General Controls 
Co., 801 Allen Ave., Glendale, Cal. 


Room Air Conditioners 

A line of window-type room air 
conditioners has been announced 
by Frigidaire. One series includes 
two 34-hp models, two 1-hp models 
(one with reverse cycle operation), 
and 1142-hp models. All models in 
this series have automatic thermo- 
stat temperature control and ex- 





haust systems. A second series has 
eight models of 12, 34,,and 1-hp 
capacities. The 14-hp models are 


designed for casement window in- 
stallation. Thermostats are optional 
on this series. The firm has also 
announced a line of forced air fur- 
naces with 18 gas and 7 oil-fired 
models in a range of capacities. 

Manufacturer: Frigidaire Div., 
General Motors Corp., 300 Taylor 
St., Dayton 1, O. 


Gas Furnace Series 

Three models of a flush-to-wall 
gas-fired hi-boy furnace have been 
announced by Perfection Indus- 
tries. The three models, standard, 
deluxe and custom deluxe, are de- 
signed for an input of 125,000 Btu /- 





hr and a floor space requirement 
of 7 sq ft. The standard model fea- 
tures an on/off fire with a belt- 
driven motor. The deluxe model 
features an air modulating control 
for even distribution of heat, and 
the custom deluxe model has a 3- 
stage fire and the modulating air 
control. All models include a ther- 
mostat, a combination blower and 
limit control with summer circula- 
tion switch and a draft diverter. 

Manufacturer: Perfection Indus- 
tries, Div. of Hupp Corp., 7609 Platt 
Ave., Cleveland 4. 

(Please turn to top of page 148) 


Compact Tool Cuts or Constricts Tubing 





Imperial Brass has introduced a 
tool for cutting tubing or constrict- 
ing a larger tube around a smaller 
one preparatory to making a solder 
connection. The tool has cutting 


or constricting capacities from ¥ to 
114 in. A standard cutting wheel is 
provided for cutting tubing. A sec- 
ond wheel, with a rounded contour 
for constricting tubing, also is pro- 
vided. When constricting tubing 
(see cut) the small tube is inserted 
34-in. into the larger tube. The 
constricting wheel then is used to 
roll a groove in the larger tube 
about 14-in. from the end. The roll- 
ing is continued until the constric- 
tion contacts the smaller tube. The 
joint is then ready for soldering. 

Manufacturer: The Imperial 
Brass Mfg. Co., 1200 W. Harrison 
St., Chicago 7. 
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Smart plumbers are cleaning up 
with G-E Water Heaters 





And why not? They have this solid fact behind them: They’re selling what most women 
want most, for survey after survey has shown that over 50 out of every 100 women asked 
said they believed General Electric makes the best electrical home appliances. 


























TOP Connecting. Table-Top Models. General Electric New G-E Modeil—New Prices. Ask 


Water Heaters install easily. And, these electric water heaters your distributor about the new Quick Re- 
do away with worrisome fumes, expensive flues. Safe and sure— covery Model. It’s quick, compact, economi- 
every G-E Heater carries a 10-year written protection plan. cal and offers a plentiful hot water supply. 


Ask, too, about the new G-E prices that make it more attractive than ever to handle these G-E Heaters. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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Profit by using one dependable source — 


BRIDGEPORT 


... for Copper Water Tube, 
Copper Drainage Tube and 
— Tubular Plumbing Goods 



































Here are some of the many ways BRIDGEPORT Tubular Plumbing Goods ...Every item is high- 


you benefit by selling Bridgeport est quality full gauge brass tubing made in our own 
Plumbing and Heating Products. modern mills, heavy chrome finish over nickel plate, 
‘ . ‘ : ifetime durability. Bri ‘ bi i 
© You simplify ordering, stocking life ime durability ridgeport’s Tubular Plumbing line 
is complete, meets code requirements. 


and delivery — speed up handling. 
Either Way® Connection Traps; Strainers; Stoppers and Wastes; 


e Bridgeport Brass quality products Basin, Bath and Tank Supplies; Traxrod® Shower Curtain Rod 
meet your customers’ needs and as- BRIDGEPORT Copper Water Tube . . . Single-coil copper 
sure their satisfaction. water tube cartons. Available in coils up to 100 ft. for 
e You deal with a factory salesman long runs—also hard-temper and semi-rigid tube in 20 
— interested solely in seeing that you ft. lengths for specific requirements. 
and your customers are well served. BRIDGEPORT Copper Drainage Tube... Lifetime trouble-free 
if Fast delivery and service when you service. Light in weight, convenient to handle, easy to 
need it. There’s a factory sales office install, quickly soldered in any position. Requires less 
near you. labor for remodeling jobs as well as for new installations. 


Bridgeport Plumbing & Heating Products 


Bridgeport Brass Company, Bridgeport 2, Connecticut, Offices in Principal Cities 
In Canada: Noranda Copper and Brass Limited, Montreal 





MIDWEST WHOLESALERS! :; 
A complete stock of Bridge- } 
port Plumbers Brass Goods, ' 
and Tubular and Cast Brass ! 





Products is now stocked at 
our St. Louis, Mo., ware- 


eee mmm meme ew ewes ene eee eens 
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STROKES 
PER 
MINUTE 





PEED With its normal speed and time, the 
RCA WHIRLPOOL automatic washes grimy blue jeans and 
all regular materials thoroughly yet gently. Washing time 
is selective from 1 to 14 minutes... sufficient for even 
the most soiled clothes. This separate normal cycle is 
fully automatic. 


Sell 





























STROKES 
PER 
MINUTE 





Completely separate and fully-au- 
tomatic this cycle slows washing and spin-dry action by 
% of normal for washing synthetics and delicate fabrics. 
Washing time is selective from 1 to 4 minutes. Daintiest 
garments and finest woolens may now be washed and 
rinsed with safe hand gentleness. 


woman wants... 





No more hand laundering! In an RCA WHIRL- 
poo. Washer a woman can dial the washing 
speed and time to fit any fabric — from dun- 
garees to synthetics. The perfectly balanced 
washing action thoroughly loosens and removes 
soil, dust and grimy dirt automatically with a 
gentle action just right for the washing re- 
quirements of the fabric. 


Then sell her 


RCA WHIRLPOOL Dryers give faster drying than 
ever before! For example, Super-Speed dries 
a big 20-Ib. wet load of clothes in only 27 
minutes. And, regardless of fabrics, anything 
washable can be safely dried — even modern 
synthetics. Full range heat control with 5 tem- 
perature settings . . . each with fabric guide 

maintains the safe, correct heat always. 


=. of trademorks Rg ond RCA authorized by trademark owner Radio Corporation of America 


(fe) Uihanlpest « WASHERS and DRYERS 


are products of 
WHIRLPOOL-SEEGER CORPORATION, St. Joseph, Michigan 
WASHERS, DRYERS, IRONERS, FREEZERS, RANGES, AIR CONDITIONERS, DEHUMIDIFIERS 
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\EW-Dodge offers you 
a complete line of 
tandem-axle models 


’ ® 
*, g0° 


New Dodge bogie unit guarantees you 





maximum payload capacities! 


Now you can get Dodge dependability and low operating 
costs in a complete line of rugged, all-new six-wheelers. 
Capacity ratings range from 25,000 to 46,000 G. V. W., 
rear-axle capacities from 22,000 to 38,000 Ibs. 
High-power V-8 engines—from 201 to 220 hp.—give you 
more than enough power to haul the heaviest loads easily, 
speedily, safely. 

"Walking-beam” bogie keeps all eight rear tires in contact 
with ground at all times, minimizes bounce, increases tire 
mileage. 

See these new V-8 Dodge tandems. Check them out against 
any other make and discover why they top the industry. 











GET YOUR 
DODGE DEALER’S 
DEAL BEFORE 
YOU DECIDE 








DODGE iiitixud TRUCKS 


WITH THE FORWARD Look >> 
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StaNOged!i7—0 
~~ A Rt. 
FITTINGS 





90° Angle Boot 


Cut the high cost of shop work and 


put your time where the profit is! 
...Use MiILCOR standardized Fittings 


Planning, estimating, selling — that’s where the 
profit is! Put your emphasis on these activities instead of 








on shop work, and you'll find it pays off. 

Milcor Standardized Fittings make it possible. 
Low cost, uniform, precision-made, they fit together easily 
and go up quickly on the job. As for performance, you 
>u can stake your reputation on them with confidence. 


For prices and information, call your jobber or 
write our nearest branch. 


MitcoR 


Lock-Joint Furnace Pipe the complete /ine 
2-ft. and 5-ft. lengths. 








of galvanized 


furnace pipe and 


fittings 











90° Top Takeoff 45° Side Takeoff 
eeeeeeeeecoeeseseeseeeseeeseseeeeeeeeees 





INLAND STEEL PRODUCTS COMPANY 
Dept, E. 4047 WEST BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 


BALTIMORE @ BUFFALO e CHICAGO e CINCINNATI @ CLEVELAND @ DALLAS e DETROIT 
KANSAS CITY @ LOS ANGELES e MILWAUKEE @ MINNEAPOLIS @© NEW YORK ® ST. LOUIS 


Ad 
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(Continued from page 142) 

Ventilator Cabinets 

A series of ventilating cabinets 
and matching vent hoods has been 
announced by Republic Steel. The 
cabinets are 36 in. wide, 18 in. high 
and 13 in. deep. They have full- 
swing double doors and are cut 
to accommodate exhaust fans. A 
matching vent hood, designed to 
direct fumes and cooking odors 
from range to exhaust fan, fastens 


to the underside of the ventilator 
cabinet. Both units are available in 
turquoise, pink, yellow or white. 
Manufacturer: Republic Steel 
Corp., Berger Div., Canton, O. 


Warm Air Furnaces 

A line of gas and oil-fired warm 
air furnaces including low-boy, 
high-boy, suspended and counter- 
flow models has been announced by 
Eureka Williams. One model (il- 
lustrated) features bonnet ratings 
from 70,000 to 130,000 Btu/hr. Oth- 
er features of the model include a 
leveling device and a completely 
sealed outer case to prevent dust, 
dirt and odors from entering the 
system. Other models are available 
with ratings from 67,000 to 180,000 


Btu. All models are factory assem- 


bled and wired, complete with heat 
exchangers and blowers. 

Manufacturer: Williams Div., 
Eureka Williams Corp., 1201 E. Bell 
St., Bloomington, Ill. 


Nylon Tubing 


A specially processed nylon pres- 
sure tubing for water system appli- 
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cations has been announced by 
Polymer Corp. The 2-in. OD tub- 
ing has a burst rating of 1000 psi. 


It can be used both as a pressure 
switch tube and an air control tube 
and is supplied in 200-ft coils. 

Manufacturer: The Polymer Cor- 
poration of Pennsylvania, 125 N. 
Fourth St., Reading, Pa. 


Drain Connection 
A washing machine drain con- 
nection with adjustable brass elbow 


tc permit close installation has been 
announced by Keeney Mfg. The 
drain is available in 2014, 2614, 36 


and 42-in. lengths in a choice of 
satin nickel or rough brass finish. 
The drain is offered with either 
sweat or IPS elbows. 

Manufacturer: The Keeney Mfg. 
Co., Newington, Conn. 


Steam Generator 

A compact steam generator for 
installation in limited spaces has 
been introduced by Cyclotherm. 
The unit produces 50,000 lbs of 
steam per hr and occupies an over- 
all floor area of 8 ft by 7 ft. The 
150 hp boiler is 7 ft high and is 


designed to modulate over a wide 
range with high efficiency. The unit 
features an oil pump assembly fac- 
tory-installed under the unit to 
save space, water treatment tanks 
mounted on the side of the boiler 
shell and by-pass piping to permit 
manual control of the water circu- 
lation. 

Manufacturer: Cyclotherm Div., 
National-U. S. Radiator Corp., 157 
E. First St., Oswego, N. Y. 

(Please turn to top of page 154) 


Seven Room Air Conditioner Models Announced 


Kelvinator has announced a re- 
designed series of fiush-mounted 
room air conditioners that project 
134-in. into the room. A %-hp 
model (illustrated) is designed to 
cool 50 sq ft, and features a single 
dial on the front which controls all 
operations including the adjustable 
thermostat, fan and on/off posi- 
tions. Air flow may be directed by 
the adjustable louvers. A 2-hp 
model is suitable for offices, small 
shops and stores. It features con- 
cealed push-button controls with 
automatic adjustable thermostat. 
Three other models feature leather- 
textured drop-fronts that close to 
conceal air directors when units are 
not in use. The 34-hp vertical case- 
ment window model can be mount- 
ed in a “half-out” or in a fully in- 


side position so the window can be 
closed. It cools up to 450 sq ft and 
features concealed push-button 
controls. An open-front 114-hp 
model is designed for continuous 
operation installations that need 
1000 sq ft cooling capacities. 
Manufacturer: Kelvinator Div., 
American Motors Corp., 14250 
Plymouth Rd., Detroit 32. 
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First, most, and always... 


Two things which the above companies have in 
common are: 1) They are leaders in the plumb- 
ing, heating, and air-conditioning business. 2) 
They have all placed advertisements in The 
Saturday Evening Post during March and April 
of this year. Why is it that the Post carries more 
pages of plumbing, heating and air-conditioning 
advertising than any other general weekly? 


(Its lead over its second-place competitor is a 
decisive 50%!) There are the millions of high- 
income, home-owning Post families. And there 
is the way they respond to the Post. Whether 
you measure this by the amount of time they 
spend with it or by the way they feel about the 
products they meet on its pages, the Post is 
without equal as a selling force! 


Join your industry program in support of Operation Home Improvement! 


Saturday Evening 


-gets to the heart 
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... and WIN *300°° in 


NAME THIS NEW SLANT-FIN BASEBOARD ... 


U. S. Savings Bonds 





Ei or 30 other Prizes! 





ners TO HELP yoy WIN ..- 


>» ONLY 8” HIGH, 2%” WIDE 
>» AVAILABLE IN LENGTHS FROM 2’ TO 8’ 
> COMPLETELY PACKAGED 


BACK AND TOP PANEL 
Sturdy one-piece construc- bs — 7 
tion for flush or recessed * 
installation. 


SUPPORT BRACKET—Snaps 


in... no nails, no screws 


COPPER- ALUMINUM 

HEATING ELEMENT — °%4” 

tube expanded on one end 
. no coupling required. 


Ist Prize... $300.00 in U.S. Savings Bonds. 
2nd Prize .. . $200.00 in U. S. Savings Bonds. 
3rd Prize .. . $100.00 in U.S. Savings Bonds. 
4th Prize Group . . . Twenty-five $25.00 U. S. Savings Bonds. 


5th Prize Group (Wholesalers only) . . . $150.00, $100.00 
and $50.00, in U.S. Savings Bonds. * 


Enter now! Here’s all you do. 


@ Write your name for Slant-Fin’s new residential baseboard 
radiator. Use company letterhead. 


@ Give your reason or reasons for proposing this name — few 
or as many words as you like. 


@ Sign your name and also type or print your name; list or 
describe your position in company. 

@ If you are a contractor or work for contractor, give the 
name and address of one wholesaler from whom baseboard 
radiators are purchased. Your wholesaler will be glad to help 
you with this contest. Then, should you win Ist, 2nd or 3rd 
prize, this wholesaler will receive $150.00, $100.00 and $50.00, 
respectively, in U. S. Savings Bonds.* 


FREE GIFT TO EVERY ENTRANT 


To say thanks for sending in your entry, Slant-Fin will give you 
a handy gift that you can use daily in your work. 


Slant-Fin is the name for a complete line of finned heating 
elements and modern enclosures for residential and commercial 
heating. Write for literature describing the complete line. 












TRACK EXPANSION CLIP 
— Slides noiselessly in sup- 
port bracket groove. 





ADJUSTABLE VANE 
DAMPER 
SNAP-ON FRONT PANEL 






REVOLUTIONARY SLANT- 
— Interlocking fins...so strong you 
stand on them... greater radiating sur- 
face per fin means more B.t.u.’s per foot 


in same area... no sharp edges. 
*Patent Pending 


EASY CONTEST RULES 
Send in your suggested name, statement and other informa- 
tion not later than June 15, 1956. 


2. Any officer or employee of any company in the United States 
who is regularly engaged in selling or installing heating and 
plumbing equipment, is eligible to submit an entry. Selling or 
installing of Slant-Fin products is not required. Entries are 
limited to one name per person. Not eligible are officers and 
employees of the Slant-Fin Radiator Corporation, its factory 
sales agents, its advertising agency, and their families. 


Winners will be selected .on the basis of originality and 
appropriateness. In case of duplicate names, judges will con- 
sider (1) date received and (2) reason or reasons stated for 
proposing name. Decisions of the judges will be final. 

4, Winners will be notified by mail. A list of winners will be 
available approximately six weeks after the close of the contest. 
5. All entries become the property of the Slant-Fin Radiator 


Corporation and will not be returned. 
/ 


par / 
ENTRIES To a 


“NAME THE BASEBOARD” CONTEST 


SLANT-FIN 


ADDRESS 





RADIATOR 
CORPORATION 


87-49D 130th St. 


Richmond Hilf 18, N.Y. 
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General Manager Bechtold of Kern Ice and 
Storage Company, inc., points out one of two 
of SPANG Pipe serving a 40’ x 60’ cold 
room, Total plant storage orea is 972 














ee 






















Again... SPANG Pipe lives up to its reputation 


10 YEARS COLD... AND STILL GOING STRONG! 


Kern Ice and Cold Storage Company, Inc., which opened for 





“After carrying corrosive anhydrous business in 1945, stores potatoes, grapes and frozen foods for 
ammonia for more than 10 years and farmers and distributors at temperatures ranging from 40°F above 


weathering frequent exposure to SO2 
gas used to protect grapes from insect 


and fungus life, our Spanc CW Piping 


to 40°F below zero. Installed at the time of construction were 
5,016 ft of 2” Spanc CW Steel Pipe to carry the refrigerant. 


is ready for another 10 years of Cold storage service is a tough assignment for pipe. Corrosive ' 
service!” says Mr. R. E. Bechtold, anhydrous ammonia attacks the interior, while the exterior is 

i . e al ry . . . 
general manager of Kern Ice and Cold exposed to SQ, gas. This latter chemical forms a sulphurous acid 


Storage Company, Inc., Bakersfield, 
California. 
“The fact that we have been able 


when combined with frost on the pipes. 
But Spanc CW Pipe stands up to this at Kern. After 10 years 


to completely forget about our piping of service, the SPANG Pipe is in excellent shape and has never 
system is an indication of how much leaked, despite these rugged conditions. Management at Kern 
we can rely on it, Spanc Pipe has done counts on years more of top-quality service from SPANG. 1 


ics a henteae That’s the story of Spanc service at Bakersfield. It can do the 


same for you in any piping installation. Try Spanc CW Steel 
ed Pipe on your next job. Call your local Spane Distributor. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Two Gatewoy Center, Pittsburgh, 
Pa, District Sales Offices: Atlanta, Boston, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, St. Louis 
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REGULATORS 





For steam, air, water, 
oil, Rugged industrial 


For household water 





For water, air, oil; air conditioning, refrigeration, etc. 
” ” Mn 


LVES FOR WATER HEATERS 


TYPE FH SERIES TYPE RH SERIES 





TYPE NS SERIES TYPE MRC SERIES 
Pop T 


eo eG @ G6 -CHD 4 CSE ECEKC EHH OGG 4C OA CE HOC 6 OO & 6 GO 


HOT WATER SPACE HEATING VALVES 
AND CONTROLS 












TYPE CQ SERIES 
Ten Models, including inbuilt check, sweat copper 
connections, A.S.M.E. Listed Relie}. 





TYPES A-39 AND E-BF 


Pressure Reducing Boiler 


TYPES F-51 AND F-52 
A.S.M.E. Listed Re- 
lief Valves. %” to 2”. 
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Cash Acme gives you 
the Correct Answer 
in one ASME Listed Relief Valve 





TYPE F-52 
¥, ”"y ¥y, ” 





TYPE F-51 
%, “y 1" 





MEANS ONE VALVE FOR PRACTICALLY ALL 
BOILER AND TANK REQUIREMENTS 


© Full Range of Sizes 34" to 2” 


© Rated Capacities to 3,850,000 BTU/HR 
at 30 psi; 14,400,000 at 150 psi 


© Rustproof Bronze Bodies 


® Silicone Stick-Resisting Seats 





® Optional Male or Female Inlet 


Quality where it counts most, in dependable safety 
relief for hot water boilers, heaters and storage tanks. 
Safeguard your installations, your customers’ goodwill 
and your own reputation with CASH-ACME quality- 
controlled A.S.M.E. Listed Relief Valves. Also, you'll 
be surprised to learn how economically priced these 
superior units are. A fact-jammed bulletin is available 
free of charge. 


FOR THE 


Correct Answer 


e»esee your jobber 
insist on... cash=@¢ 


| AUTOMATIC VALVES 


ACME 








A.W. CASH VALVE MFG. CORP., 6661 E. WABASH AVE. + DECATUR, ILLINOIS 
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(Continued from page 148) 
Counterfiow Furnace 
A line of counterflow gas-fired 
furnaces for perimeter or floor pan- 
el heating systems has been an- 





nounced by Kresky Mfg. The cen- 
tral heating, forced-air furnaces 
feature an oversize blower for air 
conditioning applications. Input ca- 
pacities range from 75,000 to 150,000 
Btu. Other features include filters 
that can be replaced without re- 
moving the flue pipe or draft di- 
verter and die-formed electrically 
welded heating elements. 
Manufacturer: Kresky Mfg. Co.. 
2nd and H Sts., Petaluma, Calif. 


Slip Roll Formers 

A device for forming obround 
and rectangular shapes such as 
tanks, containers and pipe has been 





developed by Niagara Machine for 
its line of slip roll forming ma- 
chines. The modification is offered 
for both power and hand operated 
machines. With this optional equip- 
ment, the rear roll is positioned 
pneumatically between two limits 
to alternately form curves or flats. 
On devices smaller than 6-in. in 
diameter, the rear roll action is 
mechanical. A simple layout on the 
sheet to indicate where curves be- 
gin and end acts as a guide. Flat 
surfaces are feathered into curves 
by the machine’s operator causing a 
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continuous rotation of the rollers 
during radius changes. 

Manufacturer: Niagara Machine 
& Tool Works, Buffalo 11, N. Y. 


Built-in Ovens 

Hotpoint has developed a built- 
in double oven with separate time 
and temperature controls to allow 
the homemaker to bake and broil 
foods at the same time. The bi- 
level unit offers a total of 4200 cu in. 
of oven space. Other features in- 
clude a removable rotisserie, carv- 
ing rack, turnover grill, an adjust- 
able broiler rack and eye-level con- 
trol panel. The ovens are available 
in chrome or porcelain copper tone 
finish and five additional colors. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. 


Recessed Bathtub 

A 14-in. high enameled recessed 
bathtub has been announced by 
Humphryes Mfg. The cast iron tub 
features a 44-in. wide by 30-in. 








long seat at the top of the front 
panel. Overall length of the unit is 
60 in. The tub is available with 
right or left hand outlets and in five 
pastel colors or white. 
Manufacturer: The Humphryes 
Mfg. Co., Fifth and Newman Sts., 
Mansfield, O. ' 


Water Chiliers 

A line of packaged water chillers 
designed for industrial, commercial 
or residential air conditioning in- 
stallations has been announced by 
Drayer-Hanson. A design feature 
of the line allows other chillers to 
be set on either side or behind the 











existing installation to increase ton- 
nage as needed. The units are 
available in 2 and 3-ton capacities 
with either water-cooled (illus- 
trated) or air-cooled condensers. 
Both models feature thermal ex- 
pansion valves, refrigerant dryer 
and strainer, liquid line sight glass, 
complete electrical wiring and cop- 
per chilled-water coil. Water cooled 
units will take city or cooling tower 
water, and air cooled units have a 
12-in. resilient mounted blower 
which features a vertical air dis- 
charge. Both units will operate in 
ambient temperatures up to 120F. 
Ample servicing room is provided 
in the steel cabinets which house 
the units. 

Manufacturer: Drayer- Hanson, 
Inc., 3301 Medford St., Los Angeles 
63, Calif. 

(Please turn to top of page 161) 


Modine Re-styles Gas-fired Unit Heaters 





Modine has announced a line of 
gas-fired unit heaters with new en- 
closure styling, improved burner 


and heat exchanger design and a 
wider range of sizes. The stainless 
steel burners are designed to pro- 
vide rust and corrosion resistance 
and to be self-cleaning at the knife- 
sharp burner ports. The heat ex- 
changers are available in stainless 
or aluminized steel and feature in- 
dividually and directly fired ex- 
changer tubes. Combustion air in- 
lets are directly beneath each tube. 
Low speed motors, redesigned fans 
and resilient motor mountings pro- 
vide quiet operation. A dual safety 
control protects against heat ex- 
changer burnouts. 

Manufacturer: Modine Mfg. Co., 
1534 Dekoven Ave., Racine, Wis. 
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AEENEY 
Herible tank supply 


with built-in lead washer 










Be sure to look 
for the RED TOP! 


Keeney chrome plated copper flexible supplies 
for lavatory or tank are pre-cut in popular 


lengths and packaged to save time on the job. 


Flared riser tubes available 


















A complete 
selection of 


Q oO 
S =) 
* compression fittings an 
* sweat fittings TEs) 


* flare fittings 












vou 


(Kk) THE KEENEY MANUFACTURING CO. 
Newington, Connecticut 
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The response is terrific! Plumbers everywhere are 
turning in their Rheem water heater stamps for ex- 
citing gifts. Everybody wins in this great Rheem pro- 
motion—so get on the bandwagon and get your share! 
Here’s how easy it is— 

You save the Rheem Prize Point Stamps you get with 
every better grade Rheem Water Heater. Then check 
your catalog to see how many stamps you need for the 
gifts you want. There are all kinds! So pick up your 
catalog, and get started right away. It’s that simple. 


OFFER ENDS MAY 31—SO HURRY—SEE 
YOUR RHEEM WHOLESALER TODAY! 
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RHEEM MANUFACTURING COMPANY 


Join the many RHEEM 


. \ 
dealers who are saving stamps 


and receiving wonderful 
FREE GIFTS! 





yt 





YOU CAN RELY ON RHEEM FOR BETTER PRODUCTS... BIGGER PROFITS 


Seattle « Houston + Chicago + South Gate, California 


Sparrows Point, Maryland + Richmond, California 
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Joints are shown after exposure to high humidity and hot-pipe drying action under identical test conditions. 


Shrinkage test proves joints STRY CiGhT 





ONLY FIBROCEL OFFERS 
ALL THESE ADVANTAGES 


No shrinkage—eliminates gaping joints. 
Resists compression—retains full-wall thick- 
ness. Uniform dimensions—precision formed 
for exact fit. Economical application—light- 
weight, easy to cut with a knife. Thermally 
effective. Permanent— flame, rot, odor and 
vermin proof. Developed by Johns-Manville 
Insulation Research. 





Johns-Manville 


MATERIALS * ENGINEERING - 


A new molded silica insulation 
developed for plumbing, heating, 
chilled water and dual service 
applications in the 35F to 300F 
temperature range 


Fibrocel completely eliminates 
objectionable shrinkage caused by 
atmospheric changes! 


Tests prove it won’t shrink even 
after moisture exposure and pro- 
longed service under continuous 
steam flow. This means Fibrocel 
joints stay tight, with no unsightly 
gaps ... messy patching... or 
costly heat loss—ever! 


Fibrocel speeds installation, too! 
It is light in weight and a pleasure 


tne 
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with J-M FIBROCEL Insulation 


to apply. It cuts cleanly, easily with 
a knife. And its firmness and remark- 
able dimensional uniformity assure 
tight, smooth joints ... and an over- 
all finished appearance that’s as neat, 
round, and true as the pipe itself. 


For complete information on Fibro- 
cel—get your free copy of the new 8- 
page folder, IN-155A. It includes 
physical properties, insulating char- 
acteristics, sizes and 
thicknesses available. 
Why not send for it 
today. Address 
Johns-Manville, 
Box 60, New York 
16, New York. (In 
Canada, Port 
Credit, Ontario.) 









“@U INSULATION 


APPLICATION 























for G-E Home Heating and Cooling Dealers 





THE G-E “VEEP” IN ACTION 


How new G-E "Magic Sales-Maker"--a consumer visual sales 
presentation, popularly called "The Veep"--helps increase sales 








7) 








Here’s what the “Veep” did for 
Jack Grodzins of Allstate Heat- 
ing & Sheet Metal Co., Inc., near 
Chicago. 

While driving through a suburb 
Jack noticed a new home under 
construction. He went in to see 
if the heating system had been 
contracted. He noticed that four 
register openings had been 
roughed in — it looked as if he 
was too late. But on his way out 
aman stopped him. He was the owner of the property. 
“I explained why I had stopped,’ Jack writes. “I 
asked him if he would be interested in air condition- 
ing. He was. I suggested that, before I gave him a 
price on cooling, he should see his own contractor.” 


Turned out that the owner wasn’t too pleased with his 





JACK GRODZINS, 
Allstate Heating and 
Sheet Metal Co., Inc., 

General Electric Dealer 
Chicago, Ill. 


Progress ls Our Most Important Product 


. : 
REG TRADEMARK GENERAL ELECTRIC COMPANY G FE ke E p A L 36) it LE C F | C 


Home Heating and Cooling Dept., Bloomfield, N. J. 




















How the'VEEP' helped switch sales to me after a 
competitive furnace had already been bought 


contractor’s work. Jack then went through the “Veep,” 
not only on air conditioning but also on the G-E fur- 
nace and Air-Wall* System. The owner was so im- 
pressed that he got a release from his original contract 
and signed with Jack for a G-E cooling unit and a G-E 
heating unit with Air-Wall registers. 

Watch for more true sales stories like this one — in 
future G-E advertisements in this publication. They 
all teach the same lesson: —the profit-wise home heat- 
ing and cooling dealer is the one who has climbed on 
the G-E Bandwagon. Want to join up? 


FREE! Sales Secrets That You Can Use. 
Exciting success stories by G-E sales- 
men tell how they broke sales records 
with the aid of the “Veep.” For your 
copy write GENERAL ELECTRIC, HOME 
HEATING AND COOLING DEPT. pg s¢ 
BLOOMFIELD, N. J. 
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WELL-FOUNDED SUGGESTION — the result 
Acs talking with your wholesaler’s salesman, 
can be an important link between you and your 
business. From this man you get the latest 
on new products, information on fluctuations 
of prices and markets and the general trade 
activity. His service represents an awareness of 
those things which affect your business, then 
makes it his job of talking to you about them. 
His interests are your interests. His calls on 
you are purposeful—he checks to make sure 


Know this man-he can help you 
-e HE’S YOUR WHOLESALER’S SALESMAN 





your orders are expedited or to bring you in- 
formation about a new service that can help 
your business grow in a steady and healthy 
manner. He informs you of his company’s 
resources so that you may make decisions to 
a better advantage for your business. 


Your wholesaler’s salesman knows that his 
most important job—és the job of serving you. 
Talk with this man, and you will know that 
he represents a pool of knowledge and services, 
which can be another link to your success. 


Watch for the important series of advertisements by Grabler on how your wholesaler helps you... 


Wanrchouses: 


New York * Philadelphia 
Atlanta ¢ Pittsburgh 
Cincinnati * New Orleans 





Dallas * Chicago ® St. Louis 
Minneapolis * Denver [5 








San Francisco * Los Angeles 





GRABLER 


The Grabler Manufacturing Co., 6565 Broadway, Cleveland 5, Ohio 


SELLING THE SQUARE “GEE” LINE OF PIPE 
FITTINGS THROUGH WHOLESALERS ONLY 








FACTORY USE TEST on Eljer brass 


a7 


cuts your “call hacks”’.. helps 





you keep your profits! 












Before every Eljer brass fitting is packed for shipment 
it undergoes the most exhaustive use tests . . . under 
water several times normal operating pressure. 

In fact, every component of every Eljer fitting 
passes through a series of rigid inspections and tests 
. .. from first castings to the finished products. 

Quality’ control, like this, assures you maximum 
dependability. You can install Eljer fittings and know 
that faulty fittings will not harm your reputation as 
a quality plumber. See your plumbing wholesaler. Or 
write: Eljer Division of The Murray Corporation of 
America, Three Gateway Center, Pittsburgh 22, 
Pennsylvania. 


DIVISION OF THE B..00)°3:9:% @ CORPORATION OF AMERICA 
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Center-set lavatory supply 
with aerator and snap- 
action pop-up waste, 114” 
0.D. tailpiece. All work- 
ing parts renewable. 











Saat © mee | 


Lavatory supply with aera- 
tor and snap-action pop- 
up waste with removable 
stopper. All working parts 
renewable. 
































































Shopping with D. E. 





(Continued from page 154) 

Globe Valve Line 

A line of bronze globe valves de- 
signed for 200 lbs steam pressure 
and 400 lbs water, oil or gas pres- 
sure has been announced by Lunk- 
enheimer. The valve features an 
alloy seating metal which is hard- 
ened all the way through, and a 
flat-seat designed to provide a leak- 
proof seal. Other features include 
a stem material which minimizes 
thread wear, an easy-to-turn hand- 
wheel, a deep packing nut for firm 
thread engagement and back seats 








which facilitate repacking while the 
valve is wide open. 

Manufacturer: Lunkenheimer 
Co., Box 360, Cincinnati, O. 


Flexible Metal Hose 

’ A line of seamless flexible con- 
nectors for gas or water appliance 
connections has been announced by 
Cobra Metal Hose. The corrugated 
metal hose is made of seamless cop- 
per and brass tubing and is offered 
in a variety of sizes and lengths. 





End fittings are available to meet 
most connecting requirements. 

Manufacturer: Cobra Metal Hose, 
4640 W. 54th St., Chicago. 


Water System 

A convertible ejector water sys- 
tem designed for deep or shallow 
wells has been introduced by Mon- 
arch Engineering. The system can 
be changed from shallow to deep 
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well operation without changing or 


replacing parts. The system in- 
cludes a 144-hp motor, a 12-gal. gal- 





vanized tank, a pressure gauge and 
foot valve. 

Manufacturer: The Monarch En- 
gineering Co., 500-600 Linden Ave., 
Dayton 3, O. 


Baseboard Unit 

A baseboard unit with capacities 
depending upon water temperature 
has been announced by Embassy 
Steel Products. The units are avail- 
able in lengths up to 8 ft and stand 


e 


914 in. high. They are constructed 
with 3%4-in. copper tubing. The 
baseboard units may be assembled 
without screws or bolts and are 


A-S Introduces Drinking Fountain Line 


American-Standard has an- 
nounced four newly designed 
drinking fountains. Sizes are: 14 by 
22% by 13 in., a high back model 
with a push-button glass filler; 
14 by 15% by 13 in., (illustrated) 
a wall-hung model with low back; 
14 by 10 by 13 in., a compact, wall- 
hung model; and 14 by 26%6 by 614 
in., a semi-recessed model. All are 
vitreous china units featuring non- 
tarnishing fittings, direct contact 
prevention shield, one-piece bub- 
bler construction, self-closing valve 
assembly and an anti-squirt device 
which directs water into the bowl 
when the nozzle is covered. All 








precut to specified sizes. 

Manufacturer: Embassy 
Products, Inc., 890 Stanley 
Brooklyn 8, N. Y. 


Steel 
Ave., 






Heating-Cooling System 

A year-’round residential air 
conditioner developed by Conco 
Engineering is available with either 
gas or oil-fired heating combined 
with a water or air-cooled refrig- 
eration system. The unit features 
continuous air circulation with a 
face and by-pass damper system for 
both heating and cooling. An elec- 
trostatic air filter removes dust 
and pollen from the air. Continu- 























ous air circulation during the heat- 
ing period helps to reduce air 
stratification causing cold floors 
and varying floor-to-ceiling tem- 
peratures. Continuous humidifier 
operation is also achieved. When 
the compressor shuts off during 
summer cooling, the air is by- 
passed around it. This feature is 
designed to improve hot weather 
dehumidification. 

Manufacturer: Conco Engineer- 
ing Works, Mendota, III. 

(Please turn to top of page 166) 






























models are available in a choice of 
seven colors or white. 

Manufacturer: American Radi- 
ator & Standard Sanitary Corp., 
Plumbing & Heating Div., P.O. Box 
1226, Pittsburgh 30. 
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Permaglas . on its way 
., Are Yor Aboard ‘4 


COP OM BSS MMP AIM cm 


Sales Department, Permaglas Division Dept. DE-556 
A. 0. SMITH CORPORATION, Kankakee, Illinois 


Please rush me details about Permaglas Heating and Cooling. 


! 

! 

I 
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HEATING ard COOLING LINE 


the industry has ever seen! 





Here’s a heating and cooling line that’s practically FUN 
to sell! The striking exteriors of these new Permaglas 
units stop prospects—appeal to women as much as men. 


But there’s far more than looks 
here! You can easily show pros- 
pects that here is the only really 
balanced heating and cooling line 
they’ve ever seen, with heating and 
cooling units that have been engi- 
neered together, to work perfectly 
together, without compromise. 

You can show them the A. O. Smith 
High Temperature Ceramic Coat- 
ing, and prove to them easily how 
corrosion from high temperatures 
has been ended, and how rusting 
from the condensation that always 
goes with summer cooling has been 
stopped. The 10-year guarantee on 
the heat exchanger is a clincher! 
Then you can tell them how ex- 
clusive A. O. Smith Modulation with 
the Magic-Heet Control (optional 
on gas-fired units) gives them full- 
time comfort instead of the heating 
in spurts that’s always the mark of 
“on-off” heating. When you show 
them how the flame adjusts itself to 
heating needs, they’re really SOLD! 
And back of all this you have a com- 
plete line. Ojil-fired and gas-fired 
warm, air units. Gas-fired boilers. 
Conversion gas burners. Hi-Boys, 
Lo-Boys, Down-Flows, Horizontals. 
Year-round units for oil or gas. 
Horizontal, remote, or integral cool- 
ing units, too, for water or air in 
most cases. 

All of it guaranteed by A. O. Smith 
with A. O. Smith Product Service 
Branches to provide nearby assist- 
ance and quick access to replace- 
ment parts. 

You couldn’t hope for more—and 
neither can your prospects. 


1 Through research yy --@ better way 

1 

J 

I he 
SR! © Oe 


] Permagias Div., Kankakee, I, 
" International Div., Milwaukee 1, Wis, 


Co cieertien Get ee is cen ce en ees ee a ee ants cn ana nn asd anal ahi didi emeemeD 








the only 
really balanced 


line ever built 
iia 





YEAR-ROUND UNITS 
Oil or Gas— 100,000 to 160,000 
BTU’s. 2, 3 or 5 tons, 
Water or air. 


VERTICAL COOLING UNITS 
2, 3 or 5 tons. Water or air. 





REMOTE COOLING UNITS 
2, 3 or 5 tons. Water or air. 
3 evaporator arrangements. 





HI-BOYS 
Gas—70,000 to 200,000 BTU's. 
Oil—0.75 to 1.75 gph. 





LO-BOYS 
Gas—85,000 to 200,000 BTU’s. 
Oil—0.75 to 1.75 gph. 





DOWNFLOWS 
Gas—70,000 to 200,000 BTU’s. 
Oil—0.75 to 1.75 gph. 

- omo ———> 
a 
> _| 
HORIZONTALS 
Gas—60,000 to 140,000 BTU’s. 
> 





GAS CONVERSION BURNERS 
120,000 to 345,000 BTU’s 


pete 


HOME HEATING BOILERS 
Gas—110,000 to 420,000 BTUs. 


...and every one 
competitively 
priced! 
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» * may already be familiar with the new valve 
mechanism, one piece yoke, diaphragm — seat area 
ratio, “y” type strainer, spring design and other 
features of the Mueller H-9300 Regulator that con- 
tribute to efficiency. You may already know that 
each feature has been scientifically balanced 
against other working components and that their 
individual functions are coordinated to give posi- 
tive, accurate regulation with maximum flow that 

remains stable under varying inlet pressure. 












Here's Performance Proof ! 


*FLOW IN GALLONS PER’ MINUTE 
5 p.s.i. 10 p.s.i. FALL-OFF 125 p.s.i. FALL-OFF 
No.1 | No. No.1 2 2} No.3 
74 87 
78 146 
1440 | 137 | 121} 223 | 210 






























. Size 

























28.9 
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MUELLER 


Proven Ffficiency | 














SIZES %' THROUGH 2'’ 
Delivery pressure ranges 5 to 125 p.s.i. 
Maximum inlet pressure 250 p.s.i. 





Chart information was taken from actual 
flow tests. Contact your wholesaler for 
complete information on the H-9300 Regula- 
tor, or write direct. Ask for Catalog W96-A. 


MUELLER CO. 


Dependable Since 1857 











MAIN OFFICE & FACTORY OECATUR, ILLINOIS 









Need no protection in any position 


Water stays out! Delco Products jet pump motors have flange end totally 
enclosed with a special seal on both sides of the bearing to keep all water 
and dirt out of this vital area. 

This means trouble-free operation no matter where the pump is installed 
—in a pit, outdoors, in a basement. It means low cost because there is no 
protective enclosure required. It means flexibility of installation because 
the motor can be operated either horizontally or vertically. 

Delco Products electric motors are sold and serviced the world over .. . 
protected by a nationwide network of competent, well equipped service 
stations. For information on why it will profit you to use Delco Products 
electric motors, contact your nearby Delco Products Electric Motor 
Distributor, Delco Products Sales Office or Delco Products, Dayton, Ohio. 


Ail 


Note these protective features of 
Delco Products motors for jet pumps: 
(1) The fully enclosed flange end. (2) 
The lower bearing sealed on both sides 
to keep splashing water out and to pro- 
tect the bearing from condensation 
drip. (3) The large grease reservoir in 
the canopy above the well-sealed 
upper bearing. (4) No openings in the 
outer end. (5) The rodent- and vermin- 
proof shaft end ventilating openings 


DELCO Zumt MoTORS 


DELCO PRODUCTS, DIVISION OF GENERAL MOTORS, DAYTON, OHIO 


Frovecl best by Performance S 


Domestic ENGINEERING, MAy 1956 














oflouaphayes 





NEW PROFIT-MAKER! 








BIG, comfortable Rim Seat is outstanding feature of Humphryes new Models No. 2401 
(LH, shown) and No. 2400 (RH) —the roomiest 14” cast iron tubs on the market! 





2 Yeoebye: NEW 14” ENAMELED CAST IRON 


RECESS BATHTUB 


This is #¢ — Humphryes new 14” Bathtub with rim 
seat — the hottest new profit-producer in Humphryes 
74-year history of making fine plumbing fixtures! 


This is #¢ — Humphryes new 14” Seat Bathtub with 
the widest and longest dimensions inside at the bottom 
where extra space is needed and appreciated the most! 


This is #¢ — Humphryes new 14” Seat Bathtub with 
all the quality . .. beauty . . . styling . . . capacity 
. and comfort features of Humphryes original 14” 
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WITH RIM SEAT 


straight-side tub PLUS THE ADDED SALES APPEAL 
OF A BIG (412”, 30” long), CONVENIENT AND 
SAFE SEAT! 


Available now for immediate delivery. White and five 
beautiful pastel colors. Ideal for homes, apartments, 
hotels, motels . . . wherever quality is wanted and 
economy demanded. 


Start making money now on this new tub. Ask your 
Wholesaler today or write us. 


The HUMPHRYES MANUFACTURING CO. 


MANSFIELD, OHIO 

























Shopping with D. E. 





(Continued from page 161) 
Room Air Conditioner 
Fresh’nd-Aire has announced two 
casement window air conditioners 
in % hp and 1 hp sizes. Available 





in 115 volts or 230 volts in the 3%4 hp 
series, and 230 volts in the 1 hp 
series, the units are designed to 
perform eight separate cooling and 
air circulating functions. All eight 
operations are controlled by push- 
buttons. Other features include an 
automatic thermostat, “V” shaped 
condenser coils, double filtration, 
variable flow grille face and a blow- 
er wheel air mover. The units have 
a plastic inner cabinet and border- 





ized steel outer cabinet. 

Manufacturer: Fresh’nd-Aire Co., 
Div. of Cory Corp., 221 N. LaSalle 
St., Chicago 1. 


Plier 

A smooth-jaw plier for use on 
chrome or other plated fittings has 
been announced by Champion De- 
Arment Tool. The plier has five 
tongue-and-groove, non-slip ad- 
justments. Jaw capacities range 
from % to 2 in. The plier is drop- 
forged steel construction and has a 


polished finish. 

Manufacturer: Champion DeAr- 
ment Tool Co., 1306-16 Main St., 
Meadville 1, Pa. 


Foot Valve 

A jet-type foot valve for water 
systems applications has been an- 
nounced by Brady Distributing. 


The valve is available in 1-in., 114- 
in. and 1%4-in. sizes. The valve is 


Introduces Packaged Hot Water Heating System 


A “packaged” gas hot-water 
heating system has been intro- 
duced by Hydrotherm. The system 
consists of the compact cast iron 
boiler, baseboard radiation and cir- 
culator, expansion tank and oper- 
ating controls. It is designed to 
cover capacities of 200 to 1000 sq 
ft of installed radiation. The base- 
board can be arranged in series 
loop using a single circuit in instal- 
lations of less than 35,000 Btu, and 
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multiple circuits for large heating 
loads. The heating element serves 
as a main in the series loop system. 
A small water capacity makes it 
unnecessary to maintain water 
temperature at all times, and the 
boiler and circulator may be oper- 
ated simultaneously by the room 
thermostat for maximum fuel econ- 
omy and heating efficiency. 
Manufacturer: Hydrotherm, Inc., 
1 E. Clinton Ave., Northvale, N.J. 


designed to permit an increased 
flow of water with less friction. The 
outer shell of the unit is brass. 


Manufacturer: Brady Distrib- 
uting, Inc., 1406 E. Eighteenth St., 


Muncie, Ind. 


Evaporative Condensers 

A line of evaporative condensers 
has been announced by Acme In- 
dustries with capacities from 20 
through 150 tons at 75 deg. wet 
bulb. The units feature centrifugal 
blower sections with air outleis on 
a 45 deg. angle to permit flexibility 
of installation. An external sump 
simplifies water treatment and unit 
servicing. The sump lid can be lift- 
ed, giving access to a combination 
bleed-off, drain and overflow stand- 
pipe. Other features include re- 
movable full-width side panels and 
track-type motor mounting that 
provides four-way adjustment for 
belt tightening and pulley align- 
ment. Construction is all steel with 
coils in either copper or steel. 

Manufacturer: Acme Industries, 
600 N. Mechanic, Jackson, Mich. 


Commercial A-C Unit 

American Blower has added a 
20-ton floor type commercial pack- 
aged air conditioner to its line. The 
self-contained central station type 
air conditioner is designed for use 
with fully ducted installations. Op- 


tional current and voltage charac- 





teristics are offered to meet partic- 
ular needs. 
Manufacturer: American Blower 
Corp., 8111 Tireman Ave., Detroit. 
(Please turn to top of page 170) 
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Another B&G advance in product design: :.for greater 
convenience in installing forced hot water heating 
systems! The new “SA”’ Straight-Angle Flo-Control 
Valve can be installed in either horizontal or vertical 
pipe lines—giving the installer wider latitude in meet- 
ing various piping problems. 

The “‘SA”’ is available in sizes 1” - 14” and 14%”"— 
replacing the same sizes in individual straight and 
angle pattern valves. They conform in every detail to 
the high manufacturing standards which have made 
B&G Flo-Control Valves known for positive, tight 
seating and dependable operation. 


ALL B&G FLO-CONTROL VALVES 
ARE EASY TO CLEAN! 


Whether “SA” type or regular angle and straight pat- 
terns, B&G Flo-Control Valves can be cleaned without 
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AG 
breaking pipe connections. Just unscrew the top cap— 
lift out the valve mechanism—clean the valve—teplace 
: the cap. 
ze 
; Cleanable without 
, breaking pipe 
Installed in horizontal pipe Installed in vertical pipe sediandinns 
FROM 
— BOILER 10 SYSTEM 
ILS i 
———ocEM 
TO SYS Plug 
Plug here here FROM 
BOILER 
Plug not furnished with valve 
> am ELL & GOSSETT 
ny ce mPpaAN Y 
Dept. El-1, Morton Grove, Illinois 
Canadian Licensee: S. A. Armstrong, Ltd., 1400 O'Connor Drive, West Toronto 
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New! The Sherman 
Major Power Digger 






with Many Advanced Features to 
Increase Versatility and Earning Power 


The ali new Sherman Major Power Digger has 
been engineered to take full advantage of the 
ruggedness and economy of the Fordson Major 
Diesel Tractor. This heavy-duty unit will dig 12 
feet below grade, reach 18 feet 3 inches behind 
the tractor rear axle, dig throughout a swing arc 
of 180° and will carry a full bucket to a height 
of 8 feet 8 inches for loading trucks. 


See the Sherman 
Major Power Digger soon 


at your local 
FORD TRACTOR DEALER 
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Additional features of the new Sherman Major 
Power Digger include twin crowd cylinders, 
heavy steel plate construction, large diameter 
hinge pins, heavy steel castings, replaceable 
hardened steel bearings at hinge points, and a 
newly designed dipstick, boom, cylinders, bucket 
and sub-frame assembly. 

Write for bulletin No. 1341. 


*Designed, Engineered and 
Manufactured jointly by 
Sherman Products, Inc., 
Royal Oak, Michigan. 
Wain-Roy Corporation, 
Hubbardston, Mass. 


©1956 Sherman Products, inc. 
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This Orangeburg 


Sure is a Time Saver! 


Makes a 
Factory-Quality Joint. 


Right on the Job,Too! 


Tapering Tool 






















CAT. NO. 0906 
TAPERING TOOL 














ROOT-PROOF 
PIPE AND FITTINGS 


SAVES TROUBLE AND MONEY FOR PLUMBERS! 


This inexpensive Orangeburg Tapering Tool makes 
your jobs easier and more profitable. Where necessary 
Orangeburg can be cut to any required length with a 
coarse tooth saw and quitkly tapered right on the job 


ORANGEBURG MANUFACTURING CO., INC, 


ROOT-—PROOF JOINTS 
Tap-Tap-—Tap 


Orangeburg Taperweld Joints tap 
leakproof and root-proof. No 
cement, no compounds, no calking. 
The long, 8-foot lengths mean fewer 
joints too. And Orangeburg’s light 
weight means light work . . . lower 
costs. 















Ye BEND 


% 





TEE 





Y, BEND 


EXCLUSIVE FITTINGS 


Precision-made of famous Orangeburg materials, they 
include a complete line of % Bends, 14 Bends, Wyes 
and Tees. Each fitting features the famous Taperweld 
loint which is water-tight and root-proof. 






‘ge 
Bre Rete NS ee ae 


Domestic ENGINEERING, May 1956 





. . no waste lengths. Here’s another 
reason it pays to use Orangeburg Pipe 
for house sewers, storm drains, similar 
underground non-pressure lines. 


Orangeburg, N. Y. — Newark, Calif. 


ORANGEBURG 511 ADAPTER 


Orangeburg’s complete line of 
adapters includes this No. 511 for 
connecting tapered end of Orange- 
burg Pipe to cast iron soil pipe 
spigot or untapered end of Orange- 
burg Pipe. 











ORANGEBURG MANUFACTURING CO., INC. 
ORANGEBURG, N. Y. 


Please send ‘Tips for Installing 
Orangeburg Pipe’. 


Address 


City State 














Shopping with D. E. 





(Continued from page 166) 

Turbine Pump 

A packaged turbine pump for 
wells as small as 4-in. in diameter 
has been announced by Layne & 
Bowler. The pump unit is ordered 
by unit number and delivered as a 
complete package. The pump is 
available in sizes from 2 through 
71% hp; heads to 340 ft, and capaci- 
ties from 200 to 7,500 gph. Con- 
struction details include a weather- 
proof motor that operates at 3600 
rpm, cast iron surface discharge 


4 





head with a 2%4-in. ID threaded 
discharge outlet. The column and 
shaft assembly is equipped with 5 ft 
bearing centers, a 34-in. stainless 
steel shaft and rubber bearings. 
Manufacturer: Layne & Bowler 
Pump Co., 2943 Vail, Los Angeles. 


Counter Lavatory 

A vitreous china lavatory de- 
signed for flush back mounting with 
bar-type frame or built-in mount- 


ing with U-type frame (illustrated) 
has been announced by Eljer. The 
20 by 18-in. unit features a front 





anti-splash rim, concealed front 
overflow, two integral soap dishes, 
a center-set supply unit and pop- 
up waste valve. The units are avail- 
able in six colors and white. 
Manufacturer: Eljer Div., The 
Murray Corp. of America, Three 
Gateway Center, Pittsburgh 22. 


Air-Cooled Condenser 

A line of air-cooled condensers 
for packaged air conditioner instal- 
lations has been announced by 
United States Air Conditioning. 
The condenser is available in 2, 3, 





5 and 7'%4-ton capacities. The unit 
comprises a motor, blower and con- 
denser coil housed in a weather- 


— 


G-E Develops Micro-Wave Electronic Oven 








General Electric has introduced 
an electronic oven that converts 
household electrical current into 
ultra-high frequency micro-waves 
for high speed cooking. The micro- 
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wave power is distributed by a ro- 
tating antenna (see illustration) at 
the floor of the oven. The oven 
features three separate operations: 
electronic cooking; conventional 
cooking by using only the electric 
bake and broil units, and a combi- 
nation of both. Three controls op- 
erate the oven: a micro-wave pow- 
er selector for control of power 
levels, a control for selection of 
conventional bake, broil or timed 
cooking, and a third knob for oven 
temperature control. An oven tim- 
er controls cooking time. 
Manufacturer: General Electric 
Co., Range and Water Heater Dept., 
Appliance Park, Louisville 1, Ky. 


proof cabinet for remote installa- 
tion wherever a continuous supply 
of outside air can be provided. In- 
stallation is made by connecting 
two copper lines to the air condi- 
tioning unit. Sizes of the condenser 
units vary from 39 in. by 27 in. by 
28 in. for the 2-ton model to 70 in. 
by 50 in. by 30 in. for the 714-ton 
model. Electrical needs are single- 
phase, 230 v for the 2, to 5-ton 
models and three-phase, 220 v for 
the 744-ton model. 

Manufacturer: United States Air 
Conditioning Corp., Minneapolis. 


Air Diffuser 

A round “step-down” type ceil- 
ing air diffuser for heating or cool- 
ing has been announced by Lima 





Register. The diffuser is available 
in seven sizes from 6 to 22 in. The 
unit has curved contour step-down 
rings and built-in mechanical 
spring-loaded butterfly dampers 
providing full center opening and 
full air shut-off. The volume con- 
trol is in the damper assembly for 
simplified balancing of the system. 

Manufacturer: The Lima Regis- 
ter Co., 651 N. Baxter St., Lima, O. 


Plastic Fittings Line 

A line of two-piece nylon plastic 
fittings for use with either metal or 
plastic tubing has been announced 
by Thomas Associates. The fittings 
are available in a variety of shapes 
and sizes from 4% to 4-in. pipe and 
tube sizes. The fittings are designed 
to withstand temperatures from 
—70F to 295F, resist attack by most 
acids and alkalis and guard against 





galvanic action when used to join 
dissimilar metals. The nut has a 
molded integral ferrule which com- 
presses against the tube or pipe to 
form a seal up to 500 psi. 
Manufacturer: Thomas Associ- 
ates, 4607 Alger St., Los Angeles 39. 
(Please turn to top of page 172) 
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... watch out for “Summer Lightning” 





this year’s outstanding TOASTMASTER* 


Water Heater sales program planned to build 


i 
} 
a extra profits for TOASTMASTER distributors 


and dealers everywhere! 


OASTHASTE 


J Autor Wo ter | f enter 


ae McGRAW ELECTRIC co., Clark Division 


5201 West 65th Street, Chicago 38, Illinois 





*’Toastmaster” is a registered trademark of McGrow Electric Co., Chicago, 
mokers of “Toastmaster” Water Heaters, “Toastmaster” toasters and other 


“Toastmaster” and “Tropic-Aire” products. 
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Shopping with D. E. 





(Continued from page 170) 
Heating-Cooling Unit 


A gas-operated year-’round air 


conditioner, designed to meet the 
needs of the average 3-bedroom 
home, has been announced by 
Servel. The 3-ton unit provides 
both heating and cooling through a 
single heat exchanger and uses but 
one fuel. The single-coil, direct- 
fired unit is compactly designed and 
has a 96,000 Btu /hr output heating 
capacity. It delivers a maximum of 
1,600 cfm on the cooling cycle with 
the built-in by-pass open. The 
firm’s air conditioner line also in- 
cludes 2 and 5-ton models for resi- 





dential and commercial use, and 
25-ton water chillers for heavy 
duty air conditioning and chilled 
water applications. 

Manufacturer: Servel, Inc., Air 
Conditioning Div., 119 Morton Ave., 
Evansville 20, Ind. 


Dishwashing Attachment 

A dishwashing attachment that 
washes dishes with push-button 
aerated suds and rinses with clear 
water has been developed by Dish- 





. » 
master Corp. The unit may be at- 
tached to the center spout connec- 
tion to utilize the existing faucet. 

Manufacturer: Dishmaster Corp., 
Pontiac, Mich. 


Hand Truck 

A stair climbing hand truck de- 
signed for those who need to han- 
dle loads over curbings or up and 
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down stairs has been announced by 
Precision Equipment. The 46 by 
1834-in. hand truck is designed for 





loads up to 600 lbs. It is construct- 
ed of 1-in. OD tubular steel and 
has semi-pneumatic 10 by 2%-in. 
wheels. Other features include two 
rocker-arms which act as an extra 
pair of wheels keeping the truck on 
2 constant line when going up or 
down stairs or curbings. 

Manufacturer: Precision Equip- 
ment Co., 3716 N. Milwaukee Ave., 
Chicago 41. 


Water Cooler 

A 70-lb water cooler designed for 
office installations has been an- 
nounced by Cordley & Hayes. The 





unit has a cooling capacity of 2.1 
gph at 90F room temperature. The 
cooler occupies one sq ft of floor 
space and stands 36 in. high. Other 
features include a plastic bottle 
ring, non-breakable plastic drain 
bucket and a 1/6 hp compressor. 
Manufacturer: Cordley & Hayes,, 
453 Fourth Ave., New York City 16. 


Room Air Conditioners 

Two room air conditioner mod- 
els designed for low power con- 
sumption have been introduced by 
York Corp. The % and %4-hp units 
feature a single dial control for fan 
motor, cooling and dehumidifying. 
A separate thermostat control 





switches off the unit automatically 
when the room is cooled. An out- 
side air control dial permits regu- 
lation of the amount of outside air 
brought into the room. The units 
may be mounted flush with the 
drapes or flush with the building 
line outside. The entire cooling 
system has been kept separate and 
is sealed to prevent dirt and mois- 
ture from entering the unit. 

Manufacturer: York Corp., York, 
Pa. 


Liquid Coolers 

Temprite Products has added two 
heavy-duty remote-type units to 
its line of liquid coolers. There are 
now four models available with ca- 
pacities ranging from 5 to 24 gph. 
The units are designed for remote 
installation with one or multiple 





outlets. Suggested applications in- 
clude drinking water cooling and 
temperature control in process 
work, such as chemical or photo- 
graphic applications. 

Manufacturer: Temprite Prod- 
ucts Corp., E. Maple Rd., Birming- 
ham, Mich. 


Winter Air Conditioner 
Kalamazoo Furnace has an- 
nounced a line of gas or oil-fired 
winter air conditioners for resi- 
dential applications. The gas-fired 
unit has a 75,000 Btu rating and the 
oil-fired unit has a rating of 84,000 
Btu. The units measure 25 by 41 





in. In addition, the units employ a 
belt-drive blower. 

Manufacturer: Kalamazoo Fur- 
nace and Appliance Mfg. Co., Kala- 
mazoo, Mich. END 
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Air Conditioning Manager 
JANITROL HEATING & AIR CONDITIONING DIVISION 
COLUMBUS 16, OHIO 


aA A 8 L he  e) WwW FO w Cc rey’ | PL 3 T e Rush facts on new Janitrol air-cooled “Add On" Cooling! 


| 

NAME | 
PROFIT-MAKING STORY ON COMPANY | 
ADDRESS 
—J 














CITY. ZONE STATE 


ANITROL'ADD-ON COOLING 
LL-NEW ADVANCE DESIGN 
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P with exclusive air-cooled If you like money, you'll love new Janitrol 
. Model SRA ‘Add On’”’ cooling. It puts you on 


i ] we top of the lush modernization market—adapts 
/e) R | D E O YA 94 D most any warm air furnace for central cooling. 
Easy to install. No floor space needed. Evapo- 

rator mounts in supply outlet duct in either up- 

compressor-condenser flow or downflow systems.*Waterless operation 


eliminates sewage, plumbing and water supply 


7 unit to top them all for problems. Pride o’ Yard unit exhausts air out 


top, instead of sides like conventional units— 
— ; : “ices 
ty— protects nearby growing things from wilting, 
Sales-Building Beau drying action of exhaust air. More efficient, 
P more economical. Mail coupon now—or ask 


Peak Cooling Efficiency! your Janitrol representative for all the facts! 


TJanitrol 


to these millions of owners who HEATING AND AIR-CONDITIONING 


a a saree livable DIVISION 
omes. your Janitrol represent- ‘ ; , 
ative for 0.11.1. modernization ad Surface Combustion Corporation, Columbus 16, Ohio 
mats and direct mail helps. In Canada: Moffats Ltd., Toronto 15 





CASH IN ON OPERATION HOME 
IMPROVEMENT 


Sponsored by Janitrol—other lead- 
ing companies. Beams powerful 
national advertising and publicity 
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water SYSTEMs 
e ormance-Proved Since 1866 
a 
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IN EVERY MARKET | t 
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F & W VARIJET Shallow Well. 40 to 
70% more water, yet cuts current 
used. 720-1800 G.P.H. % to % HP. 


MAY IS NATIONAL 
WATER SYSTEMS 
MONTH! 


F & W “Economy” Mullti- , F & W Deep Well Multi- 
Stage Jet. | to 4-Stage, 

Y to 5 H.P. (500-4000 
G.P.H.). Control Valve, | 
Speedi-change Seal, Air 
Injector. 


F & W Multi-Purpose Jet. 
Easily changed to deep- 2 Purpose Jet. Ya H.P. 350 
well use. Yo, % & 1 H.P., = 7 ‘ G.P.H. Easily changed to Hae 


1 and 2 stages. Pressures . . deep well operation. 
to 100 ibs. Maximum ca- ’ uso 


pacity 950 G.P.H. ™ 


FLW means Flowing Wilt’ by Flint & Walling 
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You can make? 


in the save . minutes p* 


with American Kitchens’ Big New 


“ONE-STEP WAY’’ 
Promotion to Spring Profits! 














Here’s how to get your $83.50: Simply buy 
and display the complete ‘“‘Pioneer’’ by 
American Kitchens. It includes the basic 
kitchen Sink Center, the “Roto-Tray” Dish- 
washer Center, the “Stack-On” Oven and 
“Set-In” Range Center, and the matching 
Corner Unit. 


Why are we making this unusual offer? 
Because dealer after dealer has prov ved that 
if you display the “Pioneer” you'll sell it. 
Its dramatic beauty—combining natural 
birch and antique copper on a steel frame— 
sells both the wood and steel kitchen markets 

. gives you 100% market coverage! And 
gives you full 40% markup on sink and 
cabinet sales, full 35% on appliances! 

Since some of your customers aren’t in the 
market for a complete new kitchen at one 
time, the “ONE-STEP WAY” gives you the 
perfect sales answer—you can begin the sale 
with the basic kitchen center, then trade up 
your Se grees Step at a time until he’s 


: ought the complete “Pioneer.” So don’t 
$18.00 DISPLAY BONUS: ONE STEP! Display the basic kitchen Sink Center , 
shown above—and you'll get an $18 bonus for doing it! (Includes a 42” wait—call your American Kitchens distrib- 
sink and a 30” base cabinet, with 42” and 30” wall cabinets above.) utor today! 























$20.00 DISPLAY BONUS: for adding Dish- sengepmruny BONUS: for adding Range $13.50 DISPLAY BONUS: for adding Corner 
washer Center—Total Display Bonus nd Oven—Total Display Bonus of Unit to complete L-Shape dis te y—Total 
$38.00 for ONE STEP more. (Includes $70. 00 for ONE STEP more. (Includes 7 Bonus $83.50 for FINAL 
“Roto-Tray” Dishwasher and 24” wall Oven and Range, plus two 24” wall P. (Corner Base de a Pantry, 


cabinet.) cabinets.) Corner Top, and Corner Wall Cabinet.) 


PLUS this wonderful POWERFUL SALES PROMOTION KIT! 
traffic-building offer! 


One automatic electric skillet... and $30.00 worth of promotional 
material. You get all of this—including the skillet—for only $12.95. 
Your 
- A AUTOMATIC 8 crade. $ 7 9 5 
$19. os oo a Ga. 







includes: 

© 1 Automatic Electric Skillet © 100 Consumer Mailing Pieces 
© 2 Window and Display Banners © 12 Feature Stickers © Free 
Ad Mats, Free Radio Spots ¢ 1 American Kitchens Personalizer 
Planning Kit — as long as they last 





¥ 

| 

| 

| ve tooee the tis by coming ine vows on display 
Diese 


eee 











STEP AHEAD WITH 


pivision (A'©2) conNERSVILLE, INDIANA 
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Permaglas 


WATER STORAGE TANK! 


Here is a dependable, long-life, commercial water storage 
tank for medium size restaurants, large houses, small 
apartments and many other small commercial applications, 
And priced for hardly more than most galvanized tanks! 


Just see what you get for your money— 


@ Glass-lined — completely corrosion-free . . . special 
A. O. Smith ceramic glass, permanently fused to 
steel... can’t rust or corrode under any water con- 
ditions. Magnesium rods provide added protection 
against corrosive action. Hot water at any normally 
encountered high temperature may be safely stored. 


. © Compact—only 6514” high, 20” diameter. 
@ Fully guaranteed... 5-year warranty. 


@ Made by A. O. Smith . . . makers of the famous line 
of Permaglas water heaters with over 3,000,000 satis- 
fied customers. 


@ Simple and easy to install. 
@ Handsome exterior . . . lightweight ... sturdy... 
built throughout to stand hard commercial use. 
For the clean, rust-free storage of hot or cold water, for 
small commercial applications, standardize on this new 
80-gallon A. O. Smith Permaglas Tank. 


—- 


Through research i) ..@ better way 


A. ©. SMITH CORPORATION , DE-556 
Permaglas Division, Kankakee, lilinois 


Gentlemen: Please send me full data on the new 80-gallon Permaglas tank. 


& aa 
oe oR A eT) OUWN 


PERMAGLAS DIVISION « KANKAKEE, ILL, 


Company 





Address 
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Code | Quen. Jenkins Valve Service 
A 1 Fig. 677A Br. Gate Cold water well shutoff valve 
8 2 Fig. 295 Br. Sw. Check | Prevent backflow thru well pumps 
c 1 Fig. 677A Br. Gate Warm water well shutoff valve 
. 6 Fig. 368 Br. Gate Cire. pump shutoff valves 
e 1 Fig. 106A Br. Globe Settling Tank drain valve 
Ff 1 Fig. 368 Br. Gate Shutoff dischorge to warm water well 
G 1 Fig. 368 Br. Gate Control water to eveporator 
H J Fig. 368 Br. Gate Control water to condenser 
J 1 Fig. 368 Br. Gate Control water to worm water well 
! Fig, 368 Br. Gate Control water to ch. water pump 
L 1 Fig. 106A Br. Globe Constont head regulator bypass 
mM 2 Fig. 368 Br. Gate Constant head regulator shutoft Hmctunn air 
N 2 Fig. 352 Br. Sw. Ch. Prevent backflow thru cire. pumps eacoiene 4 Diagram by Huxley Madeheim 
P 2 Fig. 368 Br. Gate Ch. water temp. regulator shutoff a’ tf PA, Z Sasurcce. Ce eran Engineer 
—, ri 56—, 
R 1 Fig. 106A Br. Globe Ch. water temp. regulator bypass i a ty pyright 19 Jenkins Bros. 
s 2 Fig. 368 Br. Gate Evaporator shutoft I ' uv 
T 1 Fig. 352 Br. Sw. Check | Prevent backflow thru evaporator HEATING COW. 
P FAN 
U 1 Fig. 368 Br. Gate Shutoff water to recovery & precon coil DISCHARGE AIR 1 eateiuin Oat. 
Vv 1 Fig. 368 Br. Gate Shutoff discharge to cold water well PRECONDITIONING ' i ~ 
w 1 Fig. 368 Br. Gate Control water to hot water pump cou See 9 = 
x 1 Fig. 368 Br. Gate Shutoff water to heating coil i i ff x 
; ‘ 
Y 1 Fig. 368 Br. Gate Control water to hot water pump Hy} " it 
i 
z 1 Fig. 368 Br. Gote Control water to ch. water pump QUTsIOg a 
AA 1 Fig. 368 Br. Gote Control water to warm water well J 
BB 2 Fig. 368 Br. Gate Condenser shutoff A AA ‘ 
cc 1 Fig. 47 Br. Gate Expansion tonk shutoff valve 
DD 1 Fig. 47 Br. Gate Expansion tank shutoff valve ~ 
ee 1 Fig. 47 Br. Gate Control mokeup to expansion tank ‘ 
Bus 1 Fig. 92 Br. Sw. Check Prevent backflow to water lines Pr 66 4 
- fF 
[ GG] 5 | Fig. 106ABr. Globe | Drain valves rOwaste Sa 
NI WELL PUMP 
RELIEF = COLD 
VALVE | A= WATER 
| mss 
BB XPANSION v a4 : i 
* TANK . F 
| B “art 
rR SS bin: | 
PIPING ANO } S c 
MACHINERY Ad L-come. x 
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&e t : 
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e L H SETTLING 
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How to plan piping connections for all-year 
AIR CONDITIONING WITH THE HEAT PUMP 


Well water is used in the basic heat 
pump installation illustrated. Such a sys- 
tem could readily serve a building with 
several exterior and interior zones, which 
would have many air handling units. For 
simplicity, only one unit is shown in the 
diagram. 


For heating demands, this system provides 
a closed circuit consisting of hot water 
pump, condenser, and heating coil. For 
cooling, a second closed circuit consists 
of chilled water pump, evaporator, and 
cooling coil. 


During the heating season, water is sup- 
plied to the settling tank from the warm 
water well (about 60° F). It is circulated 


by the chilled water pump to the evap- 
orator, and then to the cooling coil to 
provide cooling, where needed, for in- 
terior areas. The water then flows to the 
recovery coil, picks up heat from waste 
air and carries it to preconditioning coil, 
where it is used to preheat outside air. 
The resulting chilled water is discharged 
to the cold water well. 


During the intermediate seasons, water is 
supplied to the settling tank from the 
cold water well (about 50° F). It is cir- 
culated by the hot water pump to the 
condenser, and then to the heating coil to 
provide heat, where needed, for the ex- 
terior zones. The water is then discharged 
to the hot water well. 


SOLD THROUGH PLUMBING-HEATING AND INDUSTRIAL DISTRIBUTORS 


DomeEsTIC ENGINEERING, May 1956 


During the cooling season, water from the 
cold water well is pumped to the settling 
tank, and then circulated to the evaporator 
and the cooling cgils. It is next used to 
cool the condenser, and is then discharged 
to the hot water well. If the demand for 
cooling is low, and the well water cold 
enough, the evaporator may be bypassed. 

Consultation with accredited piping en- 
gineers and contractors is recommended 
when planning major piping installations. 
Enlarged diagram and full description of 
this layout free on request. Ask for Lay- 
out No. 77. Jenkins Bros., 100 Park Ave., 
New York 17. 


































How Contractors Cope With Do-It-Yourself... 


(Continued from bottom of page 114) 
to. Mostly around here it’s small 
stuff. Very little in the water 
heater class. Largely it’s fixing 
toilet leaks or faucets or shower 
valves. 

“There’s one good thing about 
it, and that is that the trend has 
stopped growing and seems to be 
slipping back a little.” 

The idea of using the do-it- 
yourself movement to build store 
traffic was mentioned again by 
Paul Tarrillion. His business 
comes from an old residential- 
commercial neighborhood with 
his store located on a main traffic 
artery. This is how he views the 
problem: 

“We're out of the newly devel- 
oping areas, so we don’t get very 
much of the do-it-yourself busi- 
ness. But insofar as we have to, 
we go along with do-it-yourself 
even though we don’t approve it. 


s “What little of it we have helps 
us, because we have a very big 
appliance business. In appliance 
business, traffic sells. The lay- 
men don’t know much about 
plumbing and heating, and they 
take a lot of our time getting ad- 
vice. But for the most part they 
seem to appreciate it when we 
give them help, and they come 
back to us first for appliances, 
even in the face of discount ad- 
vertising by other appliance out- 
lets. 

Leslie Tschoepe is also located 
in a mixed residential-commer- 
cial neighborhood. His attitude 
toward do-it-yourself is typical 
of the mixed feelings expressed 
by many contractors. 

“We go along with the do-it- 
yvourselfers and don’t try to fight 
it. We help as much as we can, 
but people usually will go far- 
ther than they should and often 
ruin things beyond repair. There 
has been a lot of this Jately. 

“This do-it-yourself activity 
has definitely cut some business, 
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I think, but the four repair 
trucks we run seem to be busy all 
the time anyway. I do think we 
might be helping ourselves in the 
long run, in that we are helping 
people keep up their homes and 
that means added business soon- 
er or later. 

“It takes a lot of time to make 
a 40-cent sale, and often we have 
to lay out the whole job for them. 
On the other hand, it causes a lot 
of store traffic which helps ap- 
pliance sales. As long as our 
gross keeps climbing, we aren’t 
going to worry much about nega- 
tive factors we can’t measure.” 

John Albert’s place of business 
is on a main artery leading to a 
rich suburb. His attitude toward 
the do-it-yourself question is con- 
siderably more favorable. He 
says: 

“The do-it-yourselfers more 
than justify the time they take 
up, and we do a lot of business 
with them. In assessing the value 
of that kind of business, it’s 
necessary to add in the appliance 
sales contingent on the do-it- 
yourself traffic. On that basis we 
do $1,000 a week—$52.000 per 
year—with do-it-yourselfers. 

“Many people come in and tell 
us, ‘A year ago you spent a lot 
of time and helped me when I 
was trying to get a faucet fixed. 
Now I'd like to talk about a new 
heating system.’ 

“This is not an isolated in- 
stance. It happens over and over. 


s “Very few do-it-yourselfers do 
big jobs. Most are very minor. 
Even the minor ones often get 
too complicated and they call us 
in anyway. But we help all we 
can, because it builds business.” 

One of the most enthusiastic 
supporters of the do-it-yourself 
movement turned up in the sur- 
vey was Ed Arnold. His interest 
in the do-it-yourselfers is partly 
explained by his suburban loca- 
tion, surrounded by low and mid- 


dle income housing develop- 
ments. Here’s what he has to say 
about it: 

“Helping the do-it-yourselfers 
is a public relations activity we 
couldn’t very well do without. It 
accounts for a very large share 
of our business. 

“We actively promote it be- 
cause of this. That seemed to be 
the only sensible reaction. And it 
has paid off in more and bigger 
repair jobs for us, as well as in 
more and bigger sales. 


s “By cooperating and helping as 
much as possible, we can’t lose. 
Any other course of action by us 
would simply drive them to the 
DTU’s and mail order houses. This 
way we keep them, and keep 
them happy as customers. 
Whether we like it, is not the 
question. The point is, we must 
do it, so we make every effort to 
do a top job of it.” 

These comments from a cross- 
section of San Antonio contrac- 
tors, situated in widely differing 
neighborhoods, serve to illustrate 
the considerable variety of opin- 
ions held by p-h contractors on 
the do-it-yourself movement. 

While San Antonio was se- 
lected for the survey because of 
certain characteristics that make 
it, in many ways, typical of other 
American communities, there are 
doubtless many contractors who 
hold views about do-it-yourself 
that are widely divergent from 
those expressed here. To obtain 
a larger sample, and to explain in 
greater detail just how contrac- 
tors all across the nation are cop- 
ing with do-it-yourself, the sur- 
vey is being extended to include 
all Domestic ENGINEERING con- 
tractor-readers. The postage-paid 
reply card opposite page 114 is 
included for this purpose. 

The replies to this nation-wide 
survey will be tabulated and pub- 
lished in a forthcoming issue of 
D.E. to further describe how 
plumbing and heating contractors 
are coping with the do-it-yourself 
movement. END 
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4 the highest quality, finest constructed... 
‘ | Vi EN S | 0) N Faucets in our long history. You'll see new flair 
) . . . and a functional design that 

: : assures smooth, easy operation. 

j if P| U mbI ng | Beyond question, this is the finest line of 

Faucets anywhere near the price. 

! 

Brass Goods 
SIDE VIEW 
45° COMB. SINK FAUCET 

1956 The name to watch for design advances... Sterlin g FAucet 
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YOUR READING TUBE DISTRIBUTOR HAS 
THE ANSWER - Tailor - Made for You! 








Sold 


Through 
Wholesalers 


Only 
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At Reading, we make tubing and only tubing 
—in one of America’s most modern, com- 
pletely integrated mills. By specializing. we 
can deliver a better product to you... a 
product that you can depend upon to build 
good will, as well as your business. 


Wherever your warehouse, you’re within easy 
reach of a Reading Tube depot. You can al- 
ways be sure of getting the right amount of 
tubing, at the right time, to meet even the 
most urgent orders. 


All Reading Copper Tubing comes packed in 
handy “Readi-Pakt” cartons .. . clearly 
labeled for instant identification . .. easy to 
handle and store... designed to afford utmost 
protection. 





Reading’s unique 4-way inspection checks and 
certifies accurate adherence to the most ex- 
acting standards. Constant metallurgical, hy- 
drostatic, physical and visual tests make any 
product bearing the Reading label a product 
that’s second to none in the industry. 


In Reading's research laboratory, expert tech- 
nicians are constantly on the alert for new 
ideas . . . continually searching for new meth- 
ods to improve our products . . . striving to 
maintain that degree of quality and perform- 
ance for which Reading Copper Tube is 
famous throughout the industry. 


Reading’s Field Engineering Department — 
staffed by competent tubing engineers who 
are thoroughly trained to handle all types of 
Copper Tubing problems — is at the disposal 


of our Distributors at all times. 















DISTRIBUTION 
DEPOTS 


CHICAGO, ILL 


HOUSTON, TEXAS 


Beet 
TUBE CORPORATION 


EMPIRE STATE BLDG., NEW YORK 1, N. Y. 


READING, PA 
WOODSIDE, L.1., N.Y 





PLANT: Reading, Pa. 


DALLAS, TEXAS DENVER, COLO. 


Wa 


OAKLAND, CALIF 


ATLANTA, GA 


LOS ANGELES, CALIF 
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CURTIS has 102 years of experience in 

1 manufacturing precision made equipment. One 
of the first manufacturers of packaged air 
conditioning units—since 1936. 


FACTUAL 
reasons Unsurpassed know-how for building air 


why conditioning units that operate longer with less 

2 maintenance and service—YET ARE 
COMPETITIVELY PRICED with generous profit 
margin for you. 






3 CURTIS provides sales and promotional aids— 
oll deale rs a complete financing plan—and a national 


advertising campaign to make your selling easier. 
can make more money— 


CONSISTENTLY: 















Packaged Liquid Chillers— 

7 to 100 tons—F-12 or F-22., 

With room console units 

to provide controlled cooling and heating 
without duct work. 





Evaporative Condensers 
and Cooling Towers 

up to 100 tons. 

Air handling units to match. 


et 


Packaged units 

in a rainbow 

of colors— 

a CURTIS exclusive. 
3 through 50 tons. 






Condensing units 
up to 100 tons— 
F-12 or F-22. 








Packaged 
Air Cooled 
Air Conditioning Units— 
2 through 7 12 tons. 
Residential and 
Commercial applications. 





“Remember 


YOU CAN COUNT ON 








a RPS 





REFRIGERATION DIVISION « i981 Kienlen Ave., St. Louis 20, Mo. 
Fell OF SUCCESSFUL MANUFACTURING EXPERIENCE 
AIR COMPRESSORS i 


| xt 4 T fa 1954-1956 
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Southern Wholesalers Hold Annual Meeting... 


(Continued from bottom of page 138) 
out—building boom or no build- 
ing boom. The modernization 
market is very important to us, 
to your company and mine. 
Why? Because the potential is 
tremendous, it’s profitable and 
it’s waiting to be sold. 

“In plumbing and heating mod- 
ernization alone there is a mar- 
ket for more than $100 billion 
in the next 25 years.” 

Pierce cautioned his listeners 
against complacent acceptance of 
the market merely because it is 
big. “Remember, this market 
cannot be sold without retailers, 
because nothing is sold until it is 
sold at retail. 

“This simple statement is the 
key to what we are talking about 
today. It points the way to in- 
creased volume and increased 
profits in retailing, and even 
more important it is the keynote 
of today’s philosophy for the 
manufacturer and the wholesale 
distributor as well. 





> | ia 
S. Muir Stroh 
lst Vice President 


Donald Richards 
Secretary 


“We can transfer inventory 
from my warehouse to yours and 
from your warehouse to his, but 
until it is sold to the ultimate 
customer, it is not actually sold. 
And we, as an industry, can not 
sell much at retail until we de- 
velop a bigger chain of merchan- 
dising retailers.” 

Another prominent speaker, 
Walter Baak, sales manager of 
Minneapolis- Honeywell Regula- 
tor Co., drew from today’s expe- 
rience in heating and cooling 
trends to paint this picture of to- 
morrow’s contractor-dealer: 

“The need in 1965 will be for 
dealers who can sell aggressively. 
The trend to packaged heating 
and cooling will lessen the im- 
portance of installation abilities, 
although they will still be im- 
portant.” Baak also called upon 
manufacturers and wholesalers 
to provide more dealer training 
and development programs to 
meet the growing competition 
from other industries. 





John A. McCann 
President 


Merchandising, Management and Modernization Talks 
Highlight Middle Atlantic Wholesalers Meeting... 


AS THIS ISSUE went to press, 
more than 500 members and 
guests of the Middle Atlantic 
Wholesalers Assn. were winding 
up their 14th annual meeting in 
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Atlantic City, New Jersey. 

A highlight of the meeting was 
a speech by Roger Griswold, Op- 
eration Home Improvement 
representative, who outlined de- 


The American Institute’s tie-in 
with Operation Home Improve- 
ment was outlined by George 
Underwood, secretary of the In- 
stitute. Underwood described his 
organization’s work with the All- 
Industry Plumbing and Heating 
Modernization Committee (see 
DomeEsTIC ENGINEERING for April, 
p. 94), and unveiled the Insti- 
tute’s new modernization poster. 

In keynoting the convention, 
retiring president O. H. May paid 
tribute to the business press “for 
its contribution to a better and 
more well-informed plumbing 
and heating industry.” 

May, who is also president of 
May Supply Co., Mobile, Ala., 
was succeeded as president of the 
association by N. A. McKenzie of 
Longley Supply Co., Wilmington, 
N. C.; C. A. Baker of the Baker- 
Mitchell Co., Charlotte, N. C., 
was elected first vice president, 
and Lloyd U. Noland, Jr., presi- 
dent of Noland Company, New- 
port News, Va., was elected sec- 
ond vice president. E. L. Pugh of 
Atlanta was reelected secretary- 
treasurer. END 


tails of Home Improvement Year 
and told members how they can 
tie in with the modernization 
drive in “’56... the year to fix.” 

A merchandising panel session 
moderated by John T. Roberts, 
vice president, featured an ad- 
dress by S. Muir Stroh, who 
spoke on “Showrooms.” 

Additional details of the meet- 
ing will be given in a forthcom- 
ing issue. 

Officers reelected for the year 
include John A. McCann, of Sea- 
shore Supply Co., Atlantic City, 
N. J., as president; John T. Rob- 
erts, Jr., of J. T. Roberts & Bro., 
Inc., Baltimore, Md., as first vice 
president, S. Muir Stroh, of 
Hajoca Corp., Philadelphia, as 
second vice president, and Albert 


J. Miller of The Careva Co., Inc., 


York, Pa., as treasurer. H. Don- 
ald Richards was reelected secre- 
tary. END 
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NOR-FELD Co. (FERN HOMES P & H Contractors) 





w= sobecause it cuts installation costs!” 


“We Can Give A Quality Forced Hot Water 
Baseboard Job At No Extra Cost — and — 
With No Sacrifice In Profit.” 


— NOR-FELD CO. 
Elmont, L.I. 


Here's on-the-job proof that after all heating costs are 
added up, Vulcan TRIMLINE Baseboard costs less to 


install . . . with no sacrifice in profit. 


Working closely with the FERN HOMES builder, Nat 
Siegal, and VULCAN's field representatives, the NOR- 
FELD Co. installed TRIMLINE Baseboard in the 200-home 
development, shown at left, at West Bridgewaters, L. I., 


at lower cost and with no sacrifice in profit! 







lower costs, VULCAN quality and 
increased salability of homes high- 
light the FERN HOMES development 
in Long Island. 








VULCAN TRIMLINE Baseboard 
Cut To Length At Factory 






For large developments, Vulcan cuts enclosures to 
desired lengths, eliminating on-the-job cutting. This 
VULCAN factory service helps contractors to reduce 
their costs. 


------------ OI 





i 
Write Today for FREE 24-page | THE VULCAN RADIATOR CO. | 
TRIMLINE Baseboard Catalog 54 | Mi sag poll | 
| FREE DESIGN CATALOG — please send me at no obligation | 

your TRIMLINE Catalog 54, giving Dimensional Data, 1-B-R 
| Ratings, Heating System Design and Piping Design Chart. | 

Originators of Fin-Tube and Baseboard 

Radiation in America ee ee eee ae | 
: | SE RE Ie SS SONAR etn RAO | 
The VULCAN Radiator Company [a 
775 Capitol Ave., Hartford 6, Conn. BATU ncnac einstein ZONE ........ ye | 
I ccs ces elniO i cmenta enc eine einen tent emmee enite seme eae eed 
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Quality BATHE-RITE shower cabinets 


offer custom installation at mass production prices! 


BATHE-RITE shower cabinets feature a choice 


of four mix ‘n match doors and receptor floors. You select 


the combination for the particular job and 


eliminate that mass production look of ordinary cabinets. 


All BATHE-RITE shower cabinets are made of 


heavy gauge galvanized, bonderized steel finished 


in gleaming white enamel. 


When you sell or specify BATHE-RITE shower cabinets your 
jobs stay on schedule . . . because we ship over 75% of all 
orders within 24 hours. 


FREE 


CATALOG 


Write for a catalog 
showing the complete 
BATHE-RITE line. 

Ask for catalog DE-2 














FLOOR RECEPTORS come in porcelain 
enamel steel, grey cement, buff and black 


granitex, and rich looking black and white 
terrazzo. 


Lualily Metal Products since 1993 








REVERSIBLE DOORS made for 
finished opening of 22, 24 and 26 
inches. Extruded aluminum satin 
finish or chrome polish frames 
and 3 types of glass doors — 
hammered, louvered and clear, 


One piece all-steel door is also 
available in 22, 24, 26 inch width 


for all cabinets. 


MILWAUKEE STAMPING COMPANY BATHE-RITE Shower Cabinet Division 


Milwaukee 14, Wisconsin 
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New .High for Baseboard Sales 


A NEW HIGH IN SALES of baseboard-type radia- 


tion for home heating was achieved in 1955 with | 


shipments up 37.3 percent over the preceding 
year, the Institute of Boiler and Radiator Manu- 
facturers reported last month. 

Robert E. Ferry, general manager, also reported 
gains for the year of 13.7 percent in cast iron 
boilers and 30.4 percent in industrial-type finned 
tube radiation. 

These unparalleled gains for hot water and 
steam heating sustain earlier predictions that 1955 
would be a record year for the industry. “These 
unusual gains occurred,” Ferry pointed out, “in a 
year when residential construction rose only 
slightly, indicating that the number of homes 
which are being heated by hot water and steam 
systems of all types is growing steadily.” 

Increasing consumer demand and increased in- 
terest in good home heating, brought about 
through the development of new equipment and 
intensified promotion, are credited for the gains, 
Ferry noted, Of particular significance, he added, 
was the development of summer cooling equip- 
ment which can be used in any new or old home 
which is heated by a hot water or steam system. 
Growing consumer interest in summer cooling in 
combination with hot water heating was reflected 
last year in the fact that the number of firms pro- 
ducing compatible cooling equipment nearly 
tripled, he said. The five basic systems are: 

(1) Heating-cooling convectors, using the same 
piping system for heating and cooling; (2) heat- 
ing-cooling baseboards, using the same piping 
system for heating and cooling; (3) cooling con- 
vectors with separate heating; (4) attic cooling 
units with separate heating, and (5) self-con- 





tained room cooling units, using a piping system 


for heating. END 


How to Make Baseboard Compete 


(Continued from bottom of page 91) 


butts up against the outside wall. Horn convinced | 


the carpenter contractor that it would be no prob- | 
lem to cut the end stud short during the actual | 


framing of the house, and put it in so it did not | 


rest on the floor (see illustration). This would 
leave a space of several inches between the floor 


and the bottom of the stud through which the main 
could be run, The contractor agreed and Horn’s 


men were spared much of the time usually taken | 


up by cutting and notching. 
“It’s often the little things that cost time,’ Horn 


sums up. “Give some thought to these little things. 
“You're bound to discover where time is being 


wasted. When you do, you'll find how you can do 
a better hot water baseboard job... . at no extra 


cost. END 
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Another IDEAL product that is 
miles ahead of competition! 


IDEAL 


BASKET STRAINERS... . 
SOLD TO MILLIONS 
OF SATISFIED USERS 


FROM COAST TO COAST! 


Samples sent to 
wholesalers on request. 
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CORPORATION 
197 NINTH STREET, BROOKLYN 15, N. Y 
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more dollars for water 
systems than ever before! And you can be right up front when 
the money changes hands — IF you're selling the bigger-than- 
ever, better-than-ever GOULDS line! 


DISPLAY DURING MAY! 


This year more folks will “fork over’ 


We've put everything you need for a bang-up May pump pro- 
motion into a special GOULDS PROFIT-FLOW PROMOTION 
PACKAGE. You buy only one Fig. 3680 Balanced-Flow Jet 
Pump — get absolutely free a complete kit of display and pro- 
motion material — highlighted by the “Pump-A-Day Contest” 
featured in powerful national advertising. 

SEE YOUR GOULDS DISTRIBUTOR . . . or write us right away 
for full details . . . 


GOULDS PUMPS, INC., Dept. DE-56 SENECA FALLS, N.Y. 


Cash in with the 4 
“PROFIT-FLOW” PROMOTION A 


Bul 

during National wa 
Water Systems Month on 
hig 

loo 

job 

Wi 


, It’s 


sanz «(SIA Ne PUMP 
LATS SYT ray lL a= oe | FREE! 
- ~~ pet L 





WATER SYSTEMS 
You get MORE with COU 


FOR EVERY FARM AND HOME NEED 
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TRENCHING cr PLUMBING? 


It’s true that you've got to bury all types of sewer pipe. 
But there’s a big difference in how you bury it. 


With nonmetallic pipes—according to manufacturer's 
own instructions — you ve got to use a template to detect 
high spots or holes . . . sift and tamp backfill . . . remove 
loose rocks . .. worry about types of soil . . . baby the 
job all the way. All of which costs money. 


With Cast Iron Soil Pipe — you just bury it and forget it. 
It’s that simple! That’s because cast iron is strong. 








Bricks, supports or rocks can’t cause cast iron to buckle 
or bend, or interfere with normal flow. What's more. 
cast iron is crush-proof, fully root-proof, and permanent 
It usually outlasts the structure it’s installed to serve. 

On your next job, remember, it’s the installed cost 
that really counts. And cast iron means a better job at 
a closely competitive price. 

Use the coupon for your free copy of “Best in the 
Long Run.” It contains evidence that will open your 
eyes. Remember: CAst MON 1S FOR KEEPS. 











PERMANENT inact 
U 
CAST IRON SOIL PIPE | Dept. DE-5, 1627 K Street, N. W., Washington 6, D. C. | 
has ALL these | Send me copies of your | 
advantages I. latest booklet about Cast Iron Soil | 
| Pipe, ‘Best in the Long Run.” | 
* Rugged metallic strength | THE MARK OF ] Ove tocal___Club wants fo | 
| QUALITY AND see your educational movie, ‘’Per- | 
* Zero moisture absorption | manent Investment.” Tell me how | 
PERMANENCE to arrange for free use of film 

¢ Permanent tightness of joints, with | ® “ | 
flexibility | is, <9 Re maa | 
| " Address } 4 | 
* The only pipe accepted in all codes | | 

for use from street to roof aie a etl cae RN tl teehee se ss wii eid i i San aa br its cin mn Sin esi ce cs 
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9 MINUTES WITH BERGIE! 








By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


Aluminum — A Real Spectacular 


MAYBE IT’S TIME we took a 
look at some other industry and 
see what we can learn about its 
sales successes (or failures). 
Let’s take the aluminum indus- 
try —it is enjoying spectacular 
growth. 

A recent Business Week arti- 
cle about this fabulous industry 
made very interesting reading— 
allow me to report the gist of 
their comments. 

During the war, many of us 
thought the aluminum industry 
was headed for trouble when the 
fighting stopped. It seemed logi- 
cal to assume that production 
would go downhill when military 
needs diminished. 


s Boy, how wrong we were! All 
of that capacity, and much more, 
is now being used to the limit; 
and the fact is, production is still 
skyrocketing. Listen to this — 
About 1,560,000 tons were pro- 
duced in 1955 which is more than 
twice the amount produced as 
recently as 1950. 

How come? What brought this 
great increase in the use of alu- 
minum? A few years ago that 
could have been answered real 
quick by saying, “The govern- 
ment uses it for war—defense— 
stockpiling.” But that’s not true 
now—no sir! In 1954 about 25 
percent was requisitioned by 
the government. 

Last year this plummeted, but 
the civilian uses shoved up a 
good 30 percent in one year. 
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Right now, there is practically no 
government take and still we 
find the industry expanding like 
mad. It’s entirely possible that 
the overall capacity by 1958 will 
be over 2 million tons, and, 
brother, that’s a lot of stuff. 

Another astonishing fact is 
that a slew of new companies are 
coming into the picture to chal- 
lenge those already in the busi- 
ness. I guess you would call that 
competitive enterprise at work 
—a fundamental that’s beneficial 
to all. 

My biggest thrill, however, 
comes from the fact that practi- 
cally all of this tremendous pro- 
duction is now being used for 
peaceful purposes—making your 
life and mine more abundant 
Ah, peace, it’s wonderful! 

One of the most profitable 
items today (aluminum foil) 
originally got off to a very slow 
start and the fainthearted might 
have become discouraged and 
quit. 

But not these boys — no sir — 
they became imbued with the 


Do-It-Yourself in Reverse 


I BOUGHT a new car not long 
ago and found that tool kits 
don’t come with new autos any 
more — they aren’t needed — 
that’s what the man said. 
They're no longer needed be- 
cause car owners have come to 
depend on local trained mechan- 


wisdom of concentrating their ef- 
fort on the consumer, convince 
him of the material value by 
having him use the stuff himself, 
and then he'll accept it and want 
it in other products—and then 
producers will have to supply it. 

Elementary, my dear Watson, 
elementary—yes, that’s true. But 
never lose sight of this one im- 
mutable fact — products of our 
industry are sold to the same 
people that these aluminum guys 
solicit. Get ’em accustomed to 
the beauty and joy of beautiful 
plumbing and cozy comfort, sun- 
like heating and, brother, we’ve 
got ourselves a good customer 
and a good booster. 


= These aluminum fellows have 
shown us that to expand and in- 
crease the consumption of goods 
and services, it’s necessary to be 
creative, to have broad vision, 
and to have the “guts” to back 
up these convictions. In many 
ways, I think our industry has 
some of these very desirable at- 
tributes. My only fear is that we 
are not developing them fast 
enough to keep pace with the 
age in which we live. END 


ics to keep their va&hicles in 
proper working order. This is 
an instance where the “Do-It- 
Yourself” fad is working in re- 
verse. 

If we keep people well enough 
informed of the fine service we 
render, isn’t it reasonable to be- 
lieve they will willingly come to 
us for their needs? I believe it is. 


Domestic ENGINEERING, MAy 1956 








T 


LC 


1956 














MERE are theanswers axe 


{0 your 3 NODELING 2 


4 a ROBIEMS v 


| Goo a mS 
| for sewage systems — 
SUBMERSIBLE 


NON-CLOG SCREENLESS SEWAGE EJECTOR 
Engineered for ONE MILLION STARTS — without attention 


designed to operate— 
e@ UNDERWATER e in LIMITED SPACE 
© BELOW floor level e with DUST-PROOF MOTOR 
3” or 4” DISCHARGE—"4 - %-1-1% -2- 3 Horsepower 


‘ Disch: Dia. 17”; Hgt. 25” 
4” Disch: Dia. 23’; Hgt. 48” 






















FIG. SE-130 









To solve installation problems ask for Bulletin SE-870 (Sew- 











age Ejector) and Bulletin TVC-310 (Condensate Pump). 


—$—— 
for heating systems- 








LOW PRESSURE SYSTEM ) U M Pp S 
e@ Low Return FIG. TVC-130 
4 Low Sp d For single units — Dimensions: 10 
2 Long Life gal. receiver. Dia. 21" Hgt. of 
" return above floor 67%”. 
ad Cast Iron Receiver ae duplex Ng Og 7 
° . iver. Dia. "; t. 
& Low water line paral oe deus 7h i apse 


© Capacities 500 to 
- 10,000 sq. ft. E.D.R. 
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{ course, Underwriter 


THE KUHNS BROTHERS CO. 


1800 McCALL ST. * DAYTON 1, OHIO 
Established 1887 
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Look at these early returns from 
BETTER HOMES « GARDENS 1956 S 
HOME IMPROVEMENT CONTEST oa 


(All figures as of March 21, 1956) C) 


a C) E) 
’ és 
PCa 
\ ‘ 
SLOO Pca 
Bre eS x  . Pee ie. 
ey % VN 


120,469 entries 


from 


62,889 entrants 


who’ve agreed to make a sizable home improvement 
in 1956. 28,459 of the entries are concerned with the 


kitchen-utility area! 

Don't miss your opportunity to share in the ex- 
citement, the sales generated by BH&G’s Home 
Improvement Contest. New thousands of home- 
owners from BH&G’s 4,250,000 reader-families 
are entering every month. Help them plan their 
improvements around your merchandise! Make 
your store Contest Headquarters now by sending 
the coupon today! 


Better Homes 
« Gardens 


Meredith Publishing Company, Des Moines 3, lowa 
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10,270 DEALERS 


ALREADY PLUGGED IN 


to the salespower of this great BH&G event, tying-in 
their stores as Contest Headquarters to garner these 
ready-made sales! And more dealers joining in every 
day! 


114,120 pieces of literature ordered by contest entrants! 


BH&G 1956 Home Improvement Contest, Dept. DE-2 
1716 Locust Street, Des Moines 3, lowa 


Please rush me vour free Contest Brochure and dealer's 
kit, so I can make my store Headquarters for your 1956 
Home Improvement Contest. 

ee 

Store Name - - -- 

Store Address 

City Zone State 


(Advertisers: Write on your letterhead for Contest details 
or tie-in assistance, fo the above address 

















Questions and Answers 


(Continued from page 26) 

(1) Boiler pressure, plus friction 
loss in discharge line may be re- 
stricted, so that the rated quantity 
of condensate cannot be returned 
to the boiler, thereby being dis- 
charged from the vent pipe leading 
from the top of the separating 
chamber. 


(2) Excessively hot condensate 





will flash into steam, causing such 
a turbulent condition within the 
separating chamber that the vapor 
being discharged by the pump car- 
ries the water with it, with the re- 
sult that water is discharged from 
the vent pipe. 

(3) Foreign matter in the water 
may cause a foam, which will be 
carried with the vapors being dis- 
charged from the vent pipe. 

(4) The differential valve may 
be adjusted incorrectly, causing the 
pump to lift more condensate from 
the receiver than the boiler feed 
centrifugal can handle, with the re- 
sult that water will discharge from 
the vent pipe. 


How to Solve Water Hammer Problem 


To the Editor: 

We are having considerable trou- 
ble with a low pressure steam heat- 
ing system making a hammering 
noise each time the condensate 
pump discharges water to the boil- 
er; we think the Hartford Loop is 
designed wrong. 

The enclosed drawing (See Fig. 
2) is taken from the architect’s 





PUMP DISCHARGE 3) 
1 19” 8” DROP SUPPLY 





8” xX 4” 
REDUCER 
WATER LINE 











TRIAL LOCATION 
J SHOWN DOTTED 
6” BELOW W.L: S 




















Fig. 3 shows a detailed section of the 
header drip or equalizer connection. 
One corrective method would be the 
relocation of the Y fitting 6 in. below 
the water line, as shown at point “B.” 


plan of the boiler piping connec- 
tions. 

Will you please let us know what 
is wrong with this type of connec- 
tion between the pump and the 
Hartford Loop? 

Montana W.W. 


To the Reader: 

An illustrated analysis of the 
noisy heating system described 
above has been made by C. L. 
Beckwith of the Nash Engineering 
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Company. Fig 3 shows a detailed 
analytical drawing of point “A” of 
the original sketch. 

When any part of the pump dis- 
charge is above the boiler water 
line, all of the water in this part 
will drain into the boiler when the 
pump is at rest. This void fills with 
steam or vapor, immediately, and 
when the pump starts it discharges 
a stream of relatively cool water 
into a steam-loaded space. Water 
hammer invariably results. 

Note the reducing section (Fig. 
2, point A) of the header drip or 
equalizer connection and the open- 
ing available for steam passage. If 
this same connection is lowered 6 









in., the pump discharge line will 
still fill with steam when the pump 
stops, because the water in the 
equalizer is at header steam tem- 
perature, which will flash up into 
the high discharge line. 

The 4 in. Y branch has been re- 









MIN. ELEV. ABOVE 
WATER LINE OF BOILER 








WATER Line—? = 


2” SHORT NIPPLE 


THE RISER SHOULD 
BE % THE DIAMETER 
OF THE EQUALIZER 








4” EQUALIZER 2” 
FROM DROP “4 
SUPPLY HEADER 


114” 


aE 

INCREASE THE PUMP. © 

DISCHARGE LINE TO intcsanositesichah 
| 











2” AT THE BASE OF 
THE RISER 











Fig. 4 shows a new piping diagram 
for the Hartford Loop. Note that the 
riser is 2 in. If the pump is located 
near the boiler, it can be connected at 
tee shown in broken line near bottom. 


duced to 1% in., therefore a 144 in. 
stream of water is shot into a 4 in. 
column at a downward angle of 45 
deg. This smaller stream has the 
effect of a jet, pulling the steam 
from the header and carrying it 
downward to the cooler water at 
the boiler return inlet. Such a con- 
(Please turn to top of page 198) 

































































4 SUPPLY MAINS 98” BOILER OUTLET 
TO BUILDING 
8” HEADER i, «sm: ld 
f i — 4” 37 ee | 
[A] wa 
HIGH FIREBOX STEEL BOILER 
av, 8” X 4” REDUCER 
20” 5 
VENT or 
SE a. 1 . ee 
45° ELBOW NORMAL WATER LINE 
1149" 
NET RATING 17,500 SQ. FT. 
a’ EDR STEAM ; 
| 
FLOOR ———— 
DRAIN 
/ i 
—— 
CONDENSATION UNIT 

FROM SYSTEM DUPLEX 

















Fig. 2 illustrates the piping diagram of a low pressure steam heating system 
that has a water hammer when condensate pump discharges water to the boiler. 
Note Hartford Loop is placed above the normal water line of the boiler. 
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UNUSUAL MOISTURE RESISTANCE is provided by unified insulation, including Mylar* poly- 
ester film—proved over 35 times as moisture resistant as ordinary paper insulation. These 
motors are also fully dripproof in horizontal or vertical use (with drip cover). 


*DuPont trade-mark 


Why G-E Pump Motors 
Mean Bigger Profits 


. . » Water Systems Month and every month 


National Water Systems Month is NOW 

May, 1956—a month during which 
leading pump manufacturers combine in 
a nationwide promotional campaign to 
help you sell more water systems equip- 
ment. You can take advantage of this 
selling help by featuring equipment sup- 
plying ‘“‘plenty of water, plenty of pres- 
sure.” 

The benefits to you are immediate— 
increased sales, and better satisfied cus- 


tomers. And, this month and every month, 
your selling job will be easier, your sales 
volume greater, if you sell pumps equipped 
with General Electric motors. 

The G-E motor’s reputation for quality 
and dependability will help you sell; its 
performance will keep your customers 
sold. Specify G-E motors on the water 
pumps you sell—then tell your customers 
“We carry only the best.” 


Progress /s Our Most /mportant Product 


GENERAL @® ELECTRIC 


“FOR FREE ILLUSTRATED BULLETINS on the motor featured above, 
write to: Sect. 702-38, General Electric Co., Schenectady, N. Y 


EXTRA DEPENDABILITY is typified by G-E 
switch with positive snap-action—plus Tex- 
tolitet wear pads, and long-life, knife-edge 
hinges. Life tests run up to 3!» million oper- 
ations, equal to 80 years use 


= 
3 


LOCAL G-E SERVICE—The G-E Small-motor 
Service Station in your area can help you give 
your customers prompt, efficient, local service. 
This means greater customer satisfaction at 
less cost to you. tG.£. trade-mark 











The right amount of 
diversion for Radiators, 
Convectors or Baseboards. 


BRONZE NON-ADJUSTABLE SUPPLY TEES 


Solder fittings for one-pipe systems using 
copper pipe. They are accurately made in 
a complete range of needed sizes. 





CAST-IRON ADJUSTABLE SUPPLY TEES 
for iron pipe installations. Easy to adjust, 
permit accurate control of flow to radia- 
tors. Simplify balancing on one-pipe 
systems, Complete range of sizes. 





BRONZE ADJUSTABLE SUPPLY TEES for 


copper pipe installations have solder con- 
nections and the same adjustable feature 
as the cast iron tees. Permit accurate di- 
version to each radiator or convector. 
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THRUSH 
Owe Fyc SUPPLY TEES 


Thrush Supply Tees are low in cost but high in 
quality and workmanship. Precision machining as- 
sures straight, uniform piping. The cast iron tee 
shown above is scientifically designed to divert the 
right amount of water to the radiator in a one-pipe 
system. The diverter is an integral part of the casting. 


Adjustable Supply Tees shown below at left per- 
mit perfect balancing of all radiators in a one-pipe 
system. The handy lever can be set easily to control 
the output of each radiator. The flow of water 
through the main is increased, not throttled. 

Thrush Tees save time and labor .. . and assure 
a better job for your customer. See your wholesaler 
today or write Department A-5 for more information. 


Ha. PHIRUGH « comeany 


PERU, INDIANA 
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HEIL 


Your sales mercury will climb to a torrid high with 
these 11 new hot-selling additions to the wide Heil 
line! Now even more than before, Heil offers you 
handsome, efficient heating units to suit any purse or 
purpose, every “wet” or warm air heating need... 
And remember ... every Heil unit is designed to 
provide ease of installation and accessibility for 
service plus maximum performance. Heil quality 
has built a name you can merchandise and 

sell with pride... and profit. 


NEW Gas-Fired Units! 








Model JFG-0 Highboy 


Winter Air Conditioner 


Good looking space saver, priced 
right for cost-conscious builders! 


95,000 BTU input. 











Model AFG-5 Lowboy 


Winter Air Conditioner 


High powered newcomer in a sales 
proven design! 200,000 BTU input. 








Model DFG-O Counterfiow 
Winter Air Conditioner 
Maximum heating efficiency for 


basementless homes! 
95,000 BTU input. 


——_+ 
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Models GC-11, GC-12 and GC-13 
Conversion Gas Burners 

Clean, economical gas heat for 
every home...every heating system! 
Input rating: 140,000 to 400,000 BTU. 





Heil’s heating and Cooling wholesalers save you money 
in shipping, inventory and office expenses. Support your 
Heil wholesaler, work with him... and profit! 


The Heil Co. is a member of OHI, GAMA and an associate 
member of NHWA, 


Tne HEIL co. 


3086 W. Montana St., Milwaukee, Wis. Hillside, N. J. 
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NEW 
Oil-Fired Units! 


Model JF-O Highboy 
Winter Air Conditioner 


Saves customers space and money 
... Sells fast! 84,000 BTU output. 





Models AF-4 and AF-5 Lowboy 


Winter Air Conditioners 





Distinctively styled, money-saving 
Lowboys for larger homes! 


135,000 and 165,000 BTU output. 








Model DF-0 Counterflow 


Winter Air Conditioner 


Luxurious, uniform comfort... for 
modern living! 84,000 BTU output. 





Model WB-1 

Boiler-Burner Unit 

Small in size, big in performance... 
and pre-assembled! 93,000 BTU 
gross output. 











Series DB 

Boiler-Burner Units 

Only Heil could put so much into 
so small a package! 

BTU Capacities (Gross Output): 


2 See 144,000 
BES. 65.5: 198,000 
CBAs i cu 252,000 


Model CB-1 Conversion Oil Burner 
with Burner-mounted Primary! 
Converts wide range of home heating 
plants. Amazing burner-mounted 
control system eliminates the need 
for all line voltage wiring except 

for power supply! 

1.65 GPH Maximum Firing Rate 


Model LB-1 
Conversion Oil Burner 


New low-pressuré burner converts 
heating plants to automatic systems, 
customers to buyers! 

1.5 GPH Maximum Firing Rate 


See us at the O.H.I. Show — New York City 
Coliseum — June 11-15 — Booth No. 542. 





SALES OFFICES: New York, N.Y.; Union, N.J.; Atlante, Ga.; Cleveland, Ohio; 
Chicago, IIl.; Milwaukee, Wis.; Kansas City, Mo.; Denver, Colo.; Dallas, Texas; 
Los Angeles, Colif.; Seattle, Wash. 
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constructive information 


in evaluating 
every 
manufacturers 


catalog 


from the 
CATALOG DESIGN CENTER 





contact 
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A manufacturers’ catalog, like his personal representative, should be selected 
for like characteristics. Appearance, character, personality and salesmanship are 
important criteria for judging the abilities of every member of a personal sales 
force. These human traits and virtues may be applied to manufacturers’ catalogs if 
considered in this way: 


APPEARANCE: Contemporary layout design used in all forms of advertising is neat, 
pleasing to the eye, and uncluttered in appearance. Use of modern 
design techniques will pay dividends when applied to a manufac- 
turers’ product catalog. 


CHARACTER: Prominent use of a company’s trademark or signature and the use 
of an attractive color in their advertising can help reflect the char- 
acter of that company. Combined with appearance, these add up 
to create prestige, acceptance and respect in the industry. 


PERSONALITY: A catalog is representing a company every business day of the year. 
It deserves that “extra something” needed to assure a good sales 
job. This indefinable something, we like to call “personality” often 
appears when a catalog has been carefully prepared to include 
clarity and continuity in design, copy and illustration. The identity 
of a company and its product becomes more pronounced if these 
factors are emphasized and should be included in every catalog’s 


“personality”. 


SALESMANSHIP: A manufacturers’ catalog should display the facts. Terse, descrip- 
tive copy, complete specifications, dimensions and installation 
diagrams and details, plus good illustrations are all sales data that 
a catalog should contain to do a good job. 


A catalog should have all four of these characteristics to do a “sales creating” 
job for the manufacturer, Capitalize on the vast experience of Domestic Engineering 
Catalog Directory, the centralized purchasing and specification reference, where 
product and purchaser are literally in contact with each other every business day 
of the year. 


creates cus : 











for information write to 


CATALOG DESIGN CENTER 


DOMESTIC ENGINEERING 
CATALOG DIRECTORY 
1801 PRAIRIE AVENUE 

CHICAGO 16, ILLINOIS 

















Questions and Answers 


(Continued from page 192) 
dition causes turbulence in any 
pipe, and when steam is present 
water hammer must result. 

With the boiler rated at 17,500 
sq ft EDR steam, the size of the 
mains would indicate a connected 
load well below the capacity of the 
boiler, based on a 1 Ib drop per 
1000 ft. The pump discharge was 
designed for 1% in. and with this 
pipe size, the pump would need to 
be sized according to the load ca- 
pacity, for example: 

Min. Capacity GPM 
10,000 sq ft unit discharge 15.0 gpm 
15,000 sq ft unit discharge 22.5 gpm 


20,000 sq ft unit discharge 30.0 gpm 

The capacity of a_ centrifugal 
pump will increase when it is oper- 
ated against a discharge pressure 
below the design base pressure. 
This will aggravate the complaint, 
but it is not the cause. 

A redesigned piping diagram for 
the Hartford Loop is offered by 
Beckwith in Fig. 4. He further 
states that any Hartford connection 
from a pump can be noisy when the 
condensate is cool and the boiler is 
steaming hard, as on a heating-up 
period in severe weather. 

When the pump is located close 
to the boiler, it is considered a good 
practice to connect it directly to the 
boiler inlet, as indicated by dotted 
lines near bottom of Fig. 4. 

Beckwith states that the eleva- 
tion of the header in this problem 
has no bearing on the problem pro- 
vided it is 24 in. above the water 
line. 


Correcting a Condensate Return System 


To the Editor: 

We have been called upon to cor- 
rect a condensate return system to 
three steam heating boilers con- 
nected in a series. Fig. 5A shows 
the present piping. 

Unless the 114 in. gate valves are 
throttled to balance the condensate, 
the pumps favor discharging into 
boilers No. 3 and No. 2. Failure to 
return condensate to boiler No. 1 
causes it to be shut down by the low 
water cut off. The heating system 
operates at 6 psi with 8 in. of vacu- 
um in the return lines. 

We contemplate changing this job 
to follow Fig. 5B as a corrective 
measure. This shows the removal 
of the check valves as well as low- 
ering the horizontal line well below 
the bottom tapping of the boilers, 
and feeding upward into the boilers. 

Are we doing the job correctly? 

California AP.C. 


To the Reader: 

The interesting question of multi- 
ple boiler water line control, using 
a single vacuum-condensate pump 
requires analysis of two problems 
to arrive at a solution. 


relation to the condensate accumu- 
lation in the return system. There- 
fore, attempting to maintain correct 
water levels in the boilers cannot 
be based on actuating the boiler 
feed pump system from the con- 
densate levels in the pump receiver. 
To solve this problem, it is recom- 
mended that the boiler water level 
control be transferred to pump con- 
trols installed at the water line of 
each boiler. 

The opinion seems to prevail that 
when two or more identical boilers 
are installed, it is a simple matter 
to arrange the steam piping and 


boiler feed piping in such a way as 
to permit the equalization of water 
level in all of the boilers. Although 
this objective is realized in a few 
installations, it is more often true 
that some remedial measure must 
be taken to correct faulty opera- 
tion. 

It is generally assumed that sim- 
ple equalizing connections of the 
steam headers and the return water 
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Fig. 5A shows piping hookup for 3 
boilers in series. Condensate pump 
return favors boilers 2 and 3; boiler 1 
runs low unless other returns are 
throttled. Fig. 5B shows the reader’s 
proposed changes to remedy a con- 
densate problem. 














piping on a multiple boiler installa- 
tion will result in maintaining sim- 
ilar water levels. This, however, is 
unlikely due to the small pressure 
differentials which exist. 

These pressure variations are due 
principally to pressure drops in the 
piping and the differences in steam- 

(Please turn to top of page 204) 
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Fig. 6 illustrates a solution to the problem of multiple boiler water line control. 
The condensate receiver tank is sized in relation to boiler capacities. Individual 
controls of each boiler provide efficient operation. 


It is improbable that the steam 
demand of the boilers is balanced in 
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NO. 558-X 
8" Automatic Spout Diverter 


with shower 


The No. 558-X Automatic Spout Diverter 

is so constructed that it eliminates the use 

of a reversed elbow and the extra length 
. 4” pipe. 


It is an automatic diverter to shower and 
has the use of 2” pipe for the complete 
assembly, thereby, eliminating extra cutting 
and installing of pipe inside the wall. 


: 2 ° Craftsmanship 





The 


Tradition 


of 


QUALITY FITTINGS § 


SINCE 191] 





Emblem of 


Business Character 


RICE LEADERS 
OF THE WORLD 
ASSOCIATION 


Represents High Standing 
in Name Product Policy 
Individual security INSURES FREEDOM and 


LIBERTY. Social Security leads to Regimenta- 
tion and LOSS OF LIBERTY. 


It’s a privilege to live in a Republic. Only 
God can help the people who live in 
Democracies. 


ey LV ace Gaeaor 


: 3 President 


THE INDIANA BRASS CO., Inc. 


FRANKFORT INDIANA 
“MANUFACTURERS OF PLUMBERS BRASS GOODS” 
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INSURANCE 
FOR 
LONGER LIFE 


For lasting protection Hot 
pag Dip Galvanized WHEATLAND 

Steel Pipe. This process ac- 
tually alloys the heavy zinc 
coating to the base metal— 
inside and outside! 


STon pall Cy NAVAN A=: 


Hot Dip Galvanizing makes 

steel pipe corrosion proof— 

VAs m -- pig ® A N [) chip and scratch proof — be- 
cause —should the pipe be 

damaged in handling — the 

surrounding zinc actually 


= ig ss a a P P = “heals the wound.” 


Remember! Each length of 
WHEATLAND Steel Pipe that 
is Hot Dip Galvanized—is in- 


- pipe with the dividually dipped in a vat of 


molten zinc. The pipe is then 

yearmmark J “blown-out” —in a separate 
. operation, so that there is 

no accumulation of zinc at 


either end. 


For positive assurance — 
specify WHEATLAND! 


WHEATLAND TUBE COMPANY 
BANKERS SECURITIES BUILDING e PHILA. 7, PA 


DomESTIC ENGINEERING, MAy 1956 


















COLD 
COMPLETELY PACKAGED om | | CROWN 


BOILER-BURNER 


OIL FIRED 
designed with you the 






HOT WATER 
Package includes: 
Boiler 
Combustion Chamber 
insulation 




















J 
Heating Contractor in mind — 
urner 
FEATURING — Tankless Coil 
© Quality Construction (A.S.M.E.) cote 
Light weight - easy handling Sheeianetet 
Easy installation Relief Valve 
Drain Cock 






High output and efficiency 
All-copper tankiess coil 
Compact design 

Neat appearance 


Components assembled and pre-wired 
The only residential steel boiler fea- 


mand 
turing extended surface heating areas 


The photograph shows the easy two man handiing. for most efficient operation. 

This is made possible by the design of the unit itself and 

the method of packaging. All crates are equipped with 

two heavy steel safety carrying handles (see photograph Get on the band-wagon now 


inset). They are bolted to the crate itself and also to two 
heavy duty steel straps, which pass under the full length — ask your supplier about the new 


of the crate. These handles make it possible for two men SPi- ROL-FIN Boiler-Burner which 
to pick-up, carry and place the complete unit where ever when combined with 


desired. No dollies, skids or block and tackle are needed. ; SPI-ROL- FIN's Baseboard Radiation 
excLusi vt __will make your next installation — 


ee « 
» 






Stack Control 
Triple Acting Aquastat 
Flow Control Valve 


Complete package 
only 380 LBS. 


*Patents Pending 
















Bs 


bak, 
_ © EASIER 
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i © FASTER 





_@ MORE PROFITABLE TO YOU 


write, wire or phone for complete information! 


Canadian Distibuter | WO Colm Mee) tte) vwile) 


T. L. Livingston & Sons, Ltd 2 133 GREENWOOD AVENUE * PEQUANNOCK, NEW JERSEY 
73 Main Street, East ' 5.3352 
Hamilton, Ontario a 







COMPLETE 
PACKAGE 
ONLY 


380 18. 

























Heating System. 
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How BURKS Super-Turbine 
PUMPS protect your profits 








These six proved 
advantages tell 





the inside story 


Nothing else works 


like a BURKS 
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1. THEY'RE SELF PRIMING—Fully automatic— 
there are no priming troubles with a Burks. And 
there's no need to grade lines to the pump on 
either deep well or shallow well jobs—they'll 
even prime overhead loops in the suction line. 


2. LIFT WATER FARTHER—In shallow well sys- 
tems Burks Super-Turbine Pumps are guaran- 
teed to pump good capacity as deep as 28 ft. 
Ordinary pumps are limited for practical use 
to between 20 and 25 ft. Burks Pumps give 
good capacity with 6’ to 8’ extra pumping lift. 


3. CONVERT EASILY —If the water level drops 
in a shallow well installation, the same pump 
can be converted without mechanical change 
to deep well application by the simple addition 
of a low cost Burks educer system. 








> 


— 





_SUPER-TURBINE 





CAPACITY 
































: yy © } | pressure 








4. WON'T AIR-BIND —The Burks Super-Turbine 
will not air-bind. It pumps water, air or a mix- 
ture of both to full usable water system pres- 
sures, Air or gas will not cause the pump to 
lose its prime. As o matter of fact, since 1927 
a Burks Super-Turbine Pump has been used to 
furnish the air for our factory whistle. 





5. QUICK PRESSURE RESPONSE — A Burks 
exclusive—each blade in this single-impeller 
turbine accelerates the ‘‘multiple stage’’ action. 
This means instant full pressure response when 
water is needed. 


6. PUMP AGAINST PRESSURE—A Burks Super- 
Turbine Pump will continue to deliver good 
capacity throughout the entire range from min- 
imum to maximum rated pressures. This assures 
long years of service because a Burks is not 
under strain when handling any normal water 
system pressures. 


Write today for the facts on a Burks Pump Franchise. 


DECATUR PUMP COMPANY 
33-D ELK STREET, DECATUR, ILLINOIS 


Manufacturers of "HV" Centrifugal Pumps and Water Systems, Super-Turbine Shallow Well and Deep 
Well Pumps and Water Systems, Deep Well Head Pumps and Water Systems, Submersible Sump Pumps, 


industrial Pumps; a Complete Line of Accessories. 
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SHORTEST 
STROKE V8 OF 
ANY LEADING 
TRUCK! 














... One reason for 
top-notch fuel economy, 
low maintenance 


costs in this New 


Chevrolet Truck V8 


That picture above gets right to the heart of a 
modern performance champ, the new Chevy 
Trademaster V8!* The arrow points up the short- 
est stroke of any leading truck engine—your 
assurance of power that eats up work while using 
less fuel, and minimum engine wear stemming 
from reduced piston travel. 


This shorter stroke has brought about a whole 
new concept of more efficient engine design, 
exclusive with Chevrolet truck V8’s. Because of 
it, Chevrolet engineers have been able to make 















—- 


(Oye ~~ 
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the Trademaster V8 the most compact truck 
engine on the market, with more horsepower per 
pound than any other. ‘‘Dead weight” has been 
pared off to give you the efficient performance 
you want, more pound-pulling power! 

So, remember this special kind of short-stroke 
design Chevrolet truck V8’s now bring you. Re- 
member what it means in terms of money-saving, 
profit-making hauling. Certainly, you’ll want to 
see your Chevy dealer soon. . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 


*Optional at extra cost in 3100 through 4500 models 


The dollar-saver that 
looks like a million! 


Here’s modern truck beauty 
that adds to your business 
prestige! Long, low, for- 


ward-sweeping lines pro- 
vide good advertising for 
you wherever you go. And 
you'll go more easily, too, 
thanks to the nimble ma- 
neuvering these new Chevy 
models provide! 


NEW CHEVROLET 
TASK:-FORCE TRUCKS 


Anything less is an old-fashioned truck ! 
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Fuel Oil Filters 


Best for the JOB! 
Best for YOU! 


More features . . . 
tomers .. 


better heat for your cus- 


. more profits for you. Double filter 


action positively protects against clogged 
nozzles and lines, eliminates call-backs. 


install . 









e ASK YOUR WHOLESALER 


ABOUT THE - 


Leakproof one-piece construction, reinforced 


bolt spud, guaranteed permanently rustproof. 
Hexagon extensions . . 
. at either tank or burner. 

It’s sure to satisfy. Use Auto-flo Fuel Oil Filters 
on every installation, gravity or pressure type 
burners—the F-300 Standard, or the 
King Size F-400 for over-standard and 
4 commercial applications. 


" Glo fle 


. easiest of all to 


AUTO-FLO CORP., 14590 Schaefer, Detroit 27, Mich. 


Please send me full information on Auto-Flo: 








Fuel Oil Filters. “100” Automatic Humidifier. 
Name 
Address. 
City Zone. OD ictciinstiicre 





Nowa KING SIZE 
Model Too! 








AUTOMATIC 
HUMIDIFIER 

















Questions and Answers 





(Continued from page 198) 

ing rates caused by the inability of a firing device 
to be adjusted to produce an equal output in two 
or more boilers. When it is recognized that a 1 Ib 
pressure head is equal to 27.7 in. of water, it is 
easy to understand the importance of even small 
pressure differentials. The following system is 
currently being used by many engineers on mul- 
tiple heating boiler systems. (See Fig. 6): 

A separate large condensate receiver tank 
vented to the atmosphere is installed to receive 
all of the accumulated condensate from the sys- 
tem. Normally, a condensate receiver tank make- 
up feeder is installed to maintain a minimum 
water level in the receiver tank at all times and 
sized in relation to the boiler feed pump and 
boiler capacity. 


« A float operated pump control is installed at 
the normal water line of each individual boiler 
so that it can maintain the efficient boiler water 
line as recommended by the boiler manufacturer. 

A motor-operated valve or a float-operated 
throttling feeder is installed in the pump dis- 
charge line to each boiler. The pump control 
actuates the motor-operated valve, opening the 
pump discharge line to any individual boiler and 
at the same time the end switch of the motorized 
valve starts the boiler feed pump in operation. 

If only one boiler is calling for water at any 
given time, then that single boiler is the only one 
that will receive water. The use of this system 
eliminates the possibility of any boiler receiving 
too much water from the boiler feed pump and 
also prevents irregular operation caused by in- 
sufficient water actuating the low water cut-off 
and stopping the automatic burner. 


Radiators Blew Their Tops 
To the Editor: 

Recently a customer came to me with a case in 
which the hot water heating system in his home was 
severely damaged. 

The house had been closed for the winter, and the 
pipes and radiators drained. A severe electrical storm 
occurred and lightning struck the tree adjacent to the 
house. An aerial ran from the tree to the house. 
Something caused the tops of all the radiators to be 
blown out. 

I have been trying to ascertain possible causes for 
the damage to the system and the tops of all radiators 
being blown out (no bottoms). 

Would the tops be blown out by freezing and com- 
pression of air or by the formation of gas in the 
radiators or pipes from some sort of corrosive or 
chemical process? Would the electrical storm or light- 
ning have anything to do with such a case? 

If you have heard of any cases or have any sugges- 
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tions as to how this might have happened, I would 
appreciate your letting me know. 

New York i ie Ae PR 
To the Reader: 

In the absence of examination of all parts of the 
heating installation and without having any photo- 
graphs showing the nature of the damage, it would 
not be possible to reach positive conclusions regard- 
ing the cause. 

Your letter states that the pipes and radiators were 
drained. Customarily, when a system is drained it is 
left open. Under these circumstances, pressure could 
not be generated in the system. 

Even if the system were ineffectively drained so that 
the radiators were only partially filled with water, 
the normal reaction to freezing temperatures would 
be for the radiators to break in the lower or water 
filled portions. 

A possible reason for radiators to break at the top 
might be freezing which could take place during a 
combination of events. Since hot water will freeze 
more rapidly than cold water, a completely filled 
radiator still warm at the top and already cooled at 
the bottom, if subjected to a sudden depressed tem- 
perature, might freeze and break at the top of sec- 
tions. This would seem a remote possibility, because 
the problem in this case is one which the system pre- 
sumably was drained before the damage occurred. 

Any damage caused by freezing of water would be 
expected to leave tell-tale traces of water on the 
floor after the thaw occurred. 


s From the information provided in your letter, it 
might be reasonable to assume that the damage was 
not due to water, because evidently no damage oc- 
curred to the boiler in the basement. Since water 
seeks it own level, a reasonable deduction would be 
that, if the system was partially filled, the water 
would flow to the low point, which is the boiler, and 
it would have also been destroyed. 

The possibility of vandalism might be explored 
since the destruction of the radiators at the tops is 
not the normal consequence of freezing. 

Some pertinent facts could be missing in this case. 
It was not mentioned, for example, if the aerial run- 
ning from the tree to the house was or was not 
grounded to the heating system. A ground wire to the 
water supply system would, in effect, be attached to 
the heating system because the systems are normally 
connected. 

With the date of the electrical storm established and 
by checking with the weather bureau, you can find 
the outside temperature that existed at the time of 
the stroke of lightning. In this way you can establish 
the approximate temperature of the radiators in the 
unheated building. 

Conceivably, the radiators, if subjected to the heat 
of resistance to the high voltage of lightning, might 
expand so rapidly that they would disintegrate at the 
points through which the lightning traveled. 

Editor’s Note: While this is an unusual type of problem, 
other readers may have experienced a similar occurrence. 
If you feel you have a plausible explanation, send it to the 
Editor. 1801 Prairie Ave., Chicago 16. Domestic Engineer- 
ing will pay $5.00 for each letter that is published. Enp 
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_ a 
GOOD ADVICE 


(from a guy who counts) 











“I’m Andrew Pawlak .. . I’ve been with the 
same plumbing outfit for 18 years. Nobody ever 
asked me for a testimonial before—although I 
smoke the cigarettes that taste best to me, and 
I’m a man of distinction in my own family. 
But, now that you ask me about pipe vises, 
let me tell you something. I don’t give a darn 
how a vise looks in the advertisements—all I 
want to know is will i. do its job fast . . . and 
will it hold up? Well, I’ve tried ’em all, and since 
no others have the “‘automatic-adjust’”’ feature 
except Erie Pipemaster—there’s no use think- 
ing of any other vise. With Pipemaster, I can 
adjust from %" to 22” pipe automatically— 
and it lets me clamp with less than one turn of 
the screw. Well, this one’s for me!” 


Andy knows what he wantsand 
gets it with Pipemaster’s com- 
pletely redesigned line of hand 
pipe tools—wrenches, cutters, 
vises, vise stands. Try them, 
all parts of all Erie Tools are 
factory job-tested and uncon- 
ditionally guaranteed. At your 
supply house or write: 

















ERIE TOOL WORKS 


? /ERIE, PA., U.S.A. Pony 
IPEMASTER IN CANADA—ETF TOOLS Ltd. St. Catharines, Ont. 


ERIE 























CARLTON SINKS 
HAVE STILL OTHER 
ADVANTAGES 


Don't forget to tell your 
prospects about Cariton's 
straight side walis that 
hold up to a gallon more 
water; how the narrow 
center wall reduces splash 
from a swinging faucet; 
how the Cariton's special 
rubberized undercoating 
hushes dish clatter and re- 
duces garbage disposer 
noise to a gentie purr. 














CARLTON Stainless Steel Sinks add 


tit, Luxwiouk Cudtow 


without a penny’s extra cost! 


The selection of the right sink for a new or remodelled Kitchen is often the 
difference between making and losing the sale. That's why Carlton Stainless 
Steel Sinks are in such demand. Costing not a penny more than most ordinary 
cast iron sinks, they offer housewives extra exclusive advantages. Such features 
as Carlton’s exclusive sparkle finish that actually improves with use; no surface 
enamel or plating that can chip or crack; no chance of rust or stain. Keeping a 
Carlton Stainless Steel Sink spotlessly clean is as easy as washing a glass! . .. And 
there are savings for you, too, in Carlton's lesser weight (the double sink bowl shown 
above weighs only 17 pounds!) which makes quick installation easy. 
Write today for Catalog 96 and the name of our nearest distributor. 


Carrollton Manufacturing Company (Sink Division), Carrollton, Ohio. 


The bright, Apol WU YOwL hitehon, 
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is CLOW I.P.S. pipe? 




























Clow I.P.S. pipe is cast iron pipe with Clow I.P.S. pipe is available with in- Clow I.P.S. pipe is available with 
steel pipe outside diameter. Manufac- tegral calking hub (extra heavy soil threaded or plain ends in sizes 3, 4, 5, 
tured in sizes 3, 4, 5, 6, 8, and 10 inches, pipe pattern) in sizes 4, 6, and 8 inches. 6, 8, and 10 inches. I.P.S. pipe meets 
it is used for downspouts, vent and Hub end pipe can be used for under- all the physical requirements of Federal 
waste piping where there is a demand ground installations, or wherever in- Specifications WW-P-356, for drainage, 
for permanent piping. stallation demands a calked joint. vent and waste piping. 










Who Uses it? 

Plumbing contractors know that Clow 
1.P.S. pipe installations are fast and eco- 
nomical. Architects and Engineers specify 
Clow I.P.S. pipe because they know it will 
last the life of the building. 























Clow I.P.S. pipe is manufactured and 
available in 18 foot random lengths. 
Long lengths make it ideal for long 
runs of piping, whether embedded in 
walls, exposed, or underground. 1I.P:S. 
pipe can be used with regular soil 
or drainage fittings. 





AMERICAN CAN COMPANY'S NEW RESEARCH 
AND DEVELOPMENT CENTER, Barrington, Ill. 
Plumbing Contractors: S. J. Reynolds Co., Inc., Chicago 
Genera! Contractor: LaSalle Const. Co., Chicago 
(Clow I.P.S. (threaded) Cast Iron Pipe 

| downspouts, drains and waste lines.) 


| CLOW LP.S. 
CAST IRON PIPE 


...can be cut... threaded... and fitted ...on the job. 
with ordinary tools of the piping trade 


| . 

neta | } oa 
4 

' 











PRUDENTIAL MID-AMERICA HOME OFFICE, Chicago | James B. Clow & Sons, Inc. 


Architects: Naess & Murphy 201-299 N. Talman Avenue 
Plumbing Contractor: M. J. Corboy Corp. | Chicago 80, Illinois 
General Contractor: George A. Fuller Company - , 
i Please send me, at no obligation, further 
(Clow 1.P.S. ; + 
er a renee + we Sownepoute:) | information about Clow I. P. S. Cast Iron 













Write today for | Pipe. 
free literature | Name 


JAMES B. CLOW & SONS 


Inc. 












Manufacturers of Cast Iron Pipe Address 
Wholesalers of Plumbing and 


Heating Supplies 










201-299 North Talman Avenue * Chicago 80, Illinois 









City. State 
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Zp)... threads, cuts, reams! 








> 


500A with SPHDCHUCA 


ee. most clean cuts and 
threads with least work 


Capacity: 4%” to 2” pipe; %4”’ to 2” bolts or rod. 


New type wrenchless Speed Chuck operates easily, 
quickly, guaranteed to grip pipe or rod tightly— 
forward, reverse; jaws have replaceable insert 
teeth for longer life . . . Independent die heads, 
cutter, reamer swing up out of way when not in 
use . . . Quick-opening die heads—1 Quadri and 2 
Dual heads for 4” to 2” (%” available)... quick 
size change right in machine . . . Power for geared 
tools to 12’. Many other efficient worksaver fea- 
tures. See it, try it... buy it—at your Supply 


House. 
Wrenches ¢ Cutters ¢ 


Mow for yowr money j 
RIFAID | rece” 





Ce BE: PE 1 Baglin 
“Threaded Pipe—it's Tight—Wt's Best—Costs Less” 
The Ridge Tool Company, Elyria, Ohio, U.S.4 
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How to Enter Kitchen Field 
Shown by New Survey 


THE AMERICAN CONSUMER spent approximately 
$20,000,000 last year to remodel “mother’s” 
kitchen. 

One of the first nationwide surveys of the 
kitchen remodeling business, which canvassed 
some 159 successful remodelers in 19 major cities 
of the United States, has just been tabulated by 
Hotpoint’s market research department. It pro- 
vides some fundamental answers to problems that 
dealers have been trying to solve regarding entry 
into a relatively new and high potential sales field. 

The survey covered the basic elements of what 
a dealer needs to know and to do before he can 
realize a profitable operation. While it did not 
cite specific costs, it did provide a “blueprint for 
action” according to E. M. Haines, general man- 
ager of Hotpoint’s customline section. 

The 159 dealers said they averaged in 1955 be- 
tween 45-65 remodeling jobs with an average 
gross of $1,700 per job. Considered on an annual 
basis, these dealers grossed between $76,500 and 
$124,500 per year depending upon the size and 
extent of the remodeling operation. 

One hurdle most dealers had to overcome was 
the need for some specialized person to handle 
his kitchen remodeling operation, the survey 
showed. Some 86 percent said they have a re- 
modeling specialist who handles their work. Of 
the group, 23 reported they do not have a special- 
ist, 11 stated that the owner of the store handled 
the job; four said that sales personnel handled 
the remodeling business and three said local 
architects helped them. 

Reflecting the belief that a “kitchen specialist” 
must have specific skills in order to be of value 
to the dealer, the survey respondents asserted 
that a combination of skills and techniques is 
required for training a person to sell a kitchen 
remodeling job to a potential customer. 

Most frequently mentioned qualifications in- 
clude general building skills, complete knowledge 
of the appliances, interior decorating, color and 
design techniques, plumbing know-how, electrical 
and general efficiency skills. 

Classified as secondary skills but yet of prime 
importance were layout and planning, installation 
knowledge, salesmanship, factory training or 
similar experience, mechanical drawing and cost 
estimation of the project. 

Carrying the “blueprint for action” idea fur- 
ther, Haines said that today there are hundreds 
of schools turning out qualified young men and 
women who would make excellent potential 
kitchen specialists for dealer consideration. 

“The dealer who is contemplating going into 
the kitchen remodeling business cannot hope to 
acquire the services of a high-priced specialist 
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until he assays his position in the field,’ Haines 
stated. “He must start with one man or woman : : ep a: ° 
ximately who has a general knowledge of the field and Carrier Heating and Ventilating Units eee 
nother’s” begin to build his business on that basis, offering ‘ 
good work, sound kitchen planning and reason- 
s of the able costs.” 
anvassed Haines cautioned dealers who think they can 
jor cities immediately gross $100,000 per year simply by 
lated by adding a kitchen specialist. “Like any established 
It pro- business, the kitchen remodeler must grow into 
ems that this new field and establish himself in the mind 
ng entry of his local community as the headquarters for | 
les field. remodeling services,’ Haines added. | 
of what The dealers themselves provided six reasons | 
he can why they feel that remodeling business is a good | 
did not business to be in. They are: | 
rint for 1. Good market with lots of old homes | 
al man- 2. People becoming interested in better living | 
3. New advances in appliances | 
955 be- 4. A demand created by advertising 
average 5. Profitable business year-round 
annual 6. Satisfying and enjoyable work. 
00 and Appraising the potential sales situation, Haines 
ze and concluded that older homes with outmoded kitch- 
ens, as revealed in the survey, provide unlimited 
ne was opportunities for dealers to obtain business. 
handle 
pitied Unique Theater Installation Uses 
a re- : cay 
k. Of Packaged Air Conditioners 
pecial- VERSATILITY is a major feature of the new air 
andled conditioning system in the 1,200 seat Roosevelt 
andled Theatre, Jacksonville, Fla. . 
local The 60-ton system uses the lower halves only 
(containing compressor, condenser, controls, cool- 
ialist” ing coil and filter) of eight 742-hp air conditioners 
value and a single large blower. 
serted The system provides four-step control of cool- 
les is ing capacity, as the units operate in four pairs of 
tehen 15-hp each. Reporting on the system, Leonard 
Cohn, United States Air Conditioning Corp.’s 
s in- Florida representative, said, “When the theatre | = wie 
ledge is only partially occupied or the weather is mild, SIx coll Capacities in both distributing 
- and only one pair of units need operate. As the the- and U-bend coils for each casing size 
trical atre fills up or outside temperature rises, addi- 
tional capacity is automatically provided.” 
rime The use of only the required amount of cooling i. 
New free 12-page catalog lists details, specifications, capacitie 


Bm se = 
provides control of humidity as well as tempera- s. & 


ation 
z or ture, since some of the equipment is in operation CARRIER CORPORATION 
at all times. 336 S. Geddes St., Syracuse, New York 














— The danger of breakdown of the cooling system | want to know more about the im- 
fur- is virtually eliminated. In the event of tempo- | = GZ> Rigses Clete Hosting snd Vesting a 
reds rary failure of one unit, 52% tons of cooling | 
and capacity are still available. &. Meine Pie eK, = 
ntial The units are located in an equipment room | - 
which serves as a return air plenum. The con- | oe ss 
into ditioned air is delivered from the units to the . Address é 
e to a . . _ a by vo City a Zone Stote 
Ss ouble-inlet double-widt ower. ree circular 
= ceiling diffusers distribute the air. END Et ae ies eee ae: one 
1956 ion 
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WALWORTH 





Geller because ... Walworth has standardized 


its line of bronze valves to provide an unsurpassed sys- 
tem of interchangeability of parts for assembly or re- 
placement. You can maintain a great number of Wal- 
worth Bronze Valves with a small inventory of basic 
parts ... you minimize part replacement problems. For 
further information, ask us for our Bronze Valve Stand- 
ardization Chart. 


Choose from complete lines of Walworth Bronze 
Valves — including gate, globe, angle, check, and 
lubricated plug types. Walseal® Bronze Valves and 
Fittings are also available for making silver-brazed 
joints. 

For full information on Walworth Bronze Valves 
and Fittings, call your Walworth Distributor, nearest 
Walworth Sales Office, or write to Walworth Com- 
pany, General Offices, 60 East 42nd Street, New 
York 17, N. Y. 


Parts are carefully machined and finished to 
close tolerances, thereby assuring accurate fit 
and alignment under all conditions. Sectioned 
valve is Walworth No. 225P Bronze Globe 


Valve with stainless steel plug-type seat and 
disc, heat-treated to a minimum of 500 Brinell 


hardness. 


WALWORTH . 


Manufacturers since 1842 
valves . . . pipe fittings . . . pipe wrenches 


60 East 42nd Street, New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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SPECIAL Tadeix OFFER! 


To meet the tremendous demand for factory 
rebuilt power vise stands, Oster offers 


A WANCE 


for any Oster No. 422 Power Vise Stand, 
complete with motor, regardless of age. 


TOWARD THE PURCHASE OF THE NEW, IMPROVED 


OSTER No. 432 
Lightweight Champ 


ACT NOW—Take advantage of this “first- 
time-in-history” opportunity to trade in 
your old No. 422 Power Vise Stand on 
the latest model Oster No. 432 “Light- 
weight Champ.” 


SPECIAL OFFER—Regularly priced at 

$265.00, the new Oster No. 432 costs 
; you only $215.00, and your old No. 
422, during the months of May and 
June, 1956. 


EXPIRES JUNE 30—See your Oster Dis- 
tributor for complete details on this 
sensational trade-in offer. Call him today! 





BY 
































MANUFACTURING CO. 


Main Office and Factory 
1306 East 289th St., Wickliffe (Cleveland), Ohio 


j THE 








BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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Kitchen Slide Films 

Toledo Desk and Fixture is offer- 
ing its steel kitchen distributors 
two sound-slide films. One, titled 
“The Ever Widening Circle,” has 
been designed to explain opportu- 
nities in kitchen sales. The other, 
available with a kitchen planning 
book, is being issued to help in the 
basic planning of kitchen layouts. 

Manufacturer: Toledo Desk and 
Fixture Co., 1020 Ford Rd., Mau- 
mee, O. 


Air Diffuser Counter Card 

A counter display card with a 
mounted 4-in. sample of its resi- 
dential ceiling air diffusers is being 








offered to wholesalers by Connor 
Engineering. Easel-backed and 
printed in two colors, the display 
measures 17 by 24 in. 

Manufacturer: Connor Engineer- 
ing Corp., Danbury, Conn. 


Pipe Fittings Display 
Grabler Mfg. is issuing a counter 
display designed to simplify selec- 





tion of its pipe fittings and nipples. 
The package identifies fittings and 
nipples by name and size. The dis- 
plays are available to contractors 


212 


from their wholesale distributors. 
Manufacturer: Grabler Mfg. Co., 
6565 Broadway, Cleveland. 


Valve Package 

A five-pack carton that converts 
into a merchandising display has 
been developed by General Con- 
trols for its time delay oil valves. 





The carton contains five separately 
packaged valves. 

Manufacturer: General Controls 
Co., 801 Allen Ave., Glendale, Calif. 


Lavatory Leg Display 
Reed-Cromex is offering dealers 

a 36 by 16 by 2%-in. display board 

for its lavatory legs and towel bars. 





Crane and Vitro Join 

Crane Co. and Vitro Corpora- 
tion of America have entered into 
a joint operation to produce 
thorium, rare earths and heavy 
minerals from monazite, rutile. 
ilmenite, zircon, and kydnite. 

The two companies will assume 
equal ownership of Heavy Minerals 
Co., its mining subsidiary Marine 
Minerals, Inc., and associated op- 
erations. By the end of 1956, the 
combined investment will approxi- 
mate $6,000,000. 

Frank F. Elliott, Crane president, 
will be chairman of the board of 
Heavy Material Co., and J. Carlton 
Ward, Jr., Vitro president, will be- 
come president of the operation. 


Modernizing the Modern 
Designers of kitchen ranges 
never heard that “there’s nothing 
new under the sun.” 
Their 1956 models list these in- 
novations, according to the Gas 


The board can be used as a counter 
or wall display, or be suspended 
from the ceiling. It has a finished 
hardwood frame, with samples of 
leg models, extension leg and towel 





bar mounted on a recessed back- 
ground. 

Manufacturer: Reed-Cromex 
Corp., 492 S. Green Rd., Cleveland. 


Dishwasher Sales Guide 

A new sales planning guide is be- 
ing issued to dealers by Hotpoint. 
The booklet contains an ad mat 
section that suggests methods of 
combining product features, prices, 
free home trials, etc., for newspaper 
advertisements. Five different one 
column ads are included with a 
two-page newspaper dummy that 
illustrates various methods of ad 
makeup. Glossy photos of products 
are provided for ad illustrations. 
Promotional aids for two forthcom- 
ing disposer campaigns are includ- 
ed. The guide is available through 
wholesalers. 

Manufacturer: Hotpoint Co., 5600 
W. Taylor St., Chicago 44. END 


Appliance Manufacturers Assn.: 
Oven doors 40 degrees cooler to 
the touch than before... auto- 
matic temperature controls for top 
burners, as well as time and tem- 
perature controls for the oven... 
and direct lighting of the whole 
top of the stove, a meat thermo- 
meter that registers “rare, medium, 
or well-done” on the backsplash. 


Comfort Catches On 

The one-thermostat home is be- 
ing frozen out of the American 
housing picture, according to Min- 
neapolis-Honeywell. 

Insistence on greater personal 
comfort is accelerating the trend in 
U. S. homes toward multiple-ther- 
mostat systems, M-H says, particu- 
larly among buyers of the ranch- 
type and split-level home. 

The huge gain in zone heating 
systems is reflected in the record- 
breaking sales of Minneapolis- 
Honeywell last year—$244,482,068. 
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DRAINS - CARRIERS - INTERCEPTORS and 
ENGINEERED PLUMBING PRODUCTS 


Built to outlast the building — over 2,000 PLUMB-EASY Engi- 

neered Plumbing Products are made to offer the correct Drain, 
Carrier, or Interceptor to meet the exacting requirements of 
every type of building design and construction. | 


Pay 5) OR dene 





WATER-HOTTERS 
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is easy to install! 


Assembly is rapid... No special 
tools or special training of any kind 
are needed to assemble Tronsite. 
What's more, it's easy to handle... 
easy to truck... easy to carry 
about on the job! 





Bracing and supporting are 
simple . .. Transite is easy to 
support... anywhere along the 
barrel, not just at the joint. its base 
can be a wall bracket or the floor 
itself. Other supports and braces 
may be hangers, angle irons, light 
strapping or riser clamps of 
hanger irons. 








Capping is easy 

... Follow standard 
flashing methods when 
Transite passes through 
roof, Additional savings 
may be gained by using locally- 
approved tops that require minimum 
roof clearance. 





Transite Gas Vent Pipe 





Rules of good venting 
may be followed readily ... economically 


-.. with Transite’ Gas Vent Pipe. Code-approved in- 
stallations are quickly, easily completed, thanks to 
Transite’s installation simplicity and the wide variety 
of round and oval fittings available. 


You can assure homeowners of UL listed pipe 


Ay») Transite Type B Gas Vent Pipe is safe! It 


NS Ly has been listed continuously by the Under- 
writers’ Laboratories, Inc., since 1932. It is the only 
pipe for the purpose with such long-standing, uninter- 
rupted recognition. 

Transite B-W Gas Vent Pipe for recessed wall heaters 
is also listed. 

For further information, write Johns-Manville, Box 


60, New York 16, N.Y. In Canada, Port Credit, Ontario. 


SY) sohns-Manville TRANSITE GAS VENT PIPE 


AN ASBESTOS-CEMENT PRODUCT 
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Insist on the New 


Classte Thermostat... 


Get Accurate Heating Control 
Attractive, Modern Styling 
Easy, Inexpensive Installation 





































f 
Install DETROIT CONTROLS The Classic will add style and saleability to the 


heating systems you manufacture, sell or install. 


Its smart, modern design will complement the 

New Gassl0 Thermostat decoration of any home, new or old. The single, 
large numbered dial is slanted for perfect vision— 

can be read at a glance! The temperature selector is 

directly under the indicator needle—eliminates 


for Customer Satisfaction! fumbling with old-fashioned turning or twisting 


devices. 


Installation is very simple. No precision levelling 
is necessary. The Classic requires only two wires— 
easily replaces any two or three wire thermostat of 
earlier design. 

Close control of any type heating, within a fraction 
of a degree, is assured by Detroit Controls’ Timed 
Cycling function. 


DETROIT CONTROLS National advertising in Better Homes & Gardens, Small Homes 
Guide, Home Modernizing and other magazines will bring 


broad consumer acceptance to the Thermostyled Classic. 
CORPORATION 


Take Advantage of this opportunity... 
8900 TRUMBULL AVE. + DETROIT 8, MICHIGAN 
Division of AMERICAN RADIATOR & STANDARD SANITARY Corporation 


Representatives in Principal Cities—Canadian Representatives: 


RAILWAY AND ENGINEERING SPECIALTIES, LTO., SELL THE 


Montreal, Toronto, Winnipeg 


AUTOMATIC CONTROLS for DOMESTIC HEATING © AIR CONDITIONING © REFRIGERATION © AVIATION © TRANSPORTATION © HOME APPLIANCES © INDUSTRIAL USES 
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int Dishwashers are EASIER TO SELL! 


HOTPOINT'S EXCLUSIVE NEW 
SPOT-LESS AC 
OUTMODES ALL OTHER DISHWASHING BchiGes) 




















I~ Your prospects are being ; 
pre-sold on Hotpoint Dishwashers ' 
by dynamic, full-color ads like 
this month after month in 
Better Homes & Gardens... 


House Beautiful... Time.. 
Living for Young Homemakers ‘ Brg housewives are convinced 
new i ; 
aa jotpoint Dishwasher gets everything sparkling 
2 + a. clean, as no other dishwashing method can! 
—Separate-sliding Hotpoint ‘ ; 
t p ple. 
Roll-R-Racks are preferred lene Sasi aoa mee gets dishes cleaner, more spar- 
4% te 1 over competitors’ just push a button ieeeniieirs dace ae any other way. Yet you 
, ; a ne for you—ev j 
pull-out tubs. This was proved pre-rinse that does away with hand-rinsing ey he . 
conclusively by consumer 





psd gers Spot-Less washes—with fresh detergent each ti 
cru away 7 , wake 
? away every trace of food-soil and film. In water that’s hotter |) 4 


Me 
Lo 








preference surveys just completed than hands can stand, dishes then get two thorough 
at the Home Arts Guild Spot-Less second rinse eliminates spots on gl tees te 
P P “ * 2 ass and silver! 
in Chicago. a ee a Super wetting agent, are eesti i te 
2 _ ed into this rinse. Wate . 5 . rally in- | 
3 —Hotpoint is the only Automatic can't dry as spots ater spreads so smoothly it can't form drops 
Dishwasher recommended in the Racks roll out separately for easy load 
Many families f a ‘ oading. hold complete service for 8 
last four years by one ) ies find they hold a full day's dishes. (U 
‘. holds 31 glasses.) ’ Jpper rack alone 
of the leading consumer Bap tay one ge 
ads | ive modern Colort > i i an 
research organizations! rengthee cmrctinveis oe Coppertone, white, or satin-chrome finish Your eyes tell you! Spotted 
| r models, maple-to in pl potted glass (left) was rinsed 
p mobile models, and 48 piain water. Sparkling glass (right) was rinsed the 


| inch dishwasher-sinks. See the 
See the new Hotpoint Dishwashers soon new Hotpoint Spot-Less way. It gleams like new! 


Every days a holiday with , 
“ | Ranges + Refrigerators + Automatic Washers + Clothes Oryers 
Customiine + Dishwashers + Disposalis® + Water Heater : 
Food Freezers + Air Conditioners a 
Hotpoint Co Ch 4 
ic 
! A Division of General Electric Co. ) estes 











ttotpoint Dishwashers Are MORE PROFITABLE FOR PLUMBERS! 


THEY'RE EASY TO INSTALL THEY’RE EASY TO SERVICE 
Both the hot water and drain connections Hotpoint Dishwashers can be serviced from the 
can be made from the front with the front, without having to disconnect plumbing and 





Hotpoint Dishwasher in place. pull the Dishwasher away from the wall. 


See your Hotpoint Distributor for the complete details on 
how you can make more money easier with Hotpoint. 


mo Ooh te Hotpoind for te finet- bit! 


RANGES © REFRIGERATORS + AUTOMATIC WASHERS + CLOTHES DRYERS - DISHWASHERS + DISPOSALLS® + WATER HEATERS 
HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, illinois 
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Good Reading 





(Continued from bottom of page 45) 
for use with air conditioning and 
refrigeration equipment. Covers 
prefabricated, natural-draft and 
factory assembled, mechanical- 
draft units. Defines various types 
of cooling towers and terms used in 
construction, installation and oper- 
ation. Outlines components to be 
included as standard equipment, 
ratings and performance data. 

Available from: Air Conditioning 
and Refrigeration Institute, 1346 
Connecticut Ave., N.W., Washing- 
ton 6, D. C. 


Boiler catalog. Forty-four page 
catalog describes and _ illustrates 
steel boilers for homes and com- 





STEEL BOILERS 


= 


mercial and industrial buildings. 
Gives ratings and capacities togeth- 
er with dimensions and engineering 
data for the complete boiler line. 
For quick reference, brief descrip- 
tions of boiler types, firing methods 
and capacities are printed at top, 
outside page corners. 

Available from: Pacific Steel 
Boiler Div., National-U. S. Radiator 
Corp., 944 Ash St., Johnstown, Pa. 


Built-in oven cabinet bulletin. 
Four-page, two-color bulletin dis- 
cusses various types of steel kitch- 
en cabinets for use with built-in 
ovens and cooking tops. Cutaway 
drawings give dimensions and ex- 
ploded line drawing identifies fea- 
tures. Chart shows cabinet models 
used with different oven makes. 

Available from: Lyon Metal 
Products, Inc., 3135 Madison St., 
Aurora, Ill. 


Water pump booklet. Twelve- 
page consumer booklet entitled, 
“What Kind of Water Pump Do 
You Need?” illustrates various 
models of water pumps. Features a 


questionnaire designed to give 
dealers essential information to 
help prospects select proper water 
system. Two colors, pocket-sized. 
Available from: The Tait Mfg. 
Co., 500 N. Webster, Dayton, O. 


Air conditioning bulletins. Sepa- 
rate publications cover air and wa- 
ter-cooled model air conditioners in 
two and three-ton sizes. Presents 
features and dimensional drawings. 
Each bulletin lists components and 
controls. 

Available from: Drayer-Hanson, 


Inc. 3301 Medford St., Los Angeles. 


Steel shelving catalog. Twelve- 
page, illustrated catalog discusses 
manufacturing and construction de- 
tails of boltless steel shelving. Cov- 
ers various models of open, closed 
and ledge-type shelving. Printed 
in color, it also describes compo- 
nents and accessories. 

Available from: Frick-Gallagher 
Mfg. Co., 110 S. Michigan Ave., 
Wellston, O. 


Cooling tower bulletin. Four- 
page, two-color bulletin presents 
the firm’s line of cooling towers 
with emphasis on a new protective 
finish available on all models. 
Charts give dimensional and per- 
formance data. Features of differ- 
ent models are illustrated and de- 
scribed. 

Available from: Havens Struc- 
tural Steel Co., 1713 Crystal Ave., 
Kansas City 26, Mo. 


Prefabricated chimney booklet. 
Gives latest information on firm’s 
line of prefabricated chimneys. De- 









signed for distributors, the booklet 
discusses market potentialities of 
packaged chimneys. 

Available from: General Prod- 






ucts Co., Inc., P. O. Box 661, Fred- 
ericksburg, Va. 


Truck catalog. Colorful, profuse- 
ly illustrated twelve-page catalog 
presents design and construction 
features of eight forward control 
truck models, with factory-mount- 
ed, multi-stop service bodies. Dis- 
cusses body styles and load capaci- 
ties for trucks with gross vehicle 
weight ratings ranging from 5,400 
to 18,000 lbs. Detailed drawings 


INTERNATIONAL TRUCKS 


with METRO BODIES 
Oh. TRUK 9 0 pou 80 BG mony 





show body measurements and basic 
points of chassis and engine. Lists 
construction details and optional 
equipment. 

Available from: International 
Harvester Co., 180 N. Michigan 
Ave., Chicago 1. 


Axial fan catalog. Thirty-six 
page catalog discusses axial fans for 
ventilation, process air supply and 
process air recirculation. Describes 
and illustrates tubeaxial and vane- 
axial flow principles and gives de- 
sign and construction features. 
Gives specific recommended appli- 
cations. Contains eight pages of se- 
lection tables and three pages of 
installation drawings. An ordering 
guide is included. 

Available from:.American Blow- 
er Corp., 8111 Tireman Ave., De- 
troit 32. 


Air conditioning catalog. Twelve- 
page, two-color catalog provides 
complete specifications for the line 
of summer and winter air con- 
ditioners for various residential 
applications. Contains charts and 
cutaway drawings and_ includes 
specifications, dimensions and com- 
ponents. 

Available from: Airtemp Div., 
Chrysler Corp., 1600 Webster Ave., 
Dayton 1, O. END 


See p. 212 for Sales Aids 
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Beth-Co-Weld Pipe is used for heating lines in R. H. Macy and Co. suburban store, White Plains, N. Y. 
Contractor: Wolff & Munier, New York. Jobber: Chas. F. Guyon, Inc., New York. 


These Recently Completed Buildings | 
Use Beth-Co-Weld Steel Pipe 


These two new structures, vue a store 
at White Plains, N. Y., the other a 
factory building at North Wales, Pa.. 
have one thing in common—a net- 
work of Beth-Co-Weld steel pipe. 
For virtually any type of construe- 
tion you can name, Beth-Co-Weld is a 
wise choice for general-purpose pip- 
ing. This is because Beth-Co-Weld is 
a quality product, manufactured from 
sound steel by the continuous-weld 
process, It is economical pipe, in the 














shop and out on the job, because it’s how 

so easy to work. Ahereanne aaa an cool 

Beth-Co-Weld is made in sizes from F a — ‘ | fan i 

'4 in. to 3 in., standard-weight and a fe ER SEN ; aa 
extra-strong weight, and in 21-ft 

lengths, plus or minus 1 in, It is also _ 

produced in 31%-in. and 4-in. sizes, in the 

standard-weight only. bee! 

he Pld i x ‘ ria An A A ‘ Xr T 

BETHLEHEM STEEL COMPANY acc 

BETHLEHEM, PA. tool 

On the Pacific Coast Bethlehem products ar¢ ' 

sold by Bethlehem Pacific Coast Steel Cor } ran 

poration, Export Distributor: Bethlehem dra 

Steel Export Corporation About 70 tons of Beth-Co-Weld are used in this new plant of Leeds & Northrup Co., | stal 

North Wales, Pa. General Contractor: H. E. Baton, Philadelphia. Mechanical Contractor : | 

Riggs Distler & Co., Inc., Baltimore. Jobber: B. H. Deacon Company, Inc., Philadelphia. stor 

one 

BETHLEHEM STEEL uni 
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Room Conditioners Combined for 
Central-Type Installation 

Two ROOM AIR CONDITIONERS are cooling a local 
optometrist’s establishment of three private 
offices, reception room and workshop. 

Dr. Charles Rhyon is the optometrist whose air 
conditioning installation has been described as the 
“first of its kind.” 

The 1% horsepower air conditioners are in- 
stalled high in two windows in the workshop. A 
Y-shaped duct joins the two separate units there, 
to bring the cool air through a false ceiling and 
into individual outlets in the reception room and 
each of the three private offices. The space cooled 
by the arrangement is about 70 by 10 feet. 

One of the air conditioners is connected to a 
time clock that turns the system on half an hour 
before the office is opened each morning. 

One of the few problems that arose during the 
unusual installation was the question of whether 
the air-moving capacity of the fans in the air 
conditioners was great enough to allow the air 
flow to run the 60 feet necessary to cool each room, 
despite static pressure present. To overcome that 





Seantey po am right, poe = to Dr. Charles thom. 
how two room air conditioners, joined by ductwork, will 
cool his reception room and three private offices. A booster 
fan is installed in the duct. (Photos courtesy of Amana 
Refrigeration, Inc.) 


possible difficulty, a booster fan was installed at 
the Y-joint of the duct work. However, it has not 
been necessary to use the fan. 

The other problem was one of space—how to 
accommodate, even temporarily, the installer, his 
tools and the ducts themselves in the cramped 
area of the false ceiling where the ducts were 
drawn from the workshop to the offices. The in- 
staller overcame this difficulty by crawling on his 
stomach in the narrow confines and by using just 
one hand to connect the ducts and insulate the 
unit. The duct that goes through the false ceiling 
is protected with glass fiber insulation. END 
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VENTALAR 


Original and Dependable 





WHISTLING TANK FILL SIGNAL 





New Model 
featuring 


"Built-In' 
Bug 


Protection 


low .. . all VENTALARM Signals 
include a non-corroding screen 
sealed into position over the 
whistle-top opening. Venting 
remains as free as ever, 








There ore NO BUGS in’ 





My 





but no bug can s- 
get into the whistle to 3/ 4~-R \ 
muffle or stifle the sound. es Vs 

hy 
Sy ed Ba 
‘ so 
ta ed | 
¥: 


Free from "BUGS" 
of any kind 


VENTALARM Signal has won “endorsement by use’ from over 4500 major and 


independent dealers. 


Full variety of models to satisfy every tank condition, new or old. 


Sold through a nationwide network of leading Supply Houses. 
Underwriter's Laboratories Listed. 
Universally approved by leading Fire and Safety Authorities. 


Complete Merchandising Support for the Fuel Oil and Oil Burner Dealer. 


Tested literature available at cost to help you 


The one decision you can make that will benefit your company more than 
any other is to equip all your accounts, new and old, with VENTALARM Signal. 


Saves up to 30% of delivery costs. 


Over 4,000,000 VENTALARM Signals proven in field use. 


Contact your Regular 
Supply House 


SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 
Desse or sewrrr temas €6. Canodian Branch: SCULLY SIGNAL LTD., 286 King St. W., Toronto, Ontorie 


















SHERWOOD 
NO. 86-A 








for the Discriminate Buyer Looking for 
QUALITY EQUIPMENT for LOW DOWN AND HIGH TANKS! 


No. 277 Same as 
No. 77 except inte- 
gral stop. Excellent 
feature in repair- 
ing tank, or can be 
used as regulator 
in case of high 


water pressure 


ORDER SHERWOOD 
BALL COCKS FROM 
YOUR WHOLESALER 


SHERWOOD 
NO. 277 



























SHERWOOD NO. 566 
No. 566 Top supply 


No. 86-A 
Anti-Syphon pattern for high tank. 
Ball Cock 


Smooth, quiet Same simple lever as No. 


operation, Safe- 
guards against 
the hazards of 
water contamina- 
tion. Fills 6 gal. 
tank in less than 
114 minutes at 28 
lb. pressure. 
Works on any 
city water pres- 
sure. Meets all 
code require- 
ments. Same 
high quality con- 
struction 
throughout as all 
other SHER- 
WOOD products. 


77. Furnished with bent 
or straight 8 inch LP. 
size threaded tailpiece, 
coupling nut and washer. 





ASSEMBLY 





mh 

NO. 466-H 
No. 466-H Same as No. 
166-L except for high tank 


bottom supply. Not tapped 
for refill, 
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SHERWOOD 


6331 E. JEFFERSON AVE. 


BRASS WORKS 


DETROIT 7, MICHIGAN 





SHERWOOD ONE PIN 


Note illustration on 
left. Shows how one pin 
holds all parts in place. 
Simple in operation. 
Easy to repair. 


No. 77 Elevated Pattern 
for low tanks with 1 inch 
brass hush tube over cast 
supply. One pin holds 
all parts in place. Quiet. 
Can be furnished with 
lifetime hard rubber 
hush tube at slight addi- 


tional cost. 


SHERWOOD NO. 77 


SHERWOOD NO. 22 | 
No. 22 Back supply pat- 
tern with integral shut- 
off for low down tank. 
Arranged to connect 
with %¢ inch I.P. through 
tank 










SHERWOOD 
NO. 466-L 











No. 466-L Partial sub- 
merged pattern tapped for 
refill. For low tank. 
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THIS IS THE MOST EFFECTIVE 


copreti-ltre FUEL OIL HEATER 
EVER BUILT Panacoil 


“THERMO-FILM” 


FUEL OIL HEATER ** 


It’s all in the design! 
OIL 










see us at 


BOOTH 215 


at the 


COLISEUM 
NEW YORK CITY 


21st National 
OIL HEAT 
SHOW 


JUNE 11th thru 15th, 1956 





@ A basically new design. Gives high exit oil temperatures at 
full rated capacities. No supplementary electric oil heating 
required to make up for heater deficiencies! 


@ Operates on true counter-flow principles — the most effective 
method of heat transfer! 


@ Oil contamination of boiler water is impossible with 
“Thermo-Film’’! 


@ Drastic reduction in size and weight! 


@ Low cost standard installation procedure. No relays ...! No 
electric wiring ...! No vents... ! 


@ Install it and forget it. Servicing is eliminated! 


*Trade Mark 
**Patents Pending “ 





SEND FOR BULLETIN 60-N 





Approved by 
Board of Standards and Appeals, City of New York 









Cal. No. 321-55 SA 


DAVIS ENGINEERING 


CORPORATION 
30 Rockefeller Plaza, New York 20, N. Y. * 1064 East Grand Street, Elizabeth 4, N. J. 





























where wall space 
is limited... use 


“ | J i ) 
; | he 
J J J : 


SUCCESSOR TO THE CONVECTOR 





® DOUBLE THE HEATING CAPACITY per lineal foot, 
of the best baseboard radiation. 


@ UNOBTRUSIVE ENCLOSURE that measures only 
12" high, 4%"' deep. 

© IMPORTANT SPACE SAVINGS, can be fitted into 
otherwise unusable space. 


® EASY, UNIFORM INSTALLATION matches SUN- 
TEMP BASEBOARD RADIATION in every respect. 


® SUNTEMP’S HANDSOME STYLING that blends 
with every decorative style. 


And a bonus of special advantages in INSTALLATION: 
A single BASEVECTOR, 40 or 64 inch size, is adequate 
for most bathrooms or kitchens. Eliminates the need 
for costly recessing, electric blowers and controls, 
troublesome leveling and measuring. Can be installed 
with mating SUNTEMP BASEBOARD RADIATION in a 
loop system, connected in series. All accessories avail- 
able. White finish coat also serves as primer for other 
colors. Lends itself to flush or recessed application. 


For Complete Information, Write: 


ROMALC one 


1210-26 S. FRONT ST., CAMDEN 4, N.J. 








222 











News «ee continued from bottom of page 60 


cent over February a year ago; gas-fired warm air 
furnace sales rose 8.4 percent with 51,700 units 
shipped during the month. Conversion burner sales 
climbed to 7400 units, 15.6 percent above the same 
month last year. Combined January-February fig- 
ures show boiler sales up 35.1 percent, furnaces up 
11 percent and conversion burners up 27.6 percent 


Expansions— Mergers 


General Controls Co., Glendale, Calif., has finished 
construction of a new 4400 sq ft warehouse and show- 
room in San Francisco. The building, more centrally 
located than previous quarters, increases San Fran- 
cisco facilities by 120 percent. Completion has been 
scheduled for the first of this month. 


Iron Fireman Mfg. Co., Cleveland, has announced 
it will build a new 130,000 sq ft factory plant at Ligo- 
nier, Ind. The plant is being built for lease to the com- 
pany by Sherrill-Noonan, Inc., York, Pa., construction 
lease specialists. 


National Heater Co., St. Paul, Minn., will build a 
36,000 sq ft plant, with plans for a 20,000 sq ft addition 
in 1957. It is estimated that this $250,000 building 
will enable the firm to expand its output of industrial 
direct-fired heaters up to 30 percent. Completion is 
scheduled for about July 1. 





INC. 


Ace PLUMBERS, 























“Get that smile off your face .. . We're bringing 
it back tomorrow.” 


Ira L. Rothenberg & Associates, Newark, N. J., 
manufacturers’ agents, has opened a new warehouse 
and offices at 398 Market St. Centrally located, it 
will service all plumbing and heating wholesalers in 
northern New Jersey and the New York area. 


McDonnell & Miller, Chicago, has moved its Chi- 
cago district sales offices to a new location at 5875 N. 
Lincoln Ave., making it separate from its general 
offices. The move took place early in April. 
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Bush. Mfg. Co., West Hartford, Conn., has built two 
warehouses, one of 35,000 sq ft at the main plant in 
West Hartford, another of 5,000 sq ft in Riverside, 
Calif. These additions will free manufacturing space 
which can be devoted exclusively to production, the 
company stated. 


Efron Mfg. Co., Chicago, has leased a factory with 
20,000 sq ft of plant space adjoining its present facil- 
ities. The company stated increased demand for tub 
enclosures and glass shower doors necessitated the 
expansion, which will now give it over 50,000 sq ft 
operating space. 


Trane Co., La Crosse, Wis., has started construction 
of a 65,000 sq ft engineering office building which will 
be used by the product and design departments, and 
as a show-place for air conditioning and heating 
equipment. Cost of the building and equipment has 
been set at $1% million, and is scheduled for com- 
pletion in February of 1957. 


Copeland Refrigeration Corp., Sidney, O., is plan- 
ning an expansion program to add nearly 500,000 sq 
ft of manufacturing and administrative space to its 
present facilities. The first unit scheduled for con- 
struction is a 250,000 sq ft plant for refrigeration and 
air conditioning compressor manufacturing, engineer- 
ing research and product development. Provision for 
installing air conditioning is being made. 


Kennard Corp., St. Louis, has begun construction of 
a new plant in St. Louis county which is to house its 
entire manufacturing operation. It will be twice the 
size of the present plant and provides room for future 
expansion. Exact completion date is not yet set, but 
full production is expected by the end of the year, 
the company reports. 


Minneapolis-Honeywell Regulator Co., Minneapolis, 
has begun construction of a small burner control plant 
at Amiens, France, to provide for that country’s grow- 
ing domestic oil heating market. This will be the fifth 
Honeywell plant outside the U. S. 


American Brass Co., New York City, has started a 
$14% million expansion program for its Buffalo divi- 
sion. In addition to relocating its large machine shop, 
it will construct a new building for the manufacture 
of copper alloy seamless tubing. Completion is ex- 
pected early in 1957. 


AllianceWare, Alliance, O., has completed its $1 
million enameling plant in Kilgore, Tex. It will serv- 
ice plumbing contractors, builders and architects 
through distributors in surrounding southern states. 


Robertshaw-Fulton Controls Co., Greensburg, Pa., 
has moved its Bridgeport Thermostat Div. to a newly 
constructed plant in Milford, Conn. Additional floor 
space of about 180,000 sq ft, or 50 percent, has been 
added to the division’s manufacturing capacity, and 
most manufacturing work is now underway there. 
Administrative and executive departments have been 
operating in the new quarters for several weeks. 


(Please turn to top of page 225) 
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for TOP QUALITY 


at amazingly low cost 


specify... 


Among the highest in the Industry in heat- 
ing capacity. 

One piece back-and-top design lends 
itself to either flush or recessed application 
(or both). Standard accessories available 
for every kind of requirement. 

Flexibility for any installation . . . equally 
suitable for modernization or initial instal- 
lation. Installation is simple, takes less time, 
saves you money. 

Quality—for a lifetime of service. From 
the non-ferrous heating element to the 
heavy gauge furniture steel enclosure, 
SUNTEMP BASEBOARD RADIATION is 
quality. Supplied with a Bonderized Baked 
White Enamel finish coat which can even 
be used as a primer. 

Economy in installation and maintenance. 
Its simplicity as well as efficient manufac- 
turing makes SUNTEMP BASEBOARD RADI- 
ATION the most economical to install. 
Provides a curtain of uniform heat. Easy 
to get at... easy to maintain. 


.. get the whole story. Write 


RO m A industrige 
W\\\\C\ HY 0-26 S. FRONT ST., CAMDEN 4, N.J. 


in 
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IT CA 

\T CANNOT CORRODE 
\T’s LONG LASTING 
\T HAS NO SEAMS 
IT CANNOT LEAK 
\T CANNOT SINK 
iT IS BUOYANT 
HAS NO METAL 















HERE'S WHY ITS... 


The Perfect Float! 


In checking TOUGHBOY Selling Points, listed here, | 
against the factual elements of the product itself, you | 
will find as perfect and truthful a sales story as can 

be found in any float ... bar none. Composed of 

thousands of tiny white plasticfoam cells, the 

TOUGHBUOY embodies a highly buoyant, long- 

lasting product. It cannot leak, sink, wear out or 

crack. Chemically identical to the foam body itself, 

the screw insert bears the name TOUGHBUOY, your 

assurance of the Perfect Float. 


A Perfect Replacement Item! 


SELLS ON SIGHT 


TOUGHBOUY FLOATS, 
though light as a feather, bear 
considerable abuse. Easy to 
handle, a cinch to install and a 
hot selling item, TOUGH- 
BOUY is the perfect replace- 
ment item. The nonintercon- 
necting cell structure prevents 
the absorption of water into 
the interior of the float. Your 
customers will like them. 





poe 


Cross-section of TOUGHBUOY 
Float. Shows expandable 
Polystyrene Tough, non-fri- 
able discrete cell structure 














Write for Further Information 
e TODAY e 


TOUGHBUOY CO.|} 


3051 Curtice Rd., Coleman,Mich. 






Div. Robinson Industries 
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Makes water 
TASTE better 








makes faucets SELL better! 


Here’s your sales story: 


1. Spring-Flo equipped faucets infuse tap water with 
millions of tiny air bubbles that replenish lost oxy- 
gen. The bubbles trap off-tastes, odors and clouding 
gases—then vanish—leaving the water crystal-spring 
clear, mountain-stream fresh! 

2. The bubbly stream from a Spring-Flo equipped 
faucet mixes and dissolves soaps and detergents 
more thoroughly. Makes more suds, greatly im- 
proves washing action. 

3. Millions of tiny air bubbles act as a shock absorber 
for the stream, so it just can’t splash. Clings and 
spreads instead, for more complete rinsing. 


Sell Spring-Flo equipped faucets. You get extra profit and 
satisfied customers from every installation! 


ON LEADING MAKES OF FAUCETS 


SPRING-FLO 


, AERATORS 
ae 


CHASE BRASS & OPPER 





AGHNIDES U.S. PATS. 2.210,646—2.316.632 


Domestic ENGINEERING, MAy 1956 








New 
May 


resent 
in Ph 
of spa 
tinue 
Jerse} 
and tl 


Tall 
make 
man, 
heada 


Wo 
that 1 
Norw 
ton. | 
Maso: 
force 
prese 


Lav 
noun 
The | 
Deut: 
Atlar 
Yate: 
St., I 


I 


_— is 











ter! 


ith 
‘y- 
ng 
ed 
its 


nN- 


er 
id 


fit and 


\y 1956 











| 





News - «+ continued from bottom of page 223 


Max-Arnold Co., Philadelphia, manufacturers’ rep- | 
resentative, has opened a new warehouse and offices | 
in Philadelphia, providing approximately 7,090 sq ft | 
of space. From this warehouse the company will con- | 


tinue to serve wholesalers throughout southern New 
Jersey, eastern Pennsylvania, Delaware, Maryland 
and the District of Columbia. 


Tallman Conduit Co., St. Louis, has been formed to 
make and sell fibre sewer pipe. A subsidiary of Tall- 
man, Inc., a plumbing supply house, it has its sales 
headquarters in St. Louis and its factory in Louisiana. 


Worthington Corp., Harrison, N. J., has announced 
that the net assets of Mason-Neilan Regulator Co., 
Norwood, Mass., have been transferred to Worthing- 
ton. The plant and facilities will be operated as the 
Mason-Neilan Div. of Worthington, and the working 
force and management staff will continue in their 
present positions. 


Lawson H. Yates Co., Nashville, Tenn., has an- 
nounced that Bemis Mfg. Co., Sheboygan Falls, Wis.; 
The Union Malleable Mfg. Co., Ashland, O., and The 
Deutsch Co., Los Angeles, have opened warehouses in 
Atlanta, Ga., to service the territory covered by 
Yates. The warehouses are located at 311-401 Foundry 
St., N.W., in Atlanta. 





— 
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“That old movie poster is sure a traffic stopper.” 


Bellanca Aircraft Corp., New Castle, Del., has sold 
its subsidiary, the N. O. Nelson Co., St. Louis, whole- 
saler of appliances and plumbing supplies, along with 
the Joplin Supply Co., Joplin, Mo., to Automatic 
Washer Co., Newton, Ia., manufacturer of combination 
washer-dryer appliances for household and commer- 
cial applications. 

(Please turn to top of page 227) 
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ON EQUIPMENT PIPING... 


the DRESSER way 


is Easier... Surer! 


~~ 
Poe oe , 
fs. m > 
a we < 


Over 100 Style 65 Dresser Fittings 
on industrial furnace manifold pip- 
ing (above). Easily removed and 
replaced for cleaning of burners. 
Style 38 Dresser Couplings (right) 
absorb vibration and movement, 
provide easy take-down for repairs 
on either side of large pumps. 
Save on all your equipment installation contracts by using 
easier, surer Dresser Couplings and Compression Fittings. 

They eliminate threading, exact pipe fitting, grooving, 
soldering, flaring and caulking. With Style 65s, for instance, 
you simply stab plain pipe ends into these factory -assembled 
fittings and tighten the end nuts. Sty le 38s assure permanent, 
bottle-tight joints for plain-end steel, cast iron or other pipe 
... wrench-installed in but two man-minutes per bolt. 

Style 65 Fittings are available in sizes from 34"' to 
Style 38 Couplings to 12’’ OD and larger. 


SEE YOUR LOCAL PIPING SUPPLIER TODAY 


for the complete Dresser line of 
couplings, ells, tees, adapters, etc. 


9". 
“3 
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WOOL FELT 
“STEP-BACK” 
DESIGN 
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“-S\ BULL BITS 


» DRILL Smoother 



























for the Particular Job! 


Thus, plumbers praise 
BULL BITS for their top- 
most efficiency on particu- 
lar jobs . all jobs... 
. tight places . . where 
y, clean break| 
rough is essential . 
to ——- expensive detours 
re-routing of 
P &. BULL BITS | 
no edges to saw out, no jamming | 
or locking-up even when boring | 
holes at 45 degree angles. Con- 
venient length operating shafts | 
for both 
jobs. 


Replaceable Hard Steel Blades 
Replaceable Screw Pilot | 


2) PNNT 





short and long range | 






Angle 
Drill 
Attachment 


WILLIAM L. ENGESSER & CO. 


9745 E. RUSH ST EL MONTE, CALIF 
P.O.BOX 506 FOREST 8-9424 







Give Your Customers 
the Famous Filtering Efficiency 


One look at a General Filters Replacement Cartridge tells 
you here is more than cotton waste or impregnated paper. 
Here is the finest WOOL FELT — plus fine mesh screen 
center core (with patented treatment!) that positively pre- 
vents lint from escaping into oil lines. This specially treated 
core eliminates danger of oil bypassing, and provides finer 
filtration by making inner surfaces of the felt more dense. 
Here also is practical ‘step-back’’ cartridge design for 
more usable filtering area—and cleaner, better burning oils. 


Shops featuring famous GF cartridges need stock and sell 
only one line . . . because Generals fit practically every 
filter housing made! Regardless what filter you've been 
selling, make sure of renewing filtering efficiency every 
season (and making a handsome profit) by installing a 
genuine GF cartridge replacement! 


GENERAL FILTERS, INC. 


Look for us at the National Oil Heat and Air ieecnmeened pe. The New pee, New York haeanet June 11-15, Space 508 







of Wool Felt—GENUINE GF CARTRIDGES 
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DEGREE OF TEMP. RISE. 











SKUNIFORM VALVE MOVEMENT 
PER DEGREE OF TEMP CHANGE 
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Automatic Self-powered Temperature Control 


AS SIMPLE AS A-B-C! 


1” size—only about $100 


A simple thermostat—a length 
| of tubing—a valve. That’s all! 
That’s the trouble-free design 
| of the Sarco SELF-POWERED 
| temperature control. 


1. Simple, inexpensive, de- 
pendable, effective. 


| 2. No gadgets that take a tech- 
| nician to read and repair! 


| 3. Self-contained—no exposed 


mechanism. Packless valve. 


4. Self-powered—no com- 


pressed air or electricity 
needed. 


5. Not affected by cross-ambi- 
ent temperatures or elevation 
of the bulb. 


6. Thousands give accurate 
service... for firms such as 
Colgate - Palmolive Co., Sin- 
clair Refining Co., Swift & Co. 

Write for Bulletin 620 to 
Sarco Company, Inc., Empire 
State Bldg., New York 1, N.Y. 


a1ear 


SARCO 
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News.... 





continued from bottom of page 225 


Portmar Boiler Co., Brooklyn, has opened ware- 
houses in Chicago, Philadelphia, Denver, New York 
City, Seattle and Watertown, Mass., providing whole- 
salers nationwide stocking facilities for residential, 


commercial and industrial water heaters and boilers. 


Mike Mercury Co., Chicago, manufacturers’ rep- 
resentative, has moved to a more central location at 
4328 S. Western Ave. Its new building of over 11,000 
sq ft provides adequate office and warehouse facilities 
to meet demands of expanded trade. 


Sellers Injector Corp., Philadelphia, has acquired 
the complete line of injectors formerly manufactured 
by the Ohio Injector Co., Wadsworth, O. In addition 
to manufacturing rights, the transaction includes 
spare parts, servicing and reconditioning facilities. 


Hupp Corp., Detroit, has purchased the business and 
assets of Gibson Refrigerator Co., Greenville, Mich., 
subject to stockholder approval. This purchase fol- 
lows the firm’s acquisition earlier this year of ap- 
proximately 60 percent of the Gibson common stock. 


Sales Meetings—Programs 


The Oster Mfg. Co., Cleveland, has announced a 
lifetime guarantee on its new line of portable lifts. 
The guarantee states that “if, within the life of the 
equipment, parts returned to the factory are found to 
be of defective manufacture, new parts will be 
shipped free of charge providing the unit has been 
given normal and proper usage and is still the prop- 
erty of the original purchaser.” The guarantee covers 
equipment introduced in January of this year. 


Serr : a 
































ty, 





“I tell you, chief, nobody's got that kind of 
sales resistance.” 


Webster Electric Co., Racine, Wis., reports its “Cara- 
van of Service” oil heating showroom and shop has 
made 40 stops in 27 cities in Wisconsin, Illinois and 


| also solved by Mt. Hawley—an electronic G-8 


Iowa, where more than 1,000 wholesalers, dealers and | 


servicemen were contacted. The company feels the 
(Please turn to top of page 228) 
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Flat 
Virultr foe die! 


at school gym—thanks to a 
MT. HAWLEY WATER HEATER 


THE PROBLEM was how to supply 
plenty of hot water for showers at this 
high school gymnasium, DePue, Ill., 
during mild weather without firing up 
the large boiler used for heating. Be- 
cause of its high efficiency, this water 
heater is used throughout the year. 


THE SOLUTION was this Mt. Hawley 
AG-300 direct-fired, galvanized wa- 
ter-heater. Little floor space was re- 
quired for this oil-fired unit—yet it has 
a recovery rate of 1200 gph at 
100° F. rise from 40° to 140° anda 
storage capacity of 265 gal. 





For a wide range of commercial hot water needs the Mt. Hawley AG 
Series water heaters are the perfect answer. They're compact, efficient 
—ready to provide low-cost hot water for hospitals, schools, laundries, 
service stations, restaurants, small industrial plants, motels and other 
buildings. 


HEATING REQUIREMENTS for the gym were 


Burner (15 gph) installed in a steel boiler. The 
Mt. Hawley G-8—highly popular light oil, high 
pressure, gun-type burner — was completely 
equipped with electronic controls and delayed- 
action fuel supply. There's a Mt. Hawley burner 
for every heating job. 





ON DISPLAY! BOOTH #615 @ NAPC SHOW e MILWAUKEE, WIS. 


Dept. D-5 Routes 174 & 88 Peoria, Illinois 



































the speedy, accurate. 
economical way to 


| BETTER 
LAVATORY & 
TANK SUPPLIES 


Arbest Flexible supplies are man- 
ufactured of the highest quality 
material triple chrome plated on 
a nickel base guaranteed not to 
crack or peel. Fittings are full 
weight—full thread—no lost time 
or material failure on the job. Both 
ARBEST lavatory and Tank Sup- 
plies are attractively packaged 
complete—no lost parts on the job. 
So why not treat your- 
self to better flexible 
supplies. Only the best 
are marked ARBEST. 
















ALL STOPS AND) 
FITTINGS ARE. 
FULL Soul 

BRASS TRIPLE] Ge 
CHROME PLATED,’ 


COMPRESSION COMPRESSION 
STRAIGHT STOP ANGLE STOP 


ARBEST — LEADER IN THE FIELD 


Arbest Flexible supplies are fabricated by the orig- 
inators and oldest independent manufacturers of 
flexible supplies in the United States. Ex- 
MALE perience counts because, new and time sav- 
ing ideas for you in flexible supplies are 
our business. 








See your wholesaler now. 


WRITE FOR FULL DETAILS TODAY! 





FEMALE 


‘cMerm s Me utelalehcolaatialale mm G@elaalelolab 


3047-49 Amber St.. Phila. 34, Pa 
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News ... continued from bottom of page 227 


caravan is an effective solution to the problem of 
establishing direct contact with its customers. Expec- 
tations are that the caravan will reach 10,000 whole- 
salers and dealers during the 50 week period it is on 
the road. 


Toledo Desk and Fixture Co., Beauty Queen Div., 
Maumee, O., has announced a spring sales promotion 
program for its deluxe, 54-in. sink cabinet. The pro- 
gram will provide dealers with merchandising and 
display posters, special consumer and trade-in allow- 
ance prices and include consumer magazine advertis- 
ing. A gift of a dishwasher and five kitchen cabinet 
accessories is a customer bonus package. 


Elkay Mfg. Co., Chicago, reports it has received fa- 
vorable comments on its sink display stand from 
contractors. The firm stated contractor William B. 
Park of Northbrook, Ill, for example, recently ap- 
proved the display, saying it is easy to handle and 
can be used in a variety of ways, such as floor or win- 
dow display or at local home show exhibits. Contrac- 
tor-dealers have already received some 2000 stands, 
and the firm has ordered an additional supply. 


Ruud Mfg. Co., Kalamazoo, Mich., has announced 
high initial response to its 1956 promotional campaign 
to help wholesalers and retailers increase sales of 
automatic gas water heaters. Preliminary field reports 
indicate heavy demand for such sales tools as news- 
paper mats, prepared radio and TV commercials, wall 
and window banners, posters and direct mail pieces. 


Williams Div., Eureka Williams Corp., Bloomington, 
Ill., has announced that its three Dealerama caravans 
have resulted in increased sales to dealers, new dealer 
franchises and increased prospect interest. Carrying 
over 25 pieces of the firm’s heating equipment, the 
caravans covered 11,978 miles to reach nearly 5,000 
dealers, builders and utility officials. 


Conco Engineering Works, Mendota, IIl., recently 
held a “cooling conference” for 80 dealers, at which a 
new line of air cooled refrigeration equipment was 
introduced. The importance of heating contractors 
including air conditioning in their operations was 
stressed. The firm predicted a 100 percent increase in 
sales this year. 


Pennsylvania Range Boiler Co., Philadelphia, held a 
“Burlesque Night” recently for two thousand plumb- 
ing and heating contractors and wholesalers. The 
company said the entertainment was designed to show 
its appreciation to contractors and wholesalers for 
their support of its products. 


American Radiator & Standard Sanitary Corp., 
Plumbing and Heating Div., Pittsburgh, reports almost 
40 million people are viewing daily demonstrations of 
its products on the “Today” and “Home” TV shows, 
and the once a month TV color spectaculars. The 
“Today” and “Home” shows are carried on more than 

(Please turn to top of page 230) 
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SPARTAN 
For Extra Quality Where 
lt Counts Most 















Heavy Gauge Stee! 
Galvanized 
Bonderized 








~ WASHROOMS 


Pedal Operated 
Chicago Faucets 








Beautiful Rounded ' 
Entrances 







Full Length 
Deep Groove 
Construction 
Extra Rigidity 












Here’s an idea that is opening up a brand new 
market, in public washrooms everywhere. It is 
gaining in popularity all the time. 

Chicago Pedal Faucets are the only true sani- 
tary faucets for public use. They offer the ulti- 
mate in convenience also. One foot controls 
both water flow and temperature, leaving both 
hands free. And they still permit all the econo- 
mies of water and fuel that come with self-clos- 

ing valves. 
Both wall mounted 
and floor mounted 


models available. Pedals 
f- swing up out of the way 
‘ when cleaning floors. 


{ 

7 B. The operating units pro- 
vide all the trouble-free 

service for which 

Chicago Faucets are so 

justly famed. 


THE CHICAGO FAUCET CO. 
Chicago 39, Ill. 











America’s Finest 





2"? The IMPERIAL 


Added Height 
es” by Spartan 


Choice of 3 Receptors 


Beautiful Rounded Corners « 


The REGENCY | The ROYAL « 
aici America’s Most : 

The Ultimate Popular Shower 14 

in Corner Showers | Choice of 4 Receptor: | 


Terrazzo Receptors Rounded Entrance 
are standard Also available 
in Aluminum 








































Spartan Coast-to-Coast 
Warehouse Service Chicago Faucet Products 
ore distributed through 


the plumbing trade ex- 







New York, N.Y. 
Chicago, Il. 
Beverly Hills, Cal. 







Concord, N. C. clusively. 
Boston, Mass. Y 

Konsas City, Mo. 
Houston, Tex. 


Cleveland, Ohio 









New Illustrated Catalog 
on Request 


SPARTAN 





SHOWER STALL €O.. INC. 


52-5. 4 Heo. Maspeth 
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Cure Cure for 


Water-Hammer! 


GENERAL 


“Perma-Cushion’ 
Water Hammer 
Silencer 


Here’s the silencer that per- 
manently stops the noise and 
damaging vibration of water- 
hammer —can’t fill up! “Per- 
ma-Cushion” catches hammer 
at the first surge . . . absorbs 
the shock in a tough neo- 
prene cylinder expanding 
against a “cushion” of 
trapped air, Pipesand fixtures 
are always protected . . . al- 
ways quiet. 

“Perma-Cushion” can take 
it, too! Its non-corrosive, elas- 
tic neoprene cylinder with- 
stands the heaviest pounding 
... regains shape perfectly 
after each surge. And the 
rugged, overall brass housing 
chamber, tested 300 fbs., is 
permanently sealed from 
water supply ... never re- 
quires draining. 

“Perma-Cushion” installs 
easily, inexpensively, on rigid 
pipe or copper tubing; hot 
or cold water lines. Tapping 
size 2”. For full details, send 
for Folder. General Fittings 
Co., Box 151B, East Green- 
wich, Rhode Island. 


GENERAL FITTINGS 


COMPANY 


TANKLESS AND INDIRECT WATER HEATERS 
AND HEATING SPECIALTIES 


—— a 


News ... continued from bottom of page 228 


60 television stations each, coast to coast, while the 
spectaculars are carried on more than 100 stations. 
Dealers are offered identification posters to tie in 
locally with the products advertised on the shows. 


Business Trends 


Anthracite Institute, New York City, reports Jan- 
uary shipments of automatic hard coal home heating 
units showed an increase of 41 percent over sales in 
the same month last year. It marks the fifteenth con- 
secutive month in which shipments of anthracite 
burners have exceeded those of the same period the 
previous year, the Institute reports. 


Lau Blower Co., Dayton, O., predicts it will increase 
its 1956 production by 50 percent over last year. The 
production increase is attributed by the firm to ex- 
pansion of its facilities here and its branch factories in 
Azusa, Calif. and Kitchener, Ont., Can. The company 
will spend $850,000 for tools and machinery this year. 


Walworth Co., New York City, predicts its sales for 


the first quarter of this year will be 90 percent higher, 


and its earnings double the same period in 1955. 


Consolidated sales should amount to close to $20 mil- 
lion, against $10.7 million in 1955, the firm stated. 
Company officials report sales last year showed a 48 


percent increase over 1954. 


| | 



































/ 
QOstay 
$2 RErcus 








“Do you have a washer for Herbie’s nose? It’s 
always dripping!” 


Rheem Mfg. Co., Chicago, has announced its sales 
for 1955 totaled $160.6 million, a slight drop from the 
1954 level. Company officials report the decrease 
was largely due to a decline in government sales, 
which began to recover in the final months of the 
year. Commercial sales were up $20.6 million over 
1954, and foreign operations contributed an additional 

(Please turn to top of page 232) 
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SAVE TIME! MAKE MONEY!... with 
Beaver “Speed ‘+ Cut” 


Abrasive Cutting Machines | 









No. 20 Beaver 
“Speed-Cut” 
Abrasive 
Cutting Machine. 







No. 14 Beaver 
“Speed-Cut” 
Abrasive 
Cutting Machine. 


WOW! LOOK AT THESE CUTTING TIMES! | 


Cutting Time Chart—for No. 14 and No. 20 
(Most users report less cutting time than shown). 








SIZE MATERIAL CUTTING TIME 

2 Inch Steel Pipe 5 Seconds | 
4 Inch Cast fron Soil Pipe 6 Seconds 

& Inch Steel Pipe 40 Seconds 

2 Inch Cold Rolled Steel 20 Seconds 
4x4x3/8 Inch Steel Angle 12 Seconds 

4 Inch Steel Channel 10 Seconds 

2 Inch Galvanized Pipe 5 Seconds 


ONE MAN WITH A BEAVER SPEED-CUT CAN | 
DO ALL THE CUTTING FOR A LARGE CREW! | 


@ Greater power, more speed; Simply constructed | 
. » - ruggedly dependable! | 

@ Wheels changed in seconds! 

@ Fast, hold-down vise makes work insertion easy! 

@ Cuts all types and shapes; hard and soft 
materials! 


@ Patented, welded steel wheel guard provides 
absolute protection to operator! 


@ Moderately Priced! 


Ask for information on the Beaver “Any Angle” Machine for 
cutting angles, the Wet Cutting Model, and Oscillating Head 
Model! Don’t wait! Investigate Beaver Abrasive Cutting 


Machines NOW! 
OOLS | 


PIP 
220-400 DANA AVENUE . WARREN, OHIO, U.S. A. 


ABRASIVE MACHINE DIVISION | 
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“11 Narrowly Escape 
Death by Monoxide 
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LET 
Quickdraft 


“, ASSIJRE YOU CONSTANT 
wv," DRAFT FOR 
““~ ¢ COMPLETE COMBUSTION 
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Because of natural draft troubles, more and more 
heating plants are operating at low efficiency and 
spilling combustion gasses into buildings. Intermit- 
tent firing makes it all but impossible for ordinary 
chimneys to handle increased volumes of heavy and 
cooler by-products of combustion. Better fuels pro- 
duce more carbon and sulphur dioxides (CO: is 55% 
and SO: is 255% heavier than air). Improved furnaces 
and boilers let less heat escape into chimneys. 
Modern fuels and heating equipment need full and 
constant draft. Turned “on” and “off” automatically 
with the fire, Quickdraft power draft units prevent 
noxious concentrations of deadly fumes and danger- 
ous accumulations of explosive gasses from escaping 
into buildings. 

Quickdraft cures heating-plant draft deficiencies . . . 
without wasting heat to “warm-up” the stack, With 
or without a chimney, it assures the constant draft 
required for burning all fuels efficiently and eco- 
nomically. It keeps Chimneys dry and eliminates 
chattering, smoking and sooting. Write today for 
complete engineering data on the power draft unit 
that assures complete and economical combustion for 
health and safety. 


POWER DRAFT WITHOUT FANS 
OR MOTORS IN SMOKE LINE 





N-305-QD 















ppt 


Commercial 
models for 


Ismoke outlet «A 






Residential 
models for 
smoke outlet 
diameters 4, 6, 
re an 


10 inches. 


Exhaust line 


can’t be blocked | diameters 
by power 
failure. 


12, 14, 16, 18, Silly 
20, 22, 24 
jand 30 


] inches. 


} Quickdraft 


Dueber-Hampden Bldg. 


P. O. Box 87-G 
Canton 1, Ohio 
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Stainless Steel 
Sin 
Because A kitchen 
sink is seed and used 
365 days a/year — and 
women knéw it — you 
can't oveysell the idea 
of instalfing the sink 
that not pnly looks best 
but is West all the way 
through. 









fine dg 
finish \( Ba 


New equipm 
9'ves Polar sinks - 
luster finish second to semi high 





*4900 LAKE SHORE ROAD 


SHEBOYGAN, WIS 4 AY >a 
/ Ve 
Merchandise Mart Chicago 54, Room 1455 , =e 


*415 Lexington Ave 


New York 17, N.Y Los 
Offices in Other Principal Cities 
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qlueat No Extra Cost 




















Polar sinks are 
dded rigidity— 


re feature. 


All four sides = 
turned down for @ 
on exclusive Polar Wa 
Heavily undercoated, too. 
















ent, recently installed, 


Polar Ware Company ‘Wy 


You can see, feel and 
show the superiority of 
deep-drawn Polar sinks 
... made with 3, 4, or 5 
holes for faucets and 
with or without plugs 
for extra faucet holes. 
Write for illustrated 
specification bulletin. 
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S. Santa Fe Ave 


Calif 


esignates office and warehouse 


News - +. continued from bottom of page 230 


$27 million in sales. The firm predicted that income 
this year would increase to about $200 million, as a 
result of the recent merger with Richmond Radiator 
Co., and the introduction of its new air conditioner. 


Plumbing Fixture Manufacturers Assn., Washing- 
ton, D. C., predicts about $37 million will be spent 
for home modernization and new home construction 
this year. Modernization, alterations and maintenance 
are expected to account for $21 billion, with new resi- 
dential building accounting for some $16 billion more. 


American Gas Assn., New York City, reports the 
gas utility industry added 1,439,000 new gas house- 
heating installations during the 1955-56 heating sea- 
son. The association expects more than 3.8 million 
new installations will be added in the next three heat- 
ing seasons, bringing the total number of gas-heated 
homes to 19.2 million by December, 1958. 


Porcelain Enamel Institute, Washington, D. C., pre- 
dicts a record breaking year for the porcelain enamel 
industry in 1956 as a result of increased expenditures 
for new construction and increased consumer spend- 
ing. In addition, a report by the association’s commer- 
cial research committee states the three major users 
of porcelain enamel; the appliance, the building ma- 
terial and industrial equipment industries, are ex- 
pecting approximately a 644 percent increase in total 
sales of porcelain enamel products. 


Jones & Laughlin Steel Corp., Pittsburgh, recently 
began production of galvanized sheets for heating and 
ventilating systems at its new $6% million continuous 
hot-dip galvanized line. The new production facility 
has rated capacity of 7000 to 8000 tons a month. 


Elgin Softener Corp., Elgin, Ill., reports a gain of 75 
percent in domestic sales for the first quarter of 1956 
as compared with the same period in 1955. Indus- 
trial sales also showed substantial gains. These in- 
creases were attributed to “intensified sales effort 
‘through an expanded sales organization” and to in- 
creased demand for water conditioning equipment. 


Gas Appliance Manufacturers Assn., New York 
City, reports shipments of domestic gas ranges during 
February totaled 184,000 units, 21.3 percent above 
January. Sales for January and February were 336,- 
100 units, nine-tenths of one percent below sales dur- 
ing the first two months of 1955. 


Reading Tube Corp., Reading, Pa., has announced 
its sales last year amounted to $22,740,597, a 39 per- 
cent increase over 1954. Net earnings, after taxes, 
were $1,008,872, up 18 percent over the preceding 
year. Sales for the first two months of 1956 are up 
from last year, it was announced. 


American Home Laundry Manufacturers Assn., 
Chicago, reports home laundry appliance sales, for 
the twentieth consecutive month, have increased over 
the corresponding month the previous year. Feb- 

(Please turn to top of page 235) 
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DELUXE 
LAVATORY LEGS 
& TOWEL BARS 


Modern design hexagon brass tub- 
ing. Beautifully chrome-plated to a 
glamorous mirror-finish. 3° adjust- 
ment on leg. Bolt attachment avail- 
able for any make basin. 


Competitively Priced 





| Attractively packaged for real sales appeal 


Packed 25 pair to master carton 





























Reserve Your Copy 
of Our 
BIG NEW CATALOG 


Learn why it always pays 
to specify JAMECO 


JAMAICA me ae 


1209-1223 DeKalb Avenue, Brooklyn 21, N. Y. 
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Ready ... 
Go... 


BUY ITS 


More plumbers 

will be able to work 
with cast iron soil pipe 
and fittings that 


¢: save time 


a7 save money 


Nem <P 
2. Lehry 
earns 






save money 





save time 


gy save money 


SUPERSPUN 


Cast Iron Soil Pipe 
and Fittings 


in all weights and sizes 


exclusively from 


Combustion Engineering, Inc. 


Home Equipment Division 


_ eae 
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The good profit-margin of the U.S. 
Plumbing Fixture line is a mighty help- 
ful advantage from your standpoint, when 


dealing with the economy buyer. 


But the big advantage for your cus- 
tomers is the high quality of the U.S. 
Plumbing Fixture line which puts it right 
up at the top in luxurious styling, color 


appeal and sturdy durability. 


Whether you're bidding on a second 
bathroom job or a project development, 
you'll find U.S, Plumbing Fixtures makes 


it more profitable to push quality. 


, << . FF 7} 

& aaa —— Q 

yo z “ , 
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: 
United States Plumbing Fixture Corp. 








307 N. Front St. Columbus 15, Ohio 
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TUBULAR SUPPLIES 
to Save Time! 


See how “Jiffy” provides a ‘‘made- 
up” supply line from wall to faucet. 
All you do is sweat it on the end 
of your copper supply tubing. No 
adapters, no reducers, no other 
couplings necessary! 

The inlet end takes 42" nominal 
size copper tubing. The outlet, or 
coupling end, comes with both a 
metal formed nosepiece, rubber 
cone, and brass friction ring. Either 
combination may be used. Get 
them with or without integral stops. 





Jiffy Closet Supplies feature same time 
saving advantages. See these Supplies 
and other fine Tubular Products in our 
New Catalog — Coming Soon. 


Sold through wholesalers only . . . 


STERLING Jaber, PRODUCTS 


INCORPORATED 
MORGANTOWN : WEST VIRGINIA 
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News. ... continued from bottom of page 232 


ruary sales totaled 558,669 units, a 19 percent in- 
crease over February, 1955. Washer sales for the 
month reached 405,631 units, up 15 percent; gas 
dryers were up 49 percent and electric dryer sales 
increased 31 percent. Dryer sales for the month 
totaled 148,522 units. 


F. W. Dodge Corp., New York City, reports con- 
tract awards for future construction in the 37 eastern 
states rose to $2.4 billion in March, up 12 percent 
over March of last year and a record high for the 
month. The construction news and marketing firm 
reports it was the second highest month on record, 
exceeded only by May, 1951, when atomic energy 
contracts totaled nearly $1 billion. Of the March 
total, residential awards amounted to a record of 
$1.1 billion, 12 percent over March, 1955. All-time 
records also were set for non-residential and heavy 
engineering contracts. 


Training Programs 


Worthington Corp., Harrison, N. J., has announced 
its air conditioning and refrigeration division has be- 
gun an annual sales training program under the 
newly-created sales training department. This will be 
the division’s first activity at the firm’s new Ampere 
plant. R. C. Hughes, manager of the air conditioning 
training department, said the six-week program will 
show representatives how to help dealers and dealer 
salesmen sell at the retail level. 


Crane Co., Chicago, recently held a series of meet- 
ings to show its salesmen how to help contractors 
solve field problems in small commercial heating in- 
stallations. More than 340 salesmen attended the two- 
day sessions, which featured briefings on heating 
equipment by Crane specialists and representatives 
of five other manufacturers. The company also an- 
nounced more than 1400 heating contractors have 
joined in its cooperative advertising program which 
was kicked off at recent nationwide parties. 


Typhoon Air Conditioning Co., Brooklyn, N. Y., is 
sponsoring a number of schools covering service, 
engineering and sales for distributors and servicemen. 
Sessions already held in various cities covered in- 
stallation of air conditioning equipment, service and 
operation of expansion valves and strainers, electrical 
hook-ups, trouble shooting, and selection and applica- 
tion. The next school will be held May 5-6 in Cleveland. 


Republic Steel Corp., Berger Div., Canton, O., has 
launched a two-pronged dealer development drive 
aimed at enlisting new kitchen dealers and helping 
present dealers through specialized training and sales 
promotion programs. First step in the campaign was 
the promotion of Roger W. Pankonie to manager of 
dealer development. In his new post as head of the 
firm’s kitchen specialists, Pankonie will coordinate 
the second phase of the program, a dealer develop- 
ment contest for distributor salesmen. Participants 

(Please turn to top of page 236) 
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Think of it! A draft control that’s absolutely impreg- 
nable to soot, carbon, corrosion and dust... one that will 
give years of accurate, trouble-free service in spite of the 
most adverse operating conditions! The new Walker 
ROYAL PURPLE model is the first—and only—draft con- 
trol with positive, all-point protection, These revolutionary 
improvements can’t be copied or duplicated — they're ex- 
clusively Walker because of pending patents. 





News... continued from bottom of page 235 


in the contest, called “Know How and Win,” will 
accumulate prize points based on value of promo- 
tional material and merchandise sold to dealers. 
Salesmen can earn the most points in the category 
of dealer training. 


The Galvanizers Committee of the American Zinc 
Institute, New York City, held its 34th meeting re- 
cently at St. Louis for technical and operating men of 
the sheet and galvanizing divisions in the steel indus- 
try. Plant visits to the Jackes Evans Mfg. Co., St. 
Louis, and the pipe section of the Laclede Steel Co., 
Alton, Ill., were included. The Institute’s new movie 
“Zine Controls Corrosion” was shown, and speeches 
were given by H. C. Sohl, American Smelting and 
Refining; D. J. Blickwede, Bethlehem Steel; A. T. 
Baldwin and W. H. McMullen, Hanson-Van Winkle- 
Munning, and W. Weir, Dominion Foundries & Steel. 


Phante 





The Royal Purple —Hit_of the Philadelphia Show 
“ = ay Typhoon Air Conditioning Co., Brooklyn, N. Y.., 
; THe As tial ‘te ORE dictingnic " Pn 
| INSIDE STORY \\~ awarded its 1955 distinguished salesman award to 
‘ aun , iat | Larry Spence, district manager in the midwest. The 
presentation was made at the annual award banquet 
at the Waldorf-Astoria Hotel, New York City. The ee 
award was one of 53 given in the annual contest 
sponsored by the Sales Executives Club of New York 





Che weight adjustment 
assembly on the ROYAL 
PURPLE model is sealed 
in by a protective hous- 
ing which keeps mechan- 


ism absolutely free from : 
soaiben te pine and National Sales Executives, Inc. Buil 
amo 


shows back of vane and 
housing after more than 
a year’s service. Cut- 
away shows spotless con- 
dition of sealed-in weight 
adjustment assembly. operating parts assure ease of 
Clean, corrosion-free adjustment at any time. 

This front view of an actual installation 
shows location of pivot pins which control 
vane movement. Notice how they are 
located on front face of damper and set 
back, away from edge. Box-type hinges 
completely seal delicate knife-edge pivots, 
keeping them clean and sensitive even after 
years and years of service. 

For complete details on this sensational 
new development in draft control, see your 
jobber or write Walker Manufacturing and 
Sales Corporation. 





(ICE—/ 
HEATING 
ENGINEERS vt 



























Another Outstanding Walker Development 


VENTURI-TOP CHIMNEY CAP 


Ideal for both heating (gas, oil or 
coal) and ventilating applications. 
Directional vane keeps throat of vent 
_ facing into wind for maximum draft 

control. Sloping-throat design prevents 
back drafts and actually increases draft 
effectiveness by constricting it as it 
passes over chimney opening. Unit 
- rotates on a friction-free, hardened- 
steel ball bearing. Pivot is also of 
hardened steel to assure lifetime opera- 
- tion. Ring guide bearing in pivot post 
~ keeps cap absolutely perpendicular— 
~ doesn’t sag or lean. Streamlined design 




















“Let’s see now, you say you can take dictation, type 
80 words a minute... .” 


The American Society of Heating and Air Con- ( 











-. NS me pee wl seme oe: og oY py oer ditioning Engineers, New York City, will feature 

i >_> with today’s architects. a residential air conditioning symposium at its 

: semi-annual meeting, June 18-20. The meeting 

Walker Manufacturing and Sales Corp. | will be held at The Shoreham Hotel in Washington, 
1780 Penn St. St. Joseph, Mo. | (Please turn to top of page 238) 
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Phantom view of 
JOHNSON Model 53 
equipped with 3-Pass 

Swivel Ell for #6 Oil 





Posttive Starting! 
Setter Performance! 


Jounson move 53 


With this revolutionary new burner you get smooth, sure, 
automatic “Starts” even when the oil in storage tank and 
lines is cold and hard to pump. It is built with a positive 
displacement Metering Pump, a 3-Way Magnetic Oil Valve, 
and a high efficiency Suction Pump that enable the Fifty- 
Three to maintain a fixed air-fuel-ratio regardless of varia- 
tions in oil temperature and viscosity. Never before has 
there been a burner which so successfully overcomes the 


“Cold Starts” problem. 





The Fifty-Thfee is built in 8 sizes from 25HP to 500HP. 
It is available with Direct Drive or Belt Drive. Combina- 
tion Oil and Gas models also are available. All models are 
fully automatic and equipped with finest electronic con- 
trols. For efficiency, easy servicing and all around economy, 
the Fifty-Three is the best oil burner buy on the market. 


Builders of fine Oil Burner Equipment since 1903 





ABER RIROO 


S..T. JOHNSON CO. 
940 Arlington Ave., Oakland 8, Calif. 
Church Road, Bridgeport, Pennsylvania 








You Can Doa 
GENUINE Pipe Cutting Job 


WITH A 


GENUINE BARNES corr. 


ing systems for either a 


small home or a massive 


skyscraper with a GENUINE 
BARNES. And do it within a speci- 


fied time, with practically no waste 








ENUINE ... True to form 


.». you can cut water pip- 











INE BARNES is the simplest, most 
direct tool you ever saw for cutting 
pipe .. . miles of it if that’s the con- 
tract. All because 3 little thin, sharp, 
expertly tempered cutter wheels, 
known as the BARNES cutter wheels, 
can cut their way through any 
wrought, steel or cast iron pipe. 








A REAL STAND-BY IN 


ORDER YOUR GENUINE TOOL KITS FOR OVER 75 YEARS 


BARNES TODAY! 


The BARNES TOOL CO., Inc. 


NEW HAVEN, CONN. 

















\ J 
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of pipe, time or labor. For a GENU- | 


You'll Like "SU LFLO” 


Its Balanced 
Chemical Ability 
to Help Speed up 
Pipe Cutting! 





*SULFLO—is the trade-mark 


WORD IN of SULFLO, INC. 


First wWoroin 
LAST penton tte 


AND Atways 





SULFLO NO. 2 


For Machine Use Lighter 
density than No. |. Has 
same properties as No. |. 


SULFLO NO. 1 


For Hand Threading, Tap- 
ping and Brush On Jobs. 


SULFLO Machine-Kut 


For Pipe Threading Machines and for the machining of high 
alloy steels. Machine-Kut is a sulphurized fluid type cutting 
oil, transparent on work. 


Sulflo Products are sold by selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us 
we'll be glad to send you literature and put you in touch with him.) 








SULFLO, INC. ELIZABETH 4,N. J. 
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Your PARTNER ¥ 


TU UT 
INSTALLATION & 





When you add up the hours 
spent on installations, you 
understand how economical 
and profitable it is to feature 
VENKO—the gas or oil fired 
packaged unit that comes 
completely wired and assem- 
bled—immediately ready to 
install. And when you inspect 
VENKO’S attractive jacket, 
its carefully engineered 
space-saving construction, 
and its record for low-cost 
heat and hot water, you 
know why it’s such a favorite 
with consumers . . . why 
dealers everywhere call 
VENKO their Gates part- 





ner in sales. 


VENKO “es s.sus2 


bt o. 
owcre, 


Check for New Higher Ratings of KOVEN 
Trimrad Baseboard Radiators 


PLENTY OF HEAT AND HOT WATER 
FUEL-SAVER—economical to operate 
FULLY WIRED AND ASSEMBLED 











(as illustrated) 
FITS THROUGH A 30-INCH DOOR 
= cay cabenan Renting erate NATIONALLY ADVERTISED 
BUILT TO FIT THE MODERN HOME | pi aire. 
Jersey City, N. J. 
HEALTHY HOT Dover, N. J. 
WATER HEAT Trenton, N. J. 














division of L. O. Koven & Bro., Inc. 
Ogden Ave., Jersey City 7, N. J. 





a 
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News ..~. continued from bottom of page 236 


D.C. Seven different sessions covering 13 papers and 
two symposiums will highlight the meeting. Among 
the topics to be discussed are codes and standards; 
indirect water heaters; natural convections and radi- 
ation in a panel-heated room, and snow melting and 
residential perimeter heating. Papers on solar energy 
and heat pumps will be included. 


Dish-Quik Co., Div. of Modern Faucet Mfg. Co., Los 
Angeles, has announced a new red and gold package 
for its spray-brush faucet dishwasher. The dishwash- 
er unit is now being distributed by brass goods manu- 
facturers through plumbing and heating wholesaler- 
contractor channels. 


The Water Conditioning Research Council, Chicago, 
has moved its offices to Wheaton, Ill. Research labo- 
ratories remain in New York City. The Council also 
has announced that Dr. A. P. Black, head of the de- 
partment of chemistry of the University of Florida, 
has been added to its advisory committee. 





On hand at recent golf tournament sponsored by Plumb- 
ing and Heating Club of Northern California, San Francis- 
co were (from left to right) Tex Harlick, Dick Schlegel, 
Roger Clauson, Jack Donnellan and Al McJennett. 


Albert Glicksman & Co., Milburn, N. J., has moved 

_ its offices here to larger quarters at 321 Millburn Ave. 

The firm is a manufacturers’ representative of plumb- 
ing and heating supplies. 


Slant-Fin Radiator Corp., Richmond Hill, N. Y., 
has announced a “Name the Baseboard” contest of- 
fering a total of 31 prizes to plumbing and heating 
contractors and their employees. The subject of the 
contest is the firm’s new %-in. baseboard radiator 
package. The prizes will consist of U.S. Savings 
Bonds with first prize valued at $300; second prize, 
$200; third prize $100; fourth prize group twenty-five 
$25 bonds, and a fifth prize group for wholesalers 
only. 

Entrants must submit in writing, on the company’s 
letterhead, a proposed name for the unit and the rea- 
son, or reasons, this name was selected. In the event 
duplicate names are submitted, judges will consider; 
(1) date received, and (2) reasons stated for propos- 
ing the name. Contractors or their employees should 
include the name of a wholesaler from whom the units 
are purchased. Wholesalers will be glad to help con- 
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tractors with the contest, which closes on June 15, a 
company spokesman said. 


Associated Plumbing and Heating Contractors of 
Washington, Seattle, reports the principal speaker at 
its recent 61st annual convention in Yakima was 
Robert V. Blackstock, chairman of Seattle’s Opera- 
tion Home Improvement advisory committee. Seattle 
is one of three pilot cities for Ohi in the U. S. Black- 
stock reviewed the city’s program and the part 
plumbing and heating contractors can play. Other 
speakers included William A. Landers, Oklahoma 
City, vice president of NAPC. 


The Coleman Co., Wichita, Kan., reports Alwin B. 
Newton, vice president, design and research, was a 
speaker at the recent meeting of the Central New 
York Chapter of the American Society of Refrigerat- 
ing Engineers. Newton told more than 115 members 
and guests that, through its continuing research, the 
air conditioning industry will be able to keep pace 
with increased consumer demand for new air condi- 
tioning equipment. He referred to Operation Home 
Improvement as a stimulus to the existing market, 
and predicted “another big year” for the industry. 




















osiar 
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“This is the plumber who's going to help you 
fix the sink, dear.” 


The Illinois Chapter of the American Society of 
Sanitary Engineering, Chicago, recently celebrated its 
golden anniversary year at a dinner dance in the 
Morrison Hotel here. Over 500 persons attended, 
among them Wendell Dillon, national president; 
Harold Duffy, Illinois president; and James Jardine, 
John Gauthier and John Garrity, commissioner of 
water and sewers, assistant superintendent of water 
distribution, and plumbing inspector, respectively, for 
the city of Chicago. 

(Please turn to top of page 240) 
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SATISFACTION PLUS 
mame. | ECONOMY 


make fast 





the 
Automatic gas.relectric 


water heaters 









There are many top-quality 
features which SELL SUPER 
GLASS. Economy, for example 
. .. the economy of an abun- 
dant supply of low-cost rust- 
free hot water and the econ- 
omy of bigh-standard perform- 
ance, maximum safety, and 
long-lasting dependable serv- 
ice. ALL these fine character- 
istics of KOVEN, plus an attrac- 
tive modern design and a 
jacket that’s handsome, white, 
easy-to-keep-clean, assure the 
highest level of customer satis- 
faction—the kind of satisfac- 
tion that makes KOVEN SUPER 
GLASS a fast-selling, more 
profitable water heater for 
you. 


by 
oven 


OTHER FEATURES OF 
KOVEN SUPER GLASS 


@ low fuel costs 
© 100% automatic safety 
@ trouble-free operation 


@ smart leoks—sturdy construction 


@ long-life 355 lb. test tank 
© precision engineering 


NATIONALLY 
ADVERTISED 


POSITIVELY CANNOT 
CHIP, CRUMBLE, 
OR CRACK 


HIGH PRESSURE 
RESISTANCE 


RUST-PROOF 


SAFER — 
LONGER-LASTING 
NO EXPOSED STEEL 












154 Ogden Ave., Jersey City 7, N. J. 


PLANTS: Jersey City, N. J. * Dover, N. J. ° Trenton, N. J. 
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NEW . 
MYERS | 


PLUNGER-TYPE i 
Water System | 


— eS CR SE co all 
Another profit-builder 


for Myers dealers! 






350 G. P.H.—Maximum suction lift 25 feet 


Here’s an all-new Myers shallow-well, plunger- 
type pump, ideal for cottages, small homes and 
for replacement of inadequate pumps. Place your 
initial order today and ask about Myers promo- 
tions designed to help you introduce this great 
new addition to the high-quality Myers full line. 


NEW [idyers"] FEATURES THAT HELP YOU SELL 
NEW 


Quiet Performance — Both pump and motor are 
rubber-mounted— wide-open waterways assure 
whisper quietness. 


NEW 


Long Life — Continuously lubricated, steel-backed, 
bronze sleeve bearings .. . leakproof automotive- 
type oil seal . . . longer lasting porous bronze-iron 
crosshead . .. precision-ground, forged-steel crank- 
shaft...completely self-oiling crosshead and link pin. 


NEW 


Easy Maintenance—Both caps and valves easier to 
inspect by removing one bolt and clamp... access 
opening makes it easy to tighten stuffing box . . 
drain plugs allow draining without disassembly ... 
motor mount adjustable to vary strain on the belt 
..- three-point base makes leveling easy. 


NEW 


Economical Operation —Waterways in both suc- 
tion and discharge valves are completely free of any 
obstructions, assuring more water per horsepower 
... plunger assembly can easily be replaced as a unit 
when wear occurs... steel crankpin can be replaced 
without replacing the crankshaft. 


NEW 


Attractive Design—The newly designed pump case 
is smooth, attractive, compact . . . easier to service 
and keep clean... requires a minimum of floor space. 


MAY IS NATIONAL WATER SYSTEMS MONTH 





Mye WATER SYSTEMS 
POWER SPRAYERS AND WATER SOFTENERS 





THE F.E. MYERS & BRO. CO. « Ashland, Ohio 


In Canada: The F. E. Myers & Bro. Co. (Canada) Lid., Kitchener, Ontario 
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News. . .. continued from bottom of page 239 


Kohler Co., Kohler, Wis., recently remodeled its 
Milwaukee showroom. It now contains flexible panels 
to provide colorful backgrounds for bathroom and 
kitchen fixtures. Made in several lengths, the panels 
are assembled into the desired combinations by use 
of formed metal corners and sleeves. The panels have 


a lacquer finish on pressed board over a rigid frame 
and are offered to contractors and distributors. 


American Institute of Wholesale Plumbing & Heat- 
ing Supply Assns., Washington, D.C., has passed a 
resolution providing a “more uniform and equitable 
system of billing practices by the manufacturers in 
our industry.” It recommends: terms of payment—60 
days net, two percent cash discount on mill value 25 
days semi-monthly; net payment—charges due 60 
days from invoice date, and cash discount payment— 
invoices dated from the first to 15th of the month 
payable on or before the 10th of the next following 
month. It also suggests invoices dated from the 16th 
through the last day of the month be payable on or 
before the 25th of the next following month. 


The Deming Co., Salem, O., has built a 250-ft arti- 
ficial test well to allow duplication of actual field 
operating conditions and obtain performance ratings 
for industrial and commercial pumps. Water level in 


the well can be set at a depth ranging from zero to 
250 ft, permitting the firm to determine actual figures 


on deep well settings. 


Names in the News 


Airtemp Div., Chrysler Corp., Dayton, O.—R. T. 
Marshall appointed New Orleans regional manager, 
and Anthony C. Spanke named builder specialist in 


Detroit. 


American Kitchens Div., Avco Mfg. Corp., Con- 
nersville, Ind.—C. Fred Hastings named general man- 
ager of defense and contract sales. 


American Radiator & Standard Sanitary Corp., 
Plumbing and Heating Div., Pittsburgh—Perry M. 
Gish appointed vice president, traffic. 


Blue Seal Chemical Co., Roselle Park, N. J.—Meyer 
Goldberg has retired. 


Borg-Warner Corp., Ingersoll Products Div., Chi- 
cago—S. E. Flenner named product manager, wash- 


ing machine parts. 


A. M. Byers Co., Pittsburgh—J. Frederic Byers, Jr., 
elected president to succeed A. B. Drastrup, resigned. 


Carrier Corp., Syracuse, N. Y.—Hermann C. Hofi- 
mann named general sales manager, Machinery and 
Systems Div., and Frank J. Wemhoff appointed public 


relations manager, Bryant Div. 


Chambers Ranges, Inc., Indianapolis, Ind.—E. F. 
Mullen named manager of the midwest division, suc- 
ceeded as manager of Chambers Illinois Corp., Chi- 


(Please turn to top of page 243) 
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SERIES G 


LALLA ONES ASE REE RE ME a, I 








SERIES H 


sesamassy Sth INRANGE DEP AI 1A RBG RD Si (bac 





NOW you can match the motor with a 1, 3 or 5 hp 
pressure switch. Furnas Electric, standard for the 
industry, has combined long experience with sound 
design and engineering principles to offer you a pres- 
sure switch for every domestic requirement up to 
5 hp. All are U.L. listed, pressure adjustable and 


available in a wide selection of case styles. 


WRITE for Catalog 5516 — 1077 McKee Street, 
Batavia, Illinois 


May is National Water Systems Month. 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 
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ALL PLASTIC PIPE 
IS ROUND, BLACK 
AND HAS A HOLE 









BUT 
THERE 1S A 
DIFFERENCE 


GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 
is guaranteed 
RIGHT in WRITING 


Crescent Plastics is so sure it makes the best flexible 





plastic pipe in the world, it backs every inch and 
every mile of CRESLINE with the above broad per- 
formance guarantee. Crescent starts with the finest 
100% virgin materials supplied by two of the big- 
gest names in plastics — Du Pont and the Bakelite 
Division of Union Carbide and Carbon Company 
. . . follows through with tests and inspections at 
every stage from raw matefials to finished product. 
Each coil is measured and marked every foot and 
every 10 feet for easy selling and installation. Every 
order is shipped within 24 hours. Add these to 
CRESLINE’s effective dealer support and “packag- 
ing for profit” and you . 

have a_ product that’s NSF APPROVES CRESLINE 
sure to mean big-profit, CRESLINE NT, 75<, 
big-ticket sales for you. 100* and Double-Jet 
Write for literature and pr gg or ag cl 
name of your CRES.. tion fortransmission of 

* % - drinking water. 

LINE representative. 





MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY 


-\ FREE TO JOBBERS 


o 
* SLIDE RULE DATA CHART. Quickly helps 
you find answers to such problems as 

friction loss, pressure drop, GPM flow, etc. 


Write for details on how to get your free 
plastic pipe ‘“‘Data Chart.” 


CRESCENT PLASTICS, INC. 


Dept. E-6, 955 Diamond Ave. ° Evansville 7, Ind. 
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. Discharge located on both sides . . . fits any installation 
. Ve" pressure switch tapping 
. Air volume at 50% of tank height . . . more water, 


less pump work 
. Inlet perfectly located 
. Heavy gauge steel hot dipped galvanized after fabrication 














CROWN = HERE] <= 
Mfrs. of Quality Wore | \ 7] 


SUPERSPUN 


| The greatest 
| event in 
| soil pipe history 
“ALL, WEIGHTS 
-ALL SIZES 


Available only from 
COMBUSTION ENGINEERING, INC. 


Home Equipment Division 


CROWN SANITARY POTTERY, INC. 


772 Division . Evansville, Indiana 
L. A. Lundquist, Pres. 
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Names ..- continued from bottom of page 240 


cago distribution branch, by Gilbert H. Day. Gold- 
man-Feder appointed distributor in New York City 
and Westchester, Nassau and Suffolk counties. Herb 
Pyle Appliances, Ottawa, Ill., named a distributor, and 
James O’Gorman appointed California and Arizona 
representative. 


Connor Engineering Corp., Danbury, Conn.—John 
A. Sandberg named representative in Wisconsin, Min- 


nesota and North Dakota. 


Delavan Mfg. Co., West Des Moines, Ia.—William 
C. Hunsicker appointed sales engineer. 


Peter Dloogatch, Manufacturers Representatives’, 
Chicago—B. Harvey Janke named an associate. 


Eckhart Mfg. Co., Inc., Union, N. J—Fred M. Dy- 
gert Sales named representative in lower Michigan 
with the exception of Detroit. 


Econo Products, Div. of Viking Instruments, Inc., 
East Haddam, Conn.—Devereaux Martin appointed 
vice president, engineering and research. 


Theodore Efron Mfg. Co., Chicago—Fredrick Weber 
named eastern sales manager to service the New Eng- 
land states, New York, New Jersey, Pennsylvania, 
Delaware, Virginia, West Virginia and North and 
South Carolina. 


Electric Furnace-Man, Inc., Emmaus, Pa.—Arthur 
D. Floyd named New England district manager. 
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Eljer Div., The Murray Corp. of America, Pitts- 
burgh—Named as representatives are Robert D. Mit- 
chell in Mississippi and Louisiana; Victor Pell in 
Southern California and Arizona; Edward B. Wheat 
in Dallas, Tex., and Romeo A. Casciato in Cleveland. 


Enamel Products Co., Cleveland—A. J. Prenger ap- 


pointed treasurer. 
(Please turn to top of page 244) 
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duratub...the modern stationary tub 


@ makes your work easy — simple 
installation 

®@ satisfies your customers — unusual 
beauty, outstanding quality 

@ is ideal for small space 

© keeps your customers coming to 
you for other fine plumbing work 

The original, fastest-selling Fiber- 

glas* tub, duratub is a high-profit 

item it pays you to carry. 
Write for complete 
details! 


duratub , 


*Reg. T. M. 
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| Fairbanks, Morse & Co., Chicago—L. A. Woem 

| named manager of the Pump Sales Div., Kansas City, 
Kan., succeeded as manager of materials and sched- 
ules at Beloit, Wis., by J. R. Walsh. G. R. Anderson 
named to succeed Walsh as manager of the Kansas 
City works; with A. H. Hoffman succeeding Ander- 
son as manager of the Freeport, Ill., works. V. E. 
Johnson appointed manager of the Westco works to 
succeed Hoffman. 


General Automatic Products Corp., Baltimore— 
Robert I. Wooden appointed representative in Penn- 
sylvania, succeeded as assistant sales manager by Don 
Crawford. Casimir Wasco named representative in 
Illinois. 


General Controls Co., Glendale, Calif—John W. 
Babcock named manager of the New Orleans factory 
branch office and Stanley John Pachyn appointed 

‘assistant sales manager of the Industrial Controls Div.., 
with headquarters in Skokie, Ill. Richard J. Wickert 
appointed field engineer for the Perfex Div., Milwau- 
kee. Named as representatives are John Sensenig, Jr., 
for the air conditioning and refrigeration controls 
division in Dallas, Tex.; John A. Mitchell in Chicago; 
Henry L. Bryne, Philadelphia, and John B. Hurd in 
Columbus. 









Hooven & Allison Co., Xenia, O.—E. D. Martin 
elected president; N. G. McCallister appointed to the 
board of directors, and W. G. Huit named treasurer 
to succeed Martin. 






performance 
proved! 


For 66 years Rockford Brass Works 
has been supplying valves and 


The Humphryes Mfg. Co., Mansfield, O.—Promoted 

to vice presidents are M. H. Vereeke, sales, and S. J. 
Fresch, labor relations. Named as representatives are 

| J. N. Marshall Co. in the Rocky Mountains; Charles 
| R. Duryea, Jr., in New York City, and Raymond E. 
} 
| 








ground key work through leading 






wholesalers to contractors and 





dealers . . . for lasting perform- Bair in eastern Ohio and western Pennsylvania. 





ance you can depend on 
Rockford products... 





In-Sink-Erator Mfg. Co., Racine, Wis.—Michael C. 
Dwyer promoted to eastern sales manager. 






















Kelvinator Div., American Motors Corp., Detroit 
i Arleen H. Arnold named assistant director of the Kel- 
| vinator Institute for Better Living, Detroit. 


Klemm Products Div., Klemm Automotive Prod- 

ucts Co., Chicago—Named as representatives are Cecil 

| W. Roberts in North and South Carolina, Georgia and 

eastern Tennessee; James W. Hamilton in Florida, and 

| Paul R. Williams, Sr., & Assoc., in Kentucky and In- 

diana, except Lake, Porter, LaPorte and St. Joseph 
counties. 


Kritzer Radiant Coils, Chicago—Howard V. Caton 
Co. and Richard K. Hunter & Co. named as repre- 
sentatives in North and South Carolina. 


Lewyt Corp., Brooklyn, N. Y.—Named as district 
managers are Sidney Buss and Jack Weisman. 


McDonnell & Miller, Inc., Chicago—Eugene Mit- 
chell and James W. Platt appointed regional sale: 
managers. Fred Rohe named district manager in In- 
(Please turn to top of page 247) 
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WESTINGHOUSE Speedheaters 
in 3 Models... 28 Sizes... give 


QUIET, INSTANT HEAT 


. Westinghouse 


Today’s outstanding heat value . . 
Speedheaters give you: 


Low Cost, Quiet Heat — Instantly. 
Check These Big Speedheater Values: 





1. Pliable steel hanger straps included with every unit. 
2. Choice of connections simplifies installation. 

3. Multiple-cone diffusers on Downblast model give 
positive heat control; especially desirable for buildings 
with high ceilings. 

Readily available in Horizontal, Downblast, and AGA- 
approved Gas-Fired models. 

For complete application service, call your Westing- 
house Speedheater Distributor, or your nearest Sturte- 
vant Division Sales Engineer . . . or write for Catalog 
1521-25, Westinghouse Electric Corporation, Sturte- 
vant Division, Department 17E, Hyde Park, Boston 
36, Massachusetts. 


WESTINGHOUSE AIR HANDLING 


vou can oe sue..nnts Westinghouse 


J-80583 
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The Modern Draft Control 
that’s “QUICKER ON THE DRAW” 


d 


"PACKS a STRONGER 
PUNCH!” 











te 


You can knock the wind out of your heating 
problems with Windmaster's faster and more 
effective wallop. The reasons are obvious 


Windmaster's larger vane gives greater relief 
opening . . . and this increased effective area brings 
quicker and more accurate responses. The 45° 
angle vane reduces ‘shadow boxing” and assures 
faster movement where it counts. 


When you buy a draft control, remember — 
Windmaster always has the edge in any match 
against wild draft conditions, 


Put These Windmaster Features 
To Work For You On Your Next Job 


@ 45° Vane—no nervousness ® Large Square Vane—more 


—faster response. effective area. 


wi Non-Rusting Permanently @ Sloping Pipe Installations 


Silent Nylon Bearings @ £-Z ‘Dapter—quick, easy 


B Calibrated Counterweight installation. 





indmaster pratt conto 
43 Vine St. Columbus 15, Ohio 
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BOILER CO. 





Long- 
Lasting, 
Trouble-Free 

Service with 












































f 
NEW 
HIGH IN 
WATER HEATER 


PERFORMANCE: 
This year’s BRADFORD 
VITRAGLAS Glass-Lined 
Water Heaters are LOADED 
with Performance-Proven Fea- 
tures: Chip-proof glass tank linings 








with Packless Valves to prevent rust—Sectional Diffusion Baf- 
. a fles to assure fast, even heating and high 
» Completing over 500,000 Test Cycles, with | recovery capacities — Robertshaw controls and 
no sign of wear or distress, M.B.C.'s New 500 Grayson Unitrol Thermostats for ultra-efficient 


° : . operation. These units are available in gas-fired 
M- proves the value of its straight lift valve | and electric models. Write for specification sheets. 


stem, without packing. Operation eased, wear 
prevented with no turns on seat or bibb wash- psoriatic pracaptenieed yo — 
Pin > ass-Lin 
er. Fluids isolated by Neoprene sack prevents | Weter Hachuis will ell for sou benteain~ Thay’ 
leaks and corrosion. competitively priced, operate at low cost and 
LOOK like the fine heater they ARE! 
BRADFORD provides plenty of rust- 
free HOT water, day after day and 
year after year. Get all the de- 
tails on the most complete 
line of water heat- 
ers anywhere — 









Stainless Steel, 
Die-Formed, 
Universal 






















Sink Basket } BRADFORD 
15 round and 
M. B. C.’s center post de- table-top 
sign prevents stopper mete models. ace iuaae ae 


PENNSTI Vela sold exclusively 


from slipping as fluid 


drains from sink. Posi- Sé Ss / Ln Suri Wholeaslers 
tive, long-lasting seal ge Srrond Jw and Contractors. 
assured with Neoprene FREE Catalog... 
stopper. M.B.C. Line 












OUR “DIAMOND JUBILEE” YEAR 
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Names... continued from bottom of page 244 





diana and the western Kentucky territories. 


Minneapolis-Honeywell Regulator Co., Minneapolis 
—John R. Lenox appointed general manager of the 
Appliance Controls Div., Gardena, Calif., and Ray- 
mond §S. Fries appointed factory manager. Clyde A. 
Parton succeeds Lenox as director of engineering in 
the Aeronautical Div. Frank Neal named western 
market manager for schools in 13 western, mountain 
and southwestern states. Robert J. Hoefer and Rich- 
ard Beaubien promoted to branch commercial sales 
managers in Cincinnati, O., and San Francisco, Calif., 
respectively. 











Mueller Climatrol Div. of Worthington Corp., Mil- 
waukee—Robert A. Breese appointed sales promotion 
manager of Rodgers Engineering Co., north Texas 
distributor. 


Noland Co., Newport News, Va.—Howard F. Hin- 
son, Jr., appointed manager of the Birmingham 
branch to succeed W. M. Long, named acting general 
purchasing agent. 
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® 
MEMBER CAST IRON . 
SOUL PIPE INSTITUTE 











“| was afraid my husband was in here bothering 
you.” 


siete The Oster Mfg. Co., Cleveland—Allan MacKenzie 
a ae transferred to Illinois and Wisconsin as representative, 
‘lum bing succeeded in New York City and southwestern Con- 
nolesalers , 
ctors. necticut by Ray Moulen. 

P-G Products Mfg. Co., Inc., New York City—Clif- 


ford E. Bick appointed director of merchandising. 


IRON WORKS 


Pioneer Mfg. Co., Los Angeles—A. L. Lockwood 
appointed sales manager, and William Bucknum, San 





— Francisco sales manager, also named sales manager | GENERAL OFFICES: FIRST AMERICAN NATIONAL BANK BUILDING, 
4 of the range division. C. A. Sanders, Jr., appointed | NASHVILLE, TENN. * FOUNDRY: CHATTANOOGA, TENN. 
YEAR Arizona sales manager. 
(Please turn to top of page 248) | SOIL PIPE - FITTINGS + SPECIALTIES 
y 1956 
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YOU'LL LIKE THIS 


SUMPTROL 





Works on Any Sump Pump 


Easy to 


install and inspect e Two-pole construction 


for safer operation e Visible, vertical action contacts 


Attractive, rugged metal enclosure 


Write tor Sumptrol Bulletin. Address Square D Company, 


4050 North Richards Street, Milwavkee 12, Wisconsin. 


——___. MAY IS NATIONAL WATER SYSTEMS MONTH 


wit [oateS ELEctRIC 





RINSE HEATER 


@ FOUNTAINS If hot water is a problem and you 


want hot water at low cost... here 


@ TAVERNS is your answer...a Coates Electric 


Hot Water Rinse Heater. Fits right 


@ ROADSIDE on to the final rinse compartment 


STANDS 


of the sink. Remember... Sanitary 
Clean Dishes keep customers happy 


@ RESTAURANTS --- 180° F. Hot Water helps you get 







[leates 


MFG. CO. 


cleaner dishes and utensils. 


Write for FREE Folder! 





COATES ELECTRIC MFG. CO. 
Dept. DE-5, 3419 11th Avenue S.W. 
Seattle 4, Washington 


IF IT'S DONE ELECTRICALLY IT'S RIGHT! 


Names ... continued from bottom of page 247 


Plumbing & Heating Industries Bureau, Chicago— 
Appointed as directors are John S. Coe, manager of 
products, Chase Brass & Copper Co., Waterbury, 
Conn., representing the Copper & Brass Research 
Assn.; Philip J. Faherty, Buffalo Pipe and Foundry 
Corp., Lambertville, N. J., representing the Cast Iron 
Soil Pipe Institute, and Stanley K. Smith, chairman of 
the board for the H. B. Smith Co., Westfield, Mass.. 
representing The Institute of Boiler and Radiato: 
Manufacturers. 


Refrigeration Engineering, Inc., Los Angeles — 
Named as distributors are Z. M. Prane Co. in Chicago 
and L. R. Gorrell in North and South Carolina. 


Republic Steel Corp., Berger Div., Canton, O.— 
Named as distributors are Kitchen Kraft, Inc., Colum- 
bus, in central Ohio, and Major Distributors, Okla- 
homa City, in Oklahoma. 


Ridge Tool Co., Elyria, O.—William L. Parcell ap- 
pointed vice president. 


Robertshaw-Fulton Controls Co., Fielden Instru- 
ment Div., New York City—Territory of H. G. Klug 
Co., distributor, expanded to cover entire state of 
Iowa. 


Ruud Mfg. Co., Kalamazoo, Mich.—Berton Miles has 
joined the F. F. Leonard Co., Columbus, O., distrib- 
utor, whose territory has been expanded to include 
Toledo. 


Servel, Inc., Evansville, Ind—A. A. Pieper appoint- 
ed controller. 


Jay R. Smith Mfg. Co., Union, N. J—Named as rep- 
resentatives are Hairston & Co. in Florida, South 
Carolina and Georgia; J. J. Venable in Alabama; R. 
C. Schneider Co. in Wisconsin and upper Michigan; 
G. Robert Parker in Colorado, and Bernhard and 
Schafer, Inc., in Washington. 


Square D Co., Detroit—William Younger named 
eastern sales manager and William Moriarty distribu- 
tor sales specialist. 


Superior Shower Co., Woodside, L. I., N. Y.—J. A. 
Murphy & Co., Chicago, named representative and 
distributor in northern Illinois, Wisconsin, northwest 
Indiana and Iowa. 


O. A. Sutton Corp., Inc., Wichita, Kan.—Robert 
Savre named district sales manager in parts of Indiana, 
Ohio and Kentucky. 


Van D. Clothier, Inc., Manufacturers Representa- 
tives, San Francisco—Ralph C. Wells named an as- 
sociate. 

Viking Air Products, Cleveland—Nathaniel Wattles 


named representative in Michigan, Indiana and west- 
ern Ohio. 


William Wallace Co., Metalbestos Div., San Fran- 
cisco—F rank Kohles promoted to sales manager, and 
Robert A. McHugh named sales manager of standard 
lines, and western district manager. 

(Please turn to top of page 250) 
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Colum- 
s, Okla- 
_ “ s 
th—13 inche 
‘cell ap- 7 Dinnerplate dep " Here's a 42” wide promotional 
54" wide mode package for you. It features a chip- 
e Step-UP il proof finish, sparkling chrome 
I for $39. 95 retal hondles, fully insulated construction 
nstru- ith E-Z Hang Exclusive territories and the exclusive Utilidors. You 
G. Klug Complete w ket for qualified distributors make a full markup at $29.95 — 
state of hanger bracke send for a catalog today. 
\\ line of matching cabinets 
files has sh PALACE METAL PRODUCTS, INC. - THE PALACE BUILDING 
distrib- 
ae 519 WORTMAN AVENUE - BROOKLYN 8, NEW YORK 
appoint- F 3 e 
i for singles or doubles, round or square Here's Your Opportunity 
: in Kitchens, Bathrooms or E 
as rep- i 
. South anywhere. .. to get in the SWIM! 
— ARDEE frames 
ichigan; STAINLESS STEEL Installation of new swimming pools 
ard and , and equipment will amount to 
or ALUMINUM. _ 300 million dollars, according to 
an ‘ ee ‘ best estimates for 1956. « 
' named Modern —leading “ea” 
listribu- manufacturer since 1935 — 
can help you profit by this wave of 
business. Our 100 pool products 
oe me including filters, pool drains and 
ge a fittings, designed by our own engineers, 
ive and built by Modern craftsmen and 
rthwest : a pont: ree backed by the 20-year — of one 
f the | t, most d dab 
New type corner clip holds the ARDEE pede cro! sete pool field—will 
“Robert Frame to the bowl. Prevents the fixture Z-0-O-M sales far beyond expectations. 
from falling through the well opening. Get the ed a th Shaina! 
Indiana Eliminates bracing, blocking, etc. et the edge on competition with Modern s 
’ huge stock and regional warehouses 
Only ARDEE has all these features: : 
: “era for fast shipment. 
. ee 1 noe ee self-sealing joint 
Invisi velds, flus b ides ° P 
resenta- oie salsiaae-her-agiiiameconesead Write today for full details and Catalog No. 235. 
an as- e Positive action, rugged, strip-proof 
lug and bolts 
ARDEE Frames fit all plumbing ware such as ( moder GIVES YOU SO MUCH ( more. wal 
Wattles American Standard + Briggs * Crane © Eljer « Kohler 
d west- Richmond « Universal-Rundie and others 
. SPECIAL SIZES AVAILABLE 
Write today for FREE catalog, prices, ete. modem. 
ai \ 
rua. | sameZZtase! gcuen tinaven prec: co,|| CUCTIE SHIMAING POOL CO, INC 
er, and a te maten, : One Holland Avenue, White Plains, N. Y. 
tandard i daa some Dept. A-55, 287 Fifth Ave., New York 16 ‘ Manufacturers of Swimming Pool Supplies Since 1935 
countertop and built-in 
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“ADJUSTABLE” 
COMBINATION 








big 
“NO-CLOG” 
WATERWAY 











ADJUSTABLE? . . . Yes. Tank can be adjusted or tilted on 
the bowl—front to back or side to side to line up with 
floor or wall. 3 bolts —tank to bowl —do the trick (the 
3-Point Hitch). 


NO-CLOG? . . . Yes. Wide, straight bowl front allows 5” 
wide trapway — largest on the market. 


SHOCK ABSORBER? . . . Yes. No china to china connection, 
Big, heavy, beveled rubber gasket cushions tank on bow! 
and prevents leaking (part of 3-Point Hitch). 


EXTENDED HORN? ... Yes. Provides another “leak-proof” 
connection and makes installation fast and easy. 


SELECTION OF SIZE? .. . Yes. Available in 10” — 12” ~ 14” 
Rough-in. 


DEPENDABLE TANK TRIM? . . . Yes. The best in Brass made 


by our own modern Brass Division. 
GUARANTEED? . . . CERTAINLY! 


FULL INFORMATION Free UPON REQUEST 


MAN STi D 


SANITARY POTTERY, INC. 


121 First Street, Perrysville, Ohio 
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Mansfield Sanitary Pottery, Inc. 
171 1st Street, Perrysville, Ohio 


Please send full information on Mansfield’s Simplex—the ‘Adjust- 
able’ Combination. 














Names... continued from bottom of page 248 


Westinghouse Electric Corp., Electric Appliance 
Div., Mansfield, O.—H. R. Bryant named sales man- 
ager for refrigeration specialties, and C. W. Paulson 
appointed manager of the room air conditioner de- 
partment. Named as merchandise managers are F. E. 
Maguire for pre-fab and mobile homes sales, and J. G. 
McKinley for builder and apartment house sales. 


Whirlpool-Seeger Corp., St. Joseph, Mich.—George 
T. Stevens appointed director of merchandise develop- 
ment. Named as product division general managers 
are Sol Goldin for ranges and Lincoln M. Larkin, air 
conditioners. John Benson appointed sales promotion 
manager of the range division. Named as distributors 
are Ohio Appliances, Inc., Columbus, O., in Columbus 
and Dayton; Sea Coast Appliance Distributors, Inc., 
Miami, Fla., in 11 Florida counties, and Interstate 
Supply Co., St. Louis, in 43 eastern Missouri counties 
and 28 southern Illinois counties. 


J. C. Whitlam Mfg. Co., Wadsworth, O.—Barney 
Barnett named representative in northern California. 


L. J. Wing Mfg. Co., Linden, N. J.—Named as rep- 
resentatives are Power and Combustion, Inc., in Mary- 
land, The Gulf-South Engineering Co. in northern 
and central Alabama, and Bell & Co. in southern Ala- 


bama. 
eS 


ACEACME rine“ 














HEATING— 
CONTRACTORS 





























oe 
Wolverine Tube Div., Calumet and Hecla, Inc., De- 


troit—William R. Morrisey appointed representative 
in Pittsburgh. 





John Wood Co., Heater & Tank Div., Conshohocken, 
Pa.—Jerry Dunleavy named district sales manager in 
Arkansas, Louisiana, Mississippi and Texas. 


Worthington Corp., Harrison, N. J.—Named as com- 
mercial vice presidents are A. William Fraser and 
Clarence S. Wentworth. Charles D. Cummins ap- 
pointed district manager in Seattle, Wash. 


York Corp., York, Pa.——W. E. Landmesser named 
manager of sales, commercial division. T. D. Secord 
and Brewer I. Glenn named zone sales supervisors in 
Chicago and St. Louis respectively. END 
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PREVENTS 
WATER CONTAMINATION 


Boosey Fixed Air Gap 






You can eliminate direct connec- 
tions between water lines and 
sewers with the Boosey Fixed Air 
Gap, and thus prevent water sup- 
ply contamination. 

Designed for drains from: elevated 
water reservoirs, processing 
equipment, air conditioning units, 
storage tanks, refrigeration units, 
hospital equipment and kitchens, 
etc. 









Typical 2021 Air 

TWO DESIGNS Gap installation. 

#2021—Available in varying 
wages with tapped inlet 

spigot outlet. 

#2030—Available in one standard 
length with tapped inlet 
and outlet. 

For further information, send 

today for the Boosey Catalog 


of PLUMBING DRAINAGE 
PRODUCTS. 


NORMAN BOOSEY MFG. CO. 


General Sales @ffice: 5281 Avery Ave. 
Netroit 8, Michigan 






Typical 2030 Air 
Gap installation. 
(refrigeration system) 








BOOSEY 
































SUPERSPUN 


Cast Iron Soil Pipe and Fittings 


IN ALL WEIGHTS 
AND SIZES TO 
save plumbers 
Ase TIME A 
Ay MONEY A 
As TROUBLE A 
exclusively from 


COMBUSTION ENGINEERING, INC, 
Home Equipment Division 











Screens 


NO HOLES TO CLOG! 


Wel o Ale 
JET-AERATOR 


WITH THE PATENTED* GEAR PLUG DESIGN, IS THE ONLY 
AERATOR THAT CAN BE CLEANED QUICKLY AND EASILY. 
‘COMPLETELY PLATED FOR CORROSION RESISTANCE. 


The ONLY AERATOR that withstands the TEST OF TIME! 


TP” “There is o JET-AERATOR for every faucet made 
and every faucet application. Write for details. 
* sams w. $. Pat. 2.70782 


MELARD cereciiro! 432 AUSTIN PL..N.Y.55.N-Y 
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THE NEW, IMB 


Saves Time 
M Saves Money 


Only 3/32” 


ERS 





Diam. , 
936 Feet on One Size Is All You Need 
/ A real help to Plumbers! 
1, 2 ib. Spool Fixes leaks faster, easier— 


more profitably. One size of 
this metallic, self-lubricating 
packing will form itself into 


ony size mixing faucet, spigot, 
radiator valve, etc. 
be Just Wind —Compress—Leak is Sealed! 
o 7 Plumbers’ Special comes on spool in handy 
~ rope form. Just coil around stem — tighten 
© lock nut or bonnet, and the job is finished. 
Far superior to ordinary, graphited string pack- 
ing. Eliminates stocking of various size washers. 
Try PLUMBERS’ SPECIAL without delay! Available 
at Plumbing Supply houses. Write for FREE SAMPLE. 


Get MAIL THIS COUPON 
FREE SAMPLE | 


FLEXROCK COMPANY ' 
3642 Cuthbert St., Philo. 1, Pa. | 

Please send me Folder and FREE SAMPLE of | 
PLUMBERS’ SPECIAL Self-Forming Packing. No | 
obligation. 





Mail Coupon 


POGNRDI:: sivdscivcinnteocesiericasiscevevisssnsnecseiovssctscectecssesseotvantosees | 
IN Sasscentsasnchesuicancstintinsanvessatovcastecenisineonamuaies j 
PRNOD niiteitttinstincnnensianies tesseictvinlercietiatinsetutntlaielerstine | 
ee ee eee cee ee eee ee ee ee ee ee ee ee ee ee ~! 




















- Find out how to store more stock in 
Al) less space .. . how to make maximum 
use of each unit to reduce equipment 
investment . . . how to arrange units for 


fastest stock handling . - proper width 


of aisles, location of packing benches, 


il} | and other valuable dota by using 

Equipto’s FREE LAYOUT SERVICE. Profit 

\ by the aggregate experience of trained 
) Equipto engineers who have designed 


hundreds of layouts of every description. 


For simpler loyouts, or for those who 
wish to design their own facilities, 
|  Equipto offers o fact-crammed 
|| free booklet entitled, How to Solve 


assures better Your Storage Problems.’ 
sites Write today for 
storage facilities of booklet or advise when” trem, 
our layout engineer y 
for less money should call. paid 
JS aR 





Division of Aurora Equipment Co. 
608 Prairie Ave.. Aurora, Wlinois 


Drawer Units...Leckers...Carts...Werk Beaches 






Steel Shelving... Parts Bins... 


“ENPQ” 





PRopucTs” 


Keep Customers 
Happy 


PUMPS 





@ SUMPS ... The Original Submersible 
e@ BOOSTERS... (and HY) for Heating & Cooling 
@ TURBINES .. . For Surface or Submersible 


Farm & Home Systems 


@ RECIPROCATING .. . Shallow & Deep Well 


Distributed Nationally by Plumbing & Heating Jobbers 


MOTORS 


e OIL BURNER MOTORS—New, Complete Line—'*-3 HP 


Write for Circular 
Manufactured by 


The PIQUA MACHINE & MFG. CO. 
PIQUA, OHIO | 
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Where Does the Heat Pump Stand Now? 


(Continued from bottom of page 105) 

the first all-aluminum-clad building in the U. S., 
and the first with all double-glazed windows. More 
important, it was the first and largest (12 stories) 
non-public-utility office building in the nation to 
use the heat pump for year-around air condition- 
ing. This installation was designed by Consulting 
Engineer J. Donald Kroeker, who now has come 
to be almost a walking encyclopedia on big com- 
mercial heat pump installations. 

Heat source is two wells about 150 feet deep, 
yielding water at 64.5F and 62.5F respectively, 
for a total of 645 gpm. Another well, 510 feet 
deep, yields 57F water for cooling. Four Trane 
Turbo-Vacuum compressors make up a total of 
540 tons of refrigeration capacity for heating and 
cooling, and heating and cooling can be handled 
concurrently in different zones of the building. 
The compressors are the heat pumps. 


s Another notable cold country installation was 
for the Dairyland Power Co-op of LaCrosse, Wis. 
Here adequate well water at 55F is available. 
Winter design temperature is -24F, but selection 
of the heat pump was based on the summer cool- 
ing load and the resulting heat pump size is ade- 
quate for a winter minimum of 0F. Supplementary 
heating by steam from a boiler is provided for ex- 
treme cold weather. 

The residential installation of a heat pump in 
Parma, Mich., (presented in the second article of 
this series last month) was a water-to-water sys- 
tem using well water. But here it should be noted 
that, as with the commercial installation men- 
tioned above, all of these were engineered to the 
particular structure. In each case, an individual 
structure in a particular locale was analyzed and 
both structure and heat pump were designed for 
each other. Engineers in each case chose water as 
the source, since it was available, over air, which 
certainly was plentiful. This preference by the 
experts is almost universal in the large, commer- 
cial installations, combined with hot water dis- 
tribution methods, although there are exceptions. 


=» The next heat source to consider is the air 
around us. There are two principal advantages 
in the use of air. One is that there is plenty of it 
and as much in one place as another. The other 
is that, despite the tremendous fluctuations in air 
temperature and humidity conditions, there is no 
part of the country where these fluctuations have 
not been recorded for many years. In other words, 
such fluctuations are fully predictable and there- 
fore, knowing pretty precisely the behavior pat- 
tern of air, we can figure out what to do about it. 
Further, the outdoor circuit obviously must be an 
(Please turn to top of page 255) 
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Manufacturers Corp. (MANCO) 


... offers to the plumbing industry a complete line 
of plastic pipe . . . fittings and allied products. 
Both the ultimate in a fine product, plus—competi- 
tive prices. 

Standardize On The Line You Can Merchandise . 

Where You Can See the Difference. 


e COPPERLINE e STARLINE e GALVALINE e MINELINE 
SOLD THROUGH LEADING WHOLESALERS EVERYWHERE 


Write today for full catalog information 
on these extra fine products. 


MANUFACTURERS CORP., Box 434 


104 Ausdale Avenue, Mansfield, Ohio 





for year ‘round 
protection 


install VOGEL 


Frost-Proof 
CLOSETS 


The Vogel NUMBER 15 
Frost-Proof closet with 
oe vitreous china bowl il- 
R lustrated here is a great 
convenience installed in 
an outbuilding or on the 





OVER TOP FLUSH 






VOGEL 


meen pbeiiee ‘. p/ rear porch of a residence. 
\ ant The Number 15 is a neat 
\ » VOGEL 
NO. 15 durable outfit plus a real 
+ water saver. No mech- 
anism in tank to get out 
of order 


Over 1,000,000 Vogel frost- 
proof closets and hydrants have 
been installed. Not one has 
ever frozen! 











Joseph A. Vogel Company 
WILMINGTON 99, DELAWARE 
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HERE’S A, LINE THAT SPELLS 


GP GR GU SF WY 


Why not get acquainted with the line of auto- 
matic gas water heaters so many of your 
customers have been asking about? These 
Lovekin heaters are well known for their high 
quality, durability and economical perform- 
ance. Literally thousands know that they can 
depend on a Lovekin, its fine reputation re- 
sulting from 114 years of making only gas 
water heaters—the finest possible. 














Lovekin Automatic Gas Water Heaters have 
all of the fine qualities of appearance, per- 
formance and durability your customers look 
for and expect. Long lasting galvanized tank 
or the new diamond hard Lusterglass lining 
available in all models. For you, this means 
easy selling and good profits. 


Ask your wholesaler for details or write 


LOVEKIN WATER HEATER CO. 
39 Laurel St., Phila. 23, Pa. 


(Manufacturer's Agents—o few desirable territories available) 























STANDARD ELECTRIC 
> The ORIGINAL < 


“LAUNDRY TRAY PUMP 


Model P9A - 
Direct Connected i 


It Must 
‘Be Good 
/ 


as its features 
have been adapted, in 
principle, by other 
manufacturers. Fur- 
thermore, it was de- 
veloped by AARON, 
America’s foremost 
electrical designer. For emptying laundry trays and washing 
machines located below sewer level, or where no sewage exists. 
So, STANDARD, with 12 years seniority in the field offers you 
this prestige building pump at a lower price. 
Only one moving part. 4 HP. latest General Electric motor. 
Heavy cord and molded plug included. Every unit tested under 
pressure. One year guarantee against defects in material or con- 
struction. Replacement parts always available. 1” suction, com- 
bination %”—1” discharge. 2000 gal. per hour capacity. 


For other applications, contact factory for correct pump capacity. 

Shipping weight 18 Ibs. Net weight 17 Ibs. 

Length: 9%” Height: 6%” Width: 5%” 
LOW, LOW LIST PRICE $37.00 









Standard Electric Mfg. Co. New sersev 


Lani COMPLETE CATALOG UPON REQUEST 


| 
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(Continued from bottom of page 252) 

air circuit—a volume of air coming into the coil 
and then leaving. Outdoor piping therefore is not 
necessary. Here, then, is the heat pump’s best op- 
portunity for a mass market, for a packaged unit 
of pre-engineered capacity that can simply be 
placed in a basement or attic or utility room and 
hooked up to the heat distribution system (hot 
water or warm air) like any boiler or furnace. 

This does not mean the system is without prob- 
lems and shortcomings. Rather, it insures them, 
for the price of mass production always is com- 
promise. 

The most obvious difficulty with air as a heat 
source is that when there is the greatest need for 
heat, there is the least amount of it in the air. And 
conversely, the opposite is true during the cooling 
season. To offset this, good insulation practices 
in the construction of the heat pump itself, plus 
construction details, are generally used to recover 
normally wasted heat losses from the machinery 
itself. Thereby heat from the fan motors and com- 
pressor motor becomes useful heat. To get the 
utmost in efficiency from the system, General Elec- 
tric made the outdoor coil of its unit larger than 
the indoor coil with a proportionate increase in 
air flow (increased air volume yields increased 
heat), and used a section of the indoor coil to 
extract additional heat from the refrigerant by 
subcooling it directly in the indoor air. 


Compromise Is Necessary 

The real answer to this problem, however, is 
one of the compromises. For illustration, let’s con- 
sider the city of Chattanooga, Tenn. Normal de- 
sign temperature would be 10F dry bulb, and 
heating of an average small-family home would 
require a 5 hp heat pump. However, temperatures 
below 25F in Chattanooga occur only about 3 per- 
cent of the heating season time, and to keep a 
house comfortable in outdoor temperatures of 25F 
and higher would require only a 3 hp heat pump. 
The difference in initial cost and operating cost is 
large between these two heat pump sizes. 

The obvious solution is to size the heat pump for 
the 25F temperature and rely on booster heat for 
the occasional short periods of greater need. This 
could be done by adding a water chiller for oc- 
casional use and then using either well water or 
city water, and for short periods the latter prob- 
ably wouldn’t be objectionable even if city water 
is in short supply. This undersizing of the heat 
pump has a compensatory advantage in that it 
permits long cycling and greater efficiency. 

One solution, then, to extreme low temperatures 
when a heat pump is used, is booster heat. 

Another air-source problem is in the fact that 
when ‘outdoor temperature gets down to 40F or 
lower, frost or ice begins to accumulate on the out- 

(Please turn to top of page 256) 
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BUY TINICUM 


AND INCREASE 








YOUR 
PROFITS 


| SALES MAKER 
CARTONS 


for TINICUM Hanger Iron 


HELP 
—J| INCREASE SALES! 


Available galvanized, black or bright steel, enameled, copper 



























coated and genuine copper. Also in bulk, 
copran " ea TINICUM PIPE STRAPS 
COPPERIZED 

GALVANIZED 7 Ah ys i a. 


> om od extra strength. : 
%” - 1” Copper & Copperized; %” - 2” Galvanized 


TINICUM LAUNDRY 
TRAY STANDS 


Priced Right 


for 1 -part and 2 -part ce- 
ment or porcelain trays with 
or without self-leveling legs. 


TINICUM Y) 
METAL C0., INC. Send For Catalog Today! 


CONSULT YOUR JOBBER! 
85th ST. & TINICUM AVE., 


it’s the draw-off 


that counts 
grease 
interception 


Series “JH” 


GREASE INTERCEPTOR 


draws off intercepted grease at the turn of a valve. 


Where grease interceptors are needed, be sure to select the one with the 
**draw-off valve"’. It's the draw-off that makes the difference — with it 
there's no cover to take off . . . no mess .. . no inconvenience . . . no 
odor in removing the grease as with other intercepting devices! With 
Josam Series ‘‘JH'’ Grease Interceptors, over 95% of the grease in the 
waste water is intercepted and drawn off into a storage container, merely 
ot the turn of a valve. They should be instolled wherever greasy wastes 
resulting from food preparation or processing can cause clogged drain 
lines, expensive repairs and shuf-downs. 

Get all the answers to grease and other waste problems by writing for 
free copy of Manual W. 





























JOSAM MANUFACTURING COMPANY 
Dept. DE 
MICHIGAN CITY, INDIANA 
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3,000,000 


Brady 


AIR VOLUME 
CONTROLS 


have been standard equip- 
ment on leading makes of 
ejector, turbine, rotary and Write direct for 


centrifugal water systems latest bulletin 
for more than 15 years. 


MA 
L8 


NATIONAL 





ae =, 





WATER SYSTEMS MONTH 


AIR CONTROLS, Inc. 


Bra 








1406 East 18th Street, Muncie, Indiana 











The Name that Stands for: 


The highest quality CAST brass fittings, 
CAST drainage fittings, brass screwed fit- 
S tings, Gas Stops, Stop and Wastes and other 
allied products in brass, bronze and copper. 


Satisfactory dealings with LEE — The 
LEFders for nearly 40 years. Such a reputa- 

es tion just HAS to be sustained! Always at 
your service with good service — always 
ready to fill your exacting requirements. 
Deal with LEE — and see! 


| [a Write for our large, illustrated catalog No. A-1-A-42 to- 
day. Any questions? Remember, LEE means QUALITY! 
FOUNDRY CO., Inc. 


ce Ved Gily & & e ANNISTON, ALABAMA 
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(Continued from bottom of page 255) 
side coil. This forms an insulation and heat output 
in the unit decreases. This problem increases in 
high humidity areas. 

Most manufacturers solve this essentially the 
same way. Here’s how Westinghouse defrosts 
coils: When frost forms in the outside coil, pres- 
sure increases due to air passage restrictions. A 
differential pressure switch measures the pressure 
drop across the coil, and when the restriction 
reaches a predetermined value, the switch revers- 
es the operation of the heat pump and causes it 
to operate as a cooling unit. This changes the out- 
door coil to a condenser, which melts the ice. As 
the ice melts the coi! warms, and again the unit is 
automatically reversed. The defrost cycle in West- 
inghouse units takes about three minutes. A sim- 
ple time cycle could not be used because ice 
formation is not predictable and the ice melts at 
different rates in different temperature conditions. 


Good Insulation Necessary 

Whenever large volumes of air must be re- 
moved, there is a noise factor to be considered. 
Good insulation solves much of this problem. Use 
of large fans that move large volumes at lower ve- 
locities help. 

These are the packaged units becoming more 
and more plentiful on the market today. These 
are the attempts of the industry to make particu- 
lar units, completely built and assembled at the 
factory, fit into all kinds of situations in all kinds 
of areas. They involve compromises, since the in- 
stallations are not engineered to the job. 

To a great extent, however, the house must be 
engineered to the heat pump for best results. 
Savings must be effected through design and engi- 
neered selection of construction materials, and 
normal insulation is not good enough. These are 
prerequisites which must make up for the higher 
‘initial and operating costs of the heat pump and 
permit use of a unit of minimum size. 


The Market Limitations 

Even taking advantage of all possible economies, 
there still are market limitations. Bob Shaefer, 
Cullman, Ala., plumbing and heating contractor 
who likes the heat pump and has installed several, 
says, “they are the Cadillacs of the field. Every 
contractor has Cadillac customers, but he has a 
lot more Ford and Chevvy customers.” Ken Cun- 
ningham of Acme Industries, a manufacturer, 
points out the heat pump is not to be offered to 
customers who are shopping for a price. Never- 
theless, packaged units are plentiful and present 
promising solutions to the problem of universal 
applicability. The big commercial installations are 
for the most part, excellent performers, but this 
is to be expected for they were engineered to the 
jobs by the industry’s foremost experts. END 
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a low-cost 
Submersible 
utility pump 
and switch 
that really ¢g 
work! 


j# Pumps 2600 GPH at 5’ head. 


{# Ideal for sumps, utility pits, air conditioning condensate 
removal, circulating coolants. 


j@ Trouble-free design — all-bronze case, fool-proof Kenco- 
GE Switchette can’t fail. No danger of flooding motor. 
Lifetime lubricated. 


j/ Easy to install — fits in any sump 9” wide by 8” high 
or larger. 


j# Automatically expels air, completely self-priming. 


j# Built-in check valve. 


KEN CO Pump DIVISION 


1305 Oberlin Avenue * Lorain, Ohio * Phone 56-826 >... 











COME TO NEW YORK! 
to the OIL and HEAT 
INSTITUTE 
SHOW | 


at The NEW YORK COLISEUM 
June 6-19th 


Stay at this modern 25, 
story hotel most conven-| 
ient to the New York | 
Coliseum. All rooms out- | 
side exposure. Large,| 
beautifully furnish::d 
rooms with private bath, | 

from $5.50 daily. Two! 
room suites with kitch-| 
enette from $9.50 daily. | 










Air-conditioning & television available 


HOTEL BEACON 


Broadway at 75th St., New York 


Oscar Wintrab, Managing Director 
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st. to manufacture 


die-stamped, one piece 
seamless drawn, 
stainless steel sinks 


Lifetime sinks for 
Bathroom 

Style Kitchen 
SBL-206-R7 Scullery 


21" x 24” Laboratory 
Style Largest 

assortment of 
SDBL-2132 stainless steel 


sinks in the world 


21" 32” 









14 to 20 gauge 
round, oval 

and rectangular 
a complete line of 
standard and 
custom size 

sink and 

are drainboard 


CLF units 
Cte Sy available 


For complete catalog write: 


LEGION STAINLESS SINK CORPORATION 


21-07 — 40th Avenue, Long Island City 1, N. Y. 
21 East Von Buren St., Chicago 5, Ill © 420 Market St., San Francisco 11, Calif. 


KEY 


TO FAST, EFFICIENT 
PIPE JOINT SEALING 


KEY-TITE® 
PIPE JOINT COMPOUND 


for lines carrying water, gas, 


YOUR 


low-pressure steam. Seals joints 
positively, yet breaks easily, 


does not freeze in the joints. 


FROM YOUR 
LOCAL 

SUPPLY HOUSE 
or write for free sample 


Ss Is Tight... 
Break Right! | : ne “TITE 


“Ramon cr we sous es 
MPOUND J 






WRAY 


WR 


2621 McCasland e@ 
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HEYOEN 


SHOCK ABSORBERS 





Will 
Install 
Anywhere 








Lightweight, compact Heyden Liquid Shock Absorber 
can be installed in any position .. . uses minimum 
space ... protects against hammer and hydraulic 
shock of quickly-closed valves or faucets. Five sizes 
are available —can be installed in any system. 
NO MOVING METAL PARTS 

This exclusive Heyden feature 

assures constant protection 





> HYDRAULIC ATES & HOISTS 
and long life. URBINES 
RASH RAKES 
For full information send for s MB accessories 


Bulletin 38, S. Morgan Smith 
Company, York, Pa. 





ROTOVALVES 


S°MORGAN SMITH 


AFFILIATE: S. MORGAN SMITH. CANADA, LTD... TORONTO 
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si ’ "PROPELLERS 
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Now you can have quality Paine 
anger Iron in 100 ft. coils — Marked 
hes for easy measuring — Packa 


corrugated carton which is self-dispensing. 


Send for Complete Catalog 


THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 























| Lighter 
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STANDARD PLUMBERS 


GAUGE 
GLASSES 


(McGregor Brand) 


LARGE 
TRADE 
DISCOUNTS 


Send for Prices 
A. W. CHESTERTON CO. 
EVERETT 49, MASS. 









/ CHESTERTON 
GAUGE GLASS CUTTER 


SIMPLEST AND THE BEST 
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What Price Do-It-Yourself? 


(Continued from bottom of page 115) 
you sell quality plumbing and heating equipment, 
properly installed by skilled mechanics, you are 
really protecting the health and welfare of your 
customers. You are fulfilling your responsibility 
to the public.” 

Mrs. Houston has a sharp eye for incidents like 
this which add dramatic impact to her quality 
sales story. Each such incident, passed on to the 
C & H sales force through daily briefing sessions, 
helps them impress potential customers with the 
importance of buying quality equipment and hav- 
ing it installed by skilled craftsmen. 

But the tragedy had other far reaching effects. 
Led by Mrs. Houston, civic officials and business 
leaders were quick to realize the dangers inher- 
ent in improperly installed plumbing and heating 
systems, and immediately took steps to prevent 
a recurrence of the disaster. 

One of those moved to comment on the threat 
to public health and safety posed by faulty instal- 
lations was Orville Gore, assistant vice president 
of the Iowa-Des Moines National Bank. He said: 

“Our bank has always believed that people mak- 
ing improvements to their home want the job done 
in a first class manner. We also believe improve- 
ments that require technical knowledge and skill 
to install should be done by competent personnel. 
The only sure, safe way is to employ qualified 
people who have the knowledge and experience 
to do the work. : 

“ To-it-yourself’ is a fine American way of do- 
ing things, but it has its limitations, and no one 
should try to do work requiring technical knowl- 
edge beyond his ability.” 


» The city’s fire chief, Wayne E. Ulm, issued a 
similar warning: 

“The do-it-yourself movement in the United 
States during the past few years has not only been 
a pastime for many people, but has provided many 
improvements in the American home that would 
have otherwise been a financial impossibility. 
However, we must not lose sight of the fact that 
there are many projects that must not be under- 
taken by the average layman because they require 
special training for a safe installation.” 

The interest and concern expressed by these and 
other prominent citizens of Des Moines was soon 
translated into an amendment to the city’s heating 
ordinance. The amendment requires homeowners 
to pass an examination of competency in order to 
obtain a permit to install their own heating or air 
conditioning system. 

It also requires commercial installers of heating 
or air conditioning equipment to carry liability 
insurance amounting to $5,000 for injuries to one 

(Please turn to page 260) 


Domestic ENGINEERING, May 1956 











WITH PATCO PACKAGED 
Heating Units completely 
wired and assembled ready 


| for immediate installation. All 






units are SBI and ASME. 
WITH PATCO PACKAGED 


Hot Water Baseboard... cover and accessories are 
packaged in one carton; copper tube, aluminum fin with 
complete solder bond element in a separate carton. 


Write, wire or call for information on how 
to close more hot water heating contracts! 






in your HOT WATER GENERATOR 


Here is a Hot Water Generator that will give you 














TAN KS the maximum in see agp More hot water at less 
: t 
SMOKESTACKS SSG af tin cuiniemers epercting eiadeaay 
from your FINNIGAN equipment. Adaptable to 
PIPI NG any type ay omy gg hy —_ a 
WATER HEATERS deat Waser Geansetese ave made from the finest 
material and contain copper removable-coil heat- 
BREECHI NG ing eee mat O00 CEanee Ss ith large size tap- 
ings which can ushed to fit any job. 
PLATE WORK i 
BOILERS 


Call, wire or write yeu | for fur- 
ther information ... there is no 
obligation. 





4108 C. ST. LITTLE ROCK, ARK 
41 €. 42nd ST. NEW YORK 17. N.Y 


1425 ELIZABETH AVE. CHARLOTTE N.C 
P.O. BOX 2527 JACKSONVILLE 4, FLA 


3714 14th ST N W. WASHINGTON, D.C 


PO. BOX 6025 HOUSTON 6, TEXAS 






443 MAPLE AVE. DALLA 9 TEXAS 
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EAR 
APCO Cast Iron Soil Pipe, with its leak-proof joints, 
is flexible enough at those joints to allow for any 
settling of the earth or unusual vibrations. It also 
resists internal pressure caused by flash floods! What's 
more, the distinctive APCO hub is beaded for added 
strength. APCO “gives”—that's why it LASTS! 


And specify APCO Waste and Revent Fittings and 
Stringer Fittings too! There’s a type for every job— 


every plumbing code! 
Send NOW for the APCO catalogs—"E” (Soil G 


Pipe, Fittings and Specials), and “SU” 
(Stringer Fittings). 





ALABAMA PIPE COMPANY 


8 PLANTS TO PRODUCE 8 DISTRICT OFFICES TO DISTRIBUTE 


ANNISTON, ALA 




















WATER SOFTENERS AND FILTERS 


4763 N. 32nd St. 
MILWAUKEE 9, WIS. 

















HOL-ANCHOR Adjustable Bath Tub 


Keep Bath Tubs 
eel Settling HANGERS 

Prevent settling, cracks 
cround the tub and 
seepage from the tub by 
hanging all your bath 
tubs with HOL-ANCHORS. 
Made of strong corrosion- 
resistant aluminum alloy. 
HOL-ANCHORS ore 6- 
inches long with 2-inch 
adjustment range; weight 
only 1% Ibs. Attach to 
side or edge of stud; 
quick to install. Write 
for details. 


















Jobber Inquiries Invited 


THE HOLLAENDER MFG. CO. 
3843 Spring Grove Ave. CINCINNATI 23, OHIO 
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(Continued from bottom of page 259) 
person and $10,000 for injuries to two in a single 
accident, and up to $10,000 liability for property 
damage resulting from faulty work. 

The amendment won instant support from both 
civic and industry officials. Building Commission- 
er Fred Heyer commented approvingly: 

“We at City Hall have now passed an amend- 
ment to our present heating ordinance to the ef- 
fect that only competent and qualified personnel 
are permitted to install heating and air condition- 
ing equipment. 

“It is our sincere belief that proper installation 
and testing by trained personnel in this field is 
the only means of insuring the safety of the equip- 
ment.” 

Also commenting on the amendment and the 
dangers it is designed to eliminate was Delmar 
Schaal, president of the Des Moines Heating Deal- 
ers Assn. Schaal said: 

“The Des Moines Heating Dealers Assn. cannot 
recommend too strongly that all heating and air 
conditioning be installed by competent and qual- 
ified contractors, to insure the safety of everyone. 

“The amendment to our city code shows this 
view is held by the entire city. 

“It is necessary to have technical knowledge 
and skill in the field in order to have a heating or 
air conditioning system installed properly.” 

It is doubtful whether this story of human 
tragedy could be said to have had a happy ending. 
But thanks to the civic responsibility of these for- 
ward-looking citizens of Des Moines, the story is 
less likely to have a sequel. END 


Wood Helps the Builder 


(Continued from bottom of page 97) 
pitched in during the holiday to correct a frozen 
service pipe, although it was not Wood’s responsi- 
bility. 

Several days later, the grateful builder called 
Wood to ask if he cared to enter a fleet trade ar- 
rangement. As a result, Wood was offered a tre- 
mendous price advantage in volume trade-ins on 
new service trucks. 

The contractor carries his meticulous estimat- 
ing and service to the remodeling field, too. 

“We give the homeowners the same concrete 
bid we give experienced builders,” he says. “Esti- 
mating that does not include all extras or leaves 
some thing to chance, riles customers because in 
the long run, they pay more than the estimate. 

“We give our customers a thorough appraisal 
of his remodeling needs and make it stick. That 
means we get satisfied customers instead of just 
customers.” 

“With homeowners or project builders, it’s co- 
operation and efficiency that pays off. But cooper- 
ation has to start with the contractor.” END 
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SPEED-€):MATIC 


ELECTRIC and GAS WATER HEATERS 


A Line You Can Sell With 
Confidence, Pride And Profit! 


MEETS ALL HOT WATER DEMANDS 
Engineered For Performance and Economy 


There are big profits to be made with the SPEED-O- 
MATIC Line . . . because there’s a size for every pur- 


pose and every purse... 


ant me from the small six gallon 
' ee fast recovery—to the large 
q 82 gallon storage type 
heaters — that will give 


your customers many years 
of dependable and eco- 
? nomical service. 
4 
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For a dependable source for high 
quality products, write 


GENERAL PROCESSING CORPORATION 


Quinc Wiliaalleria 
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NO-SOL* 


| Toilet Floats 


Riveted spud attachment. 
Gasket securely seamed between 
two halves. 





4” x 5” No-Sol* 
We specialize in copper and brass 
floats for open tank applications. 
Spherical, oval, cylindrical, pan- 
cake and other types—all in var- 
ious sizes and with attachments as 
required. We have been manu- 
facturing floats exclusively for 
over 48 years. Your inquiry stat- 

O ing your specific requirement will 
receive our prompt 
attention. 

Every float is thor- 
oughly inspected Pate manisies 
and tested. oii. 


“Trade mark registered 


C Aa 


3047 N. ERIE STREET, TOLEDO 11,OHIO 
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HOTEL Sur SOV 
DENVER, COL. 


Hore,. Wi prainas 
ind Bungalows 
SANTA MONICA, CALIF. ; 

ad nore. Aaleryh 
Hore Jenalos WANT Ti ichicl, Mae 


SACRAMENTO, CALIF. 


HOTEL OL AAL /é 


LONG BEACH, CALIF. 


HOTEL “Afypa¢l 
HARTFORD, CONN. 


HOTEL Sinton 
CINCINNATI, O. 


” 
HOTEL ¢ / KantHe 


GALLUP, N.M. 


HOTEL yt CLIC 
ALBUQUERQUE, N.M. 


INDE ol VA ALTA AE AAA AA 


HONOLULU 


HOTEL, J se KUM yi 
PITTSBURGH, PA. 


AL OW HEAD QUARTER 
orid-Famed Hotels 
Teletype Service 
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close coupled washdown combination 








Finest pure white vit- 
reous china for life-long 
beauty and cleanliness. 


Oversize trapway. 


Peerless 4-bolt tank con- 
nection — simplest, 
strongest, most durable. 


Easy, to install, nothing 
to get lost or misplaced. 


Quick, positive align- 
ment. 


Resilient gasket and 
washers for leakproof 
cushion fit. 





No. 5162—for 10” roughing in 
No. 5172—for 12” roughing in 
No. 5182—for 14” roughing in 





SEND FOR THE PEERLESS CATALOG 


PEERLESS POTTERY, Inc., Evansville 12, Ind. 


Quality Vitreous Pottery Since 1902 
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"HERE'S WHAT SELLS HEATERS... 


Expressly designed to provide greater warmth . . . more comfort. 
The easiest of all to clean... inside and out ... Here's why: 
wide service door, entire lower back area fully open, be louver 
lifts out. Exclusive directional louvers direct the heat at an 
angle into the room and away from the walls... affording better 
circulation . . . cleaner walls . , . Only Peerless ‘has it. This ad- 
vanced design will be good for many years ...a feature the smart 
\ buyers demand. There's greater economy . . . greater heating 
> efficiency in a Peerless because it’s built by heating 
specialists with over 70 years of know-how. Top flight 
\ quality is evident at a glance ...and still more so to 
the most discriminating that look at every minute 
detail. These are only a few of the countless 
features that make Peerless the greatest 
. heating value in today’s market. Sold 
thru better Distributors everywhere 
. . Of write us for literature. / 
































there's never a doubt 
when it's a 





DRAFT CONTROL 
FIELD CONTROL DIVISION 


of H. D. CONKEY & COMPANY, Mendota, Illinois 
Affiliates { Conco Building Products, Inc. @ Brick, Tile, Stone 
Conco Materials Handling Division © Cranes, Hoists 
See our complete new exhibit at the National yo Heat and Air Conditioning 
Exposition, New York Coliseum June 11-15. Space No. 246, 


“PINTA” Air Block Breaker 


BREAKS Troublesome 

AIR BLOCKS in FORCED 

HOT WATER HEATING 
SYSTEMS 


A simple, positive device 
with no working parts to 
wear out. Tops in the field. 





“PINTA” 


Air Blocks in the circulatory 
action of a forced hot water 
heating system tends to slow 
up heat transmission. Unfor- 
tunately this steps up opera- 
ting costs and may reflect un- 
favorably on a fine, high quality 
boiler. Hence, it is profitable to 
specify the “PINTA” Air Block 
Breaker as an efficiency control 
device in a water heating system. 









Air bubbles enter 
sect. |. Water flows 
rapidly through 
sect. 2 causing jet 
action in sect. 3. 
be | pulls air from 

ect. | through 
opening thereby 
breaking up the 
bubbles and pre- 
venting formation 





water system. 


MANUFACTURED AND GUARANTEED BY 


“PINTA’ Products,Inc. 


83 WATERMAN AVE., JOHNSTON 9, R. I 


Makes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Companies 
and Contractors for Years 
Replace the regular boiler or furnace door 
hinge pins with the Inland Door Closer, file 
down the door catch and you have an extra 
“Safety Valve’ on the job. Gentle spring 
tension allows door to swing n on slow 
or faulty i 7 of apm ol, and then close. 
Wedge 











olds door open when necessary. It’s 
Wolpe install with the NEW SPRING 
ADE IN 3/16”—1/4"—5/16"—3/8” 
DOOR PIN SIZES AND PRICED AT 
$1.15 —$1.20—$1.25—$1.30 
See your jobber or write us. Pat. 42,605,097 


INLAND MFG. CO. 1120 N. CICERO, CHICAGO 51, ILLINOIS 























fe Ea 
IT’S ON THE WAY! 


WATCH FOR 
IMPORTANT 
DETAILS ! 
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YOUR BIGGEST 
OPPORTUNITY IN|} 
MODERNIZATION |: 





SEE PAGES 
76-277 
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C & H Sells Up to Quality... 


(Continued from bottom of page 120) 
it’s never neglected. About 50 percent come from 
recommendations of satisfied customers, and another 
large proportion comes from the keen eyes of the 
service department which reports prospects for new 
equipment. 

C & H also protects its salesmen’s most telling sales 
point—the firm’s reputation as a leader in community 
welfare. 

Several years ago when a flood threatened the heat- 
ing systems of a large section of Des Moines, C & H 
put emergency crews to work relocating controls 
above flood levels. The work was carried out in co- 
operation with the Red Cross and brought citywide 
recognition to C & H civic leadership. 

Mrs. Houston has carried her husband’s ideas of 
reputable business based on keen selling to a high 
point, but she feels it has been comparatively ground- 
work for what lies ahead. 

“1956—the Year to Fix,” she says, will fit smoothly 
into the C & H sales blueprint. She has already ap- 
peared on the TV program of Des Moines, largest 
bank, explaining how plumbing and heating moderni- 
zation can be financed. END 


Colossus of Chicago 


(Continued from center of page 109) 
fans are shut off, an automatic switchover can be 
made to raise the water temperature to 180F and 
create convector action in the units for perimeter 
heating. 

To heat the skyhigh Prudential Building, three 
boilers of water wall type generate a total of 1,422 
boiler hp. A fourth boiler having 250 bhp is gas- 
fired for producing process steam, and for water 
heaters. 

The three large units use steam and electricity 
to provide for the dual-drive spreader stokers. In 
addition, each has two oil burners for burning 
No. 6 oil. Bituminous coal is the principal fuel at 
present. Changing conditions or temporary emer- 
gencies can be met with the oil burners. The 
active and dead storage coal bunkers have thermo- 
couples to warn of a temperature rise, indicating 
spontaneous combustion. 

The steam is distributed at 125 psi to pressure 
reducing stations in the piping system. Returns 
have a vacuum and a condensate return pump set, 
each of which has both a motor driven and a tur- 
bine driven pump. 

Boiler feed pumps are both steam and electri- 
cally driven to supply feedwater that has been 
heated in a direct contact de-aerating heater. 

Snow melting coils are installed in the principal 
entrance place and adjacent sidewalk and in the 
secondary entrance. The system is manually con- 
trolled. Steam heated oil is the medium of heat 
transfer. 

The high and medium pressure steam lines, con- 

(Please turn to top of page 264) 


Domestic ENGINEERING, May 1956 


ARMSTRONG BROS. 







CHAIN 
TONGS 


“Reversible”, “Standard” and 
“Ideal” types, in all sizes. Jaws 
are drop forged from special steel, 
are carefully milled, heat treated, hard- 
ened and tested. The Handles are forged spring steel. 
The Chains are proof-tested to 24 catalog strength 
(1,200 Ib. to 40,000 Ib.). “Reversible” Jaws give double 
jaw life. “Standard” jaws have extra bearing on the 
handle and forged-in chain guides. The 
“Ideal” Tongs have V shaped teeth for a 
Write tor sure grip on irregular shapes—fittings, etc. 
Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5223 W. ARMSTRONG AVENUE « CHICAGO 30, ILL. 











Specify 


KEYSTONE Corppertbow- 


THE Complete LINE 


Fittings for Copper Plumbing + Heating 


V Nig Kolaloibatelalial: MEM ach ialsl-taehitey a) 
WROT, CAST and DRAINAGE SOLDER FITTINGS 
FLARED TUBE FITTINGS © VALVES » BALANCING VALVES 


At hetter Jobbers everywhere Write for our new Wrot 


Cotalog or for the Complete line Catolog No $1 


KEYSTONE BRASS WORKS « ERIE, PA. 
























LABORATORY 
Les ae Ot ee © | NEW JERSEY 
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KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 

WITH LESS FUEL 


STEAM ee AVOID 
FASTER AIR LOCK 































NOW America’s Finest Bathtub Protection 


ECTUB Covers 


aw S Ways Getter 


... for preventing damage 
after tubs are installed. 
1. PROTECTUB Deluxe 
— The thick corrugated 
box board cover with 
exclusively processed 
woter repellent liner. 
2. GUM-A-TUB Economy 
Liner — Pre-cut, pre- 
shaped gummed back 
a ‘ cover. Applied by wet- 
P Ask about our New ting with damp cloth. 

























in Ename'l 
eee ‘fouch-up cit. 3. COATATUB — Low 
4 pny ros ‘below Cost Liquid Vinyl! Plastic 
' waterline. opplied with whitewash 


1f not available at your wholesaler, write Dept.DE brush — peels off. Comes 


PROTECTUB INC., 71 Ludiow St., N.Y. 2,.N. Y. in gollons and drums. 
Wholesalers Price Sheets & Mailing Literature Available 





MONARCH Pectaped Uni 
CONVERTIBLE EJECTOR WATER SYSTEM—SHALLOW or DEEP WELL 
UNEQUALED 


FOR 


DEPENDABLE PERFORMANCE 
QUALITY and APPEARANCE 


@ 1/3 H.P.—12 GAL. TANK 
@ COMPLETE WITH ACCESSORIES 


! PRICED RIGHT ! 


WRITE FOR LITERATURE AND PRICES 
MONARCH Model J-30-12 ON THIS AND OTHER MONARCH Prooucts 


The MONARCH ENGINEERING CO. 











Water Softeners @e Pumps @ Water Systems 
500 600 LINDEN AVE DAYTON 3, OHIO 








VALVES 


with the Famous 
RUBBER POPPET 


SILICONE TREATED . . . CAN’T STICK 
Ask for Bulletin 702 


STRATAFLO PRODUCTS, INC. 


Fort Wayne 1, Indiana 
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(Continued from bottom of page 263) 

verters, heaters, and auxiliary equipment have 
been insulated with 85 percent magnesia thermal 
insulation. Insulation sections on exposed piping 
were fastened with copper wire and a canvas 
jacket was applied. On concealed piping, the insu- 
lation was installed with factory-applied canvas 
jacket with metal bands. 

Insulation of 1% in. thickness was used for the 
feedwater heater and hot fuel oil piping. Double 
normal thickness insulation was used where pip- 
ing extends through air intake chambers. 

On equipment such as oil heaters, converters, 
vacuum and condensate pump receivers and hot 
water tanks 1% in. thick blocks of 85 percent 
magnesia were used. Insulation on flanges was 
applied so that it could be removed without injury 
to other adjacent insulation. On the boiler smoke 
uptake and fly ash collectors, 2 in. thick 85 per- 
cent magnesia was applied over a wire mesh spot 
welded to angle iron ribs. 

On the chimney lining and inside the boiler 
breeching where high temperatures were encoun- 
tered, 2 in. thick diatomaceous silica insulation 
was applied from the fire brick lining to the top. 
Exposed pipe insulation and fittings were fur- 
nished with 8 oz. canvas jacket. All pipe lines are 
coded with colored mastic bands. 

Now let’s consider the plumbing system. 

In office buildings, future provisions for plumb- 
ing are as important to the building manager as 
are the requirements for initial tenants. In the 
Prudential Building, present and future plumbing 
needs are met with “wet-column risers” liberally 
placed in the building. 


« These contain hot water, cold water, waste and 
vent lines which are concealed with building col- 
umns in furred walls. In some tenant’s executive 
areas, water closets and showers will be available 


in addition to the central toilet facilities that are 


provided in the service core of each office floor. 

The ratio of toilet facilities for male and female 
employees will not be a problem in the new Pru- 
dential Building. The solution lies in the use of a 
corridor design for central toilet facilities. Plumb- 
ing fixtures are placed straight-in-line with lava- 
tories on one wall and water closets on the op- 
posite wall. A portable, soundproofed metal par- 
tition is used to divide the men’s facilities from the 
women’s. If the ratio between the male and fe- 
male employees on any floor is changed at any 
time, it is a simple matter to relocate the partition, 
thus eliminating future remodeling. 

All plumbing fixtures are wall hung, and the 
stalls are suspended from a drop ceiling. Con- 
cealed flush valves are used on all water closets 
where service chases occur. 

Lavatory supply fittings are provided with a 

(Please turn to top of page 267) 
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This identifying mark cast on PRIER products—not just an initial, but the name 
\) and address—is your guarantee that only the finest materials have been 
AY Vp fashioned by the most skilled workmen into a finished product that 
has been thoroughly tested and inspected. 


PRIER stands fully behind the materials and workmanship 
of every PRIER product. And we prove it by clearly and 
permanently identifying every single one. 


‘PRIER BRASS Manufacturing iii 


7801 Truman Road, Kansas City, Missouri 
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Bath Rooms Stay Pe. 5m 


Beautiful With 


SANI-FLOR 


Stainless Steel 


CLOSET BASES 





DRAINAGE UNITS 
The Plumbers Chotce 


A UNIT FOR EVERY PURPOSE IN ceo peor oe ae 
v/ THE DRAINAGE FIELD 









MADE WITH 
CLOSET RING 
TO CONNECT 
TO LEAD, 
COPPER 

OR IRON. 









+ + « gives protection to floor 
and floor covering against sat- 
vration, offensive odors ond de- 


Mf ieee 
ATT SEU A MSD SUES RULE | iaect tr tinoioum, osphalt, rob. 
eae F 3 ‘. , ber or plastic tile floors. Write 
206 WwW D | v | § | 0 | S T : H | C A G 0 ! 0. | L L for details. Popular coast - to - THE HOLLAENDER MFG. CO. 


coast. Jobber inquiries invited. 
- ncpcemaartiae 3843 - Spring Grove Ave. CINCINNATI 23, OHIO 























in 
HOT 
WATER 
SYSTEMS 
it’s 


A dependable filler and relief valve Sall 
for controlling pressures in hot water 


heating systems. All bronze con- BROTHERS CO. 
struction. Factory settings 12 Ibs. 2322 KISHWAUKEE 
delivery and 30 Ibs. relief. ROCKFORD 
| ILLINOIS 









FILTER 
and PURIFIER 


— 
Suspended mone 
Discoloration 


The Diamond Filter and Purifier ac- 
tually removes objecti 
and provides clear, calle palatable 
fresh water. 

WRITE FOR CATALOC 
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...with exclusive gas modulation 
—sizes the boiler for the job! 







G) Raypak boilers are specifically 
_ packaged for Radiant Panel, 
Complies wih Baseboard, Radiator, Convec- 
tor, Swimming Pool and Volume 
Hot Water Supply Systems and 
Approved #180 are ideal companions to | 
byAG-A. Air Conditioning Units, 
| 








"12 Models fit every need ! 


1. Original “Plug-in” Boiler 
2. 100% copper waterways extra long life 
3. Triple the BTU’s per pound of weight 
4. Remarkably compact and durable 


5. Laboratory tested at 2,000 psi- 
no failure & 


Baas 6 
additional information and 


COMPANY, INC. name of local representative. 


Engineers- Manufacturers Dept. D-5 
2416 Chico Avenue 


Name. 

















El Monte, California Occup 

Raypak’s skilled and special- _ 

ized distributors and repre- Address 

sentatives are available any 

time for consultation on any | City. State. 








wet heating problem. 























WATCH FOR 
The IMPORTANT 
DETAILS ! 


| T's \ i 1 
it’s on THE WAY ! 







Your BiGGcest |: 
OPPORTUNITY IN| 








Smoothly Bends Any Pipe or Tubing 
¥" to 14%" O.D. . 


@ Just a twist of the 
wrist assures perfect, 
even bends—right an- 
gle, any angle, U and 
offset. Save enough 
on ONE job to pay 
for your HANDY 
TUBE BENDER. or write for 
today. 


i HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD e EVANSVILLE, INDIANA 





See your sup- 
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P.O. BOX 175 





IN ESTIMATING 
IN BUYING 
IN SELLING 
IN BILLING 


IN CHECKING 
INVOICES 





* 

be your Guide! 
In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounte and prices. 


Vhe WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS 











— 








e Copper plated steel bas 2 Selicit 

¢ Drives rw and accuratel 

¢ Will not split or damage joists Inquiries 

e Will not pinch or bend copper tubing ACTUAL SIZE 


e Avoids expansion friction 
¢ Quick, easy and accurate to drive 
e Available in %” and %” tube sizes now 


Fer a complete Line ef Hangers for Copper Tubing contact 











WESCO MANUFACTURING CO. 
WELLSVILLE, OHIO 

















, TESTING DEVICES 
LEAK. SUARANTEE 


Proor GASLINES 


Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick, 
simple, and positive check against gas line leaks. 
MUTUAL MANUFACTURING CO. 


Dependable Testing Devices 
45-16 162ND ST. FLUSHING 58, N. Y. 
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(Continued from bottom of page 264) 
rose spray spout and the drain strainer has no 
stopper. Mirrors are mounted on toilet room end 
walls rather than over the lavatories. This tends 
to reduge stoppage problems due to hair and other 
objects being dropped into the lavatories. 

A central system of soap supply is fed down 
from two tanks on the 18th and 40th mezzanine 
floors. The down feed is valved into sub tanks 
which usually feed to three floors, terminating in 
lather type dispensers. 

A refrigerated drinking water system with sand 
and gravel filter and using a 20-ton refrigeration 
compressor is installed to serve the floors occu- 
pied by Prudential. 


s Drinking water for building tenants is furnished 
through refrigerated cabinet fountains supplied 
from wet columns. Building wastes are conducted 
by gravity flow to the city sewer except in the 
sub-basement where a pneumatic ejector and two 
duplex electrically driven sewage ejectors are pro- 
vided to elevate sewage to the city sewer level. 

The house water service is through pumps in the 
3rd basement from which it is lifted to supply 
tanks on the 18th floor. Two additional house 
pumps lift cold water to storage tanks on the 40th 
mezzanine. From this point, an independent pneu- 
matic system services the 39th to 41st floors. All 
other areas have down feed cold water supplies. 

A counter-balancing system of hot water supply 
ingeniously uses the head in pressure from the 
overhead house tanks on the 18th and 40th mez- 
zanine floors to create the hot water up feed. 
Circulating pumps provide an assist to the hot 
water supply. Cold water house pumps are con- 
trolled by floats in a water column off the tanks. 
Pump running time is controlled by alternators. 


# On any big construction job, movement of mate- 
rials is ever present and expensive. It can also be 
the source of irritation. Contractors on the Pru- 
dential building set an example of cooperation in 
this area that would be hard to beat. 

C. A. Moore, contract and engineering manager 
for Wm. A. Pope Co., who handled the air condi- 
tioning contract, explained one good example. 

Moore said, “The movement of equipment and 
materials into building projects continues to in- 
crease as completion schedules grow tighter. The 
problem was not ours alone so we got together 
with H. P. Reger Co., heating contractors, and 
worked out some close harmony. 

The result was that the general contractor per- 
mitted us to use the main pipe shaft for a tempo- 
rary lift. We erected our own hoisting equipment 
between the 1st and 19th ffoors. Reger duplicated 
this between the 19th and 40th floors. The end 
result was that we kept materials-handling costs 
down and speeded up job completion.” END 
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ENGINEERED AND MANUFACTURED BY HYDROVALVE 
is every serviceman's guarantee to get the finest... 


regardless of price. 


Our complete line of Time-Saving Servicing Tools 
are exclusive with HYDROVALVE and are a must 
for smart servicemen everywhere! 

Our new catalog shows our complete line of parts J. 
and tools ...available from Your Jobber. 


Write for Your FREE Catalog Now! 
HYDROVALVE CO. 


1319 Utica Ave., Brooklyn 3, N. Y., BUckminster 4-1330 





MAKES CONTROL 
INSTALLATION 
EASIER ? 


SEE PAGES 
76-277 











X” LIQUID 


For Fast Lasting 
Boiler Repairs 


No other product on the mar- 
ket stops boiler leaks as fast, and as per- 
manently as “X" Liquid. Preferred by 
professionals for forty years, ‘“X”’ Liquid 
seals boiler leaks, quickly, economically 
dependably and permanently. 

Your wholesaler carries ““X"’ Liquid— 
guaranteed to do any boiler leak repair 
job with maximum efficiency. Ask him 
about “X” Flush, “X” Rustoff, “X" 
Pipecut Oil, ““X” Pipejoint, too 


“X” LABORATORIES, INC., 25 West 45th Street, New York 36 
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SEERA NESSES 
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S BRUSHES #% and SCRAPERS & 
% For Cleaning “;: Tubes and Flues = 
RS ™ BOILERS © FURNACES= 
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‘Write ” CHIMNEYS Ne 
3 Today % 
a ~ WORCESTER BRUSH AND 

SS Free 

X Catalog SCRAPER CO. 


LO 


ee 


4 


MASON-WORCESTER 
BRUSH CO. 


Sy S SS OES SS 328 AUSTIN ST. WORCESTER 1, MASS. 
SYR LEASES 
~ rs ee . 
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ADVERTISEMENTS 





SITUATIONS OPEN 





WANTED: 


a direct salesman to make calls on job- 
bers, contractors and architects — to 
build even more sales for well accepted 
competitively priced complete line of 
plumbing fixtures. Salary, travel, ex- 
penses—plus bonus for performance—a 
self starter can make real money with 
a secure future. Address Key 853-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


SALES 
ENGINEERING 
OPPORTUNITY 


Good starting salary. 
Excellent advancement 
possibilities. 


Profit sharing—retirement plan 
group life insurance & hospital insur- 
ance. Pleasant working conditions in 

modern air conditioned office. 
Exceptional opportunity for sales-mind- 
ed engineer (26 to 40) with experience 
in the oil heating field. Duties will in- 
clude sales calls with factory represen- 
tatives, service calls, lectures at service 
clinics and industry association meetings 
and liaison between factory engineering 
and the customer. Job is ideal for man 
who prefers contact with both technical 
and non-technical people about diversi- 
fied engineering and sales problems. 
Write, giving details on experience and 
educational background to: 


Mr. David T. Morgenthaler 


Director of Sales 


DELAVAN MANUFACTURING 
COMPANY 


West Des Moines, Iowa 
PLUMBING FIXTURE SALES MAN- 
ager with ability to serve as complete 
and overall sales manager for a full line 
fixture manufacturer. Address Key 846- 
Kk, “DOMESTIC ENGINEERING,” 1801 

Prairie Ave., Chicago 16, Illinois. 

PLUMBING MAN 

with sales ability on supply house level, 
to handle correspondence, orders and 
give business direction, with progres- 
sive concern. Good future. Address Key 
£20-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


AIR CONDITIONING 


man experienced in calculating and esti- 
mating year-round air conditioning for 
a large national plumbing and heating 
concern located in central Ohio. State 
experience and all particulars. Good sal- 
ary and opportunity. Address Key 
821-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
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RATES 





FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisements, $3.00 per insertion. Rates for bold 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGINEER- 
ING, 1801 Prairie Ave., Chicago 16, Illinois. All Classified Adver- 
tisements are payable in advance! Closing Date: Fifteenth of 
month preceding publication date. 

















SITUATIONS OPEN 


REPRESENTATIVES WANTED 





SALES MANAGER 


An exceptional opportunity for a sea- 
soned executive to direct national sales 
program for prominent plumbing manu- 
facturer. Thorough knowledge of 
plumbing or allied fields essential. Some 
travel. Relocation in Los Angeles area 
necessary. All correspondence held in 
strict confidence. Contact: 

John Frankel 

HARCRAFT BRASS 

DIVISION OF HARVEY MA- 

CHINE COMPANY, 

INCORPORATED 

Torrance, California—Phone: 


NEvada 6-2111 





SITUATIONS WANTED 





Assistant manager of wholesale plumb- 
ing supply house, college graduate, age 
29, with shorthand, typing and account- 
ing ability desires position as adminis- 
trative assistant to plumbing or heating 
executive. Complete resume sent upon 
request. Address Key 838-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinoi 


REPRESENTATIVES WANTED 











Manufacturers representatives who are 
well acquainted with wholesalers, dis- 
tributors, or jobbers are offered a rare 
opportunity to become associated with 
the world’s largest manufacturer of 
shower doors and tub enclosures. These 
products are nationally advertised in 
major consumer magazines and trade 
journals. Exclusive territories. Write 
fuily about yourself. Straight commis- 
sion plus monthly bonus. Address Key 
841-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
“THIS IS HOT!” SEVERAL TERRITO- 

ries available for ADAPTO SEAL Well 
Seal—If you are representing a domes- 
tic water system and/or plastic pipe 
line, this is a natural fill in—do not take 
our word for it—if you consider your 
organization a leader in territory cov- 
ered and you are accepted, we'll send 
you data and prices that you can have 
the best pump jobber you know, pass 
judgment on before you make any 
commitments. When you add low price 
to high quality, you are entitled to crow 


“this is hot!” ADAPTO SEAL PRO- 
DUCTS, INCORPORATED, P. © Box P. 


Clarendon Hills, Illinois. 


SALESMEN WANTED. EASTERN SEA- 

board, calling on contractors and 
hardware stores, for line of matleable 
pipe tittings. Address Key 831-k, *“vVO- 
MESTLIC MNGINNERING,’ 1801 Prairie 
Ave., Chicago 16, Illinois. 





LONG ESTABLISHED MANUFACTUR- 
er ot copper tubing hangers and 
straps has territories open. Adaress Key 
S3s-8, “DOMESTIC ENGINHERING,’ 
1801 Prairie Ave., Chicago 16, Lilinois. 





SUCCESSFUL NEW PRODUCT 


An income builder for representatives 
who are appointed to handle exclusively 
the only product of its kind through 
piumbing, heating and hardware whole- 
salers. Jerritories are open for this 
ground floor opportunity. If interested 
and want details, write at once giving 
resume of operations, lines, territory 
covered. Address Key 839-E, “DOUMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


PROGRESSIVE, FAST GROWING 

plumbing specialty manufacturer and 
distributor needs representation in call- 
ing on the plumbing and hardware job- 
ber. Full line of plumbing repair items. 
Address Key 847-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
REPRESENTATIVES WANTED: 

leading manufacturer of electric sew- 
er, Waste and process line rodding ma- 
chines, has opening in choice sales areas 
throughout the country. This is a rapid- 
ly expanding industry with unlimited 
potential for sales development. Please 
state in first letter territory covered 
Reply to: KEN-WAY CORPORATION, 
P. O. Box 172, Sparta, Wisconsin. 


REPRESENTATIVES WANTED 
Long established Ohio manufacturer of 
pumps, water systems, and water soften- 
ers has openings for sales representa- 
tiyes. If interested, give territory cov- 
ered and other pertinent data. Address 
Key 848-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois. 











MANUFACTURERS’ REPRESENTA 

tives to sell on commission basis, our 
good competitive line of plumbers’ tools 
and specialties. Write: GEORGE F 
LADD, INCORPORATED, 757 Franklin 
Ave., Franklin Square, L.I., New York 
LOcust 1-2221, 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 270 AND 272 
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for Your 
SCHOOL, 
HOSPITAL AND 
INSTITUTIONAL JOBS 


THIS MARSH SPECIAL HEAVY FLAT DISC RISING STEM RADIATOR VALVE 


... and others in the 16 and 26 series are widely recognized as being especially desirable 
for Hospitals, Schools, Veteran’s Hospitals and similar Institutions. These valves are 
characterized by heavy construction; swivel disc holder; upper seal permitting repacking 
under pressure; large packing chamber; jewett type packing rings; gland follower; packing 
nut; bakelite wheel and finished trim. For V. A. Hospitals these valves can be furnished 
with special countersunk handles with tamper-proof hex head screws when specified. 


You'll find the answer to all your water and steam valve 
requirements in the MARSH of Dunkirk Line. In addition 
to the 16 and 26 series shown on this page the MARSH 
Line includes: 

Packless Steam Radiator Valves, Cone Dise 

Packless Hot Water Radiator Valves, Metal Disc 


Sleeve Type Control and Balancing Valves 
Low Pressure Steam Radiator Valves 






GLOBE 
Fig. 1226 
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GLOBE 
Fig. 1105 


ANGLE 
Fig. 1116 G.P. 
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THE 16 AND 26 SERIES 
ARE ESPECIALLY ADAPTED 
FOR INSTITUTIONAL USE 


@eeeo0eeee020008000808688 


Fig. 1126 

Angle Type 
Also 1226 
Globe 


MPSSSSSSOOSSSSSSSSCOOSTSECES EEE 
© 0000800000808 8008880088S0808 


esecseeeoeeeoeoeeeeeee 


Convector and Radiator Gate Valves 

Heavy Duty Brass Globe and Angle Valves with 
Composition Dise 

Union Ells and Union Straightway Couplings 


Remember, every heating job you install deserves the best 
. that’s why we say specify MARSH of DUNKIRK 
Valves all the way! 





MARSH VALVE COMPANY 
PLANT & GENERAL OFFICES: DUNKIRK, N. Y. 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 





REPRESENTATIVES WANTED CALL- 
ing on plumbing jobbers. We manu- 
facture a new flush valve plumbing 


specialty made of monel metal. A 
quality item competitively priced. Vari- 
ous territories open on commission 


basis. State lines now carried. Men able 
to introduc e new lines desired. Address 
Key 774- “DOMESTIC ENGINEER- 
ING,” 1801" Prairie Ave. Chicago 16, 
Illinois 


REPRESENTATIVES WANTED. 

Leading Eastern manufacturer of na- 
tionally advertised commercial finned- 
tube and baseboard radiation offers the 
most extensive line in the industry to 
qualified representatives. Revised mar- 
keting program has created additional 
openings. Representatives must pres- 
ently handle related heating items and 
include in coverage jobbers, contrac- 
tors, engineers and architects. The 
quality and superior features of this 
line coupled with competitive pricing 
present an unusually profitable ar- 


rangement for the right men. Reply in 
detail stating present lines, territory, 
other pertinent data. Replies confiden- 


tial. Address Key 843-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois 


Manufacturers’ representatives to sell 
on commission basis our good competi- 
tive line of plumbers’ brass goods, oil 
burner valve and specialties in the 
following territories: 


Eastern Upwer New 
Pennsylvania York State 
Southern Florida 
New Jersey Georgia 
Maryland Connecticut 
Virginia Northern New Jersey 


West Virginia 
Address Key 639-E, “DOMESTIC EN.- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


EXCLUSIVE PROTECTED TERRITOR- 

ies open for nationally distributed 
unique washer replacement plumbing 
specialty item packaged for sale to 
plumbing supply houses, hardware dis- 
tributors and retailers. Unique demon- 
stration sells 8 out of 10 on first call. 
Address Key 598-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois 


REPRESE NTATIVE WANTED: MAN- 

ufacturer of gas and electric auto- 
matic storage type water heaters has 
several territories open for aggressive 
sales representatives. Please contact. 
Address Key 786-E, "DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chica- 
xo 16, Illinois 


Established representatives wanted with 
dealer or jobber following. Many choice 
areas available, for our line of medicine 
cabinets—glass shower doors—bath ac- 
cessories, etc. Commission basis. Write 
fully for prompt consideration. Address 
Key 813-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
iMacs. 


MANUFACTURERS’ REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold _to quality trade. Repeat items, 
excellent commissions, exclusive terri- 
tories open. Write full details in confi- 
dence. Box DE 1299, 221 West 4ist 
Street, New York City. 


270 





PLUMBING SPECIALTY 
SALESMEN 


Profit sharing plan--If you are now 
selling plumbing specialties to plumbing 
contractors we have a new profit shar- 
ing sales plan. Full time or side line. 


MANUFACTURERS 
REPRESENTATIVE, 


20 years experience covering Rhode Is- 
land, Massachusetts and eastern Con- 
necticut, desires one or two additional 
industrial or commercial heating and 

bi lines. Limited warehouse 





All territories open. Our 
established thirty-five years. Give full 
resume first letter. ECONOMY SUP- 
PLY COMPANY, Box 229, Yonkers, 
New York. 


LINES WANTED 


ALABAMA, MISSISSIPPI! 
AND LOUISIANA 
Experienced representative wants addi- 
tional lines. Excellent references from 
both the plumbing wholesaler and the 
manufacturers we represent. Address 
Key 850-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 

Illinois. 


ADDITIONAL LINES WANTED 
FOR SOUTHEASTERN STATES 


Aggressive manufacturers representa- 
tive with 18 years experience, with of- 
fices in Atlanta, Charlotte and New 
Orleans. Calling on wholesale plumbing 
and hardware jobbers. Present volume 
in excess of one million five hundred 
thousand dollars. Covering states of Vir- 
ginia, North and South Carolina, Geor- 
gia, Florida, Alabama, Louisiana, Mis- 
sissippi and eastern Tennessee. Address 
Key 851-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


ot . 
Illinois. 


~ @EORGIA—FLORIDA 








Experienced representative with many 
years experience wants additional lines 
calling on wholesale plumbing and hard- 
ware jobbers. Address Key 852-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


w E ARE INTERE STED IN CONTACT- 
ing three or four major manufactur- 
ers of fast moving lines to be sold to 
hardware, plumbing and mine and mill 
supply houses in West Virginia and ad- 
jacent territories. Excellent contacts 
one years of experience. Address Key 
4-E, “DOMESTIC ENGINEERING,” 
+801 Prairie Ave., Chicago 16, Illinois. 


ADDITIONAL LINE WANTED | 


Experienced, aggressive manufacturers’ 
agency organization for Ohio desires a 
rated, major line to sell to plumbing 
and heating wholesalers. Address Key 
849-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 

Calling on the plumbing and hardware 
wholesalers in Ohio, Indiana east of 
Route 31, northern part of Kentucky 
and western tip of West Virginia. Ad- 
dress Key 840-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois, 











space available. Address Key 842-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 


Salesman, covering entire state of Mich- 
igan, seeking additional line. Full cover- 
age of this limited area and many years 
of specialty selling experience assures 
sales to well rated accounts among the 
plumbing trade. Address Key 837-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


Cc. C. LOWRY COMPANY 


manufacturer to wholesaler 
Room 104 
Hamilton Court 
Philadelphia 4, Pennsylvania 


LINES WANTED: MANUFACTURERS’ 
representative can give personal ag- 
gressive attention to quality top volume 
line. Now represent major cast iron soil 
pipe manufacturer, Alabama, Kentucky, 
Tennessee. Address Key 835-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 

Ave., ¢ chicago 16, Illinois. 


LEADING 


manufacturers’ representative with ag- 
gressive sales organization covering 
Chicago and surrounding area is ex- 
panding his organization. Am interested 
in major lines to either augment or re- 
place present lines. Address Key 827-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
NEED ONE 
ADDITIONAL 
volume line of specification nature for 
west Missouri, Kansas, Oklahoma ter- 


ritory. ‘Plumbing only. Address - Key 
832-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Ilinois. 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights ~ Ctle 


B..¢ | 
Ss 




















Serving the p an 
THE SCHUTZE SALES co. 


1999 North Snelling Ave., 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 268 AND 272 
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the fastest 





growing name in 


RICHMOND 






plumbing fixtures 











.. THE COLORS- choice of seven 
sparkling pastels or famous 
Richmond “Whiter-White.”’ 


.. THE STYLING-— designs to fit 
every plumbing need—residential, 
commercial, industrial. 




























.. THE ENGINEERING— 
quality-controlled manufacturing that 
gives lasting consumer satisfaction. 

.. THE BRAND ACCEPTANCE 
—building steadily through extensive 
national advertising. 


TO BUILD YOUR 
REPUTATION FOR QUALITY 
AND BRING SALES YOUR WAY 


RR 


RICHMOND 


PLUMBING FIXTURES 


DIVISION OF RHEEM 
MANUFACTURING COMPANY 







16 Pearl Street, Metuchen, New Jersey 


WRITE FOR NEW ILLUSTRATED CATALOG 
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LINES WANTED 


LINES WANTED 


FOR SALE 








NEW 
WAREHOUSING SERVICE 


Stock your products in Newark, New 
Jersey at low cost. We act as warehouse 
agents only in conjunction with your 
regular representation. Only non-com- 
peting lines accepted. Write for further 
details. All correspondence in strict con- 
fidence. Address Key 792-E, “DOMES- 
TIC ENGINEERING,” 110 East 42nd 
Street, New York, New York. 


CONTACT 
LONDON WHOLESALE 
PLUMBING SUPPLIES 


1052 Brydges St., London 
Serving Fast Growing Western Ontario 
A Good Outlet for Your Products 


L. C. FOOTE 


221 Hurlburt Rd., 
Syracuse 3, N. Y. 


Wholesale Trade Only 
New York State 


FRANK MORRIS & CO. 


424 S. Cheyenne St., 
Tulsa, Oklahoma 
Kansas, Oklahoma, western Missouri 
and Arkansas 


EXPERIENCED 


established manufacturer's representa- 
tives calling on plumbing and heating 
wholesaler with quality products in east- 
ern Pennsylvania, southern New Jersey, 
Delaware and eastern shore of Mary- 
land would like additional lines from 
reliable firms. Address Key 787-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


REP- 
years’ 


CAPABLE MANUFACTURERS’ 
resentative, over twenty-five 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
idditional line. Plumbing, he po | gas 
or water supplies. Address Key 558-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


TOP REPRESENTATIVES 


Covering Illinois, Wisconsin and lowa 
need one or two high volume plumbing 
or heating lines. Address Key 765-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


LINES WANTED 


DON RUISINGER 
3626 Matador Drive 
Dallas, Texas 


Serving the wholesaler in Texas 
plumbing and heating 





tho 
=1 
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TIRED 
OF WILD CLAIMS? 


Fed up with promises? Do you manu- 
facture fittings, closet seats, or soil 
pipe? Do you want intelligent coverage 
in western Pennsylvania and West Vir- 
ginia? Address Key 793-E, “DOMES- 
11C ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 
COVERING THE PLUMBING, INDUS- 
trial and hardware jobbers in Kansas, 
Nebraska and western Missouri. NOR- 
MAN WILSON COMPANY, 2560 Holmes, 
Kansas City, Missouri, 


ADDITIONAL LINE WANTED 


Experienced aggressive manufacturer's 
representatives with office and ware- 
house centrally located in Philadelphia. 
Travel three men. Call on plumbing, 
heating and industrial wholesalers oily. 
Serving: 

Eastern Penna. 

S. New Jersey Delaware 

Maryland Washington, D. C. 
Address Key 797-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


(Phila) 


AGENCY MANUFAC ,- 


W. A. CARLEY 
turers’ representative, P.O. Box 10043, 
Dallas, Texas. Serving Texas, Okla- 


hema, Louisiana, and Arkansas. Ware- 


housing facilities available. 


EXPERIENCED 


aggressive manufacturers representative 
calling on plumbing wholesalers and D. 
T.U. wants lines. Concentrating on 200 
mile area around Chicago including Mil- 
waukee, Gary and Metropolitan Chi- 
cago. Makes personal calls not phone 
calls. Address Key 829-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


“SALES ENERGY WILL 
OUTLIVE ATOMIC ENERGY" 


Increase and maintain your sales in a 
competitive market. Aggressive, hard 
hitting graduate engineer with success- 
ful sales record for 15 years. Lines 
wanted for excellent following in New 
York, New Jersey and New England. 
Address Key 790-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


FOR SALE 


SERVEL DUT STEAM ACTUATED AB- 

sorption unit; 25 ton capacity with 
matching Marlo CT-40 cooling tower; 
used 23 years; available approximately 
June 1; add cooling to that small audi- 
torium now. Address Key 830-E, ““DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chic ago 16, Illinois. 








Plumbing and heating business. Also 
sheet metal business. Located in Colo- 
rado. Above are two separate businesses 
but located in one building. Reason for 
selling, recent widow with young child. 
Write for details. Also have house to 
sell. Address Key 845-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 





CALIFORNIA PLUMBING 


business for sale. An old established 
plumbing (service) business in Los An- 
geles, California. Price, $32,250.00. Earn- 
ings, net, average better than $13,000.00 
per year. Current earnings, $1,800.00 per 
month. Reason for selling, illness. Write 
or see: Mr. H. Morgan Craft, c/o W. 
ROSS CAMPBELL BUSINESS IN- 
VESTMENT COMPANY, 712 South 


Spring Street, Los Angeles 14, Calif. 
FOR SAL E IN MIAMI, “FLORIDA. 

Well established plumbing business 
working at present, ten men. Doing one 
hundred fifty thousand dollars yearly, 
can do more. Will act as master plumb- 
er for one year; twenty-five thousand 
to handle. Address Key 834-E, “DOMES- 
TIC ENGINEERING.” 1801 Prairie Ave., 
Chicago 16, Illinois. 





PLUMBING-HEATING 


bottle gas busi central Long Is- 
land, New York. Net 1955 $20,000.00— 
house optional. Address Key 836-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PLU MB ING-HE ATING. E STABL ISHE D 
fifty years, grossing $85,000.00 an- 
nually. Located in one of the best towns 
in entire state of fabulous Colorado. 
Wonderful fishing, hunting and plenty 
of big game. Definitely priced to sell; 
information and free pictures mailed, 
no oblige ation whatsoever on your part. 
C-5752 Continental, 804 Grand, Kansas 
City, Missouri. 
PLUMBING-HEATING BUSINESS, ES- 
tablished twenty years, grossing 
snout $150,000.00 annually. Located in 
fabulous Colorado Springs, scene of new 
air academy and another $600,000,000.00 
development; city expected to double 
population next five years. Wonderful 
fishing, hunting and big game. Definite- 
ly priced to sell, information and free 
pictures mailed, no obligation whatso- 
ever on your part. C-6012 Continental, 
804 Grand, Kansas City, Missouri. 


MISCELLANEOUS 


ENGINEER, PLUMBER, 
INVENTOR OR MANUFACTURER 


Selling organization wants flood control 
unit on outright purchase, royalty or 
franchise arrangement for national dis- 
tribution. Address Key 828-E, “DO- 
MESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 




















ONE MAN Delivers & Installs 
A.350 Ib. Appliance 
ALONE! 

Walks 


With Y 
Upstairs— 
YOU DON’T DRAG IT! 
See 1956 Domestic Engineering 


Catalog Directory—Pages F-25 to F- 28! 


CASH PAID 


for surplus inventories of plumbing and 
heating supplies . . . boilers, radiators, 
valves and fittings, ote. All replies con- 
fidential. Address Key 730-E, “DO- 
MESTIC ENGINEERING.” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
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Designed by specialists 








in wet heat, Federal’s _facturer . . . proof of Federal’s outstanding 


line of steel boilers gives your customers the quality and acceptance throughout the indus- 


luxury of hot water heat plus year round domes- try. Plan now to make this your most profitable 

tic hot water supply at economical costs...and _ heating year! There’s a Federal Boiler for any 

brings you faster profits on every installation. residential, commercial or industrial applica- 
tion .. . and deliveries are fast! 


For years, Federal Boiler Co. has produced and 


sold more steel boilers 
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than any other manu- 




















DESIGNED FOR YOUR CUSTOMERS’ COMFORT — 
PRICED FOR FAST PROFITS TO YOU! 


In key with modern home-building fashions, FBC Baseboard Radiation 
provides you with a sales-building product that will increase your heat- 
ing business. Compact, highly efficient FBC Baseboard installs fast . . . 
gives you top profits on every installation. J FR ¥e 


SOLD THROUGH PLUMBING & HEATING WHOLESALERS ONLY 


S, 
©% 
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Match the NEW Youngstown Kitchens 
& ® i 
WA. 
eft-lower Dishwasher wit any other! . 
Alz 
All 
All 
An 
& 
*An 
*An 
, *An 
Every part of every dish, glass, utensil, pot, and Ar 
pan gets vigorous Jet-Tower washing action! They / 
all come out whistling clean. It’s the kind of ae 
performance you offer customers with pride. The *An 
new Youngstown Kitchens Jet-Tower Dishwasher C 
has been thoroughly tested—and is remarkably ” 
service-free. *An 
I 
An 
I 
An 
3 
®An 
Selling demonstrations reach 5 million women *Ar 
regularly on “Queen for a Day,’’ NBC’s most on 
popular daytime TV show. Additional push on ror 
“Home” builds the regular TV audience above w Ay 
the 7 million mark! And all this is in addition to *Ba 
constant advertising in national magazines, plus a 
a big Promotion Package for you to use. Ask your *Be 
distributor about it. *Be 
Be 
Be 
Be 
Bl. 
*Bo 
*Br 
It’s 25°; larger, and washes cumplete service for *Br 
eight — yet costs no more than smaller models! jam 
Put that in your sales pitch —and see how prospects High-power Jet-Tower dishwashing “Br 
for it! action as seen in the Undercounter model. | 
go for it? Br 
Br 
/ grag ny 4 mt 
‘ i ' 
t j 4 | i Ca 
PROFIT By ¢ ©) *Ca 
Ca 
' ' *Ca 
FULL profit for you—-at a low retail price that *Ca 
beats competition! The new Youngstown Kitchens Ca 
Jet-Tower Dishwasher is a dealer’s profit dream a 
come true! *Ch 
Ch 
nse ean nA nen ites ie aera nega eee em ea eae Rtas eek dain Ch 
i Director of Marketing, Youngstown Kitchens 7] Ch 
| Dept. DE-S56 Warren, Ohio | Ch 
| TELL ME HOW I CAN GET IN ON THE PROFITS. | Youngstown Kitchens Food *Ch 
| Waste Disposer retails at ; é 
I only $79.95. Top quality, ¢ Cl. 
| = — packed with features that ) Cl 
| | sell. Removable, reversible ’ Co 
| | cutters double disposer life. Work-Level model. Racks glide *Co 
| aw ee: ee | Five-year parts warranty. out quietly, easily on nylon run- 
sins csescicciana ananassae eceaitnitied oacxeinoetasle aan teaioa J Easiest installation. ners. Dish loading is a cinch. Cc 
Co 
Cr 
Cr 
Cr 
Ci 
DIVISION OF RICAN-Ptandard 
Sold in the United States, Canada, and most parts of the world 
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See how easy it is to make 


wiring connections in the Series 
753... both line and low 
ONE-UNIT AIR CONDITIONING voltage terminals are easily 
accessible in this “clean-cut” 


panel assembly. 
In the new Penn Series 753 air conditioning control center, all functions 
are centralized in one compact unit. There are 14 low voltage terminals 
for both heating and cooling . . . so all wiring is simplified by centering 
it into one unit. There is no need for additional connection or junction 
boxes. Also reducing wiring problems are the built-in high and low pres- 
sure Cut-out controls. 

And, there are advantages for the manufacturer, too. For example, the 
Series 753 has detachable bellows which permit pre-assembly of pressure 
elements into hermetic systems. To be sure you're getting the best, look 
for the Penn Series 753 on the self-contained package air conditioning 
units you buy and install for either residential or commercial applications. 


Penn CONTROLS, HC. Exterior view of Series 753 


Goshen, Indiana residential air conditioning 


Automatic Controls For Heating, Refrigeration, Air Conditioning, control center. 
Gas Appliances, Pumps, Air Compressors, Engines 








CADWELL protection 


for your customers ts 
protection for you. 


Only by installing Cadwell, the finest relief 


valve made, can you be sure of protecting your 


customers — and your reputation. 


Satisfied customers mean repeat sales — a 
worthwhile return for the few pennies more 


it costs to get the best. 

Protect today’s customer with Cadwell re- 
lief valves and he’ll still be a customer tomor- 
row. Write for catalog or consult Domestic 


Engineering Catalog Directory. 


ESTABLISHED 1894 


THE BEATON & 


CADWELL 


MANUFACTURING CO. 


KEC\A ~DATatal 
NEW BRITAIN 


FOR 
WATER 


HEATERS 


GADWELL NO. 25 
temperature and 
. Easy inspection 
ithout GADWELL NO. N.106 TL 

Self-c ‘eft W ae ond 

test lever 4 400,000 “BTU ca- 


CADWELL NO. 50 


Pressure Reducing Valve con- 
trols amouvan? of pressure re- 
leased. Settings from 3 te 100 
ibs. For low initie! pressure 
systems es in rediant end con- 
vection heating. 


CADWELL NO. 250 


A.S.M.E, Rated Pressure Relief 
Valve. Releases bag ae aged 


Gives. lorge age hs pocity >) 


oe NB ag anon 'y-boiler”. 
Available 30, 60, ‘00, 125 tb. 
settings. 





POPPET 
PRESSURE 
RELIEF 


CADWELL NO. 75 


Adjustable 25 to 175 ib. pres- 
sure relief, with or without fu- 
= plug for temperature re- 
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CADWELL NO. 105 
Pressure relief with or without 
fusible 


¢ temperature 
' My Ba, and extension 
tube. A.G.A. Listed 


Perfection 


Floor and Ceiling Pletes. All 
types and sizes to give a nect 
end finished appearance to oll 
piping jobs. 
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